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HE American Broach & Machine 
ene of Ann Arbor, Michigan, 
a division of Sundstrand Machine Tool 
Company, uses hydraulic machine tools 
to make its own famous line of hydraulic 
broaching machines and broaching tools. 
And in these hydraulic machine tools, 
the hydraulic medium is Texaco Regal 
Oil (R&O). 

Why does American Broach use 
Texaco? Because Texaco Regal Oil 
(R&O) gives them these benefits — 


— freedom from rust, sludge and foam 
— smooth, trouble-free operation 

— longer pump and parts life 

— lower maintenance costs 





Texaco Regal Oil (R&O) is turbine- 
quality oil improved by special additives 
and processing. Tested against ordinary 
turbine-quality oils, it shows more than 
ten times greater oxidation resistance 
and far superior rust- and foam-prevent- 
ing ability. 

There is a complete line of Texaco 
Regal Oils (R& O) approved by leading 
hydraulic manufacturers. Let a Texaco 
Lubrication Engineer help you select the 
one best for your equipment and oper- 
ating conditions. Just call the nearest of 
the more than 2,000 Texaco Distributing 
Plants in the 48 States, or write: 

The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 


PC (44, Lubricants, Fuels and 


_ Lubrication Engineering Service 














“ 


~ 


il 





STUART F. HEUGNRITZ ooicccssscsssssscvsssscsssssseea@itor 


B. P. MAST JncesssChairman of the Board 
Harvey CONOVER .President and Treasurer 
\. M. Morse, JR. Vice President and Publisher 
A aaeeeneeenee Vice President, Research 
praneninaignntoventieacesniiiand Secretary 
wvsnenAM sistant Publisher 
EDITORIAL STAFF 
Pauw V. FARRELL ...... 
A. W. WittiaMs 
A. N. WECKSLER ........ Washington Editor 
L. E. McManon ..... 
A. M. Grapy 
E. C. ARINK 
Davin Burke ........ 


Ray RIcHARDs ...... 


vemeAssociate Editor 


Contributing Editor 


«Production Manager 
coscavensnece «eProduction Assistant 
«Art Director 
««Mssociate Art Director 
ADVERTISING REPRESENTATIVES 
Atex G. GRAAM ... 
Ray Ricwarps 


uuelVew York 





iteaennnits New York 
i Re ee ee New York 
Hucu Roeinson ......... New York 
Warne W. Geyer ..................... wun Chicago 
Hucu Petorr a 7 


Kenneto W. McKINt-ey ...............Cleveland 


DWIGHT JENNETT oo cccccconss Los Angeles 


EDITORIAL AND EXECUTIVE OFFICES 
205 East 42nd Street, New York 17, N. Y. 


BRANCH OFFICES 


737 Norra Micnican Avenue ....Chicago 11, Ill. 
1900 EUCLID AVENUE ..........000.0.Cleveland 15, Ohio 
5478 Wictsuire Biv .... Los Angeles 36, Cal. 
NatTionaL Press Buttprnc ..........Washington, D. C. 





Published monthly by Peerye, Inc. 
Subsidiary of 
CONOVER-MAST PUBLICATIONS, INC. 


Printed at Orange, Conn. 


CONOVER-MAST PUBLICATIONS 
PURCHASING 
Mitt & Factory 
AVIATION AGE 
CONSTRUCTION EQUIPMENT 
Liquor SToRE 
Bar—REsTAURANT 
Conover-Mast Purcuasinc Directory 
Conover-Mast Book Drviston 


Purcnastnc is an independent journal, not the 
official organ of any association. Established 1915 
as “The Purchasing Agent’’. Consolidated with 
“The Executive Purchaser’. 

Contents are indexed monthly and annually by 
the Engineering Index Service. 

Subscription rates: United States, U. S. Posses- 
sions, and Canada: $4 per year; elsewhere, $10 


mer year. Single copies, 50¢. 


Juty, 1953 





ENGIN. Library 


Hi f 
a Oc i 
PURCHASING =>. 
The National Magazine of Industrial Purchasing 
VOL. 35, No. 1 JULY, 1953 
A Profession Comes of Age 2... ..cccccccccccncsccccccveccescses 65 
The Purchasing Revolution ...... Lice nose asks J. A. Hill 69 
Andrews Heads N.A.P.A, ET oo) oy) a covek ae 
Nonferrous Metals Outlegh ... 2.2... cc cccccccccscccccececcccess 74 
Smee Pragwamn Ghee occ ccc. cc ccc bewc tase hesccccssveseseus 74 
The Convention in Pictures ............000 ce cece eerereeeneeeees 75-90 
Economic Problems and Outlook 
Prospects for a Business Recession ..........-.- R. E. Untereiner 91 
ee a ere ery) eae N. H. Jacoby 92 
Efiects of the Federal Budget .............+-+- ...D. Novick 93 
N.A.P.A. Executive Committee ......... 00 csccccccccccees socetee ee 
Conditions in Purchase Orders ........----+-+--+++> GC. B. Affleck 96 
Modern Chemistry and the P.A. ........--+e2eeeeeeees R. H. Ewell 98 
The Pulse of Business 
Commodity and Business Trends .........-+---+eseeeee8e088 99 
Comiis 6 We vs oa 4.05 0 oon e 0+ tab DRESS 60 5S ei O84 R. H. Taylor 103 
Purchaclng Roseaweli . c.c.. soc co code bac cccsesvcvceses R. Wetherell 105 
Peace, Profits, Productivity, and Purchasing ..........-.-. R. E. Gay 107 
Convention Jottings ...........+- o eet feo sy 
The Development of Purchasing Personnel ..........-.-- F. W. Engle 111 
A Message from President Eisenhower ........-----++++eeeeee0% 112 
A Message from the Secretary of Commerce ......... +--+ ++se+0555 113 
Techniques of Material Management ........-.---+++++> H. L. Brown 114 
Dynamics of Purchasing .......-. +--+ esse eeeeeeeeeee E. B. Gruber 118 
Aleoa’s Purchasing Policy .........--eeeeeeeeceeeees T. O. English 120 
Savings through Salvage ........-----++eeeee0008 C. A. Rosenbrook 124 
What the Purchasing Agent Should Know about 
Paper and Printing (Part eg, - ane Se FE J. J. Ritterskamp 172 
MONTHLY FEATURES 
Purchasing Previews ........+-++++++ eee eT eee eee 13 
New Information for Your Catalog Files ...........-+++e+e8:. st ut 19 
News of Your Suppliers ........---seeeeeeeceeeeeeeee occeevees 22 
i 2 aes eS ere rrr ree tre Fl) ert 28 
ed Me es. EA, cisnee +s 4 déGh nes cewske tense nn 67 
New Products — Ideas .......-+++-+eee:. ss Se es Ow oem tae Ce oaee 128 
Office Equipment and Supplies ........-5- eee cece ee eeees we ie 171 
Among the Associations .........-- eeen s ome eke arene 188 
Personalities in the News ........cccccccseccceccessessses soos. aa 
Industrial Developments Kcr <vecahiewe nein se eee » én 
Tebtews. 60 tho Baler «<2 s-0% 00000 1020wseneneeeeesnes.. 000np Me - 832 
Buyer’s and Seller’s Mart ... 2.2.02 ee cece cece eececereeeeenenee 334 
Fedex to AdivertioG®s «sc cccvccccescevdescbceteoscresss ce see 336 


Printed in U.S.A.. by Wilss: t Lee Co.. Orange. Connecticut 

















et ez) » 
oe eae 





Quality control 





Modern production methods and triple 
inspection insure the high quality of 


GRINNELL PIPE FITTINGS 


The combination of finest materials, modern equipment, latest 
production techniques and rigid controls makes the complete 
line of cast iron and malleable iron Grinnell Pipe Fittings as 


Comparator checks accuracy 
of chamfer and threads to as- fine as money can buy. 
sure easy starting, running-up 

and tight joints. 


® Dimensional accuracy 
® Clean inside surface for smooth flow 


® Superior metal, free from sand holes 
and wall leaks 


® Proper chamfer for easy starting 


® Precision threads for easy running-up 
and tight joints 


GRINNELL Grinnell Pipe Fittings are available from your local Grinnell 
Distributor or a Grinnell Warehouse. Place your order today. 


WHENEVER PIPING IS INVOLVED 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 


Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports. 
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A Profession Comes Of Age 


NE distinct note pervaded the Los Angeles convention of the National Asso- 

ciation of Purchasing Agents, that set this meeting apart from the thirty- 
seven conventions that preceded this year’s gathering. It was evident not only in 
what was said and done there, but in the whole approach to the program and 
in the attitude of those participating, on the dais, in committee rooms, and on 
the convention floor. It was the confident acceptance of the fact that purchas- 
ing has arrived as a professional function of management. 


This development has been long in the making; by common consent, 1953 
marks a milestone of progress, a turning point in management thinking. For 
many years past, it has been an important factor of consideration wherever 
purchasing men and women have gathered, But heretofore it had been con- 
sidered as a goal—a goal whose ultimate achievement was sure, but which was 
still to be approached in terms of aspiration, vision, earnest and intelligent 
striving. There was nothing tentative in the tenor of this year’s meeting, no 
apologies or arguments. Even the old familiar, prophetic voice spoke with new 
authority, Purchasing men were there as responsible executives in their own 
right, representatives of a major activity of management, custodians of a func- 


tion vital to the well being of their companies and of the national economy, and 
clearly recognized in this light. 


The opening session set the keynote. There the voice of management hailed 
the purchasing revolution, and President Christensen presented the challenge 
inherent in the new era. From there on, the convention settled down to the 
serious business of meeting the professional responsibilities of the present, and 
planning and working to live up to the responsibilities of the future. 


It is appropriate, and perhaps significant, that the leader chosen for the year 
ahead is a young man whose affiliation and experience in the purchasing ficld 
and vital leadership in Association activities is wholly a postwar product. For 
this is truly a new starting point. The foundation of professional maturity and 
competence has been soundly laid. Political events and technological progress 
combine with purchasing development to focus on the new day. Our task now 
is to accept the new role and responsibility of purchasing, and to go forward 


to an equally sound record of constructive accomplishment in the business life 
of the nation. 
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neering Excellence 





lew Departure’s engineering 
ichievements result from a combination 
f many talents and techniques. From never- 
nding research to application advice with 

) years of experience behind it, every resource of New 
Jeparture is aimed directly at engineering excellence. 


High manufacturing standards hold tolerances, in many 
istances, to limits measured in millionths of an inch. 
ientific inspections make certain that component eee 
well as completed bearings, will perform as prescribed. 
INGS 
vy Departure products are found wherever the forces of <: deecqeee 
iction must be defeated. Miniature bearings for delicate 
truments or large units for industrial installations, and 
iything in between, can be supplied by New Departure. [RMAMMAMMARAAMAI A siilsaigail aime eaoenaaan 
ep your eye on the BALL to be sure of your BEARINGS! taba oes ln 
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This issue’s important features 
summarized for the busy reader 


A convention is more than words. It is 
people, purpose, inflections, interest, au- 
dience reaction ; it is the informal discus- 
sion group as well as the formal meeting 
room; it is the spirit of hospitality and 
of fellowship; it is the occasion for the 
expressions of appreciation for work well 
it is the milestone of accomplishment and the 





done ; 
springboard for accelerated progress. Our photograph- 
ers captured the spirit of the N.A.P.A. Convention in 
scores of candid shots at Los Angeles. You can recap- 
ture it in the 16-page Pictorial Section starting on page 
75 — a convention report that is in many ways more 
significant than the papers themselves. 


The keynote address on The Purchasing Revolution (page 
69) is a memorable statement by a representative of top 
management in industry acknowledging the new status 
of purchasing in management thinking. Many recent 
developments have contributed to this awakening and 
recognition. Management is looking to its purchasing 
men for constructive contributions at the policy-making 
and profit-making levels. The new role finds buyers 
well prepared to accept the larger responsibility. 


The evils and abuses of too much “fine 
print” on Purchase Orders and contract 
forms are well known. But many purchase 
orders err in the other direction. The 
address reported on page 96, by a compe- 
tent buyer with a fine legal background, 
points out the pitfalls occasioned by a 
failure to include essential conditions and to secure 
mutual agreement on basic factors in the transaction. 
His advice: be sure that contract terms are clear, com- 
plete, and concise. A number of examples illustrate 
what may happen if these principles are not observed. 





\) 


Changing Conditions on the economic and political front 
were thoroughly discussed in the light of their probable 
effects on business conditions and purchasing policy. 
A three-way presentation by a panel of experts (page 
91) probes this situation by examining the possibilities 
of a Business Recession and the role of the Federal 
Budget in determining the course of business activity. 











The consensus: Business is fundamentally sound and 
ready to meet the future with aggressive competition 
and free enterprise; Government may have to com- 
promise its immediate objectives of tax relief to main- 
tain strong defenses and stabilize the fiscal position. 


New Leadership in purchasing is personified by the new 
officers installed at the convention. Get acquainted with 
President “Andy” Andrews and his Executive Com- 
mittee on pages 73 and 95. 


The theme of better purchasing through 
value analysis and Purchasing Research, 
which is uppermost in modern buying 
practice, is developed in a practical paper 
reported on page 105. This speaker em- 
phasizes that fact that research is vir- 
tually limitless in scope and _ possibili- 
ties, from the relatively simple project of organizing 
an information reference fiie to the development and 
purchase of types of equipment that have never before 
been available. Many interesting cases of research lead- 
ing to profit-making purchases are cited. 


Another modern technique of purchasing is that of 
Material Management. A pioneer in the field with a 
record of excellent results in the use of these controls 
tells of the methods in effect in his department. Warn- 
ing: Different types of inventory require different treat- 
ment, and don’t expect a formula to be infallible. Turn 
to page 114. 


Purchasing accomplishment depends on the development 
of competent, trained Personnel. Two of the convention 
papers in this issue deal with selection, training, and 
supervision. Turn to pages 111 and 118. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. The 
Pulse of Business (page 99) provides a concise, up to 
date, graphic summary of business and market trends. 
Another section is devoted to Office Equipment and Forms 
(page 171). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 








COMING—IN NEXT MONTH'S ISSUE 


Equitable Escalation — Specifications for Incoming Packages 
Decentralized Buying with Centralized Control 
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Call Ryerson for Welded Tubing 
WORLD’S LARGEST STOCKS 


Need tubing? Whether it’s one tube or a car- 
load, you’ll save time by calling your nearby 
Ryerson plant. 

That’s because Ryerson stocks of welded 
mechanical tubing are the world’s largest, in- 
cluding hot and cold rolled, round and square 
tubes in a wide range of sizes and wall thick- 
nesses. And each Ryerson plant—there are fif- 
teen, from coast to coast—is set up to process 
your order quickly; prepare the steel to your 
specification and make dependable delivery. 


You can depend on the quality of Ryerson 
welded tubing, too. Even the hot rolled has a 
bright finish that’s particularly good for paint- 
ing. Both hot and cold rolled are produced to 
close tolerances. On both, the welding flash 
has been removed. 

And remember, you can also draw on Ryer- 
son stocks for other tubing requirements and 
for every other steel need. So save time—call 
Ryerson and combine your purchases. You'll 
get prompt, personal attention and quick action. 


PRINCIPAL PRODUCTS: CARBON, ALLOY & STAINLESS STEELS—BARS, STRUCTURALS, PLATES, 
SHEETS, TUBING, MACHINERY & TOOLS, ETC. 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK e 
PITTSBURGH © BUFFALO e CHICAGO e MILWAUKEE e 


Please mention PURCHASING Magazine when writing to advertisers. 
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Keynoter presents management's viewpoint 





The Purchasing Revolution 





USINESSMEN have been per- 
bE plexed and troubled of late by 
a problem in simple arithmetic. 
Take these two facts 
1. In 1952 the sales of American 
manufacturers increased about 
5%. 

2. In the same year profits—both 
before and after taxes—dropped 
7 to 15%. 

Now add these two facts together 
—sales up, profits down—and what 
answer do you get? Can it be that 
increased sales are not the sure 
route to greater profits? 

To a predominantly sales-minded 
management—and there are many 
such—this is nothing short of heresy. 
Yet the facts are hard to refute. A 
profit, after all, is the difference be- 
tween income and outgo. And the 
size of the outgo is just as important 
in determining the ultimate profit 
as the amount of income. Wise 
spending is just as vital to good 
profits as intelligent and aggressive 
selling. 

To many of us, this seems like an 
obvious fact, almost too elementary 
to mention. Yet it has been fully 
appreciated—and acted upon—by a 
surprisingly small segment of 
American business. Some progres- 
sive managements have devoted a 
great deal of time and study to the 
problem of spending company 
funds. As a result, they have radi- 
cally revised their concept of the 
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By John A. Hill 


President, Air Reduction Company, New York 


Address at the 38th annual convention, 
N.A.P.A., Los Angeles, May 25, 1953 


purchasing function, what it should 
include, how it should be organized, 
what kind of people it requires, and 
what its relationship should be to 
other departments. The innovations 
made have been drastic and far- 
reaching. The emerging purchasing 
department is such a far cry from 
the old buying clerk that the change 
seems more like revolution than 
evolution. So far as the length and 
breadth of American industry is 
concerned, however, the purchasing 
function has not yet received in 
full measure the attention and em- 
phasis it deserves. 

The purchasing revolution is still 
in its infancy. It has run but a small 
part of its course. In most com- 
panies, the process of change has 
barely started. Even in the most 
progressive organizations, the meta- 
morphosis is not complete. Still 
further changes in the purchasing 
function are under study or actual 
test. The important thing, however, 
is that the revolution is justifying 
itself. The changes made in pur- 
chasing concepts, organization, per- 
sonnel and practice are producing 
substantial savings which are being 
carried directly to profits, and they 
have also helped other departments 
to increase their efficiency. 


Frictions Retard Progress 


Like all revolutions, this one has 
been accompanied by a certain 
amount of friction and misunder- 
standing. This is evident not so 
much in companies where the revo- 
lution is fast becoming an accom- 
plished fact as it is in companies 
where the changes are just taking 


shape. Purchasing executives have 
a long list of complaints: 

. . . that top management does 
not have a comprehensive under- 
standing of the profit-making possi- 
bilities of the purchasing function; 

. . that management thinks of 
purchasing merely in terms of beat- 
ing down the prices of things pur- 
chased; 

. that the purchasing depart- 
ment is not given enough informa- 
tion about the company’s policies 
and long-range objectives; 

. that the purchasing depart- 
ment is not informed early enough 
about upcoming plans and pro- 
grams; 

... that the lines of authority are 
not clear; 

. that the purchasing salaries 
are not adequate to obtain the right 
kind of personnel; 

... that purchasing does not have 
enough voice in top management 
to hold its own against other de- 
partments and play its proper role 
in company affairs. 

Management, on the other hand, 
has its own list of complaints; 

. that the purchasing depart- 
ment is either too aggressive, or not 
aggresive enough, and that it does 
not work well with other depart- 
ments; 

. . . that purchasing is too con- 
cerned with the importance of its 
own function and not enough with 
the over-all profit; that it takes too 
narrow a point of view; 

. . . that the purchasing depart- 
ment is poorly organized; the buy- 
ers are a bunch of individualists 
who do not pool their knowledge 
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formation to the best inter- 
the company; 

that the purchasing depart- 
is done a poor job of train- 
buyers don’t know enough 

ompany operations; 

that the purchasing depart- 

takes enemies for the com- 
tactless handling of sales- 

1d by trying to chisel on 


Whither Bound? 


aps both of these lists could 
gthened. However, I am not 
ich concerned with the fric- 
enerated by the purchasing 
tion—they will resolve them- 
as I am with where that 
tion is leading us. The move- 
going to continue. Those of 
haven’t adjusted our think- 
t had best begin to do so. 
eep my own thinking up to 
recently had a quick survey 
f some obviously well-man- 
ympanies. I wanted to find out 
they were thinking and doing 
respect to the purchasing 
n. I'd like to report the re- 
ff that survey to you today 
king—and trying to answer— 
questions which are impor- 
all of us: 
t of all, what is the thinking 
| these broad changes in pur- 


nd, what is the significance 
e changes from the manage- 
point of view? 


ird, what do they portend for 


now engaged in purchasing? 
en you look at a huge tree in 


_f 


eaf, your principal impression 


ce 


, 
I 


of a large mass of foliage. 
vehind the foliage, giving the 
shape and form, is a solid 
work of trunk and branches. 


too, it is with revolutions. Sup- 


z every revolution is a frame- 
of new ideas. These new con- 
are what motivate the revo- 
sts to break with tradition 
t out boldly in a new direc- 
The most significant thing 
any revolution is not the 
s, excursions and alarms, but 
eas which drive it onward. 


Five Basic Concepts 


it are the revolutionary ideas 
distinguish the new purchas- 
lepartment from the old? It 
to me that five concepts are 
to modern purchasing. These 
pts either did not exist or 


ply weren’t accepted under the 


‘egime. Anyone who under- 


ds these five basic ideas will 





Formal convention discussions were continued informally outside the meeting rooms. 


have a pretty good picture of what 
has been happening to purchasing 
and why. 

IDEA NUMBER ONE: Purchas- 
ing is not a service function but a 
profit-making activity. 

IDEA NUMBER TWO: Where 
materials are a large part of the 
total cost, procurement is best han- 
dled as a separate and distinct func- 
tion reporting directly to the chief 
executive or to some other top level 
operating executive. 

IDEA NUMBER THREE: The 
real purchasing job starts long be- 
fore the specifications or requisi- 
tions are written. 

IDEA NUMBER FOUR: Pur- 
chasing needs and deserves highly 
trained, competent personnel on a 
par with any other department of 
the business. 

IDEA NUMBER FIVE: Purchas- 
ing should be represented in top op- 
erating councils. 

These five ideas contain the basic 
philosophy of what I have chosen 
to call the purchasing revolution. 
To men engaged from day to day in 
purchasing activities, the soundness 
of this philosophy may be self-evi- 
dent. Nevertheless, to the manage- 
ments of the majority of American 
businesses most of these ideas are 
highly debatable. The reasoning 
behind them is still not well under- 
stood. That’s why I should like to 
probe a bit into each of them. 


Expense or Profit? 


Purchasing traditionally has been 
considered a _ service function, a 
place where money was spent, not 
made. Obviously, someone had to 


go out and buy the things the com- 
pany needed for its operations, but 
purchasing seemed more like a 
necessary routine function than an 
activity which contributed vitally 
to the, success of the company. The 
Robinson-Patman Act, which pro- 
hibited special price deals, strength- 
ened this attitude. A company’s 
purchases were simply an inescap- 
able cost of doing business which 
no one could do much about. 

Recent developments have shaken 
this point of view. It is beginning 
to be replaced by a realization that 
good purchasing is essential to good 
profits; that the difference between 
good purchasing and poor purchas- 
ing can be the difference between 
outstanding results and mediocre 
performance. Modernized purchas- 
ing departments have shown that 
skillful procurement can cut 5 to 
10% from the total cost of goods 
purchased. Some claim even greater 
savings are possible. 

To realize what this means in 
terms of profits, it is only necessary 
to recall that in some manufactur- 
ing companies purchases absorb 50 
to 60% of the sales dollar. A saving 
of 5 to 10% in the cost of purchases, 
therefore, is equivalent to 2% to 5% 
of the sales dollar. An addition of 
this size to company profits would 
enable many companies to double 
their dividends to stockholders. 

The old attitude, of course, still 
persists in many quarters. Estab- 
lished ways of thinking have a habit 
of ignoring facts. Consider, for ex- 
ample, the case of a company doing 
a business of $50,000,000 a year, 
spending 50% of the sales dollar on 
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purchases and making a profit—be- 
fore taxes—of say, 10% on the sales 
dollar. It is easy to picture the man- 
agement of such a company growing 
ecstatic about a $10,000,000 increase 
in sales; and plans and programs 
constantly are being formulated and 
executed to increase sales. But does 
the management of that company 
devote the same degree of effort and 
ingenuity to reducing the costs of 
purchases by $1,000,000? I think not. 
Yet the net result, when carried 
to profit, would be identical. For this 
company—and for many manufac- 
turing companies—a 4% saving in 
the cost of purchases is just as im- 
portant, profitwise, as a 20% in- 
crease in sales. This example, of 
course, does not have universal ap- 
plication, but it serves well to illus- 
trate the point. 


How Much Authority? 


The idea that procurement is best 
handled as a separate and distinct 
function is perhaps more widely ac- 
cepted than any other of the five 
concepts I have mentioned. In most 
companies where the cost of mate- 
rials is an important factor today, 
purchasing has been separated from 
production and has been given in- 
dependent status. There are vast 
differences, however, in the powers 
and responsibilities assigned to it. 
In more progressive companies pur- 
chasing usually has not only the sole 
right to buy materials, but complete 
discretion as to when to buy and 
the right to buy on specification 
rather than on brand. Some have 
gone so far as to give purchasing 
full control over inventories. In other 
companies there is a definite trend 
toward putting all aspects of mate- 
rials handling—purchasing, receiv- 
ing, storage, inventories and even 
inspection—in a single department. 

Purchasing, in most companies, 
was originally under the produc- 
tion department. The theory was 
that, since most of the things bought 
went into production, production 
should handle the buying. By the 
same line of reasoning, of course, it 
could be argued that, since every- 
thing produced must be sold, the 
sales department should handle pro- 
duction. 

Companies in which purchasing is 
a primary function, and which have 
put purchasing on a level with sales, 
production and finance, feel that the 
policy pays off handsomely. There 
is a definite need for the procure- 
ment point of view, for someone 
who is primarily and eternally con- 
cerned with getting full value for 
the company’s dollar. 
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By setting up a strong, inde- 
pendent, completely-staffed pur- 
chasing department, a company does 
far more than assure itself of good 
representation in the market. It 
creates a new control point at which 
all company plans and programs are 
rechecked from a cost-versus-value 
point of view by people who spe- 
cialize in cost and value. As a matter 
of prudent management, no one 
should have the power to spend 
money unchallenged and unchecked. 
The logical check is an independent 
purchasing department. 

When purchasing becomes sub- 
sidiary to any other function, the 
value viewpoint tends to suffer. The 
production executive whose major 
responsibility is turning out the 
goods, is tempted to sidestep mate- 
rials supply worries simply by keep- 
ing plenty on hand. He doesn’t like 
to be bothered by price and market 
considerations. He also tends to 
rely on brands that have proven 
satisfactory in the past rather than 
to keep up with the market. He 
often buys better materials than he 
needs because it is the safest, least 
worrisome course to pursue. 

The engineering department, 
when allowed to buy unchecked, has 
equally costly tendencies. It almost 
seems to be standard engineering 
practice to specify materials far 
better than the intended use re- 
quires. The engineer worships qual- 
ity for its own sake and loves wide 
margins of safety. With little time 
to keep abreast of the market he, 
too, tends to stick to products he 
considers tried and true. Frequent- 
ly, they are unnecessarily expensive. 

The big savings in purchasing 
today are made not through price 
chiseling but through careful analy- 
sis of values. Intelligent purchasing 
is, first of all, a matter of deciding 
precisely what you need and not 
paying for anything you don’t need. 
It is not exaggeration, I believe, to 
say that U. S. industry is wasting 
millions of dollars a year buying 
things which are better than re- 
quired, when a cheaper substitute 
would do the job equally well. Com- 
panies which have made a direct, 
frontal attack on this problem have 
discovered a gold mine of savings. 


On the Ground Floor 


This leads directly to another 
basic idea of modern purchasing; 
that the real purchasing job starts 
long before the specifications or 
requisitions are written. The new 
purchasing department is not satis- 
fied just to be the errand boy who 
goes out and buys things. It wants 


to get in early on problems of prod- 
uct or machinery design. It wants 
an opportunity to use its specialized 
knowledge of materials, markets and 
manufacturing processes to help cut 
costs and increase profits. If specifi- 
cations are already frozen when 
they reach the purchasing depart- 
ment, that department’s hands are 
tied. Specifications are always 
checked with the production de- 
partment as a matter of course. A 
number of companies now insist 
they also be checked with purchas- 
ing. 

The progressive purchasing ex- 
ecutive wants to know about future 
plans and programs at the earliest 
possible moment. He wants time to 
study markets, to make inquiries 
and to time his purchases to best 
advantage. Nothing makes a capable 
purchasing executive unhappier 
than to have a big requisition 
slapped unexpectedly on his desk, 
particularly one which demands 
early delivery and leaves him little 
or no room to maneuver. He wants 
a fair chance to use his ability and 
his specialized knowledge to make 
money for the company. 

An alert, well-informed purchasing 
department can help a company in 
many ways besides buying materials 
and supplies. As a rule, the purchas- 
ing department knows more about 
current business and market condi- 
tions that any other department of 
the company. Working with research 
and development people it can steer 
the company away from projects 
requiring scarce materials into those 
where materials are more plentiful. 
It can also spot lucrative new prod- 
uct iines which are worthy of in- 
vestigation. 


Personnel for Purchasing 


If purchasing is going to play a 
new, four-star role, it is going to 
need high-caliber personnel. This is 
the fourth idea which is basic to 
the purchasing revolution, namely, 
that purchasing needs highly 
trained, competent personnel on a 
par with any other department of 
the company. 

Many a stock room boy has risen 
through the ranks to become a 
buyer, then purchasing agent. Some 
have gone on to become presidents 
of their companies. I certainly hope 
that this channel of advancement 
from the bottom to the top will re- 
main open. On the other hand, how- 
ever, no company that wants an 
able, well-trained purchasing staff 
can afford to rely only on such 
sources for recruiting its personnel. 
The modern purchasing department 
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demands a much higher proportion 
engineers and other college- 
trained people. 

The requisites of a good purchas- 
ng man under the new concept of 
purchasing are’ staggering. He 
hould have, among other things, a 
thorough knowledge of materials 
and vendors, and as much knowl- 
edge as possible of engineering, 
production and planning. To top 
this off, he needs the tact and finesse 
of a skilled diplomat. He must be 
able to work cooperatively with 
other people and to get others to 
cooperate with him. The success of 
the modern purchasing department 
depends on its ability to play an ad- 
visory role and to have its advice 
accepted. But people don’t take ad- 
vice willingly from sources they 
don’t respect. The purchasing man 
must have poise, self-confidence and 
tact. And behind the pose and self- 
confidence must be the necessary 
knowledge and information to hold 
up his end in any company. 

The typical engineering depart- 
ment still thinks the purchasing de- 
partment doesn’t know a _ thing 
about buying equipment or other 
technical products. Unfortunately, 
they are frequently right. A number 
of companies, however, now have 
just as competent engineers in the 
purchasing department as they have 
in engineering. 

Putting this kind of people in the 
purchasing department is costly. 
Those who have tried- it, though, 
aren't kicking a bit. They have 
found training and talent pay quick 
dividends in the purchasing depart- 
ment. One company is spending 
$15,000 to $25,000 apiece to train 
outstanding new men for its pur- 
chasing staff. In every case so far 
this investment has been paid back 
promptly through cost saving devel- 
opments resulting directly from 
their greater knowledge and ex- 
perience, 

Engineers in the purchasing de- 
partment have made tremendous 
contributions, particularly in the 
field of product design and the pur- 
chase of machinery and equipment. 
In one instance engineers on the 
purchasing staff saved a company 
more than $100,000 in the purchase 
of a single piece of generating 
equipment. Superior, intimate 
knowledge of the equipment avail- 
able in the market enabled them to 
suggest changes in_ specifications 
which made the saving possible. 

Idea number five, that purchasing 
should have a voice in top operating 
councils, so far has gained some- 
what less acceptance than the other 
four. One purchasing agent, who 
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fought for two years to get on the 
operating committee, claims he still 
comes early to meetings just to be 
sure he gets a chair. 

If the purchasing department is to 
discharge its new duties and re- 
sponsibilities, a post on the operat- 
ing committee seems to be a neces- 
sity. The modern purchasing ex- 
ecutive wants to be on the operat- 
ing committee because he feels it is 
essential to doing a good job. As a 
member of the committee he can 
apply the purchasing department’s 
knowledge of markets, products and 
business conditions to help shape 
intelligent policies and programs. 
He can also get the foreknowledge 
of company plans and programs 
which is so necessary to intelligent 
purchasing. Last—and by no means 
the least—representation on the op- 
erating committee gives the pur- 
chasing department the status it 
needs in its new relationships with 
other departments. Without a voice 
on the committee, purchasing loses 
face and is apt to take a pushing 
around, 

Some companies question whether 
the purchasing executive can con- 
tribute enough to the operating 
committee to justify his presence. 
For the purpose of discussion, let 
us concede, without admitting that 
at most meetings, the purchasing 
executive may take away more than 
he gives. But this taking away proc- 
ess itself is of real value to the 
company in the form of a better- 
informed purchasing program. Fur- 
thermore, there are many times 
when the procurement point of view 
is absolutely necessary in order to 
reach a sound decision. 

The week the Korean war broke 
out, for example, the purchasing 
agent of one large company—not a 
member of the operating committee 
—was casually informed that the 
committee had sent instructions to 
all plants to send in their orders 
for a year’s supplies. The purchas- 
ing agent knew this would result 
in extremely wasteful buying. He 
was also well aware that as soon as 
priorities were invoked the com- 
pany would have to account for its 
supplies on hand anyway. Aside 
from that, it was very short-sighted 
public policy. By carrying the fight 
all the way to the chairman of the 
board he managed to get the order 
rescinded. If the purchasing view- 
point had been represented on the 
operating committee, the order 
probably would never have been 
issued in the first place. 

In another instance the operating 
committee of a worldwide organiza- 
tion was considering the investment 


of a substantial sum in a new plant 
in a foreign country. The purchas- 
ing executive—in this case a mem- 
ber of the operating committee— 
was asked his opinion of the proj- 
ect. He requested two weeks to 
study it. His subsequent report re- 
vealed that tariff regulations and 
stipulations as to the use of local 
products would increase the esti- 
mated capital requirements by at 
least $2,000,000. They would also 
create some serious operating prob- 
lems. A man who can make this 
kind of a contribution is, to put it 
mildly, well worth having around. 


Management, Take Heed 


The significance of the purchasing 
revolution to top management is 
rather obvious. Here, in essence, is 
a new concept of corporate organi- 
zation, a new division of functions 
and responsibilities which differs 
markedly from previous practice. 
Those who have adopted this new 
concept report substantial savings 
in purchasing costs as well as im- 
proved operations in other impor- 
tant respects. No wide-awake man- 
agement can afford to let such de- 
velopments pass unnoticed. 

Those who are considering similar 
changes in their own organizations, 
however, will do well to pay par- 
ticular attention to two things. The 
first is that in the purchasing de- 
partment as in other departments 
you have to spend money to make 
money. To train or to hire people to 
implement the new concept of the 
purchasing function is expensive. 
But the job can’t be done without 
qualified people; it’s a mistake to 
try. In the modern purchasing de- 
partment good men more than pay 
their own way. 

The second is that making a 
change of this character is a major, 
not a minor, operation. It can’t be 
done by simply revising the organi- 
zation chart and putting the pur- 
chasing executive on the operating 
committee. The whole organization 
must be reoriented in his attitude 
toward the purchasing function and 
the role of the purchasing depart- 
ment in company affairs. Other de- 
partments must understand why the 
changes are being made and why 
top management believes them to be 
in the best interests of everyone 
concerned. Top management must 
lead the way in this educational ef- 
fort; the purchasing department 
can’t do it alone. 

To the people now engaged in 
purchasing, the purchasing revolu- 
tion means new and broader oppor- 


(Please turn to page 304) 
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N.A.P.A. 


RESIDENT of the National Association of Purchasing Agents for 1953- 

1954, elected and installed at the Los Angeles convention, is E. F. 
“Andy” Andrews, Director of Purchases for the Pitman-Moore Company, 
Division of Allied Laboratories, Inc., Indianapolis. 

Mr. Andrews is distinctly representative of the new generation in pur- 
chasing. He entered the field immediately following his service with the 
U. S. Navy in World War II, and has headed his department since 1946. In 
the comparatively short period of his purchasing work, he has compiled an 
impressive record of Association activity and leadership. He has been Presi- 
dent of the Indianapolis Chapter of N.A.P.A.; instructor of the purchasing 
course at Butler University, School of Business Administration; District 
Chairman of the N.A.P.A. Committee on Education; and member of the 
National Executive Committee for District 4—the important Indiana- 
Michigan industrial area. 

He is a native of Indianapolis, a graduate of Butler University, took ad- 
vanced science courses at Cornell University, and got his pre-war start in 
business with the Electro Chemical section of Allison Division, General 
Motors Corporation. His distinguished war record, as volunteer commander 
of an under-water demolition squad (the original “Frogmen”) in the 
Pacific iskand-hopping campaign up to and including the action at Iwo Jima, 
was recognized by the award of the Silver Star Medal, Bronze Star Medal, 
Presidential Citation, and other military honors. He is a member of the 
Masonic order, the American Legion, and the American Marketing Club. 





Jury, 1953 
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Reasonable balance seen in metals market 








C ONTINUED ample supplies and 
steady prices for all nonferrous 
metals with the exception of nickel 
ere predicted in a _ nonferrous 
forum at the 38th annual 
onvention of the National Associa- 

n of Purchasing Agents. 

Russell C. Wenz, chairman of the 
\ssociation’s Committee on Nonfer- 
sus Metals and Purchasing Agent 

the Duquesne Light Company, 

Pittsburgh, presided. 

Following are the chief conclu- 
sions presented at the meeting: 


ALUMINUM: (T. O. English, 
\ssistant General Purchasing Agent 
the Aluminum Company of 
America). New capacity, in 1954, 
will establish at least a temporary 
balance between aluminum supply 
nd demand — for the first extended 
period in nearly fifteen years. If 
past history and present indications 
tor new and increased uses prevail, 
t won’t be for long. No change in 
basic aluminum prices is currently 
ontemplated by Alcoa. Any adjust- 
ments in fabricated products prices 
will be limited to those necessary 
to correct existing inequities. 


COPPER: (E. S. Goodwin, West- 
nghouse Electric Corporation). It is 
not believed that Chile can enforce 
a 3642¢ price for copper much longer 
is greater production of domestic 
copper and increases in scrap reach- 
ing smelters are pushing prices back 
to a one-price level. While it is dif- 
ficult to predict accurately what the 
price of copper should or will be, 
buyers should review their inven- 
tory position of copper or copper 
base products to see that they are 
not excessive in case there is a de- 
cline in the price of copper or the 
pricing formula used by fabricators. 
It is interesting to reflect that possi- 
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bly in the future, we can, to some 
extent, look forward to becoming 
less dependent upon other nations 
for our supply of copper, although 
some of the increased domestic pro- 
duction will be high-priced copper. 


LEAD AND ZINC: (J. J. Shar- 
key, Director of Purchasing, Olin In- 
dustries, Inc.). Closedowns because 
of recent price declines will reduce 
domestic lead production this year 
by some 5,000 tons but ample sup- 
plies will continue to be available. 
Legislation to provide a sliding scale 
tax on imported lead and zinc is 
given little chance. 

There will be sufficient zinc avail- 
able to satisfy all demands and com- 
petition from foreign zinc still is 
keeping the price outlook “uncer- 
tain.” 


NICKEL AND CADMIUM: (Har- 
old A. Berry, Ingersoll Products Di- 
vision, Borg-Warner Corporation). 
Cadmium supplies are ample. The 
price should not fluctuate greatly in 
the foreseeable future. 

Nickel supply is and will continue 
to be a problem because, even if 


military requirements would drop, 
civilian demands would shoot up 
with the removal of restrictions. 
Japanese nickel has been coming 
into the U. S. market at four times 
the market price and all is quickly 
sold. Prices of scrap are soaring. 
Fairly large amounts of black mar- 
ket nickel are moved at $2 or more 
per pound. 


TIN: (R. C. Moffitt, Director of 
Purchases, United States Steel 
Corporation). The factors affecting 
the availability and price of tin point 
to ample supplies at prices approxi- 
mating current levels. I believe it 
prudent to state that the undesir- 
able effects of umreasonably de- 
pressed world tin prices could much 
more than offset any short term 
selfish gains of individual consumers. 
Long-range: it is estimated that by 
1957 hot dipped tin plate, which 
takes a heavy coating of tin, will 
have declined to about 25% of the 
1949 level, and during the same 
period the production of electro- 
lytic tin plate, which takes a light 
coating, will more than double. 





THE PROGRAM CHAIRMAN 


E. H. (“BUCK”) WEAVER of Los Angeles, 
whose color gore appears on the cover of this 
issue, was neral Program Chairman for the 
1953 N.A.P.A. convention. Mr. Weaver heads the 
purchasing activities of the Union Oil Company 
of California. He is a past Vice President of the 
Association, and Chairman of the Committee on 
Standardization. 

Ordinorily, our “cover boys’’ contribute a 
guest editorial. In Mr. Weaver's case, his con- 
tribution is the whole comprehensive convention 
program reported herewith. And a_ splendid, 
constructive contribution it is. 
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intelligent management has placed the 


1 purchasing function under a highpower 
microscope. More than ever before, the 
difference between careful and careless 
buying makes the difference between 
profit and loss While the individual 
purchasing agent has much to gain in 

a being recognized as a member of top man- 


agement, the company itself and the na- 


tional economy stand to gain even more 
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Welcome to Southern California. Delegates were 
greeted at the station and airport by members and 
ladies of the host Association, in Spanish costume, 
to the accompaniment of typical fiesta entertainment. 


The Service Committee, readily identified by colorful 


Angeleno garb, was on hand early to keep things running 
smoothly at the hotel. 


Conventionp 
Chairman Bill 
Reynolds gets the re- 
ports from his lieu- 
tenants — Every- 
body happy, every- 
thing under control. 





qincoming dele- 
gates check early 
arrivals at PUR- 
CHASING’s conven- 
tion directory board. 





Have your tickets 
ready! Entrance to 
the Statler’s Pacific 
Ballroom as the open- 


ing session was about 
to get under way. 








. » . from General Program Chairman ... from L. A. Association President . . « from District 1 Vice President 
. H. (“Buck”) Weaver Frank D. Lortscher A. R. Lama 





Keynote speaker John A. Hill had a large and attentive 
audience for his message on “The Purchasing Revolution’. 





° 





. . « from the City of Los Angeles ’ 
Mayor Fletcher Bowron 





THE INFORM-A-SHOW 


was limited as to space but lived up to its name and 
nurpose with a variety of interesting product exhibits 


Co-winner of the Inform-A- 
Show cward for most attractive 
ind informative display was this 
booth of Acme Steel Company, 
Chicago. 


Swing time at the Cleveland Chain & Mfg. Co. booth, which Veteran conventioneer E. B. Fielis of New York tests his 
shared in the tep award for exhibitor’s honors. battery at. the Westinghouse exhibit. 


The exhibit of the Institute of Industrial Launderers turned into a roving 
display as little “Whitey” circulated with his gruesome playmate in tow. 
atk T 
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The Pur- See 
chasing booth = 
featured cover portraits 

of N.A.P.A. notables, many 
of whom were present at 
convention. 


Group of Cleveland buyers experiment with the “jet pro- 
pelled’” cars at Cities Service Oil Company exhibit. 


The Babcock & Wilcox display tied in with the convention 
theme by featuring cost-saving products. 


MECHANICAL 
© TUBING 








Attendant at the U. S. Porcelain Enamel Co. booth makes 
practical use of the display material. 
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General Electric Company taip Division used trick mirrors 
and a Polaroid camera to get all the angles on visitors to their 
booth. 


Interested buyers got tips on better office procedures and 
controls at the Moore Business Forms exhibit. 
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GROUP MEETINGS and COMMODITY FORUMS 





re the “meat” of the convention for many delegates, and interest ran high as buyers 
met with others having comparable problems to exchange information and experience 
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Fuels forum was the major attraction at the convention's 
closing session. Bill Gehring of Wilmington, Del., Chairman of 
the National Committee on Coal, introduces the speaker. 
Presiding officer, Geoff Haszard of Vancouver, at extreme right. 





Banking, lesurence and general office buyers 


held two panel discussion meetings at the convention. Group 
Chairman Ernest J. Keyser of Keystone — Club, 


Philadelphia, conducted the program. 





Public utility buyers dient the Mission Room for their 
luncheon meeting. Group Chairmon J. R. (“Red”) Carmichael 
of Georgia Power Company presiding. 


Paper forum presented an expert panel of “home talent.” 
This wes literally a coast-to-coast performance, from Ken 
Burns of Portland, Maine, to W. G. Watt and H. Duckenfield 
of San Francisco. 


Standardization forum heard Carl Young, Director of 
the American Petroleum Institute, Dallas, report on progress 
in standards in that industry. 


Chemical and allied products Buyers’ Group discussed 
market research and source information for rare materials. 
Group Chairman Glenn H. Reinier of Abbott Laboratories, 
North Chicago, presiding. 
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Governmental, educational and institutional buyers Women in purchasing make up an tneiaaiinale impor- 


‘held two important group meetings. Here, Clifton E. Mack, tant part of Association activities. N.A.P.A. numbers more 
Commissioner of Federal Supply Service, Washington, and than 200 women purchasing agents in its membership, from 
an active group member, tells of recent developments in varied industrial fields; some 40 of them attended the Los 
national purchasing policies. Angeles convention. 





The education forum pleced emphasis on audience par- Electronic industry buyers form one of 
ticipation. Harold Berry of Kalamazoo, in charge of program groups in the Association structure, the importance 
development for local associations, lays the groundwork for of this recent development. Presiding at the session is Acting 
discussion, Past President H. F. (“Hack”) Jones, Chairman of Group Chairman H. J. Wittemyer, of Acme Electronics, Inc., 
the National Committee on Education, at right. R 


Oil company buyers 
listen attentively as H. J. 
Wallace, Vice President of 
National Tube Division, 
U. S. Steel Corporation, 
Pittsburgh, reports on the 
supply and market out- 
look for tubular steel 
products. 








Overflow attendance was the order of the day at group 
sessions. Here is the corridor outside the Washington Room 
as PURCHASING’s editor addressed the Governmental Buyers 


Group. 


ADVANC! 


REGH TRATION 


Demand exceeds supply. Capacity attendance was hard 
on the late-comers. The Early Birds Dinner and Banquet were 
sellouts weeks before the convention opened, and as early 
as Tuesday morning the registration desk posted the notice, 
‘Sorry, No Registrations Available.” 


Every hour was rush hour on the overtaxed Statler 
elevator service, where courteous operators have the quaint 


habit of making the stop and opening the door to announce, 
“Full car.” 
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Not all convention activity was confined to the meeting 
rooms, with an attractive bar-lounge conveniently located 
next to the inform-A-Show entrance. 





Many “old timers” took advantage of the meeting to 
come around and renew old friendships. Here George F. 
Monahan, retired P. A. of Kennecott Wire & Cable Co., 
Phillipsdale, R. |., a 50-year veteran of purchasing and a 
past president of the Rhode Island Association, chats with 
Dan Donovan of Boston, District 9 Vice President. 


But traffic was light on the stairway from the lobby 
floor. Here Past V. P. George Brown of Rensselaer, N. Y., 
negotiates the climb, with tickets in hand. 












































































































Twenty-five years of service as Executive 
Secretary-Treasurer of N.A.P.A., during which 
period the Association has grown from a small 
and loose federation of local groups to a large, 
strong, unified, and influential business organiza- 
tion, prompted a spontaneous ovation for George 
A. Renard at the convention banquet, as T. A. 
Corcoran (right) presented “G.A.R.” with a 
leather-bound testimonial volume embodying the 
enthusiastic tribute of thousands of his friends. 
More tangible was the gift of a Chrysler car and 
a gift certificate at Tiffany's. National Security 
administrators could take a lesson from this 
“secret” shared by 15,000 purchasing agents 
(“and one woman,” adds Mrs. Renard) yet so 
closely guarded that George was totally unpre- 
pared for the moving demonstration. 


In recognition of his outstanding contribution to Ameri- 
can Industry and the Committee on Standardization of the 
N.A.P.A., through his untiring efforts and sound advice in 
promoting the advancement of the standardization pro- 
gram, Harlan E. Cross of Birmingham (right) was presented 
with an engrossed certificate of appreciation as an 
unscheduled feature of the Standards Forum. E. H. Weaver, 
Committee Chairman, made the presentation. 


HONORS AND APPRECIATION 








The J. Shipman Gold Medal and plaque 
for outstanding contribution to the advancement 
of purchasing, highest honor which the Associa- 
tion can bestow, was awarded to George W. 
Aljian of the California & Hawaiian Sugar Refin- 
ing Corp., Ltd., San Francisco. The award is 
richly deserved. Highlights of Aljian’s Association 
record include three years of service on the 
Executive Committee, including one year as Na- 
tional President, and five years of able and 
untiring leadership in developing the educational 
program to a position of major emphasis, accept- 
ance, and effectiveness throughout the Associa- 
tion. On the personal side, his story typifies 
American opportunity — penniless Armenian 
refugee from Turkish persecution, through New 
York public schools, to graduate engineer, public 
spirited citizen, business leader, and dollar-a- 
year adviser to wartime government. S. W. Mac- 
Kenzie of New York (left) made the presentation, 
and resounding applause attested to the popu- 


wy arity of the choice. 


In lighter vein, George Renard received his annual birth- 
day cake, somewhat the worse for wear, at the Hendricks 
Club meeting. Cake bearer Frank Stephenson, for his uncon- 
ventional handling of the tray, was not invited to join the 
Statler’s staff of waiters. Past Presidents Bob Swanton and 
Ben Newbery join in the celebration. 














MORE VIEWS OF THE INFORM-A-SHOW 


Jenkins Bros. exhibit featured “ex- 


plosion type” displays for easy exam- 
ination of valve construction, and a 


new line of pressure sensitive Electric 
Plastic Tape. 
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Sussmann Manvfacturing Company's message on electrical 


ection was simple, forthright, convincing. 


if it's steel containers you are interested in, large 
| or small, the Rheem Manufacturing Company booth 
| 

| 


1 the 


answers. 


Palin 


| ila ay CF 


“tWORLD ABOU YOR FRE PC samt 


| 





The Shell Oil Company display presented a com- 


plete line of industrial lubricants, hydraulic and cutting 
oils, and rust preventives. 
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Ever had the ambition to be a jet pilot? The West- 
inghouse booth gave ambitious buyers a chance to try 
their wings. 


Visitors to the Associated Spring Corporation exhibit pocketed 
“Eisenhopper’ souvenirs to take home to the children. 
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Purchasing Agent Dick Kimball 
of the Foxboro Company, Foxboro, 
Mass., at his company’s booth, with 
some of the instrumentation products 
for which he buys. 


The familiar Chase centaur trademark called at- 
tention to an exceptionally informative display of 
copper and brass mill products. 


LURKER HM Eimece 


All sorts of commercial pumps and gas water Lunkenheimer Company showed its appreciation of the buyers’ 


heaters were on display at the A. O. Smith Corporation viewpoint in a new reference catalog. 
booth. 


The Kee Lox Manufacturing Com- 
Sterling Bolt Company’s catch-all en- Gaylord’s booth in the conyen- pany’s booth made a “good impres 
velopes were much in evidence as visitors tion floor lobby was a popular sion,” as its product has been doing for 


fifty years. 


toured the exhibition. attraction. 
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HERE AND THERE 
AROUND THE CONVENTION 






President-Elect ““Andy” 
congratulated by Retiring 
esident “Chris.” 










“Past President Bob 
Swanton voiced restrained 


Business Survey Committee. 


Past Presi- — 
™ dent Chet Ogden 

: -—- wielded the gavel again at the 
b ‘ — Monday afternoon session. 


Group Chairman J. Clark McGuire presided at two 
ndid meetings of the Governmental Buyers Group. 


Shopping expedition. Mr. and Mrs. R. C. Fast of the 


Congenial gathering at the Alabama Association room. Fort Worth delegation tour the Inform-A-Show. 
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optimism in reporting for the te: ie Rae 

































GOOD FELLOWSHIP 


was the keynote of the annual meeting of the Hendricks Club 


George Renard 
(New York), Lyle 
Stilp (Wisconsin), 
and H. W. “Chris” 
Christensen (San 
Francisco). 


> 


Jack Rutherford 
(Buffalo), Bev Coun- 
tryman (St. Paul), 
Harry Rowbotham 
(Philadelphia), Bill 
James (Tulsa), and 
friend. 


George Drury (Seat- 
tle), Herb Williams 
(Cleveland), and 
George Mercer 
(Indianapolis). 


Ted Paulsen (Minne- 
apolis), Jim Mogle 
(Niles), and Frank 
Stephenson, (Hamil- 
ton, Canada). 
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Andy Andrews (In- 
dianapolis), Chet 
Ogden (Detroit), Stu 
Heinritz (New York), 
and Harold Macin- 
tosh (Jersey City). 


i 


Jim O'Brien (Cleve- 
land), Ben Newbery 
(Dallas), and G. R. 
“Red” Smith (Fort 
Wayne). 


q 


Bill Hunt (Provi- 
dence), Bev Coun- 
trymdn (St. Paul), 
and Bob Swanton 
(New Haven). 


> 


Howard Lewis 
(Boston) and T. A. 
“Cork’’ Corcoran 
(Louisville). 





PRACTICAL PRODUCT INFORMATION 


free for the looking and asking at the Inform-A-Show 





Walworth valves and pipe fittings made an interesting, 


Air Reduction Company’s representation attested to 
attractive, and informative display. 


the sincerity of the convention’s keynote speaker. 
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CONMmMECTiCnr 


' hibit 
. n S ex 
el Corporate um 
d States Ste d sheet products The counting devices at the Veeder-Root exhibit 
nitec wire, tubular, oF clicked merrily away throughout the convention period. 


the Inform- An unusual pictorial display — “More Power from 
e was the theme ot Niagara” — featured the exhibit of Niagara Mohawk 


: vic : i 
istribution fh ms. Castle & Co Power Corporation. 
boot j 
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The Garlock Packing Company had its usual com- Union Oil Company of California displayed a wide 
prehensive display of mechanical gaskets and seals for a range of its well known “76” petroleum products. 
wide variety of industrial applications. 


& 


Plenty to learn about wire rope and electrical cable Inquisitive buyers found much to interest them at the 
at the exhibit of John A. Roebling’s Sons Corp. Crane Company exhibit. 


Clarin Manufacturing Com- 
Royal Typewriter Company pany had a popular product for 
invited experts and one-finger opera- No excuse for an empty notebook with leg-weary conventioneers — a line 
tors alike to try out their latest models. Joseph Dixon’s pencil headquarters on the job. = of steel folding chairs. 
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5-RING CIRCUS 


“Practical Purchasing Clinics” on 
ednesday morning, with five sessions 
nning concurrently, drew capacity 
tendance. The purchasers’ only prob- 
m — “Which clinic shall I attend? I 
int to hear them all.” 
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All-star panel on Administration and Personnel. 
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Russell Wetherall: Research and Value Analysis. 


—— sai a as 


Methods and Procedures. Harold Berry is the speaker. 


It was a good conven- 
tion. Delegates coming out 
of the final session, with plenty 
of food for thought to take 
back to the job. 


























Consensus of economic opinion 





Economic Problems and Outlook 





Dr. Heinz Luedicke 
Moderator 


Prospects for a 


HE brilliant new economic dis- 

covery of the past twenty years 
is that the way to get rich is by 
spending. The old idea of working 
hard and producing useful things, 
and setting something aside for a 
rainy day, seems to have gone into 
the discard, for the nation as a 
whole, if not for the individual. 

Of course, there are still some 
grubby little business economists— 
and maybe even some purchasing 
agents—who worry about costs, and 
profit margins and such trivia. But 
economists of cosmic vision, particu- 
larly if they are in government 
service, have, at least until very re- 
cent months, been concentrating on 
keeping the dollars rolling with 
snowball effect. 

We have developed a very satis- 
fying method of calculating the na- 
tional income, from which we esti- 
mate the national welfare. We start 
with what people spend to live on: 
for consumer goods. We add what is 
privately spent for new homes, and 
factories, and productive facilities. 
Then we put in whatever there may 
be in the way of net foreign invest- 
ment, by which we mean the value 
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T the general convention session 

on Tuesday morning, May 26, 

a panel of leading West Coast econ- 
omists discussed key factors in the 
current outlook for American busi- 
ness—the possibilities of a recession 
and what it would mean; the prob- 
able course of governmental and 
business spending; and the effects 
of national budget policies. Modera- 
tor for this session was Dr. H. E. 
Luedicke, Editor of the New York 


Journal of Commerce. The speakers 
were Dr. Ray E. Untereiner of 
the California Institute of Technol- 
ogy, Pasadena; Dean Neil H. Jacoby 
of the College of Business Adminis- 
tration, University of California at 
Los Angeles; and David Novick, 
Chief of the Cost Analysis Section, 
the RAND Corporation, Santa Mon- 
ica, Cal. A summary of their inter- 
pretations is contained in the follow- 
ing abstracts. 


Business Recession _ py roy £. Untereiner 


we send abroad without getting 
anything back more substantial than 
promises. And, finally, we add in 
what the Government spends for 
goods and services, not counting the 
money it just gives away. When 
we've added up those four sums, we 
give the total the noble name of 
“gross national product.” 

You see how simple that makes 
the once-difficult problem of achiev- 
ing perpetual prosperity. And how 
nicely it enables the Government— 
which really doesn’t produce the 
real things we eat and wear and live 
in—to increase the “national prod- 
uct” to almost any figure it wants 
to set as its goal. If it wants to make 
us richer, all it has to do is to spend 
more money; and politicians never 
seem to mind doing that. 

That’s the simple secret of our 
war and postwar prosperity. 1929 
was the last prosperous year before 
the secret was discovered. If we 
compare our present condition with 
1929, we'll find that our gross na- 
tional product was 3% times as high. 
But you and I, as consumers, can’t 
take much credit for our prosperity 
by spending. That’s another of the 


responsibilities of which the Gov- 
ernment has relieved us. It’s spend- 
ing 22 times as much as it did in 
1929. That’s where our prosperity 
has been coming from. 

Oh, there may be a few flies in 
the ointment. We’re paying about 25 
times as much in federal taxes as we 
did in 1929, and still not covering all 
the spending. The national debt 
keeps going up, so that each of us 
is in hock to the tune of about $1800. 
The dollars we get to keep won't 
buy too much. 

But now we have a new Adfninis- 
tration, that seems not to have been 
educated in or converted to the new 
economics. It talks about economies 
to reduce government spending. It 
talks about balancing the. budget. 
The words are old, but the ring of 
sincerity is new. It goes further. It 
suggests that maybe that “police ac- 
tion” in Korea, that has provided 
such a convenient excuse for lavish 
spending largely exempt from scru- 
tiny and criticism, doesn’t have to 
go on forever. 

And, as if the change on the home 
front weren’t frightening enough, 
there’s a change in the foreign pic- 
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ture, too. The new head man in 
Russia is putting on a peace offen- 

We're not likely to be fooled 
into giving up our plans to spend 
whatever is necessary for defense; 
but we may decide that we can 
safely stop pouring out dollars on 
inything the military can think of 
to suggest, and start trying to get 


, 


our money’s worth out of our de- 
fense expenditures. 

So the prospect is very real that 
government spending will decline. 

Every dollar of decline in govern- 
ment or capital spending means, 
initially, a dollar that potential con- 
sumers won't receive as income; and 
ibout 65 cents of the decline shows 
up in the pay envelopes. When we 
earn less, we spend less. So the big- 
gest item in gross national product 

consumer spending—goes down. A 
dollar taken out of the spending 
stream at the beginning of the year 
might mean 3 dollars reduction in 
spending and income by the end of 
the year. 

That wouldn’t look like a healthy 
corrective recession. It would look 
like a full-fledged depression. And, 
if the old psychology got to work, as 
is usually does when things start 
going wrong, and if we lost our nerve 
and our confidence in the future, we 
could end up in a tailspin. 

Nobody expects that. We figure 
that even the Eisenhower Adminis- 
tration, faced with that prospect, 
would return to the policy of lavish 
deficit spending. We know there 
need be no money shortage, now 
that our dollars are not related to 
the supply of gold, but only to the 
supply of printers’ ink. But we also 
know—or fear—that if the Republi- 
cans have to adopt the Democrat 
remedies, the patient never will get 
well. We'll never get back to a sound 
private business system, with pri- 
vate property and productive incen- 
tives protected against tax confisca- 
tion, and a right to make our own 
decisions without being dominated 
by big government, and a dollar we 
can depend on. 

So it should be the hope and 
prayer of every intelligent American 
who has a stake in the system of in- 
dividual freedom and private busi- 
ness, that we can get through the 
next few months and years without 
jettisoning our present policy of 
government retrenchment and mild 
deflation. Our chance of doing so 
depends, I think, on how clearly we 
appraise and understand the situa- 
tion that confronts us. 

I definitely believe that the Gov- 
ernment deficit-inflation boom has 
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passed its peak. I believe that the 
price declines that have been evi- 
dent in the commodity markets for 
the past two years will spread. I 
believe that the feverish pace of in- 
dustrial production will cool off; 
that overtime will be generally 
eliminated and unemployment will 
become a problem. I believe that 
competition for customers will be- 
come a lot more severe, and that 
profits before taxes will shrink. 
Here are a few of the reasons for 
those beliefs. 

The unprecedented pace of the 
postwar years has left us temporar- 
ily overbuilt on capital facilities. 
While most companies intend to 
keep on building, those intentions 
are subject to prompt change with 
any decline in the markets for their 
goods. 

Business inventories, at their all- 
time peak of some 75 billions, wili 
look pretty high whenever the mar- 
kets become sluggish. There is al- 
ready some backing-up in the hands 
of the manufacturers. Their sales 
last year didn’t increase one-third 
as much as they had in each of the 
two previous years, despite the step- 
ping-up of defense buying. 

If consumer buying can be main- 
tained, of course, we don’t have to 
worry much about capital construc- 
tion and inventories. But a little 
pessimism on the part of consumers 
as to the continuance of their high 
incomes, or a little optimism on the 
prospect of price declines, can slow 
down sales of durables importantly, 
now that most of us have every- 
thing we just can’t live without. It 
is significant that, with all our war- 
time savings and peak earnings ever 
since, we haven’t been able to pay 
for everything we’ve bought. Con- 
sumer credit obligations amounted 
to less than $6 billions when the war 
ended. They’re about $25 billions 
now, and went up $5 billions in the 
last year. Those already in debt for 
past purchases won’t be very good 
customers for new products if their 
job security is threatened by any 
substantial mounting of unemploy- 
ment. And, if things can’t be sold at 
a profit, jobs making them won’t be 
so plentiful. 

We don’t really know just what 
may be the effect of the new rigidi- 
ties in the cost structure that have 
developed since the last depression. 
It won’t be easy to reduce costs and 
prices by cutting wages. That may 
mean more unemployment. On the 
other hand, by placing narrow limits 
on price reductions, it may eliminate 
the old phenomenon of people who 


want goods, and can afford them, 
standing on the sidelines waiting to 
get them cheaper. We don’t know 
just what the effect of our present 
high break-even points may be. It 
may result in business losses and 
failures from a small decline in 
sales. Or it may impel manufactur- 
ers to maintain their output beyond 
the point where, in the past, they 
would have reduced it; so that un- 
employment and the resulting dis- 
astrous general pessimism will be 
minimized. 

There are some favorable factors 
in the picture, too. With the decline 
in government spending we may 
look for tax reductions. Getting to 
keep more of what we earn will 
partially compensate for any reduc- 
tion in our earnings. The built-in 
compensation for business is even 
more important, because of the 
carry-back provisions, and particu- 
larly if the excess profits tax is 
eliminated, as it surely should be. A 
number of companies that earned 
less before taxes in 1952 ended up 
with more net profit after taxes. 
When the excess profits taxes go, a 
company that has been paying them 
on half its earnings will have to suf- 
fer a reduction of more than 30% 
in profits before taxes, before its net 
after taxes will be reduced. 

So we can stand a recession. It 
may not be painless, but we can 
take it in stride. It can be confined 
to an orderly and badly-needed re- 
adjustment of the economy. It need 
not become a rout. 

How. healthful or how disastrous 
it turns out to be, is going to depend 
very largely on our attitude and on 
our courage. We’ve been grousing 
for a long time about government 
extravagance and inflation. Now we 
have an Administration that wants 
to end them. Will we go along. with 
it? There’ll be some discomfort, as 
there would be if we had become 
addicted to any other kind of shots 
in the arm and suddenly got brave 
enough to swear off. But we know 
we'll be a lot healthier and a lot 
happier in the long run. For the first 
time in twenty years, we have a 
chance to get back to something like 
fundamental American principles. 
They worked all right for a century 
and a half. They’ll work again, too 
—modernized, or course, but still 
with their stress on the free man 
rather than the omnipotent govern- 
ment—if we’re the kind of people 
our forefathers were. We'll find out 
about that in the next few years. If 
we're not men enough to be free, 
we won't be. 
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The Business Outlook 


HE most probable course of 

business during the balance of 
1953 is sidewise. As the year wears 
on, there will probably be a per- 
ceptible increase in inventories, and 
a small rise in unemployment. Re- 
cent events confirm earlier guesses 
that international tensions will noi 
diminish in the measurable future; 
yet there will not be all-out war. 
Defense spending will continue at 
about current rates. The American 
economy has, in a sense, grown up 
to the task of maintaining a large 
military establishment on the pres- 
ent scale. The support of this estab- 
lishment no longer puts our indus- 
trial facilities under forced draft; 
nor, given present taxes, does it pose 
a threat of further price inflation. 

Our present prosperity is unlikely 
to be terminated by a sharp reduc- 
tion in total governmental expendi- 
ture—Federal, state and local. An 
expansion in state and local outlays 
will probably offset a good part of 
any decline in Federal spending. 
The most imminent threat to pros- 
perity comes from an impending de- 
cline in business expenditure on 
plant and equipment. Closely tied in 
with this factor are changes in Fed- 
eral monetary policies. 

Business outlays on plant and 
equipment have been at record- 
breaking levels since 1946. They 
have constituted an important un- 
derpinning of the inflationary boom 
since World War II. By historical 
standards our plant facilities are not 
dangerously large. Yet the hot pace 
of plant and equipment spending 


Effects of the Federal Budget 


NY discussion of business ac- 

tivity and its translation in 
terms of operations of the individual 
firm or our private households must 
reckon inevitably with the sched- 
uled expenditures and receipts of 
the United States Government. The 
budget unleashes or restrains the 
most powerful forces in our econo- 
my. An estimate of the economic 
outlook is, therefore, a projection of 
the anticipated effects of ups or 
downs in federal spending, the in- 
fluence of the way in which these 
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probably will not be maintained for 
two reasons: 

First, sales of many producer and 
durable consumer goods are giving 
evidence of a lack of further ex- 
pansability. 

Secondly, funds available for fi- 
nancing plant and equipment ex- 
penditures are becoming scarcer, 
more costly, and harder to get. 

I am aware that the Department 
of Commerce surveys of business 
plans for plant and equipment ex- 
penditures presage only a minor re- 
duction. But we have not yet had 
experience with the relationship be- 
tween realized and planned invest- 
ment in a_ stable or shrinking 
market. All of our experience so 
far has been in an expanding mar- 
ket. Hence, I am skeptical of the 
realization of present business plans 
for plant and equipment outlays. 

One problem is that that an in- 
creasing fraction of business invest- 
ment apparently is predicated on an 
effort by management to increase 
the firm’s share of the industry mar- 
ket. This is bound to prevent the 
expectation of all firms from being 
realized. For example, if Ford, Gen- 
eral Motors, and Chrysler each ex- 
pand their plant facilities in the ex- 
pectation of capturing a larger per- 
centage of the auto market—as they 
now appear to be doing—some of 
these investment outlays are bound 
to be unrewarding. The result is 
that the plant and equipment out- 
lays of the subsequent year will be 
sharply reduced. 

A high degree of business liquid- 


outlays are to be covered by tax 
collection or borrowing and the ex- 
tent to which the federal deficit or 
surplus is to be a compounding fac- 
tor in the national economy. 
Because both the White House 
and the Congress have announced 
that they are going to cut the $73 
billion budget submitted by Mr. 
Truman when he was President, and 
since current peace talks seem to 
indicate a plausible basis for such 
action, current expectations are 
based on a reduced federal budget. 


By Neil H. Jacoby 


ity at the end of World War II, and 
large profits thereafter, have facili- 
tated the financing of business plant 
and equipment. However, business 
as a whole has become increasingly 
less liquid, as well as less profitable, 
during the past two years. There has 
been a shift from internal financing 
of plant expansion by a plough-back 
of profits to external financing via 
term loans from commercial banks 
and insurance companies and sales 
of stocks and bonds. The “easy mon- 
ey” policy of the Truman Adminis- 
tration made this shift easy—just 
as it fed the inflation of prices. 

During the past year or so there 
has been an abrupt change in our 
national monetary and fiscal poli- 
cies. The long-continued policy of 
making credit cheap has been re- 
placed by a policy of neutrality. 
Money rates are being allowed to 
seek their normal levels. The result 
has been a sharp rise in interest 
rates, and a curb on the rise in 
prices of corporate stocks. This has 
also been true of residential mort- 
gage funds and consumer credit. A 
brake has been put on home con- 
struction as well as business invest- 
ment. 

The monetary brake should have 
been applied a long time ago as the 
most effective curb on price infla- 
tion. Yet, it will continue to have 
highly important deflationary reper- 
cussions on our economy. It may be 
necessary to relax the monetary 
brake before long, in order to check 
the decline in investment spending 

(Please turn to page 316) 


By David Novick 


However, for nearby forecasts it 

probably is more important to think 

about the actual level of expendi- 

tures rather than the budgeted one. 
The budget is made up of three 

major categories of anticipated 

spending, namely: 

0) Unlimited obligational authority 
from prior years’ appropriations. 

© New obligational authority to be 
exercised during the next year. 

C Estimated expenditures or current 
payments for goods and services. 
Much of the confusion about the 
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mpact of the budget arises from the 
ise of the word expenditures with- 
it adequate reference to the dif- 
ference in time of impact of un- 
liquidated obligation authority, new 
ybligation authority, and current 
ayments. 
When the policy on Korea indi- 
ited a sharp increase in the pro- 
posed level of expenditures, there 
s; an understandable rush to buy 
the part of both private indi- 
duals and business. This was an 
ttempt to get into the market ahead 
the roughly one hundred billions 
lars appropriated immediately 
neet the Korean requirements 
ind the assumed continuing high 
rnment expenditures. All of us 
remember the temporary na- 
ture of this boom even though busi- 
mproved and has been good 
then. We now understand why 
the boom didn’t come as expected 
rior to July, 1951. Review of the 


] 
; 


ictual outlays shows that only 45 


billion was in fact spent in Fiscal 
1951. The bulk of the outlays were 
made in subsequent years. However, 


ve seem to have forgotten this in 
our current discussion of what we 
now assume will be a contraction 
of the federal budget which we tend 
to translate into an immediate cur- 
tailment of expenditures. 

A comparison of recent years’ 
budgeted expenditures and actual 
disbursements may be illuminating 
on this point. (See Table I.) In 
Fiscal 1951 because of the lag be- 
tween the time of appropriation and 
the translation of this into actual 
purchases and payments we were 
able to spend only a little more than 
-half the money made available. In 
1952 and 1953 the outward money 
flow was at a higher level and for 
1954 we will have the reverse of the 
situation which prevailed in 1951. 

It took time to commit the spend- 
ing of previous years’ monies. Now 
that the commitments have been 
made the expenditure rate for the 
next year will be higher than the 
budget level, regardless of whether 
the request is avcepted as it stands 
or is cut. 

Since Department of Defense re- 
quirements now make up the bulk 
of the federal budget, a comparison 
of new obligation authority and ex- 
penditures for these agencies may 
be particularly pertinent. (See 
Table Il.) Even this picture is less 
clear than might be desired for the 
purpose of making an economic 
forecast, since it emphasizes only 
new obligations and actual out- 
lays, and does not provide the ap- 
propriate backdrop of unliquidated 
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obligations from prior years. These 
committed but unspent funds to- 
gether with the anticipated expen- 
ditures for the next year(s) are the 
real basis for the economic outlook. 
The difference in the summary 
above and the one that can be pro- 
vided by analysis can be illustrated 
by the data for one of the major 
military departments. (See Table 
III.) 

In other words, the national econ- 
omy is operating against a very real 
backlog of obligations incurred in 
prior years on the basis of previous 
budgets. The major influence of cur- 
rent Congressional and Executive 
action with respect to the 1954 bud- 
get will be to change the amount 
of the unliquidated obligations that 
will remain at the beginning of the 
next fiscal year. 

To be sure, we like to look as far 
into the future as possible so as to 
be able to make our adjustments at 
the times when they will enable us 
to maximize our future position. For 
the longer run, a substantial cut in 
the federal budget will undoubtedly 
be followed by curtailed investment 
for the private account. There also 
will be over this period a steady 
decline in all current and future 
commitments by business. This will 
mean a slowing down in many lines 
of activity. However, a slackening 
of the present very high rates hard- 
ly would be catastrophic. To be 
sure, only a rising price level gives 
us optimism and a feeling of good 
times. Although the “good times” 
feeling with its attendant specu- 
lative boom probably will have 


evaporated as the present year 
wears on and we go into 1954, 
nonetheless the federal expenditure 
level will continue to be high enough 
to preclude either major unemploy- 
ment or depression in Fiscal Year 
1954. 

The high birth rate since 1945 
provides the best foundation for 
continuing prosperity we have had 
since the turn of the century. The 
demands of these new citizens are 
going to be a major economic factor 
making for a strong market. The 
steady growth of technology and 
increased productivity provide an 
equivalent strength on the supply 
side. If we could project an eco- 
nomic statement for the next ten 
years based on a stable federal bud- 
get we could anticipate a most 
pleasant and continuing prosperity. 

National elections for Congress 
every two years and for President 
every four years make it difficult to 
develop long-range budgets for the 
federal government. However, if the 
Administration would permit itself 
a ten year look at the national and 
international picture and _ project 
pro-forma budgets for the inter- 
vening years, business would have 
a better basis for planning the ac- 
tivities which might eliminate some 
of the worst features of the inevita- 
ble ups and downs. Since the federal 
budget is the major economic 
weather maker, only long-range 
forecasts of its size and direction 
will permit intelligent charting of 
the courses for our individual eco- 
nomic ships. 





Table | 
TOTAL FEDERAL BUDGET 
($ Billion) 


Fiscal Year 


New Expenditure Authority 


Actual Expenditures 


1951 84.1 44.6 

1952 92.9 66.1 

1953 80.8 74.6 (Est.) 

1954 72.9 (Requested) 78.6 (Est.) 
Table Il 


DEPARTMENT OF DEFENSE (MILITARY FUNCTIONS) 
($ Billion) 





Fiscal Year New Obligation Authority Expenditures 
1951 47.8 19.8 
1952 60.6 39.0 
1953 48.1 43.4 (Est.) 
1954 41.3 (Requested) 45.5 (Est.) 
Table lil 
FISCAL DATA FOR ONE MAJOR MILITARY DEPARTMENT 
Unliquidated Obligations as of July 1, 1953 $25,524,000,000 
Add: Net Obligations Incurred During Year 18,050,000,000 
Deduct: Estimated Expenditures During Year 17,510,000,000 
Unliquidated Obligations as of June 30, 1954 $26,064,000,000 
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New National Officers for 1953-1954 





The new Executive Committee took 
office and was introduced to the 
membership at the Los Angeles 
convention, 

Front row (I. to r.): G. W. H. 
Ahi, H. R. Smart, Jr, H. W. 
Christensen, E. F. Andrews, A. W. 
Baldock, G. R. Bosworth. 

Rear row (I. to r.): L. G. Wisely, 
John Crawford, John Rieves, W. C. 
Allen, W. R. Lantz. 


N.A.P.A. Executive Committee 


President: E. F. Andrews, Pitman-Moore Company, Divis- 
ion of Allied Laboratories, Inc., Indianapolis, Ind. 
Mr. Andrews served as Vice President for District 4 
last year. 


Past President: H. W. Christensen, Columbia-Geneva 
Division, United States Steel Company, San Francisco 
Cal. Mr. Christensen twice represented District 1 on 
the Executive Committee, in 1927-1928 and 1951- 
1952, and served as N.A.P.A. President in 1952-1953. 


District 1: W. C. Allen, Utah Power & Light Company, 
Salt Lake City, Utah, representing the British Colum- 
bia, Hawaii, Los Angeles, Northern California, Ore- 
gon, Utah, and Washington Associations. 


District 2: John Rieves, Southwestern Gas & Electric 
Company, Shreveport, La., representing the Dallas, 
Fort Worth, Houston, Oklahoma City, Shreveport, 
Tampico, Texas Panhandle, Tulsa, and Wichita 
Associations. 


District 3: A. W. Baldock, Globe Machinery & Supply 
Company, Des Moines, lowa, representing the Central 
lowa, Chicago, Denver, Kansas City, Milwaukee, 
Rock River Valley, St. Louis, Tri-City, Twin City, and 
Twin Ports Associations. 


District 4: L. G. Wisely, Michigan Consolidated Gas 
Company, Detroit, Mich., representing the Central 
Michigan, Detroit, Eastern Indiana, Fort Wayne, 
Grand Rapids, Indianapolis, Kalamazoo, Saginaw 
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Valley, South Bend, and Western Michigan Associ- 
ations. 


District 5: John Crawford, Sun Life Assurance Company 
of Canada, Montreal, Que., Canada, representing the 
Calgary, Central Ontario, Eastern Ontario, Edmonton, 
Essex-Kent, Hamilton, Montreal, Niagara District, 
Sarnia District, Toronto, Western Ontario, and Win- 
nipeg Associations. 


District 6: W. R. Lantz, The Sun Rubber Company, Bar- 
berton, Ohio, representing the Akron, Canton, Cin- 
cinnati, Cleveland, Columbus, Dayton, Erie, New 
Castle, North Central Ohio, Northwestern Pennsylva- 
nia, Pittsburgh, Springfield, Toledo, Tri-State, and 
Youngstown District Associations. 


District 7: George R. Bosworth, City Purchasing Agent, 
New Orleans, La., representing the Alabama, Chat- 
tanooga, East Tennessee, Florida, Georgia, Little Rock, 
Louisville, Memphis, Mississippi, New Orleans, and 
TenneVa Associations. 


District 8: G. W. Howard Ahl, Philip Morris & Co., Inc., 
New York, N. Y., representing the Baltimore, Buffalo, 
Carolinas-Virginia, Eastern New York, Elmira, Lehigh 
Valley, New York, Philadelphia, Reading, Rochester, 
Syracuse, Washington, D. C., and Wilmington Associ- 
ations. 


District 9: H. Randall Smart, Jr., Standard Nut and Bolt 
Co., Valley Falls, R. |., representing the Connecticut, 
New England, Rhode Island, and Western Massa- 
chusetts Associations. 
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Your order is a legal document 





Conditions in Purchase Orders 


By Gordon Burt Affleck 


Purchasing Agent 


Church of Jesus Christ of Latter Day Saints 


Salt Lake City, Utah 


Address at the 38th annual convention, N.A.P.A 


For the purpose of this discus- 
sion I should like to classify 
written purchase orders 
general groups, namely: 

First, the long studied purchase 
order with the terms on the borders, 
in the corners, numerous references 
to incorporated conditions, and a 
whole volume of microscopic details 
printed on the back of the order 
form; and 
Second, the plain matter-of-fact 
with very few written in- 
structions, terms or conditions—the 
“what you don’t know won’t hurt 
you” type. 

Let me pass quickly over the first 
group by saying that the practice 
of such voluminous non-readable 
purchase orders is not particularly 
wise nor is it always good legal 
practice 


in two 


order 


In the first place most vendors 
in a normal market, and for certain 
in a “sellers market”, will either 
decline to accept such an order or 
will send their own proposal (minus 
ul the verbiage) so that you can 
accept; thus they avoid the pitfalls 
of small print and a legion of terms. 
Business men do not want to buy a 
law suit 

Now let’s go back to the second 
group of Purchase Orders—those 
vhich are as extremely brief and 
lacking in terms as the others are 

their over-abundancy. 


Contract Terms 


Many of these orders are lacking 


or indefinite about three major 
items: 


YO 


Los Angeles, May 


(1) Acceptance: when and how. 

(2) Delivery: What will be ac- 
ceptable delivery What will not be 
acceptable delivery? 

(3) Terms: What discount, the 
point of passing title, etc. 

It is a basic rule that an offer will 
remain open until: 

(1) it expires, or 

(2) it is revoked, or 

(3) it is rejected, or 

(4) there is insanity or death of 
the offeror. 

Now assuming that your purchase 
order is an offer to buy or purchase 
and it is silent about its own ex- 
piration, then it will expire within 
a reasonable time; that may vary 
from a few moments in the case of 
the purchase of stock, to months or 
longer in the purchase of next year’s 
crop. 

Suppose you have an order out- 
standing but you do nothing about 
it; and then the market changes to 
your detriment. If no time limit was 
set out in the purchase order, and 
the offeree accepts within a reason- 
able time, you will have a contract 
on your hands, and “. in the 
absence of a formal acceptance, 
shipment of all or any part of the 
order by the vendor” may imply 
“acceptance of the whole.” (Pur- 
chasing—Heinritz, p. 406). 

Of course, you may revoke the 
offer if the revocation reaches the 
offeree before he accepts. 

There woud be no problem at all 
if the offeree rejects the offer. 

To avoid misunderstanding you 
may want to include as part of your 


Be clear 
Be complete 


purchase order the statement: “Ac- 
ceptance of this order implies the 
acceptance of conditions contained 
therein.” (See Procurement and 
Cases—Lewis, p. 637) 

But if you want to be certain that 
the purchase order is accepted, you 
should furnish an acceptance form 
for the offeree to sign and return in 
a given manner and by a given date. 
(Purchasing 2d ed., Heinritz, p. 348). 

If you indulge in the practice of 
issuing purchase orders without any 
statements about when or how your 
offer will terminate, then at least 
be cautious enough to know your 
vendors and qualify them for fair 
play and reliability. Perhaps it 
would be wise to get ready to re- 
ceive the goods when the truck 
backs up to your receiving dock and 
starts unloading the 500 cases of 
soap you ordered and forgot about. 

When we refer to acceptable and 
non-acceptable delivery in this dis- 
cussion, we do not refer to the 
quality with the right of inspection 
and the right of rejection. The points 
we refer to for this discussion are: 

(1) the time of delivery, 

(2) the method of delivery, and 

(3) part or full delivery. 

If the purchase order is silent 
about delivery, then the vendor may, 
without giving any right to a claim 
by the purchaser, deliver in the 
usual manner and without any par- 
ticular rush. 

It may well be that the purchaser 
needs delivery of the order, not only 
by a given time, but in its entirety. 
If this is true, then the purchaser 
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should state on the purchase order 
that the only acceptable delivery 
will be of the whole order and 
that part delivery or partial de- 
liveries will not be accepted. If the 
purchase order is silent about this 
matter, the purchaser may not be 
heard to complain in court that the 
delivery was made in partial ship- 
ments. This statement would be 
especially true if the purchaser 
had accepted partial shipments from 
the same vendor before, or if such 
was the custom of the trade. 

Here is an example with several 
points about offer, acceptance, de- 
livery, and revocation or cancella- 
tion. 

In July, 1950, a Purchasing De- 
partment in Salt Lake City received 
a requisition for 40 hand basins for a 
hospital in Idaho Falls. These basins 
were manufactured regularly as a 
stock item by the X company al- 
though not usually kept in the 
branch warehouses. 

The superintendent on the job had 
an oral understanding with X com- 
pany’s branch office in Pocatello that 
delivery would be made within two 
weeks. The requisition to the Pur- 
chasing Department said nothing 
about this understanding. 

The Purchase Order was placed 
with X company’s regional office in 
Salt Lake. About a week later the 
Purchasing Department received 
notice from X company’s branch of- 
fice in Pocatello, Idaho, that the 
order would be filled as soon as 
possible. 

On November 8, some fou®months 
later, the Administrator of the Hos- 
pital asked the Purchasing Agent 
about the 40 basins. For the first 
time the Purchasing Agent learned 
of the oral, two-week-delivery 


promise by X company’s branch in 
Pocatello. They started putting the 
heat on X company for delivery. 
A week later the Hospital Admini- 
strator wrote to the Purchasing 
Agent: “No basins in sight. No 
promise of new delivery date; sug- 
gest the order be cancelled and 
basins found elsewhere.” 

The Purchasing Department 
found other basins and on November 
15 cancelled the order to X com- 
pany. 

Query: What are the rights of the 
parties? 

(a) Was the offer still open on 
November 28? 

(b) Was the oral promise of de- 
livery within two weeks of any legal 
force or effect? 

(c) Did the renewed calling for 
delivery on November 8 have any 
legal effect? 

(d) Was X company bound by 
the written cancellation of Novem- 
ber 15? 

The answers are not too hard. 
First, the offer had been accepted 
by the Pocatello Branch of X com- 
pany within a reasonable time, so 
there was offer and acceptance. 
Second, when parties reduce their 
understanding to writing, the writ- 
ten instrument prevails over the oral 
word. In this case the oral promise 
of two weeks might have been al- 
lowed just to show the intent of the 
parties, but if the purchase order 
had stated some other delivery date, 
then the oral agreement would not 
have been allowed to change the 
written instrument. 

Third, the request for delivery 
on November 8 may have renewed 
the offer or request for the basins. 
However, the time element was 
clearly made known to the X com- 


A popular spot at the convention—The Pause that Refreshes”. 
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pany in the inquiries of November 
8, and if it didn’t produce at once or 
give an acceptable counter promise 
of delivery, it would not be in a 
very good position to hold the Hos- 
pital on the original offer. 

Fourth, if X company acted with 
dispatch (within a reasonable time) 
it might not have been bound by 
the cancellations of November 15, 
The balance would be more in favor 
of X company if the basins had been 
especially made. The position of X 
company might have been very 
favorable if it were shown that to 
produce such basins required from 
90 to 120 days, that this was known 
and understood in the trade, that the 
basins had been placed in produc- 
tion as soon as the order was re~ 
ceived, and that they were in transit 
at the time of the attempted can- 
cellation on November 15. 

The point to remember is that all 
of this trouble could have been 
avoided if the Purchase Order had 
clearly stated the acceptable deliv- 
ery date, and if the oral promises 
had all been reduced to writing in 
the first place. 


Cash Discounts ™ 


It goes almost without saying that 
in many cases part of the cost of a 
Purchasing Department, and I mean 
a good one, can be paid from the 
“Cash Discounts” which may be 
taken and which are allowed if 
asked for. 

Some experience along this line 
indicates that a statement on the 
purchase order that “in the absence 
of stated terms you will take a dis- 
count of 2% on bills you pay within 
10 days” will bring some very bene- 
ficial results. Some invoices are re- 
ceived before delivery and before a 
chance for inspection. Some vendors 
date their invoices on the date the 
order is written up, say on the 26th 
of the month, and then mail them to 
you on the 8th or 9th of the follow- 
ing month with inadequate time for 
you to pay before the expiration of 
the discount period. 

Perhaps some such statement as 
this on the purchase order would 
help: “Discount: Invoices lacking 
terms will be discounted 2%—10 
day basis, and all discounts will be 
calculated from the date acceptable 
invoice is received by buyer, after 
receipt of merchandise.” 

Say your business has a total of 
$500,000.00 for the year, and you 
pick up 2% on one-fifth of it by cash 
discount method, that’s $2,000.00. If 
it’s bigger business, say 5 million, 
and you pick up 2% on one-fifth 

(Please turn to page 312) 
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New materials on industry’s shopping list 





Modern Chemistry and the P. A. 


By Raymond H. Ewell, 


Manager, Chemical Economics Service, Stanford Research Institute, Stanford, Cal. 


5 


Abstract of an address at the 38th annual convention, N.A.P.A., Los Angeles, May 27, 1953. 


ODERN chemistry is producing 
M a continuous stream of new 
materials which are better or 
cheaper, or both, than presently 
used materials. Thus modern chem- 
istry complicates the life of the pur- 
chasing agent, but at the same time 
it enables his company to make 
better products at lower costs. On 
the other hand, modern chemistry 
has simplified the purchasing agent’s 
job by stabilizing prices of many 
natural products through the in- 
troduction of competitive synthetic 
products at stable prices. 


Plastics 
Outstanding among the new syn- 
thetic products resulting from mod- 
ern chemistry are plastics. Plastics 
are revolutionizing many products 
and many manufacturing methods. 


Every day, new uses of plastics re- 
place some traditional uses of steel, 
cast iron, copper, brass, zinc, lead, 
tin, nickel, aluminum, wood, glass, 
ceramics, rubber, leather, paper and 
textiles. 

The average price of plastics in 
1952 was 1.7 cents per cubic inch 
compared to copper at 7.7 cents, 


zine at 3.9 cents, leather at 3.3 cents, 
aluminum at 1.8 cents, steel at 1.1 
cents, rubber at 1.0 cent, and wood 


at 0.1 cent per cubic inch. Plastics 
have high resistance to corrosion, 
are relatively unbreakable, and have 
great beauty. However, their 
greatest attraction in many appli- 
cations is their ease of fabrication 
nto complicated shapes compared 
with other materials. 

In 1951, U. S. consumption of plas- 
tics amounted to about one million 
tons (including only plastics of 


C es 


types used to make things, i.e., 
structural plastics), compared with 
105. million tons of steel, 51 million 
tons of wood, 16 million tons of cast 
iron, and 6 million tons of non-fer- 
rous metals. However, plastics have 
the highest growth rate of any of 
these competitive materials—20% 
per year for plastics compared with 
3% per year for steel, 3% per year 
for copper, and 10% per year for 
aluminum, as three examples. 
Therefore, plastics will continue to 
increase their share of the total 
structural materials consumed and 
might easily reach a level of 3 to 4 
million tons by 1960 and 10 to 16 
million tons by 1975. 

Among the 12 or 13 major plas- 
tics, the greatest growth rates are 
exhibited by polystyrene, poly- 
ethylene, polyvinyls, polyesters, and 
nylon. Polystyrene is the cheapest 
thermoplastic and has other desir- 
able properties. Polyethylene has 
the greatest resistance to chemical 
action and the highest degree of un- 
breakability. Polyvinyls are very 
versatile plastics and can be fabri- 
cated into many forms. Polyesters, 
reinforced with glass fiber, are the 
strongest plastics and are replacing 
steel in many applications. Nylon 
plastic is very strong and tough 
and is replacing steel, brass, and 
other metals in many applications. 
Other important plastics include 
phenolics, urea resins, melamine 


resins, acrylics, and cellulose plas- 
tics. 


A 


Synthetic Fibers 
Synthetic fibers have developed 
in a similar fashion. Beginning in 
the 1920’s, rayon and acetate have 


replaced cotton, silk and wool in 
many uses. Beginning in 1939, nylon 
fiber has been replacing silk and 
wool even more vigorously than 
rayon and acetate have been doing. 
This competition has almost com- 
pletely eliminated silk from the 
American scene. Cotton and wool 
have not yet declined particularly, 
but rayon, acetate and nylon have 
absorbed most of the increase in 
fiber demand during the past 25 
years, 

In the post-war period, a host of 
new synthetic fibers—dacron, orlon, 
dynel, acrilan and _ vicara—have 
been placed on the market, and still 
others are on the way. These fibers 
have many superior properties such 
as strength, wear resistance, wrinkle 
resistance, washability, shrink re- 
sistance, and mothproofness. The 
new synthetic fibers are already 
competing strongly for present uses 
of cotton and wool, and this com- 
petition will become greatly inten- 
sifi@l during the next few years. 
Cotton consumption will probably 
hold at or near its present level, 
but wool will probably decline ma- 
terially in both price and consump- 
tion. 


Synthetic Rubber 


Synthetic rubber has had a sim- 
ilar effect on natural rubber. Up to 
1942,, all our rubber requirement 
was met by natural rubber, but be~ 
ginning in 1943 a substantial pro- 
portion of our requirement has been 
met by synthetic rubber made from 
petroleum, coal, and alcohol. Syn- 
thetic rubber has. had a doubly 
beneficial effect: in making the 


(Please turn to page 306) 
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With the general inflationary trend apparently receding, 
a number of cross currents have developed in the economic 
tide - with rather confusing results. As expected, steel 


prices went up under the impact of an 83 cents per hour 





wage boost given workers in the industry. Somewhat more 
surprisingly, crude oil prices were advanced 25 cents a 
barrel. Chemical prices have been heading steadily upward - 
particularly in such basic items as sulfuric acid, muriatic 
acid and nitric acid. 








The question now is —- what effect will these price movements 
in essential commodities have all the way down the line - 
will new price pressures push up the cost of living for both 
the industrial buyer and the consumer? Here's what one big 
steel user - General Electric Company - says: "The increases 
e»eWill not result in price hikes of all company products, 
but most products which use large amounts of steel are ex- 
pected to go up." The latter include the larger household 
appliances, but G.E. has said nothing about its future 
pricing on generators, turbines and other equipment. On 

the other hand, it is widely believed that the auto industry, 
biggest consumer of steel, will absorb the higher prices 
because of the extremely competitive market situation. 

















Although it was stated that the rise in crude oil prices 
would not affect retail costs, gasoline prices in some areas 
rose almost immediately by 1 cent a gallon. If the new 
crude boost stands, it probably will also be reflected in 
higher prices for other petroleum products, including fuel. 
It is to be noted, however, that higher prices tend to 
bring greater supplies into market — and stocks now are 
very high . This kind’of heavy production could well 
weaken the price structure again. Higher chemical prices 
will affect almost all important phases of industry, and 
are expected to be carried right down to consumers in 
most cases. 




















And the consumer is, of course, the key to the question 
of how long these prices will hold up. If John Q. Public 
is still in the buying mood he has enjoyed with only 
minor lapses for the past few years, he won't find much 
fault with slightly higher prices. But if his appetite 








for — or capacity to pay for -— more homes and more goods 
has slackened, the story will be vastly different. 
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YEAR %/; OF CHANGE IN 


rNei@) MONTH 


YEAR 








Industrial Production Index ...................0006. 1935-39— 100 242 242 211 0 + 14.7 
Steel Production (Weekly) .............sscsseseees 000 net tons 2.226 2.262 250* — 1.1 +790.4 
Electric Power Production (Weekly) rane mil KWH 8.096 7.897 7.005 + 2.5 + 15.6 
bituminous Coal Production (Weekly) ...... 000 net tons 9.125 8,750 7,58 1 + 4.3 + 20.4 
Auto, Truck & Bus Output (Weekly) .......... units 125,264 175.038 117.814 —28.4 + 6.3 
Petroleum Output (Daily Average) ............ 000 bbls. 6,318 6.183 5.989 + 2.1 + 5.5 
* Strike period 
] 947 49 =— 100 Federal Reserve Board 000 Cars 
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MONTH YEAR % OF CHANGE IN 

cam LATEST LNGi@) LNe1@) MONTH YEAR 
Dept. Stores Sales Index (Fed. Res.) .......... 1935-39100 118 113 11] + 44 + 6.3 
Commercial Failures (Dun & Bradstreet) ..... no. 217 169 120 +28.4 + 80.8 
F rekget COCONINO s1.cincnssentsonesssscrsessntinnlenns cars 775,572 781,499 684,242 — 0.7 + 13.3 
Miscellaneous Carloadings ................sssssses cars 375,572 396.803 338,129 — 5.3 + ]1.1 
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110 oe ——_ ea ae ee Pe  Siructural Products 
a All commoditi 
P~s—1 | commodities 
100 ~s . — ——_. 
Farm Products 
190 
cn July Aug Sept Oct Nov Dec Jan Feb Mar Apr May = June 
52 ‘on 
% OF CHANGE IN 
endl MONTH YEAR 
All Commodities (BLS) .0.............c:eeceeeeeeeeee 1947-49—100 109.8 109.4 111.6 0.4 — 16 
IE TID: 5 cintienesnseseisnenitcnsarerenasonticinnanesives 1947-49—100 97.9 97.3 107.9 0.6 — 93 
Metals & Metal Products ..............::cccceeeceeees 1947-49—100 125.4 125.0 121.8 0.3 + 3.0 
Structural Products ...............sscccssscsssssrcesesees 1947-49—100 117.1 116.9 112.9 0.2 + 3.7 
Steel Billets (Pittsburgh) 2.0.0.0... cece net ton $59.00 $59.00 $56.00 0 + 53 
Steel Scrap, heavy melting, Pitts .................. net ton 10.50 39.50 43.00 + 2.5 — 58 
Copper, electrolytic .....:ccsccssocsssseesesconesesssees lb. .293,,—30 .291%4—-30 .2414 + 08 + 22.4 
Rubber (rib-smoked sheets) ....................... lb. 243% 25 38 - 2.5 — 35.8 
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BATES! MONTH YEAR 
Stock Prices (Standard & Poor's) ..............+. 1926—100 188.6 197.7 193.1 1.6 2.3 
Bank Clearings (New York) ............:::00000 mil $ 8,650 9,718 8,071 10.9 + 7.1 
Federal Reserve Credit ...............:cssssssesseees mil $ 25,741 25,443 24,128 + 1.1 + 6.6 


Coprrmnty tp Cit CtRO tt 0.ceccccscccssensecessesecoseens mil $ 30.003 29.863 28.830 + 0.4 + 4.0 
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Sales, Inventories and New Orders 














1952 1953 
Value of Manufacturers’ Sales 
Seasonally Adjusted April December January February March (r) April (p) 
(Millions of Dollars) 
All Manufacturing industries ..........2 ccc ec cece eeeereeeeeeeees 23,538 24,276 24,292 25,170 25,469 26,709 
Durable goods industries ....... 0c cece cece eer ernceeeeeeeees 11,310 11,913 12,195 12,828 12,821 13,397 
Primary metals ....... ccc cece ceeeeeeneseeeereeesseseeses 1,994 2,048 2,082 2,115 2,150 2,318 ) 
Ceieslamtaed GRONEES 2. cc ccc ce eh eee eee eereesresenecnesseene 1,256 1,287 1,397 1,481 1,446 1,531 
Electrical machinery .........-ccccccceccereresereseseeees 1,036 1,259 1,256 1,341 1,347 1,342 
Machinery (except electrical) ..... 2... cece cece eeneeeeeeees 2,079 2,053 2,138 2,204 2,137 2,193 
Motor vehicles & equipment .........- eee ee creer eescrenees 1,736 1,920 2,068 2,164 2,241 2,360 
Transpertation equipment (exc. motor vehicles) .........---+++> 746 819 817 837 786 852 
Peretture Gee QmIUPSS «occ secs ccccsesececsccescvceccccccee 318 362 305 315 361 374 
Lumber products (exc. furniture) ........- 2c cece eer eenceeeees 687 727 721 766 717 789 
Stone, clay and glass products .........:- cece eeeeeeveseeees 472 497 509 571 585 536 } 
Professional, scientific instruments .........00 ccc ceeeeccccece 303 310 312 311 331 337 
Other industries, incl. ordmance ........- ccc cccecseceeserees 684 629 590 723 719 765 
Nondurable goods industries ..... 6... se cece een ere ennerereeeees 12,228 12,363 12,097 12,342 12,648 13,312 . 
Food and kindred products ... 2.0... ee cece cere crew areeeereee 3,280 3,293 3,211 3,314 3,480 3,648 ! 
EA PI Perr ee ee ae 564 545 478 465 570 622 
eee Oy ee Perr te eee et ee eee eee ee ee 318 344 306 333 325 327 
Textile-mill products ........c cece cee een eeneeeeseseserecees 1,244 1,151 1,108 1,113 1,127 1,251 
OE reer ee ee ee ee eee ee 1,130 1,260 1,046 1,038 1,036 1,131 
Leather and products ....... ccc ccc ccc cesceccceresersssesene 261 288 299 307 292 302 
Paper and allied products ... 1... ccc ccc ccc c cece cseseseeces 633 682 736 722 718 709 
Printing and pulblishing 2.0... ccc ccccccccccccccccscccceccees 760 691 725 754 754 824 
Chemicals and allied products ... 0.0... 002 ce ccc eceeeceeeeeces 1,573 1,558 1,667 1,715 1,767 1,797 
Potralasms Gell cael aredinsts... . o.cc.ccccccececersscreceececesss 2,028 2,114 2,014 499 510 n.a. 
Retser BTOGUENS 2 oc ccc ccc cece cece reser esverccessccccs 438 507 \ 
Book value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 
j All Manufacturing industries ...........0 cece ccreccseseseeseees 43,402 43,824 43,766 43,848 44,056 44,256 
SID, 9 boc cane cto nthGseseuc.ce mace ss s.06.00 23,596 24,292 24,392 24,480 24,746 24,932 
PO CED vnc chic StU Orb b ORO OCH REDD ORE SEALE OH DOCH Oe % 2,886 3,122 3,156 3,080 3,070 3,076 
SE OO COT OEE TE ECE 2,445 2,424 2,439 2,420 2,446 2,508 
OPEC TTT TET Ee OL TTC CLE LOL LOEEe 3,119 3,096 3,120 3,137 3,200 3,206 
I EIN 5 dca cn cue ebibeceteawdvensas 5,539 5,411 5,396 5,445 5,482 5,512 \ 
Mater wenbiles GB GaUIPMOR 2... cccncccccccccsssescccscccccs 2,669 3,009 3,017 3,050 3,139 3,184 
Transportation equipment (exc. motor vehicles) ............-.+-- 2,170 2,576 2,566 2,609 2,643 2,628 
ee CRC RROD ORE OSES S DG edeee © 560 518 525 544 544 536 
Lumber products (exc. furniture) ......... 0c cccesccceccceces 1,041 1,066 1,072 1,076 1,092 1,108 
SOOM, CHU GR GUNS PORES 0 nc cc cccicccetvasneciessscess 922 850 872 890 900 923 
Professional, scientific instruments ..........0.cccccccccceees 748 808 809 808 794 797 
ee PCRs HE, GHEE gv cc ttc cece ree necedecdecececs 1,498 1,412 1,420 1,422 1,438 1,454 
ee ccc eaccanns Cee dek eebaceeeseuamwee 19,805 19,532 19,374 19,368 19,309 19,324 
Py GIO BHOROUED 0.6 ccc cewcwiesereceneeevsancoeses 3,522 3,332 3,312 3,378 3,275 3,259 
ED 6.5.06. 6-66:6.6 6:0 6 oR O0'oe0's 44 NO6CSH TORE MOOSE 0 10 06:0 1,313 1,164 1,153 1,184 1,198 1,175 
I al, co, uy A mists ak vasa wk hI REO RAS eb: 0 1,693 1,778 1,773 1,738 1,731 1,753 
EE Oe ee OPT CCE TE Te Ce eT eee eee 2,779 2,654 2,606 2,618 2,597 2,628 
CAs 4d eben e 6 Sa hes ob oe tb ed ORs 6 bE ead ne ee ee eae 1,590 1,665 1,689 1,683 1,674 1,644 
SS Pee ee ee ee eee ee ee ee ee 582 548 549 534 553 573 
et MON IOIIOND 5 3 oso 65 vd.<a ois.t dein sine eeanisinn oa'n.e 1,059 1,001 990 992 990 989 f 
cee a a ee eee ae te yee 778 758 757 746 755 759 
ee cece abes eR RS Oe SEOS OC CROC 2,986 2,968 2,915 2,894 2,907 2,892 
} ee TP TEE LUTT ORL TORTILL CLOT 2,628 2,727 2,716 2,713 2,726 2,748 
EE Re rh er ee ree ee eee eee 877 936 915 887 903 n.a. 
Manufacturers’ New Orders (Adjusted) 
EE EE rr rr ere ee 24,251 24,466 24,270 25,530 24,591 25,850 
EE AE EE SI eee es ee ee 12,443 12,011 12,080 13,138 12,023 12,678 
Sy EY NINOS cnc tas os. be 06 e4 OO OWE O00 ONO 6 68-000 11,808 12,456 12,190 12,392 12,567 13,173 


























(r)—revised *estimated Pp — preliminary na. — not available 
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The price of continuing world leadership 





Conditions We Face 


By Reese H. Taylor 


President, Union Oil Company of California 


Los Angeles 


Addré 
N.AP.A., 


HAT the future holds can 
WW never be recorded in advance. 
In large measure, it is up to us. 

The problems which the Amer- 
ican people face today are every 
bit as serious as they were a year 
ago or five years ago. We can clas- 
sify them as (1) the external threat 
to our security, (2) the internal 
threat to our industrial progress, 
and (3) the close relationship that 
exists between these two. 

Let there be no mistake about 
it. For a country that stood strong 
and powerful as the savior of 
freedom in August of 1945, we have 
slid a long way. Our strength, we 
dissipated; many of our friends, we 
sacrificed; and our position of lead- 
ership, we abandoned. 

And as is so often the case, when 
an individual or nation neglects du- 
ties, responsibilities, and obliga- 
tions, the cost has been heavy. 

Without demur, we have turned 
over to the domination of Russian 
communism in Europe alone a pop- 
ulation equivalent to that of all the 
states east of the Mississippi River 
—approximately 100 million people. 
In the Orient, they have added to 
their sway a population three times 
that of this country. 

In land area, it is the same story. 
In Europe, we let them take the 
equivalent of Texas, California, 
Maryland, New Hampshire, and 
Vermont; in the Orient, an area 
equal to that of North America. 

However, there was one thing we 
could not give them—or perhaps 
they would not accept. That is our 
industrial productivity. Perhaps we 
could have given them our ma- 
chines. We did that during the war. 
Perhaps we could have loaned them 
our technical men. We did that also. 

But we could not give them the 
idea. We could not make them un- 
derstand that free men, working in a 
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free economic climate, are the basic 
secret of this country’s produetivity. 

Unless their acceptance of such a 
gift might have changed the Rus- 
sian government's attitude toward 
us, I for one am quite happy that 
they have not accepted. For today, 
the major deterrent to World War 
III is the dominant productive ca- 
pacity of this nation. 

Take away the productive margin 
established by the United States, 
and the free world as we know it 
will join the civilizations of Greece 
and Rome in the pages of history. 
Anything that might tend to weaken 
our industrial advancement, there- 
fore, is not merely a threat to this 
country; it is a threat to the idea 
of individual liberty anywhere in 
the world. 

For many years now, we have 
seen our business enterprises put on 
the rack in the name of world se- 
curity or in the name of social prog- 
ress or welfare state. Too few peo- 
ple have recognized that security 
without our productivity was a 
myth, and that social progress with- 
out the same productivity was also 
a myth. Our industrial progress and 
our national security cannot be 
separated. 


Three Basic Objectives 


It seems to me, therefore, in order 
to bring about and preserve a cli- 
mate which will permit the free 
world to survive and our standards 
of living to move forward, there 
are three basic objectives toward 
which we, of management, must 
strive. 

First, I believe management must 
cooperate wholeheartedly with the 
Government in the development of 
policies and programs aimed at giv- 
ing our free economy a chance to 
re-establish itself. Business must 





give freely of its energies, intel- 
ligence, and abilities in order to 
achieve such objectives. 

Assuming a relatively free econ- 
omy, business management’s second 
objective must be to accomplish 
that which we have said business 
could accomplish in such a free 
economy. Business must do the job 
it has said private enterprise has 
done in the past and can do in the 
future if left free to compete, profit, 
and build. 

And third, business must never 
assume for a moment that our eco- 
nomic system is understood and ad- 
mired by the majority of the Amer- 
ican people. American industry, you 
might say, is on trial. Therefore, it 
is essential that we undertake to 
explain by all means possible just 
how and why this economic ma- 
chine of ours, working in a free 
climate, serves the best interests of 
all of the people. 

No one of us here today may 
make too significant a contribution 
as individuals toward the achieve- 
ment of these objectives. But if we 
recognize they do exist, and if we 
will carry the desirability of their 
accomplishment into the conduct of 
our daily business affairs, the cumu- 
lative effect may well make the dif- 
ference between success and failure 
of the national economy. 


A Balanced Economy 


Under objective number one— 
the need for business to cooperate 
with Government—there are many 
outstanding businessmen making 
tremendous personal sacrifices in 
order to assist the new administra- 
tion in these crucial times. But 
seldom, if ever, has a new admin- 
istration been faced with the com- 
plex internal and external problems 
inherited by the present adminis- 
tration. 
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No businessman who is accus- 
tomed to protecting the assets of his 
company would be inclined to play 


fast and loose with so serious a 
question as that of the defense of 
this country. But certainly a na- 
tional debt of $259 billion, equaling 
$6 thousand for each and every 
family in the United States, is also 
a problem that cannot long be ig- 
nored. A tax burden at all levels 
of Government which is running 
close to 29% of our national income 
likewise is a matter requiring im- 
mediate attention. 

When business was confronted 
with a philosophy dedicated to the 
theory of “tax and tax, spend and 
spend, elect and elect,” the oppor- 
tunities to aid in the establishment 
of sound fiscal policies were—to 
put it mildly—somewhat limited. I 
do not believe we are operating 
under this philosophy today. I do 
believe the administration is willing 
to accept such assistance as busi- 
ness may be able to offer in solving 
these problems. 

Despite what may be done in the 
way of increasing Government ef- 
ficiency through the use of sound 
business methods, I think we musi 
recognize that a high level of taxa- 
tion is going to be with us for some 
little time, perhaps not at the cur- 
rent rate, but still in an amount to 
represent a great burden to the 
economy. 

Recognizing this, I think it be- 
comes mandatory for business to do 
everything in its power to assist the 
administration in eliminating the 
debilitating effects of such incentive 
killers as the so-called excess profits 
tax, and the confiscatory levels 
reached by the progressive income 


tax. Tax policies and structures 
must be established to encourage 
individual investment as well as 


the growth and productivity of bus- 
iness enterprises. Only in this way 
can our national defenses be se- 
cured and our standards of living 
increased. 

There is a balance that can and 
must be struck between the ade- 
quate safeguards that will assure a 
free, competitive economy, and the 
ypportunities and incentives that 
must exist if industry is to do a 
productive job for the people and 
the nation. 


The Challenge to Business 


Business must take the initiative 
in working with the Government 
to achieve this balance. Business has 
to meet our objective number two. 
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Namely, it has to do the productive 
job so many business spokesmen 
have said can be done, given the 
proper freedom. 

A casual look at the record might 
lead one to believe that things are 
not so bad even at the start. With 
only 6% of the world’s population, 
our people have 70% of the world’s 
automobiles; 58% of the world’s 
telephones; 42% of the world’s pow- 
er production; and 35% of the 
world’s merchant shipping tonnage. 


Increase Due to War 


On the surface, it is a pretty pic- 
ture. But I think we should look 
further and recognize that all of the 
increase in our per capita income 
since 1929 took place between 1939 
and 1945 as a result of mobilization 
and war. If we adjust for the de- 
crease in the purchasing power of 
the dollar, the per capita income ac- 
tually declined 12% from 1945 to 
1951. 

A decline of 12% in the per capita 
purchasing power in six years cer- 
tainly is not good. A similar decline 
over the next six years could be 
disastrous. 

No such decline is pre-ordained, 
however. When functioning in a 
Government atmosphere sympa- 
thetic to the workings of free enter- 
prise, ours is a dynamic economy. 
That is: it is a dynamic economy if 
the last twenty years have not 
sapped the initiative, the drive, and 
the willingness of our business lead- 
ers to take risks. 

No nation in history has satisfied 
fully the material wants of its peo- 
ple. We have come the closest and, 
God willing, we today have the best 
opportunity to fulfill those wants. 
This is the genius of a free economy. 


Industry Must Speak Up 


It is a challenge business cannot 
let pass. During the next four years 
if business has the courage of its 
convictions, it can and must make 
long strides in the direction of pro- 
viding a better and better standard 
of living for the people. If American 
business leaders will remain stead- 
fast in their belief that a free econ- 
omy is the best for all, if they will 
regard needed adjustments as just 
that and nothing more, if they will 
plan and build for the future at such 
a time, future events will prove our 
case. 

In November, 1952, a majority of 
the people indicated at the polls that 
they were willing to try—at least for 
the time being—a return to a free 
economy. But we should also keep 





in mind that 45% of the people who 
voted did not vote against those who 
had endeavored to smother the free 
economy and pushed us toward the 
precipice of a socialistic state. 

To those of us familiar with the 
workings of a free economy, as 
compared to a_ state-controlled 
economy, such a statistic seems in- 
credible. But 45% of the American 
people still must be convinced. That 
is where we come to our objective 
number three. That is, we must do 
everything in our power to get 
across to the people the simple fact 
that a free competitive economic 
system serves their individual best 
interests. 

Whatever business may accom- 
plish in the way of cooperating with 
Government, and producing the ma- 
terials of peace and war, may well 
be lost unless the people understand 
the how and the why. 


Recognition Came Later 


For many years, industry—work- 
ing under adverse conditions—has 
performed miracles in this country 
only to see the bows taken by oth- 
ers. I do not think this happened 
because business is basically inar- 
ticulate. It happened because most 
businessmen were primarily con- 
cerned with getting the job done. 
That was their sphere, their interest, 
and the way in which they served 
the best interest of their individual 
companies and the nation. 

The recognition that others were 
propagandizing and playing the 
siren song while they worked came 
late—almost too late. Industry, how- 
ever, has learned to speak. Our 
economy once more has an opportu- 
nity. If we want to preserve that 
opportunity, we must continue to 
speak. 

The danger today is that in the 
first enthusiasms of a vote of confi- 
dence—no matter how narrow the 
margin—industry may feel that the 
job of explaining, talking, and teach- 
ing is done. Nothing could be fur- 
ther from the truth. 

This great land of ours has little 
to fear in the world of today as long 
as we have men of confidence and 
men with faith in the American 
concept of freedom working to pre- 
serve our heritage. 

In our generation it is the enlight- 
ened American businessman who 
must provide this leadership. If we 
are successful in providing it, if we 
can secure the understanding and 
cooperation of the people, we can go 
on to a future better than any of us 
here today can imagine. 
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Many avenues toward cutting costs 





Purchasing Research 


. . - What it is ... What if does 


By Russell Wetherell 


Director of Purchasing, M & M Wood Working Company, Portland, Oregon 


Address at the 38th annua 


OBLEMS are the seeds from 

which research projects grow 
These seeds are present in great 
abundance, and the size of the seed 
is not indicative of how large the 
plant may grow or how much fruit 
it may bear. No item is too insig- 
nificant to warrant our attention. 
The best time to start a research 
project is when a problem first 
comes to our attention. Why should 
we wait until a certain problem de- 
mands action if we are cognizant of 
the fact that eventually we shall 
have to do something about it? Why 
not investigate sources of the infor- 
mation required and consult ex- 
perts in that field? This can be done 
before the necessity reaches the 
status of am emergency. 

To conduct research successfully 
the Purchasing Agent must use 
curiosity and imagination; he must 
have analytical ability, persever- 
ance, and the knowledge of what to 
do and how to do it. Many times 
through research projects we dis- 
cover some new method or process, 
previously considered impossible. 
Maybe we are just too dumb to 
know that “it can’t be done.” 

What does Purchasing Research 
accomplish? In the majority of 
cases it will uncover new or im- 
proved methods and savings, addi- 
tional and better sources of supply, 
and point the way to substantial 
savings. Any savings program is a 
co-operative enterprise of all mem- 
bers of the management team. All 


research projects are _ potential 
money savers. 
Purchasing Research demands 


conscientious attention and applica- 
tion. Many companies have estab- 
lished a specific position of Pur- 
chase Analyst or Purchasing Engi- 
neer whose sole responsibility is to 
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‘ costs by 


tion, NAPA. Los Angeles, May 27, 


find ways and means of reducing 
research into improved 
products and methods and into bet- 
ter values. These analysts are part 
of, or co-operate with, Purchasing. 
The Hyster Company designates 
this function as the “Notion De- 
partment.” There is much to be said 
in favor of this development, since 
the Purchase Analyst or Engineer 
can devote his full time to research. 

Purchasing Research is compre- 
hensive and extensive. It includes 
studies of commodities, sources of 
supply, systems and procedures, in- 
ventory problems, standards, market 
trends, value analysis—in fact, 
everything within the realm of pur- 
chasing and anything related to it. 

Purchasing Research starts in our 
own department and in our own 
plant by evaluating our present 
materials and methods against new 
and different ones. Much of it is 
casual, involving the Purchasing 
Agent’s intimate knowledge of needs 
in his own plant. It expands from 
that point to many specific projects 
touching all phases of current and 
potential future operations. 

First, let us discuss what research 
we can undertake in the Purchas- 
ing department itself. It is impera- 
tive to have information available 
or to know where to find it. Some 
of the best ideas come from un- 
expected sources—sources which 
may not even occur to us at the 
inception of the project. Collection 
of information is like a rolling 
snowball which grows progressive- 
ly larger. Every inquiry attracts ad- 
ditional information and ideas and 
suggests further avenues of ex- 
ploration. All of us have purchas- 
ing libraries suited to our individual 
needs and requirements, and many 
of us have systems of indexing this 
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information for ready reference. 
The problem of setting up a catalog 
card file is in itself a research pro- 
ject. 

We could draw up an almost end- 
less list of projects covering prac- 
tically every function, every object 
and every person in our depart- 
ment. I shall suggest a few for your 
consideration. 

1. Inventory control. This is a 
perennial favorite on which reams 
have been written, so there is no 
scarcity of material for study. Of 
special interest is Bruce Hender- 
son’s research on this problem at 
Westinghouse. 

2. Expediting. Is it necessary or 
advisable to expedite every order? 
What kind of follow-up system 
achieves maximum results with a 
minimum of effort? How in the 
world can you get suppliers to send 
confirmations? 

3. Trade discounts. Are we ob- 
taining the maximum discounts 
available? Can we combine or in- 
crease orders for additional dis- 
counts? Many suppliers will give 
us the benefit of higher discounts 
based on over-all purchases for a 
period of time or on combined pur- 
chases for several plants. By ar- 
rangements of this kind, one com- 
pany has increased the discount on 
one class of commodity by 10%, on 
another by 1442% and on another 
by 20%. 

4. Public relations. The success of 
purchasing research depends in 
great measure on how well we lay 
the ground-work in our relations 
with other members of our own 
department, with our co-workers, 
with our suppliers and with our 
fellow purchasing agents. 

In the general offices, Purchasing 
can point the way to savings and 
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THE WORKING PRESS, Representatives of PURCHASING Maga:ine who covered the convention meetings with notebook and camera, 
{ manned the directory board and Inform-A-Show booth. 


ovements' by 


thods, 


research into 
time-saving machinery, 
dardization, elimination of du- 
ation, etc. Bill Hayden -of the 
rtland General Electric Company 
es this example of savings real- 
| by periodic ‘analysis of service 
ntracts: “In exploring various 
tues of maintenance cost reduc- 
s, a survey was made on office 
chines. One brand of adding and 
ulating machines was selected 
1 guinea pig. 89 were found un- 
maintenance contracts, scosting 
$1,480.80 annually. The annual 
iintenance cost on some machines 
greater than their turn-in val- 
due to their age. It was deter- 
ed that quite a number were 
ed infrequently. Without impair- 
operations, it was found pos- 
le to reduce this cost substan- 
lly, Sixty-one machines were 
neelled from contracts. Twenty- 
machines were continued on 
tract at an annual cost of $510.00, 
1 savings for the year of $832.30.” 
The close association between 
and Production offers 
indant opportunities for research 
‘blems, particularly in the realm 
new or improved commodities 
| processes, in salvage and in the 
tilization of waste materials. 
The problem of whether to pur- 
» or manufacture is ubiquitous. 
| Rhodes, Purchasing Agent and 
lal White, Purchasing Engineer, of 
Hyster Company relate these 
‘iences: 
We had for some time been pur- 
ing steering knuckles for a 
and had been experiencing 
difficulties with breakage. It 
decided we would have to more 
ess live with the problem due 
ie high cost of obtaining forg- 
and machining our own parts. 
the process of purchasing re- 


-urchasing 


search work, we decided to at least 
find an exact die cost for forging a 
stronger model of the _ steering 
knuckle we had been using. Upon 
receiving quotations we found die 
costs were not as high as we thought 
they would be. After reviewing the 
die costs, forging and manufactur- 
ing costs, it was discovered that one 
year’s production would reduce costs 
approximately $11,000. 

“Another research project which 
developed considerable savings re- 
lates to specifications or theoretical 
advantages for our customers. We 
have for the past five years supplied 
our customers with reusable hose 
ends on all our hydraulic lines, so 
that instead of buying a complete 
assembly they could replace their 
hose at a lower cost. This would 
also help our dealers, due to the 
fact that all they would have to 
stock would be a supply of fittings 
and full lengths of hose which they 
could cut to length. After four years 
of this operation, we found only 
one or two dealers were taking ad- 
vantage of the reusable feature. Up- 
on further research, quotations from 
various vendors showed that one- 
time hose fittings could be obtained 
that were’ interchangeable and 
which would reduce our cost in 
manufacturing over $15,000 per 
year.” 

One large West Coast manufac- 
turer of paper and paper products 
cites the following examples: “In 
the process of manufacturing paper 
and pulp we use large belts made 
of felt. Formerly these belts were 
made of long staple wool. Now, as 
the result of research we use 5 
to 20% nylon in our felts, and al- 
though the cost is increased in pro- 
portion, we get double the former 
life with greatly improved per- 
formance. 


“Our paper mills use huge quan- 
tities of chlorine. The piping system 
which carries it necessarily has 
many control valves. The packing 
in these valves required replacing 
every week. The cost of the packing 
was not excessive—$2 per lb.—but 
the maintenance cost of labor was 
terrific. Research into this problem 
uncovered a special packing which 
costs $25 per lb. but which lasts in- 
definitely. When you consider that 
we have hundreds of these valves, 
the savings by eliminating the labor 
of maintaining them is considerable. 

‘You are probably familiar with 
the tapered wooden plugs with a 
hole in the center which are used 
in the ends of jumbo rolls of wrap- 
ping paper and butcher’s paper. We 
are studying the possibility of mak- 
ing these from pulp, pressed to 
shape and dried. Tests indicate that 
they will hold the paper rolls better 
than wood, and that the cost will be 
$3 per M less. Millions of these are 
used annually, so that savings to be 
realized are incredible.” 

Salvage and utilization of waste 
are fertile subjects for research. 
These usually fall within the realm 
of the purchasing agent since they 
are closely related to disposition of 
scrap. 

You may pardon me if I put in a 
plug here for the forest industries— 
logging, lumbering, paper and pulp 
mills, plywood and door manufac- 
turing and other types of wood- 
working—which are such important 
factors in the economy of our 
Pacific Northwest. The forest indus- 
tries are particularly active in re- 
search on utilization of wood waste. 
Not too long ago only the choice 
parts of trees were cut into lumber 
and veneer; the rest went into the 

(Please turn to page 294) 
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Standardization can help answer problems of 





Peace, Profits, 
Productivity, 
and Purchasing 


President, Bristol Brass Corporation 


By Roger S. Gay President, American Standards Assn. 


Y training and profession I am 

a salesman. A salesman is de- 
fined as “one who practices the art 
of successfully persuading people 
to buy.” I consider it a privilege to 
talk to the people who do most of 
the buying and at whom most of 
the persuasion is directed. 

I tell you frankly that I am going 
to try to sell you something today. 
It is not an industrial product. You 
can’t machine or forge it, you can’t 
package, pickle or freeze it, or store 
it in a warehouse. 


Problem Has Larger Aspects 


I want to sell you an idea—the 
concept of voluntary national stand- 
ards for America and for American 
industry. Instead of giving you the 
usual examples of the wonderful 
things standards can do, I would 
like to try to talk about some of 
the larger aspects of our common 
problem—some of the economic 
forces at work today that make a 
national standard movement more 
important and more necessary than 
it has ever been. 

All of us today are deeply con- 
cerned about the problems of our 
national economy. There has been a 
steady succession of those problems 
since the war. From 1946 to 1948 
we worried about conversion, con- 
trols, inflation and scarcity. In 1949 
we worried about big inventories 
and recession, After Korea we wor- 
ried about controls, inflation and 
scarcity again, and mobilization. We 
also wasted a lot of effort criticizing 
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people who—it seems strange to 
say it today—“hoarded” things. 

We have lived so long with these 
problems that we are even getting 
used to them. Now we have begun 
to worry about how it will be when 
there are no more problems to 
worry about. 

This worry has been in the back 
of our minds ever since industry 
began its third and greatest round 
of expansion in 1950. Now it prom- 
ises to become an immediate, press- 
ing problem that over-rides all 
others. I refer to the fear that 
American industry has over-ex- 
panded itself. Defense orders are 
about 50 billion dollars annually. 
Capital investment of private indus- 
try is running about 29 billion a 
year. When these decline, how will 
industrial production be absorbed? 
Will there be glutted markets, idle 
factories, and men out of work? 

I believe and will try to show you 
that standardization has a real and 
intimate relationship to this prob- 
lem of enormous industrial expan- 
sion and its solution. 

First, let’s look at the facts be- 
hind America’s increased capacity 
to produce. 

The simple truth is that there 
has never been anything like it, 
either in our own history or in that 
of any other nation. We had one 
wave of expansion beginning in 
1939 and another beginning in 1946. 
By the middle of 1950 we had in- 
creased our over-all capacity to 
produce by 40% over the pre-war 
level. We thought that was pretty 





good. By normal standards, it was. 
But then came Korea, and we be- 
gan to make over the U. S. econ- 


omy. 

In the past three years American 
industry has spent somewhere be- 
tween 68 and 75 billion dollars to 
build and expand factories and buy 
new tools and equipment. This time, 
unlike our World War II practice, 
the expansion was paid for by 
private capital. And unlike World 
War II, most of the added capacity 
is fitted for peacetime use. 


Is Depression Inevitable? 


Our productive capacity is now 
nearly double what it was when 
World War II began; and consider- 
ably more than half of that increase 
has come in the past three years. 
Industrial activity of this nation for 
the first quarter of this year reached 
a new post-war peak—a peak ex- 
ceeded by only a few months of 
wartime production. 

It is production such as this that 
has given rise to the European defi- 
nition of an American poor person 
as “a mar. who has to wash his own 
car.” 

Today this is not excess capacity. 
But what about next year and the 
year after that? What if the Com- 
munists should stop acting like 
Communists and give us a settle- 
ment we could live with? Will we 
have another 1929? Or another 
1921? 

Four or five years ago a Russian 
economist named Varga said 1956 
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Members of the New England delegation try the “blindfold pencil test’ at the Inform-A-Show 


ild be the year of capitalist eco- 
mic collapse. He went to the salt 
nines for suggesting it wouldn’t 
happen right away; and everything 
hat has taken place in our economy 
ce then has been exactly the 
pposite of what the Russians ex- 
ected and hoped. But can we keep 
ip? 
This is one of the most important 
iestions of this half of the century, 
if we should have serious eco- 
iomic trouble here, it could mean 
ich more serious trouble in the 
other economies of the free world 
that are tied to ours. 

It is also a very, very compli- 

ited question. I would, however, 
like to pass on one pertinent ob- 
servation. An official of the J. Wal- 
ter Thompson Company pointed out 
the other day that it would take 

ly a 10% rise in the living stand- 
urd of the American people to offset 
a $20 billion cut in defense expendi- 
tures. 

That doesn’t seem to be an im- 
possible goal. There isn’t an Ameri- 
can family that doesn’t feel it needs 
2 unitized kitchen or a _ colored 
bathroom, newer appliances or a 
better house, a second car or a 
weekend place in the country. There 
uren’t many husbands who couldn’t 
use another suit, and there aren’t 
any wives who couldn’t use ten 
nore pairs of shoes and a new fur 
coat. There isn’t a community over 
10,000 that wouldn’t like to clean up 
its traffic problem and build a few 
new schools and bridges. And there 
isn’t anybody who wouldn’t invest 

these things if he felt justified 
and able to do so. 

On the other hand, economists tell 
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us that the American standard of 
living is so high that our people 
could postpone some of their buy- 
ing and suffer no actual hardship. 
One estimate is that they are 
spending as high as 40% of their 
income on what Beardsley Ruml 
calls “the un-necessities of life,” and 
they could put off buying those 
“un-necessities” for months or even 
years. Some of those economists are 
worried about the possible conse- 
quences of this comparatively new 
factor on the American market if a 
down-trend should begin. 


More Units Have To Be Sold 


Other economists and more than a 
few management men are worried 
about the high break-even point on 
which industry is now operating. 
Your company, if it is typical, is 
faced with certain major costs which 
are rigid or semi-rigid, and that it 
has a low profit margin on each unit 
it sells. As a result, you now have 
to sell perhaps twice as many units 
as you did before the war, in order 
to make the same profit. With a 
thin profit ratio, a moderate increase 
in costs or a small drop in sales 
could mean a considerable drop in 
profits. And a drop in sales volume, 
according to the economists’ Law 
of Fixed Costs, almost always means 
a rise in unit costs. 

In circumstances such as these, 
it seems obvious that, short of full 
scale war, this country is about to 
enter a new era of competition. It 
will be freer, stronger competition, 
and in many ways it will be quite 
different from any we have ever 
known. 

In the new competitive market, 


each company, of course, will com- 
pete against the other companies in 
its same general field. There it will 
begin to compete against its own 
products—against the ice boxes, 
ranges, autos, milling machines and 
what-not that it made a few years 
ago and now wants the American 
buyer to trade in for newer models 
of better quality, different design, 
or different color. 

This sort of thing is called 
“planned obsolescence,” and I sup- 
pose we are the only nation in the 
world that has built a whole econ- 
omy on it. 


All-out Battle for the Dollar 


Finally, in addition to competi- 
tion with others in his industry and 
with his own products, each com- 
pany is going to have to compete 
with all other American industry. 
This will be an all-out battle for 
the consumer’s dollar. Most con- 
sumers have a limited number of 
dollars with which to buy, but there 
is simply no limit to the things you 
can buy with them. The chief com- 
petition -to a Cadillac is not a Lin- 
coln or a Packard—it is a mink 
coat or a trip to Europe. The chief 
competitor to the maker of a newly 
designed kitchen sink is not another 
maker of kitchen sinks—it is, first, 
his old sinks, and then it is the man 
who makes air conditioners or 
power mowers or home woodwork- 
ing machinery or fine furniture. 

In a competitive market of this 
kind, somebody is going to get 
hurt. The person who is likely to 
go to the wall is the manufacturer 
who has been kept alive and pros- 
perous for thirteen years solely by 
a seller’s market. It will be the 
company that cannot carry some 
of its capacity idle in slow times 
and make it pay with added effi- 
ciency. It will be the marginal pro- 
ducer who does not modernize. 

Harder selling is not enough. If 
we are to absorb the product of our 
enormously expanded production 
machine—if we are to lick the 
problem of the high break-even 
point—if we are to come safely 
through a competitive readjustment 
period—then it must be through the 
successful interworkings of all the 
forces of our national economy. 

The owners and managers of 
American business enterprise must 
continue to accumulate and invest 
venture capital in new and im- 
proved plant, machinery, and equip- 
ment. 

Engineers must apply these tech- 
nological tools to our production 
processes so as to achieve more ef- 
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ficient production at lower cost per 
unit. 

Industrial research people, on 
whose work the nation is now 
spending several billion dollars a 
year, must continue to give us new 
products, new processes, and whole 
new industries. 

Officials of the Federal govern- 
ment have got to find a way to give 
individuals and companies a healthy 
tax cut. Such a cut will start a buy- 
ing wave that could go far to solve 
most of our economic problems. 

Those who are engaged in manag- 
ing the great distribution system of 
America must bring to that system 
some of the efficiency and spirit 
that have been applied to our pro- 
duction processes. The purchasing 
agents are the key element in this 
proposition. You are the men who 
can win or lose what one econo- 
mist calls “the fight for technologi- 
cal margin.” 

The physical handling of goods 
involves about one half the total 
cost of marketing those goods. Here 
is an area for tremendous im- 
provement and tremendous saving. 
The purchasing agent must spark it; 
and one of the tools he can use is the 
tool of more and better standards. 


Standards Aid Materials 
Handling 


In many manufacturing plants as 
much as 40% of workers’ time goes 
into moving materials and parts— 
shifting things about within the 
plant between processes and to and 
from shipping platforms. It is esti- 
mated that improved materials han- 
dling equipment and methods might 
well cut handling costs 25% and 
save annually more than 650,000 
man hours of unnecessary labor. 
Standards can help to cut those 
costs—if purchasing agents formu- 
late and use them, and insist that 
others use them. 

Losses due to damage sustained 
in the shipments of goods are a 
heavy and wasteful burden on the 
American economy. Standardization 
can help to solve that problem and 
in some areas has already helped 
to do so. The National Safe Transit 
Program has set up standards for 
preshipment testing with consid- 
erable success. 

Over a twelve year period, a de- 
partment store in a mid-western 
city has referred to its research 
organization almost 4,000 customer 
complaints involving rayon and 
acetate fabrics. Standards can rem- 
edy this costly and wasteful situa- 
tion. The American Standards As- 
sociation has just published a thick 
work entitled “American Standard 


Jury, 1953 


Minimum Requirements for Rayon 
and Acetate Fabrics.” It provides 
the simple language everyone in this 
industry can use to understand each 
other as they make, buy, sell and 
service rayon and acetate fabrics. 
It has 51 separate standards or re- 
quirements for 51 different end- 
uses; and it has 31 test methods for 
telling whether the fabric will be 
suitable for the particular end-use 
specified. All this was created over 
a period of several years hard work 
by a committee made up of 74 mem- 
bers representing many different in- 
terests. 


Standards Cut Waste 


This standard, like all American 
Standards, is voluntary. It is a tool 
ready and waiting for your use. It 
is up to you whether or not you use 
it to reduce the waste and needless 
expense that now prevails in the 
manufacture, sale and servicing of 
rayon and acetate textiles. 

More and more I am convinced 
that standards are a common de- 
nominator to the solution of many 
of our technical problems in produc- 
tion and distribution, in buying and 
selling, and in the production and 
international use of military goods. 

Standards could be particularly 
valuable to us now in international 
trade. I do not refer to the need for 
friendly trading nations to speak the 
same language, though that is an 
important problem and one that the 
American Standards Association is 
actively engaged in. I refer rather 
to an economic situation that has 
developed under which this country 
is in danger of losing its position in 
the world market. 

We in this country have raised 
our production costs so high through 
high wages and other fixed costs 
that we are in danger of losing a 
substantial part of the international 
market to those countries with a 
far lower wage level than ours. 

One way we can meet that price 
competition is with high tariffs, and 
with all the evil consequences that 
could follow that foreign economic 
policy. Another means is by lower- 
ing our unit costs still further 
through a sharp increase in effi- 
ciency, particularly by standardiz- 
ing every operation, every process, 
every component part we possibly 
can. You can see that far larger 
issues are at stake here than the 
mere survival of your company or 
mine. 

Many businessmen and _ indus- 
trialists today believe they have 
gone just about as far toward effi- 


cient operations as they can go with 
present equipment, present taxes, 
and present capital requirements, 
but I know it isn’t true, because I 
see wide variation in efficiency be- 
tween one company and another in 
the same field. Just so long as one so 
far outstrips the other, then there 
is great room for improved opera- 
tions in the less efficient of the two. 


Standards Lower Unit Costs 


No nation can get the most effi- 
cient results out of its human and 
material resources unless it has a 
complete, comprehensive set of na- 
tional standards to work with, care- 
fully integrated into all segments of 
the economy, unanimously adopted, 
and voluntarily followed. Such 
standards would simplify and speed 
production. They would help the 
sub-contractor to understand the 
prime contractor, and the prime 
contractor to understand the lan- 
guage of the thousands of his sup- 
pliers. Most important, at this par- 
ticular moment, they would help to 
lower unit production costs. 

We do not have such a set of 
comprehensive integrated national 
standards today, but we have 
started to create them and we do 
have the machinery for carrying 
forward the job. That machinery is 
the American Standards Associa- 
tion. Your organization supports our 
work and has helped to develop 
many of the almost 1300 American 
Standards now being used in com- 
merce, industry, engineering, safety, 
and retail trade. 


You Help Set Standards 


ASA was formed 35 years ago by 
technical societies and trade asso- 
ciations like yours to be a clearing 
house for national standards—to 
eliminate duplication, overlapping 
and variation of standards activities 
in the nation; to weld conflicting 
standards into a single generally ac- 
cepted standard, designated “Ameri- 
can Standard;” and to promote the 
use and knowledge of standards. If 
we are useful and successful in that 
assignment, it is only because or- 
ganizations like yours have cooper- 
ated to make us so. 

Under ASA procedures, every 
group substantially interested has 
the right to be represented on the 
body that develops a_ standard. 
There is nothing compulsory about 
the use of American Standards. 
The standards are followed because 
they have been developed by all- 
parties-at-interest, because the peo- 

(Please turn to page 308) 
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Convention Jottings .... 


ONVENTION attendance soared 
« beyond advance estimates, ap- 
aching the 2500 mark as West 
buyers turned out in force 
many from the east took advan- 
of the convention location to 
mbine the business meetings with 
acation trip. The “No More 
strations” sign went up on 
[uesday morning. The Early Birds 
Dinner and the Annual Banquet had 
to be held in two simultaneous sec- 
is, enlisting the facilities of the 
tmore and Ambassador Hotels to 
pplement the Statler’s Pacific 
lroom. It worked out as well as 
ild be expected, but those at the 
Ambassador missed a tremendous 
‘tional thrill in the spontaneous 
vation when George Renard was 
ied to the platform to receive a 
estimonial for his 25 years of serv- 
as Association Secretary. 


The Hawaii Association had five 

elegates on the mainland for the 

ynvention. Sharing honors for the 

yngest travel was Kendrick Burns 
Maine—about as far as you can 

yme within the territorial limits of 
country. 


The attendance trophy, based on 
ercentage of membership registered 
ind on distance traveled, was won 

the Houston Association, whose 
wrival by special train, detoured by 
floods and delayed by a freight 
vreck, was one of the spectacular 
rly events. Rock River Valley 
Association was in second place, and 
the Utah Association, always high 
the running, was third. 


Mayor Bowron of Los Angeles 
took time out from a strenuous po- 
tical campaign to welcome the con- 
vention in person, at its opening 
It proved to be somewhat 
n the nature of a “last official act”, 
he went down to defeat at the 
polls the following day. 


seSsion. 


‘ 
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The Statler Terrace, popular rendezvous for luncheon and cocktails. 


Biggest impact of the election on 
the convention was the closing of al! 
bars on Tuesday, till 7 o’clock. A 
considerate committee set back the 
time of the banquet to provide time 
for a quick drink before dinner. 


But the political influence was 
strong on local reporters for the Los 
Angeles press, one of whom pub- 
lished the intriguing (though inac- 
curate) observation that “the posi- 
tion of Vice Chairman of the Gov- 
ernmental, Educational and Institu- 
tional Buyers’ Group traditionally 
leads to the N.A.P.A. presidency.” 
This may herald a “favorite son” 
boom for able and popular Dave 
Wilt, Purchasing Agent for the Los 
Angeles campus of the University of 
California, who was elected to the 
Vice Chairmanship in question. 


Hollywood talent scouts were on 
the job, as evidenced by the fact that 
Mrs. Bruce Henderson was invited 
to appear on Art Linkletter’s tele- 
vision program Tuesday morning. 


«- Convention Chairman Bill Rey- 


nolds had done an outstanding job 


of organization and planning, with 
the result that everything went 
along smoothly and pleasantly. His 
Service Committee was on the job 
throughout the duraticn of the 
meeting, and if there were any diffi- 
culties, they never got to the service. 
Bill’s philosophy: “Keep everybody 
happy. You'll get more out of the 
convention if you’re in the right 
frame of mind.” 


Inform-A-Show awards, made by 
a committee of Los Angeles busi- 
nessmen representing sales, adver- 
tising, and general management, 
went to the Acme Steel Company of 
Chicago and the Cleveland Chain & 
Mfg. Co., for their attractive and 
educational exhibits—a well merited 
but difficult decision in view of the 
high standard of the displays as a 
whole. 


The 1954 convention will return 
to familiar surroundings under a 
slightly unfamiliar name—at the 
Conrad Hilton Hotel, Chicago, May 
23-26. As the Stevens, this hotel has 
played host for a number of previ- 
ous N.A.P.A. gatherings. 
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Finding and training tomorrow’s buyers 





The Development 


of Purchasing Personnel 


OW do we decide the type of an 
KH employee to seek when it is 
necessary to fill a vacancy or add a 
new member to the staff? For what 
qualifications do we look, and what 
is covered in our request to our em- 
ployment office? 

One way is to have a general dis- 
cussion of interested persons on the 
description of the work to be per- 
formed. Is it a beginner’s grade? Is 
it clerical work ; is it a position as 
buyer; or is it a job as assistant to 
a buyer, from which promotion 
could naturally be made to a buy- 
er’s assignment? 

Another method is to use a writ- 
ten job description detailing the 
work which is to be accomplished 
and outlining as clearly as possible 
the responsibility and authority 
which the position will carry. This 
description can best be written by a 
trained job analyst, after receiving 
preliminary data from, and conduct- 
ing an interview with, the person 
holding the position and his imme- 
diate supervisor. 

Job descriptions may be estab- 
lished independently, or, more prob- 
ably, as a part of an entire job 
evaluation program. Our primary 
concern at this time relates to the 
job description as an aid to pin- 
point the task for which a purchas- 
ing employee is sought and to out- 
line the jobs along the path of pro- 
motion he might travel. It should be 
mentioned, however, that the com- 
plete job evaluation program entails 
analyzing the job description, weigh- 
ing the factors of the job, and rating 
the job in accord with the the re- 
sults of the factor evaluation. 

The job description sets forth 
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the scope of work for a particular 
position, so that an intelligent ap- 
proach can be made to the selection 
of a person for the position. As a 
recent example, members of our de- 
partment and our industrial rela- 
tions staff studied the job specifica- 
tions to decide what qualifications a 
person entering the lowest positions 
in our buying channel should have. 
The positions I refer to are at such 
a point that if an adequately quali- 
fied person is selected and properly 
developed, he could, after gaining 
the necessary experience, enter a 
buyer’s position. The committee 
concluded that the following were 
the desirable qualities. The em- 
ployee should be between the ages 
of 22 and 32; have a college degree 
or its equivalent; have between six 
and twelve months purchasing 
department experience and be- 
tween three and six months field 
experience; and rate reasonably 
high when being reviewed on com- 
mon sense, maturity and adjust- 
ment, ability to get along with 
others, appearance stability, analyti- 
cal ability, imagination, and health. 

With the qualifications established, 
the assignment becomes one of find- 
ing the personnel. It is advisable to 
check first within the department 
itself to see if a promotion can be 
made. As you are well aware, this 
procedure if used properly can be 
one of the strongest forces in build- 
ing good morale. Next, other de- 
partments of the company should be 
combed. If these sources do not bear 
fruit, it is wise to arrange for inter- 
views with graduating college stu- 
dents and to follow leads advanced 
by members of the department. An- 
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other valuable reservoir of person- 
nel can be those students hired for 
summer vacation relief. During this 
summer employment the company 
has an opportunity to get to know 
the students, and, likewise, they 
have an opportunity to become ac- 
quainted with the company and the 
department operations. When grad- 
uation approaches, many conclude 
that they would like to join the com- 
pany on a permanent basis. 

Once contact is made the pro- 
cedure should follow a firm, but 
flexible, course. I will mention the 
initial steps only briefly, so that 
more time can be devoted to less 
familiar elements. Use of a detailed 
application form will provide valu- 
able background material about the 
applicant. This outline of back- 
ground affords a framework on 
which to build by interviews and 
other selection techniques. Inter- 
views should be both extensive and 
intensive. So far as we know, noth- 
ing has been found to take the place 
of the personal interview. 

Since it is realized that selection 
of personnel is the first step toward 
development, we would like to make 
use of as many reliable aids to se- 
lection as possible. Personnel testing 
may be classed as one of these aids. 
Generally a battery of tests is used, 
measuring aptitudes, abilities, inter- 
ests and adjustments. It is a fairly 
common practice today to use one 
or more tests to determine an em- 
ployee’s mental alertness. People 
who do well on these tests tend to 
be able to handle work of a respon- 
sible, demanding nature. A vocabu- 
lary test is especially important if 
the man is to handle correspondence 
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vv interview people. This definitely 
applies in purchasing where practi- 
cally all employees, with the excep- 
tion of typists and junior clerks 
have occasion to correspond and talk 
with suppliers and members of the 
yperating departments. The vocabu- 
lary test also tends to show the level 
of general ability. 

Aptitude tests are very helpful in 
judging ability to learn and perform 
work in specific job areas. Two of 
the most useful tests are the me- 
chanical aptitude test and the cleri- 
eal aptitude test. Greatest value is 
received when the results on this 
type of test are compared with the 
results on a test that points out 
fields of interest of the individual. 
t is reasonable to say that there is 
little likelihood of an employee giv- 
ng better than average performance 
on work for which he has little 
liking or no preference. A test which 
comprises an adjustment inventory 
indicates unusual home problems, 
health difficulties, inability to make 
satisfactory social adjustment, and 
emotional instability. It also points 
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out an applicant who is likely to 
become dissatisfied and prove to be 
a short-term employee. 

The important thing to keep in 
mind in connection with any of 
these tests is that they are not in- 
fallible; they only provide indica- 
tions. It must be kept in mind that 
occasionally an employee whose 
tests are unsatisfactory can by per- 
sistence prove to be a very success- 
ful man in his position. Finally, all 
test results should be interpreted in 
light of the work to be performed. 

Assuming that the selection of a 
new employee has been sound, the 
next step is to develop him into a 
satisfactory employee on his initial 
job, and then into promotional ma- 
terial for more responsible assign- 
ments. The various orientation pro- 
grams, which are the first steps in 
this development course, are gen- 
erally understood. However, we are 
not quite so sure of the course to be 
followed after the man has been 
satisfactorily installed in the new 
job and is learning to handle his 
assignments. 


Assuming the new member of the 
department has the potential of a 
buyer, how do we aid him in the 
development of his talents? Such 
development can more easily blos- 
som from a carefully planned pro- 
gram for personnel development. 
The development course must be 
tailored to fit the background, ex- 
perience, and potential of each in- 
dividual. Three primary methods 
which can be used in a course for 
the development of a buyer are: (1) 
coaching by a superior; (2) formal 
training courses; and (3) rotational 
field assignments. 

First, a man having the potentials 
of a buyer should be assigned to 
work under the direction of a buyer 


or assistant purchasing agent who is _ 


an able coach and trainer. 

While the prospective buyer is in 
the process of being coached by his 
supervisor, he will be absorbing 
some of the elements of good super- 
vision. This is important, for when 
he reaches the buyer’s position he 
too will have to supervise one or 
more employees. In addition to this 
training, a supplementary supervis- 
ory training course would be of 
value; for mastery of supervisory 
skills is a difficult task. 

The formal training program is 
the second of our primary methods 
employed in personnel development. 
Discussion meetings under the guid- 
ance of a trained moderator are 
recommended, for they provide the 
participants with an opportunity to 
express their independent thoughts, 
to interchange ideas, and to obtain 
the response of the group to indi- 
vidual thinking. The techniques of 
role playing and case study, and the 
use of visual aids can help reinforce 
the learning process. 


The supervisory training course 
would enable the trainees to give 
give consideration to subjects such 
as: the need for supervisors, the 
qualifications demanded of a good 
supervisor, the understanding of 
human behavior, the development of 
employee morale, the indoctrination 
of new employees, and the training 
responsibilities of a supervisor, The 
work of the moderator, plus assigned 
areas for outside reading, should 
keep the discussion on the right 
course. The use of the conference 
method, itself, gives the trainee 
knowledge of another tool he may 
later use with his own people. 


In the case of a purchasing em- 
ployee who has little or no operating 
department experience, it is desir- 
able, if not absolutely essential, that 
he be exposed to further training in 
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the operating fields. This can prob- 
ably best be accomplished by an 
arrangement with the operating de- 
partment, under which the man is 
sent to various operating areas for 
a period of six months to one year. 
For success, a field program. must 
have wholehearted acceptance by 
the people of the department into 
which the purchasing man will step. 
Further, such a program should be 
on a voluntary basis being set up as 
“an opportunity” for the trainees. 
Finally, the program must be flex- 
ible, and the assignments carved to 
fit the needs and background of the 
individual trainee. Of course, it is 
not possible to devot2 six months to 
one year in all cases, and a more 
concentrated program can be made 
to answer if the individual is pos- 
sessed of more than the average 
amount of initiative and natural 
curiosity. 

An initial accelerated program for 
personnel at the assistant buyer 
level could include one month of in- 
struction in each major area of op- 
erations, such as, one month each at 
a sales division, a refinery, and with 
a production crew. When possible, 
the individual should be given spe- 
cific duties at the field assignment, 
to better inform him of the actual 
conditions under which materials 
are used. In addition to the other 
knowledge which a man acquires 
through this method, he becomes 
acquainted with the field personnel. 
Such personal contacts will be of 
prime value throughout his career 
with the company. He also learns 
the operating departments’ point of 
view, comes to appreciate their 
problems; and as a result will be 
much more sympathetic and co- 
operative when in a buyer’s job. 

An employee on such an outside 
assignment should make regular 
weekly reports to his supervisor 
which are reviewed and commented 
upon by the operating department 
supervisor under whom he is work- 
ing. These reports help the individ- 
ual to crystalize his thinking about 
the processes he has observed and 
the work he has performed, and are 
valuable in revealing the man’s 
general awareness and understand- 
ing of the things to which he is ex- 
posed. 

It seems fair to conclude at this 
point that the work in developing 
personnel may be considered suc- 
cessful, when appraisal of perform- 
ance reveals growth and progress. 
Assuming the validity of this pre- 
mise, how do we proceed? 

There are a number of methods 
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used, all of which are helpful in 
some degree. There is the individual 
appraisal by the department man- 
ager. This, perhaps, would be the 
ideal way, and is probably accurate 
where only a few employees are in- 
volved. Unfortunately, in fairly 
large purchasing groups, the man- 
ager must rely on the judgment of 
various supervisors who may, or 
may not be able to evaluate per- 
formance accurately. In any event, 
there is apt to be either a. lack of 
first hand knowledge, or a tendency 
to consider personalities instead of 
performance. Where check sheets 
are used at periodic intervals, there 
is a tendency for the ratings to be- 
come more or less mechanical. More- 
over, there is a reluctance to give 
an employee an unsatisfactory rat- 
ing, and there is a normal wish to 
rate the employee as high as pos- 
sible. 

While no method is entirely accu- 
rate, there is one which has been 
tried with considerable success— 
that is the so-called field interview 
type of individual evaluation. Under 


this method, the work of each em- 
ployee is considered in a discussion 
held as close as possible to the office 
or place where he works, whether it 
be the home office, division office, or 
field location. Participating in the 
review are, preferably, the head of 
the department and several super- 
visors who are senior in rank to the 
individual being reviewed and who 
have some acquaintance with his 
work. The departmental Industrial 
Relations Staff man attends all re- 
views in the department. In the case 
of a buyer this group would include 
an assistant purchasing agent. If the 
review covers the work of a man on 
the level directly below the depart- 
ment manager, the group would 
probably include the officer of the 
company to whom the manager re- 
ports. Below the buyer level the 
group should have the man’s imme- 
diate supervisors and one or more 
buyers who might have present or 
past knowledge of the quality of his 
work. 


(Please turn to page 308) 


113 














Turnover is not the only inventory criterion 





Techniques of Material 





T [E most widely used test of the 
nventory position of business is 
atio of sales to stocks on hand. 
economic term describing this 

s “turnover” 
How many times should an inven- 
turn over per year? Dun & 


treet reports that industry 
ds to average approximately 10 
tock turnovers annually, but this 


ure differs widely in the type of 
For example, the retail 
ind poultry products have a 
turnover of 36. Meat markets oper- 
t a turnover of 38. Fur shops 
nanage to make a profit in turning 
inventory only twice a year. 
Let us recognize, however, that 
not the cure-all that 
consider it to be. When the 
umber of annual stock turns in- 
s, total costs decline and prof- 
se—but only up to a certain 
Beyond this point in many 
the reverse occurs. It is 
important to emphasize that inven- 
turnover in terms of total in- 
ry may be greatly misleading 
1 one must break it down into 
isses relating the impact of fre- 
juency of turnover to operations 
nd net profits in order to value the 
yvement more concisely. It is 
ecessary, also, that the degree of 
entory turnover be consistent 
the tolerable number of short- 
ges that would not adversely affect 
roduction. As a general rule, a 
turnover of four to six times per 
ear in the manufacturing and serv- 
cing types of industries will be ac- 
-eptable. 
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Chart I demonstrates the inherent 
weaknesses in inventory turnover 
and at the same time appraises the 
advantages of employment of this 
system; the hypothetical figures used 
illustrate inventory movement and 
purchase commitment analysis. 

Examining the upper section of 
this Chart, it will be noted that if 
the sales department projects a fu- 
ture usage and sale of $80,000, only 
2.4 months’ stock on hand and on 
open order will be the result—an 
extremely short supply position. On 
the other hand if the sales projec- 
tion and usage is only $11,200, the 
stocks on hand and on order will 
approximate 17 months—an ex- 
tremely long position. But if we as- 
sume the projected sales would 
average that of the past three 
months, it would show a three 
months’ stock on hand, a 4-time 
turnover per year, 2.7 months on 
open order, and a total in stock and 
on order of approximately 6 months. 
These examples indicate how an in- 
crease or decrease in sales or pro- 
duction programs may alter consid- 
erably inventory turnover and man- 
agement judgment as to size of 
inventory. 

An examination of the lower sec- 
tion of Chart I reveals the effects of 
various levels of purchase commit- 
ments. Assuming, uniformly, a sales 
projection the same as past usage, if 
$340,000 is on open order, which in 
itself is equivalent to ten months’ 
supply, a very high supply position 
results. An open commitment of 
$18,500 would produce a very low 


P.A., Los Angeles 


Management 


By Herbert L. Brown 


Director of Materiel 
Pacific Airmotive Corporation 


stock position. Again assuming that 
lead time is running in the neigh- 
borhood of six months, $180,000 on 
open order, equivalent of 5.4 months’ 
supply, added to the three months in 
stock reflects a healthy situation of 
8.4 months on hand and on open 
order. 

A continuous comparison of the 
average three months’ usage with 
the sales projected for the next 
three months, over a period of time, 
will probably reflect the tendency of 
some managers to overstate the 
amount of material they will sell or 
consume, or the tendency of others 
to operate on a very conservative 
principle of understanding in order 
that they will not be subject to criti- 
cism for not selling as much as pro- 
jected. These are additional pitfalls 
that must be considered when em- 
ploying the inventory movement and 
turnover technique of appraising 
the reasonableness of inventories. 


Selective Inventory Control 


One of the fundamentals of in- 
ventory control management is to 
provide the maximum degree of 
control with the minimum of ad- 
ministrative expense. In Chart II, 
you will note that Pacific Airmo- 
tive Corporation controls 75% of its 
inventory by watching 8.5% of the 
items stocked. It is our contention 
that one should apply different 
methods of administrative control to 
the 8.5% of the items representing 
over three-fourths of the dollar in- 
ventory than those we apply to 45% 
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of the items representing a mere 6% 
of the dollar investment. To apply 
the same control to the 45% of the 
items may well cost us more than 
the 6% of the dollars we are con- 
trolling. 

We have been applying this tech- 
nique for the past year, starting in 
the fall of 1951. In excess of 30,000 
individual items are controlled by a 
system of individual analysis on less 
than 1,000 items. The remainder are 
controlled by maximum-minimum 
ordering and other techniques. 

The technique of selecting items 
to be controlled does not alone de- 
pend on the dollar value. Critical 
items, such as material subject to 
deterioration, or long-lead-time 
items should be added to the high- 
dollar list. It is desirable in many 
companies to employ the volume 
technique of inventory control as 
well as the dollars. But it is more 
desirable that these be maintained 
as separate and independent reports. 


Economic Ordering Quantity 


Almost every buyer at one time 
or another has asked the question: 
“How much of this material should 
I order to effect the best investment 
for the company?” This need not be 
left to the buyer’s guesswork. It can 
be reduced to scientific calculation 
by mathematically proving the fact 
that when the carrying cost equals 
the ordering cost, the minimum or 
economic ordering cost occurs. 

First, however, carrying 
more technically termed “cost of 
possession,” must be computed to 
obtain the economic ordering quan- 
tity. Owning stock is extremely ex- 
pensive and widely quoted estimates 
have set the figure at 25% of the 
value of the stock, the breakdown 
being: 10% for obsolescence, 6% in- 
terest in capital invested in inven- 
tory, 5% for physical deterioration 
and its prevention, and 4% for han- 
dling and distribution, transporta- 
tion, taxes, insurance, and storage 
facilities. But the cost of possession 
will vary widely among different in- 
ventory items. Obviously it costs 
more to own perishable merchan- 
dise, fragile items, and explosives, 
than it does to own fabricated items 
of a durable nature. On the other 
hand, the obsolescence rate of 10% 
and the interest rate of 6% may be 
abnormally high for a particular 
type of corporation. Westinghouse 
Electric Corporation utilizes 11% 
cost of possession. At our firm, a 10% 
rate is used, which is broken down 
as follows: interest on dollar invest- 
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ment, 5%; obsolescence risk, 3%; 


insurance, taxes, and miscellaneous, 
ei 
2%. 

The second cost to be considered 
is the cost of acquisition. To arrive 
at ordering cost, a cross-section of 
the items is selected, made up of 
several small volume items, several 
medium sized items, and several 
large-volume, steadily required ma- 
terials. Available records will tell 
you approximately how much it 
costs you to place an order, which 
should include the cost of the pur- 
chasing department; of receiving, 
shipping and stores; of the inventory 
planning group; and of the account- 
ing department. In our firm this 


SHOW 10.1 MOS. OF STOCK ON OPEN ¢ ORDER, COMBINED WITH 3.0 
MONTHLY USAGE PROJECTING ONLY 0.6 MOS. OF STOCK ON 

MAL PURCHASE COMMITMENTS PROJECT 5.4 MOS. ON OPEN ORDER, TOTALING 8.4 MOS. IN STOCK 
_AND ON OPEN ORDER . 


~ $69.050 





averages from $8.50 to $12.00 in the 
respective divisions. The cost to 
consider, however, is the reordering 
cost, not the initial ordering cost. 
For example, if a thousand orders 
are placed per month, it may cost 
$10.00 per order. But to place 500 
additional orders, the cost may only 
be $5.00 per order. Therefore, use 
the reordering cost in appraising the 
economic ordering quantity. 

Chart III illustrates the applica- 
tion of the foregoing. It will be noted 
that the carrying cost decreases and 
the ordering cost increases as the 
number of orders placed increases. 
The third line on the chart repre- 
sents total cost of buying and carry- 
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tock, and the low point in the 
indicates the point of lowest 
yperating cost. 

Chart IV provides a graphic illus- 
tration of the wide range in applica- 
tion of economic ordering quantity. 
It will be noted that if the annual 
use is $1 or under, it is economical 
to order 10 years’ supply. With re- 
quirements of $16 per year, the 
years of supply to order is 2.2. At 
$15,000 it would be most economical 
to purchase a little less than one 
month’s supply on an order, which 
may be limited to.one order per 
month. 

A word of caution must be inject- 
ed at this point. Blindly following a 
formula, looking neither right nor 
left, and hewing to the line as the 
formula dictates, may be disastrous 
and throw discredit on ar entire 
concept. There is no mechanical 
substitute for sound judgment and 
experience as applied to individual 
cases. 

For instance, Chart III indicates 
that the economic ordering quantity 
by formula is about 4% orders per 
year. Notice, however, that the total 
line is relatively flat to the 
right and left of the 4% order point. 
This indicates that the quantity or- 
dered may vary either plus or minus 


curve 


cost 
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10% from the quantity dictated by 
the formula, with substantially no 
increase in total cost incurred. 

Also, there are many other factors 
which must be considered. A few of 
the more obvious are: available 
storage space; shelf life of stock on 
items subject to deterioration; clos- 
ing date and net requirements on 
known contracts; where require- 
ments are in short supply, it may be 
desirable to take advantage of spe- 
cial situations and deliberately pur- 
chase large supplies. 

It should be pointed out that the 
economic ordering quantity concept 
emphasizes and supplements the 
principles of Selective Inventory 
Control as they have been discussed 
previously. Practical application of 
these concepts will achieve benefi- 
cial end results, such as the follow- 
ing: 

1. Fewer purchase orders are 
placed over a given period of time. 
In our recent experience, we found 
that in the seven months prior to 
the application of the economic or- 
dering quantity concept, 550 pur- 
chase orders were placed per month. 
After the economic ordering quan- 
tity method was established, the 
following five-month average re- 
sulted in 352 purchase orders placed 


per month The average cost saving 
per month resulting from reduced 
purchases orders was $940. 

2. The percentage of purchase or- 
ders placed for an excessively small 
dollar value can be reduced to a 
minimum. 

3. Analysis of current shortages 
before this technique was applied 
indicated that far too much time and 
effort were being expended expedit- 
ing low-cost items and items of a 
general supply nature. By ordering 
larger quantities—as much as ten 
years’ projected supply in extreme 
cases—the number of short items 
takes a sharp decline. 

4. By-products of the foregoing 
savings resulted in other savings in 
the form of a chain reaction. More 
time available for the purpose of 
planning was apparent at the outset. 
Eventual reduction in personnel took 
place and premium pay for overtime 
work was virtually nonexistent. 


Controlling Open Commitments 


In employing selective inventory 
control and the economic ordering 
concept, the emphasis has been upon 
high cost items representing large 
individual inventory investment, and 
we have stressed controlling shelf 
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stock on these items by limiting 
stock on hand to a one- or two- 
month period. Considering that lead 
time in many instances exceeds 60 
days, in order to avoid serious pro- 
duction delays it is imperative that 
control of scheduled deliveries 
against open commitments be given 
due consideration. 

Methods of controlling open com- 
mitments must be designed to con- 
form to the Purchasing Department’s 
budget. Some concerns develop re- 
ports of scheduled deliveries by em- 
ploying IBM machine methods, in- 
dicating dollar value of scheduled 
receipts for each month for every 
item on open purchase. Or, color 
coding through the use of tabs on 
purchase follow-up copies of pur- 
chase orders may be used to indicate 
the month in which deliveries are 
anticipated. The individual buyer 
responsible for a group of commodi- 
ties reviews monthly deliveries 
scheduled for the next two or three- 
month period and requests that the 
planning section verify the need for 
deliveries in accordance with that 
schedule. 

If the Purchasing manager has se- 
lected a method of control which 
will notify him, in advance of actual 
deliveries, that his inventory may 
become unbalanced, he is able to 
direct rescheduling or expediting to 
alleviate the condition in sufficient 
time. 


Shifting Responsibilities for 
Inventory Investment 


Unique indeed is the Purchasing 
Agent who has been given “carte 
blanche” authority in determination 
of total dollar value of his require- 
ment for inventory investment. 
The Purchasing Manager is faced 
with the problem of limiting shelf 
stock in accordance with manage- 
ment inventory policies, while insur- 
ing his ability to adequately support 
production requirements. In apprais- 
ing his position, the resourceful pur- 
chasing executive will examine the 
possibility of shifting responsibilities 
for inventory investment. 

1. Consigned Stock. It is possible 
that arrangements which will be 
mutually advantageous will enable 
the vendor to establish a stock at 
the company’s facility on a con- 
signed basis, representing for the 
company a ready supply of material 
to meet production demands with a 
minimum of risk in obsolescence 
and virtually no financial invest- 
ment; for the vendor there is the 
advantage of insuring his ability to 
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meet customer delivery require- 
ments with a minimum of delay and 
an assurance of a regular volume of 
sales to an established customer. 
Further attraction to the vendor in 
this type of transaction is the re- 
duction of the storage area require- 
ments at his plant, and reduction of 
his handling expense. 

2. Blanket Contracts with Sched- 
uled Deliveries. The Purchasing 
Manager may elect to negotiate a 
“blanket contract” with his supplier 
in which the vendor agrees to main- 
tain a working stock within estab- 
lished maximum-minimum levels at 
the manufacturer’s plant through 
scheduled deliveries, with invoices 
presented monthly for deliveries ac- 
complished. Further, as the custom- 
er’s production requirements draw 
to a close, the vendor agrees to ac- 
cept all residual unused material on 
a “return for full credit” basis, 
eliminating his customer’s risk of 
obsolescence. 

Our company has used this meth- 
od in the purchase of compounds 
and chemical products required for 
sealing aircraft fuel tanks, a pro- 
gram which represented large dol- 
lar purchases, and a high obsoles- 
cence risk with the danger of seri- 
ous production delays in the event 
of shortages. 

3. “Buy to Hold” Purchasing. In 
certain situations a company may 
find itself with a prospective re- 
quirement for material which in- 
herently is of a long lead time na- 
ture, but with an indefinite produc- 
tion schedule due to its customers’ 
requirements. It is uneconomic in 


this instance to protect production 
schedule by immediate inventory 
investment of an insurance nature, 
if it is possible to contract with a 
supplier on a “buy and hold” basis 
for future delivery of a_ specific 
quantity of material required. The 
agreement provides that: the price 
and quantity for purchase is estab- 
lished; the terms of delivery are not 
specific at the time of purchase; the 
vendor will release shipments upon 
specific authorization by the com- 
pany in the future; and the vendor 
will agree to cancel without charge 
if notice of cancellation is received 
in accordance with a mutually 
agreeable timetable. This is ac- 
ceptable to the vendor if the item 
involved is one of wide use, so that 
it can be easily shifted to another 
customer’s requirements. It is not 
acceptable if the item has a usage 
limited to a single customer’s re- 
quirements. 

Our company has employed the 
“Buy to Hold” method in the pur- 
chase of aircraft cylinders, which 
represent a major portion of our 
inventory investment, and we are 
able to operate without serious de- 
lays due to parts shortage, with a 
three to four weeks’ supply of shelf 
stock. Through this method we have 
eliminated the necessity for tying 
up additional $25,000 working capital 
which could be considered of an in- 
surance nature, 

4. Buying from Distributors. Com- 
panies may find it to their advantage 
to make use of manufacturers’ dis- 
tributors’ stocks. The distributor 


(Please turn to page 320) 
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Opportunities for women in the purchasing field 





The Dynamics of Purchasing 


By Elsie B. Gruber 
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Wen defines the word 
dynamics as “the forces pro- 
ducing or governing activity or 
movement of any kind; also the 
theds of such activity”. The dy- 
of Purchasing are those 
or aspects in which you must 

gard people as individuals. This is 
ypposite to the mechanics, which 
the routinized aspects in which 
Ju can ignore people as individuals. 
it profession has greater forces 
ducing activity or movement 
than Purchasing! There certainly 
sn't anything static about this pro- 


W 


What are the forces that surround 
ind govern this tremendously im- 
wrtant task of Purchasing? We are 
notivated by the dependency of 
ndustry on our knowledge, ability, 
and sound judgment. We expend our 
mental and physical energies to as- 
in producing the profits which 
ndustry distributes. These profits 
be more fully realized by and 
through the people in Purchasing 
who follow the first principle of 
purchasing which is “to consider the 
interest of the company in all trans- 


actions.” 


Purchasing is not only done by 
ie male species, as is well evi- 
enced by your attendance here to- 
Many, more women are em- 

syed in industrial purchasing, but 
have not been classified as buyers 
yr purchasing agents. Some day 
these women will find their places 
this field, but in the meantime 
you are setting the pace. The prog- 
ess you make will benefit them in 
Purchasing and all women in busi- 


ness 


+} 
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There are many opportunities for 
the women who make business a 
career. Recent surveys indicate that 
if business is to be maintained at 
today’s level, there will not be 
enough qualified men to fill the re- 
sponsible positions. Women are 
going to be received in top level 
jobs, if not by selection, most cer- 
tainly out of necessity. Women must 
be prepared to step into these posi- 
tions by having the required ability, 
experience, knowledge and educa- 
tion. 

J. George Frederick has outlined 
ten points on what makes a good 
executive: 

(1) An orderly mind—thinking 
first things first. 

(2) The ability to make decisions. 

(3) Be quick to get action at the 
trouble spots. 

(4) Prevent and neutralize tem- 
peramental interference and diffi- 
culty. 

(5) Take the research attitude 
towards your job—the humble scien- 
tific spirit of inquiry and analysis. 

(6) Know how to delegate au- 
thority and responsibility. 

(7) Avoid confusing fact with 
opinion. 

(8) Understand how to correct 
others—hold them in line and de- 
velop them by exacting meticulous 
compliance. 

(9) Know how to talk well, using 
simple English in a clear, well-mod- 
ulated voice with pleasing inflec- 
tions. 


4 


(10) Always take and keep the 
offensive (an aggressive attitude) in 
drawing towards your goal. 

Any executive must have flexibil- 
ity and adaptability, be receptive to 
new ideas and new people. Women 
can do much towards learning to be 
good executives because of their 
greater understanding. There is a 
quotation by J. Stevens which reads, 
“Women are wiser than men because 
they know less but understand 
more”. We are more receptive to 
new ideas, and in many instances 
must tactfully take the initiative in 
promoting them when they fit our 
particular needs. 

There are prevailing traditional 
attitudes towards women in business 
which must be overcome by men as 
well as by women. This will take 
time, patience, and perseverance. 
Men have been engaged in business 
for thousands of years but women 
have only been in the business 
world since the advent of the type- 
writer, about 1890. 

Women have made considerable 
progress since that time; they have 
been accepted politically, as is evi- 
denced by the number of women‘in 
the House of Representatives and in 
the Senate, and each year more 
women are being appointed to office. 
Industry is rapidly following gov- 
ernment’s example and placing 
qualified women in top level posi- 
tions. More men in the purchasing 
profession are going to find that 

(Please turn to page 316) 


PuRCHASING 


























Specify 


NAX © 


HIGH-TENSILE STEEL 










BUMPER FACE-BAR 


for 


High Strength and 
Impact Resistance with 


Excellent Cold-Formability 


N-A-X HIGH-TENSILE, having 50% greater strength than mild carbon steel, 
permits the use of thinner sections—resulting in lighter weight of products. 
It is a low-alloy steel—possessing much greater resistance to corrosion 
than mild carbon steel, with either painted or unpainted surfaces. Com- 
bined with this characteristic, it has high fatigue and toughness values at 
normal and sub-zero temperatures and the abrasion resistance Of a medium 
high carbon steel—resulting in longer life of products. 

N-A-X HIGH-TENSILE, With its higher physical properties, can be readily 
formed into the most difficult stamped shapes, and its response to welding, 
by any method, is excellent. Due to its inherently fine grain and higher 
hardness, it can be ground and polished to a high degree of lustre at lower 
cost than can mild carbon steel. 

Your product can be made lighter in weight . . . to last longer... 
and in some cases be manufactured more economically, wl when made of 
N-A-X HIGH-TENSILE steel. 


GREAT LAKES STEEL CORPORATION 


N-A-X Alloy Division Ecorse, Detroit 29, Mich. 
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KEEP YOUR SCRAP MOVING TO YOUR DEALER 
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Purchasing responsibilities defined 








Alcoa's Purchasing Policy 


Nnual convention, 
May 27, 1953 


N° purchasing department can 
operate efficiently without pay- 
ing particular attention to the basic 
and fundamental functions: 

1. Buying the proper products for 

the purpose required. 

2. Having the materials available 

at a given time. 

3. Securing the proper amount. 

1. Paying the proper price. 
Because of the distance between the 
several works of the company, and, 
because of the wide variety of items 
required, all four of these functions 
cannot be performed by either a 
completely centralized purchasing 
organization or by a completely de- 
centralized one. 

To cope best with this situation, 
Alcoa has a policy that provides for 
what is considered to be a “modified 
centralized-decentralized system. 

In the central purchasing offices at 
the headquarters, there is a staff of 
specialized senior buyers and assist- 
ants. Each senior buyer is in charge 
of the purchase of a specific group 
of commodities. They negotiate con- 


struction contracts, also purchase 
contracts that lend themselves to 
company-wide volume purchases, 


study markets and trends to de- 
termine forward buying policy that 
complies with production schedules 
and the control of inventories. In 
addition they lend special assistance 
to the general purchasing agent in 
carrying out the company’s over-all 
purchasing policy. 

At each works, there is a staff of 
district purchasing people, headed 
by a district purchasing agent. The 
size of the buying staff depends on 
the size of the operation. The offices 
of the district purchasing agents are 
considered not as separate organiza- 
tions, but as central division branch- 
es which, for convenience, are lo- 
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By T. O. English 


Assistant General Purchasing Agent 
Aluminum Company of America 


Pittsburgh, Pa. 


cated at the several works. The 
district purchasing agents. are re- 
sponsible to the general purchasing 
agent in Pittsburgh for all matters 
of purchasing policy and procedure, 
and to the local works manager for 
all other matters. 

One of Alcoa’s fundamental pur- 
chasing policies has always been to 
purchase equipment, raw materials 
and supplies, insofar as possible, in 
the area in which its plants are lo- 
cated. Alcoa believes that local con- 
cerns, which in some instances were 
there first, which pay taxes in the 
local community and whose business 
principles and tactics contribute to 
making it a desirable area in which 
to locate a plant, are entitled to the 
greatest possible share of its busi- 
ness, other factors being equal. Con- 
siderable effort is expended to ac- 
complish this fact. 

Each district purchasing agent is 
guided by a commodity list that in- 
dicates which items are to be pur- 
chased locally as well as those to be 
purchased at the headquarters. He 
may, however, buy any item, costing 
any amount of money, if an emer- 
gency dictates that he do so. Alcoa 
has not found it practical to set a 
monetary ceiling as the governing 
factor to restrict the actions of its 
district purchasing agents. 

For many years, the trend in Al- 
coa’s purchasing division has been 
toward engineers for purchasing 
personnel. This applies to the dis- 
trict purchasing offices as well as to 
the central office personnel. Usual- 
ly, these men have had five or 
more years of practical plant engi- 
neering or operating experience in 
one of Alcoa’s plants before being 
selected for purchasing work. The 
aluminum industry is essentially 
a technical one that employs many 


intricate processes and much com- 
plicated equipment. Thus, there are 
many technical problems involved 
in the purchase of materials and 
equipment for such an _ industry. 
Experience has shown that engi- 
neers usually become capable buy- 
ers for this type of an industry 
much sooner than non-technical 
men. It is also true, however, that 
non-technical men can and have 
become capable buyers with ample 
training and sufficient experience. 
Regardless of whether or not the 
buyer is technically trained, pur- 
chasing requires careful study and 
training, and it should be done by 
specialists. 

If, however, specialists are to 
properly conduct the purchasing 
function, it must be centralized and 
done in the purchasing department. 
All requests for prices should be 
made by the purchasing department. 
Much time, effort and money is 
needlessly spent by vendors be- 
cause they are prematurely or in- 
correctly asked for quotations. Sad 
is the case where a vendor is asked 
to spend his time on a quotation, 
only to be passed up later by the 
purchasing department for any rea- 
son—good or bad. To conserve the 
time, not only of the salesmen but 
also of the purchaser’s representa- 
tives, salesmen should be received 
in other departments only at the 
request and knowledge of the pur- 
chasing department. Other depart- 
ments needing to talk to vendor’s 
representatives regarding special de- 
tails are expected to request such 
visits through the purchasing de- 
partment. 

In interviews with salesmen or 
other vendor representatives, no 
one who is not a member of the 
purchasing department should com- 
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STOP TOWEL WASTE 


WITH 


NIBROC 


en better-quality towels dry drier— 
faster... fewer are used. The result? 
Waste drops—costs drop—washroom effi- 
ciency goes up! Superior absorbency, strength 
and softness make Nibroc the world’s largest 
selling paper towel for industrial and institu- 
tional use. Multifold or singlefold, white or 
natural. 


























NEW-NIBROC 
TOILET TISSUE ! 





: h Se” 
Softer, stronger, because it’s made with a new 
combination of 100% pure cellulose fibres. 
For industrial and institutional use. White or 
m4 =. natural. Call your local distributor for sam- 
ples and prices—or write Dept. NG 7, Boston. 


BROWN 


COMPANY, Berlin, New Hampshire 


: CORPORATION, La Tuque, Quebec 
General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 

















SOLKA & CELLATE PULPS + SOLKA-FLOC + NIBROC PAPERS ~ NIBROC 
TOWELS: - NIBROC KOWTOWLS + NIBROC TOILET TISSUE + BERMICO 
SEWER PIPE. CONDUIT & CORES + ONCOINSOLES + CHEMICALS 
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of the Public Utility Buyers Group at Los Angeles: L. G. Wisely, Detroit; F. D. 


Bradley, Dallas; J. R. Carmichael, Atlanta; C. F. Wilson, Dallas. 


nself by implication or other- 
n preference for any product, 
the company’s source of supply for 
oduct, or give any informa- 
egarding performance or price 
which might in any way embarrass 
the purchasing department or the 
ympany. 

All correspondence with vendors 
should be through the purchasing 
lepartment except in special cases 
where the technical details involved 
make it advisable to delegate au- 
ty to others. In such cases the 
purchasing department should re- 
ceive copies of all correspondence. 
\ll adjustment negotiations should 
be handled by the purchasing de- 
rtment except transportation ad- 
justments, which are handled by 
the accounting department. In case 
deduction is indicated, a full un- 
standing should be reached with 
endor before a deduction is 

ide in the payment. 
The invoice-checking division of 
ie purchasing department checks 
l] hices as to description of items 
ced, price, terms and f.o.b. 
point, and furnishes the approved 
nvoice to the accounting depart- 
eady for payment subject to 
verification of the received material. 
The purchasing department has 
authority to question the quality, 
tity and kind of material speci- 
fied in order that the best interests 
of the company may be served. 
While Alcoa buyers are expected to 
place quality as the first prerequi- 


site, of even more importance is the 
question of how much quality is 
required. 

The purchasing department has 
the authority to determine how 
much competition there shall be on 
any transaction. It generally favors 
plenty of competition of the proper 
kind. The purchasing department is 
opposed to letting vendors, whose 
products are known not to be satis- 
factory, spend time, effort and mon- 
ey just for the sake of having com- 
petition or appeasing a vendor. 
Vendors are constantly encour- 
aged to change or improve their 
products, however, in an effort to 
create the greatest practicable 
amount of competition. Buyers are 
expected to keep an open mind 
regarding new products and mate- 
rials. Furthermore, they are en- 
couraged to visit vendor plants and 
company plants in order to keep 


abreast of improvements and new 


developments and endless changes 
in requirements. 

It is against company policy for 
anyone, purchasing depatment peo- 
ple or otherwise, to give out price 
information pertaining to a nego- 
tiation. There is usually no second 
or third opportunity for the vendor 
to adjust his price. The main excep- 
tion to this rule is those occasions 
when the vendor has made what 
is judged to be an honest mistake 
in quoting. Vendors are encouraged 
to submit their best price first with 





the understanding that they will 
win or lose with it. 

No restrictive calling hours are 
imposed upon anyone calling on the 
purchasing department, and waiting 
time must be kept to a minimum. 

In an effort to be able to deal with 
the greatest possible number of 
reputable vendors, specifications are 
kept fair and clear. 

Alcoa believes that anything 
worth trying is worth buying — and 
should be paid for. Its buyers are, 
therefore, expected to acquire by 
purchase order and pay for those 
supply items and minor equipment 
that are to be tried or tested. The 
only items accepted gratis for trial 
or test are those of small value 
costing much less than the cost of 
the paper work that would be in- 
volved if acquired by a purchase 
order. When larger and more ex- 
pensive equipment is to be tested 
or tried, this is accomplished by a 
“trial order.” To initiate a_ trial 
order, the contemplated user must 
first obtain official approval or au- 
thorization which allocates the re- 
quired sum of money to cover the 
full purchase price of the item. A 
“trial order” is then written. It 
describes the terms and conditions 
under which the trial or test is to 
be made. At the end of the trial 
period, usually two or three months, 
a decision is reached. Trial orders 
are always written by the central 
office buyer that normally buys the 
commodity to be tried. This elimi- 
nates the duplication of trials at 
more than one plant location. The 
buyer is expected to inform the 
vendor fully concerning the success 
or failure of all trials or tests. 

It is intended that every buyer 
have sufficient knowledge of law to 
enable him to understand the rela- 
tionship between himself and the 
company and the legal consequences 
of the acts which he performs in 
the company’s name. When in doubt, 


legal counsel is available at all 
times. 


The buyer should conduct him- 
self at all times so that he is free of 
obligation to any vendor. There is 
nothing questionable about a buyer 
having lunch with a salesman either 
to give him a better opportunity 
to present his case or for cultivating 
friendship and a better understand- 
ing, provided the buyer accepts such 
attentions as he would from any 
other friend and keeps himself free 
of obligations, and provided further, 
that the buyer pays for as many 
luncheons as the prospective seller. 

(Please turn to page 302) 
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Black & Decker’s Drill Line 


.\. is a good bet to solve it! 





7 Completeness of Line, Quality 
Construction Pay Off for Users! 


OR drills to fit your needs for top perform- 

ance on any portable drilling job-—it pays to 
check Black & Decker first! That’s because Black 
& Decker gives you an unmatched choice of Drill 
models. Capacities from %” to 1%”——choice of 
handle arrangement for easiest operation——choice 
of speed, power and price in most capacities. And 
it’s also because Black & Decker Drills give you 
powerful B&D-built motors—full ball-bearing con- 
struction—extra-tough gears, shafts and chuck 
spindles——husky housings, streamlined design, per- 
fect balance. 


Whether your problem is in production, main- 
tenance or construction—-whether it requires large 


or small drills—see your nearby B&D Distributor 
first for expert help. And write today for free, de- 
tailed catalog to: THE BLack & DecKER Mra. Co., 
607 Pennsylvania Ave., Towson 4, Maryland. 





WORLD'S LARGEST, MOST COMPLETE LINE 
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Don't let useful value go down the drain 








Savings Through Salvage 


By C. A. Rosenbrook 


Purchasing Agent 
Michigan State College 
East Lansing, Michigan 


Address at the 32nd annual convention, Nat 


HATEVER type of salvage 
operation exists in an organi- 
or institution is very likely 
inder the supervision of the 
Purchasing Department. This is as 
it should be, as the very nature of 
e purchasing function establishes 
the purchasing man’s thinking an 
awareness of potential values. 


Centralized Responsibility 


© many of us have thought of 
lvage only in terms of getting rid 
£ scrap metals, waste papers, and 
other junk items. Of course the sell- 
ing of any scrap item is important, 
ind certainly the activity should be 
under one central agency. An in- 
rable situation immediately 
when we find the shop men 
calling the junk yard to come and 
set their scrap, and the farm de- 
partments loading one of their trucks 
ind going to the nearest scrap 
and the print shop arranging 

a junkie to keep its waste bins 


r4 
ition 


' 
tole 


irises 


assume that a farm foreman 
1ccumulated a pile of scrap at 
f his storage sheds. He calls 
local junk man and asks for a 
pick-up. The chances are that when 
the truck comes, the foreman isn’t 
there. Old pieces of equipment can 
look like junk to a dealer, and I’ve 
known of good, usable pieces of farm 
machinery being carted away as 
scrap. Sounds silly, but it has hap- 
pened. 
A central agency can prevent that 
kind of occurrence. It can also see 


tne 
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that honest weights are given and 
fair prices received for materials 
sold. The foreman only wants to get 
rid of the pile; he gets no credit 
for the sale anyway, so the value 
of the materials means nothing to 
him. In addition, the agency soon 
becomes familiar with different clas- 
sifications of scrap and may well 
make a good bit of money by sorting. 

Our agency has found it advisable 
to have all loads weighed out on 
our own scales. The agency also 
assumes the responsibility for more 
or less regular pick-ups, and thus 
keeps at a minimum the unsightly 
scrap piles we so often see. 


Salvage Yard Operation 


In handling our smaller items of 
scrap and near scrap, we have an 
operation called the salvage yard. 
It occupies a space of about five 
acres, about a mile from the main 
part of the campus. We started this 
plan shortly after World War II, 
when we were in our most extensive 
building program. As you know, 
many contracts of that era were 
awarded on a cost plus basis. Con- 
tractors were not always too careful 
in placing orders, and we began to 
find ourselves left, at the completion 
of some buildings, with a few odd 
thousand salt glazed tiles, quanti- 
ties of bricks, soil pipe, odd valves 
and fittings, locks and hinges, thresh- 
hold paint, farm lumber, plywood, 
used shovels, wheelbarrows, and 
many other items which we had 
paid for under the contract but were 
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now surplus or half worn out. It was 
decided to sort and classify them, 
and to distribute the unused items 
where needed, through our regular 
stores department outlet. This plan 
worked very successfully. We sel- 
dom get surplus new items any 
more; however, the yard still oper- 
ates as a clearing house. It gives us 
a place to dump items until we can 
look them over and decide what to 
do with them. 

Many of the old items are in de- 
mand by our employees, and we per- 
mit the yard to sell these items and 
collect anything of not more than 
$10 valuation; anything over that 
figure is sold through the salvage 
department. We dispose of a sur- 
prising number of old shovels, waste 
baskets, chairs, odd size windows, 
screens, doors, and hundreds of 
other small items which would never 
be used by the college and which 
many of our employees are anxious 
to get. 

One $10 sale was an old barn on a 
farm we recently purchased. It was 
beyond repair, and would have cost 
us $600 to tear down and clean up 
the spot. The purchaser assumed 
responsibility for tearing down and 
cleaning up. Both parties were highly 
pleased. 

We are also in the process of sell- 
ing off the trailers which were used 
in our temporary housing area, as 
they become available. We have sold 
about 125 in three different lots. 
The last group of 30 brought in over 
100 bids, and prices have been very 
satisfactory. 
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The New Louisiana Purchase 


VERY day America crosses a frontier—the 

frontier of a new market. It is the market 
created by an ever growing population. Since 
Pearl Harbor, our population has increased 
2342 millions—more than all the people now 
living in the region west of the Mississippi once 
called the Louisiana purchase, that vast billion- 
acre area which provided us with geographical 
frontiers for a hundred years. 

During 1952, 8,500 babies were born daily, 
increasing our population by nearly 3,000,000 
people. New families and bigger families need 
more and bigger houses, more food, clothing, 
cars, roads, hospitals, churches, schools. Their 
needs call for continuing and increasing pro- 





duction from farms and factories. 

There are those among us who say a decline 
in government spending will bring depression. 
But where is there room for depression when 
we add the population of another Minnesota or 
an Iowa to our nation each year—when the 
need for goods and services increases steadily? 
In fact, only by tapering off our vast programs 
of government spending can industry and 
business hope to provide sufficient goods to 
maintain our present standard of living and 
satisfy the demands of our ever growing 
population. 

Let no one tell you America has crossed its 
last frontier. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS ~- PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS ~- SHEETS - PLATES. 
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When one leaves the purely junk 
and considers salvage, he im- 
tely faces a problem which 
ly has no 100% correct an- 
That question is: “What to 

i what to sell?” 


What to Save 


\ few years ago, two of our oldest 
lings were being remodelled. In 
cess, we removed several 


ed of the old, heavy, cast iron 
tablet arm chairs. These take 
ot of room and have to be 
rently anchored to the floor. 
They were in pretty fair shape, but 


vecause the new rooms had to be 
flexible, we wished to use chairs 
h could be moved when neces- 
Question: Should we attempt 
| them, or save them for possi- 
ise in some other classroom? 


Putting Materials to Work 


We finally stored them in the base- 
ment of the music building. Before 
year was up, we had to move 
them to make space for more valu- 
ible equipment. Later, when Ferris 
Institute burned and started to re- 
yuild, we let them have what they 
1eeded to get started again. Several 
months later, we sold 150 to a fac- 
n Detroit which was starting 
training school. We still have some 
eft. All in all, they have been moved 
several times, and it costs a lot to 
andle those heavy items. I’m sure 
the total cost of moving has by a 
good margin exceeded the value of 
the chairs. This is no uncommon 
ecurrence in handling salvage. 
One principle in our operation is 
alled the “Maximum Use Classi- 
fication”. Specifically, the problem is 
to put into use equipment items of 
uny kind which you find “tempor- 


arily in storage” — and which you 
quite probably would find three 
ears later, still “temporarily in 


ive 


Locating Surplus Items 
I’m pretty well satisfied that at my 


school, and yours, there’s not a 
single department which does not 
have one or more usable and per- 


haps valuable items laid away which 

s not using, has no definite future 
use for, and perhaps will never use 
again. I am equally satisfied that 
somewhere on the campus is a de- 
partment which can profitably use 
that equipment. Surely this material 
should not lie idle. No efficient busi- 
ness concern would stand for it; 
they would not allow a department 
head to have in his office a valuable 
balance or microscope which he used 
only at widely separated intervals. 
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Probably the biggest job in this 
maximum use classification is to 
locate the material. We use several 
different methods of turning up 
usable salvage goods: 

(1) When any department hap- 
pens to be moving to another loca- 
tion or to be making other physical 
changes, our salvage department 
may be willing to turn over, rather 
than move equipment. 

(2) We work very closely with 
the inventory department, and they 
actually find many items for us, dis- 
covering items which the depart- 
ment may even have forgotten about. 

(3) Our salvage man is currently 
calling on each department head, 
getting to know the department bet- 
ter, explaining what we are trying 
to do — how they can help the col- 
lege and perhaps receive some help 
in return. 

Even after locating the material, 
it is often difficult to get it released 
to our salvage department. To date, 
our most effective efforts to get 
items released have been those 
which appeal to the parties involved 
on the basis of the over-all good 
for the school. Most departments 
are reluctant to turn over materials 
to the salvage department. Neverthe- 
less, getting them to cooperate is a 
part of the salvage job, and an im- 
portant part. 

Once a department head has re- 












ceived help from this source, he is 
more likely to cooperate. Each quar- 
ter, we circulate a mimeographed 
list of materials that are available 
to anyone who has need. We 
describe their condition, trying to be 
as fair and accurate as possible. We 
are always willing to show the ma- 
terials, for some people are pretty 
fussy about taking and using salvage 
items. Our experience has been 
that the departments are grateful for 
the help they receive through this 
plan. More and more they are be- 
coming willing to cooperate in re- 
leasing items to us. 


Mutual Benefits 


Best of all, the fact that the 
salvage operation functions under 
the purchasing department has en- 
abled us to improve relationships 
between purchasing and other de- 
partments. Personally, I have de- 
rived real satisfaction from my ex- 
perience in salvage work and from 
the very real savings that have been 
made through this program. 

Mark Twain once remarked that 
cauliflower is nothing but cabbage 
with a college education. Salvage is 
nothing but saving—with or without 
benefit of a college education. Re- 
member, any savings you may make 
through salvage are pure profit. It 
has paid off for us; it can pay off 
for you. 
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“Down to the fine print yet, lady?” 
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stabilized absorbency keeps | 


Effective drying power regardless of the age of the towel — 


that’s Stabilized Absorbency, one of the important 
“plus values” in Fort Howard Paper Towels that means 
quick, economical drying service. 
But more than this, Fort Howard Towels offer greater 


economy with Controlled Wet Strength, which keeps towels 


firm and strong without sacrificing softness or absorbency. 
And Fort Howard Towels are Acid Free. The combination of 
Fort Howard advantages means superior towel 

performance — always! 


Mg = Fort Howard Towels are available in seventeen grades and 
‘32 folds to fit any folded towel cabinet . . . always high 
Ss quality . . . always priced right. For full information and 





in the prime of 
life...always! 





consin or call your Fort Howard distributor salesman today! 


as x Y | samples, write Fort Howard Paper Company, Green Bay, Wis- 
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FORT HOWARD PAPER COMPANY, GREEN BAY, WISCONSIN aX 


For 33 Years Manufacturers of Quality Towels, 
Toilet Tissue and Paper Napkins 
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Towels Fit 
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New Products 


Fractional Horsepower Motors 
For Special Service 





special-service, fractional hp 
for applications requiring 
ately high starting torque 
innounced by the fractional 
epower department of General 
E] Co., Schenectady 5, N. Y. 
Rated at % and % hp, 1725 rpm, the 
ne ‘tors can be mounted in any 
and are easily reconnect- 
the terminal board for 115 
30 v. They are smaller and 
n weight than the corre- 
general purpose ratings 
by the company. With start- 
irrents which conform to 
NEMA standards, the motors can be 
evaporative coolers, com- 

, workshop tools, etc. 


Non-Skid Grating Surface 


The Globe Co., 4000 S. Princeton 
Ave., Chicago, Ill., presents “Safety 
Grip-Strut Grating,” which presents 

\ti-skid surface on the edges of 
1 series of formed struts. The grat- 
ng surface appears as a diamond 
shaped pattern in which the per- 
centage of open area is in excess of 


‘ 
179 





75% of the total recticulated sur- 
face. The vertical members are 
joined by integral saddles to create 
lateral struts of great strength. Its 
great strength and light weight 
recommend it for many applications 
such as cat walks, work platforms, 
steps, etc. 


New Shakeout For Foundries 
Producing Smaller Castings 


_ Tw 





A medium duty foundry shakeout 
in four sizes, with capacities up to 
5000 lb is announced by Link-Belt 
Co., 307 N. Michigan Ave., Chicago 
1, Ill. It is designed for the many 
foundries producing smaller size 
castings. These shakeouts provide 
fast separation of castings from 
flasks and molds, hasten reduction 
of sand lumps, tend to eliminate 
flask damage and simplify reclama- 
tion of reinforcing rods, gaggers and 
sprues. Provision is made for effec- 
tively limiting motion during accel- 
eration and deceleration, thus elimi- 
nating the hazard of destructive vi- 
bration during the critical speed 
range. The vibration mechanism is 
full-floating and completely en- 
closed. 





“Triple Check” Lubrication 
Fitting Cuts Labor Costs 





Economies in lubricating opera- 
tions are promised by the Alemite 
Division of Stewart-Warner Corp., 
1826 Diversey Pkwy, Chicago 14, IIl., 
with the use of a new lubrication 
fitting. It features three checks 
against loss of lubricant, line fluids 
or gases and is designed for use on 
lubricated plug valves, where ex- 
treme back pressures are en- 
countered. The fitting features two 
ball checks augmenting the standard 
check at the top of the fitting, pro- 
tecting against escape of line fluids 
as well as making it practically im- 
possible for foreign matter to foul 
all checks at the same instant. Fit- 
ting enables lubricant to be in- 
jected into valve directly from a 
hand gun or bucket pump. 


Taper-Lock Sprockets For 
Roller Chain Drives 


Sprockets now in_ distributors’ 
stocks bring “off-the-shelf” avail- 
ability to roller chain drives ac- 
cording to The Union Chain & Mfg. 
Co., of Sandusky, Ohio. The 
sprockets and bushings are avail- 
able for the majority of industrial 
applications. Costly and time-con- 

(Please turn to page 130) 
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Spectrum of core wire sample is obtained by 


arcing the wire, producing a photographic record of the 


spectral lines of the various elements present. 


The resulting spectrogram quickly and accurately determines whether or 


not core wire composition matches specifications. 


Final proot of qual 


IN STAINLESS ELECTRODES 


SPECTROGRAPHIC ANALYSIS 


What does this mean to you as a buyer 
or user of stainless welding electrodes? 
It means that in A. O. Smith Certified 
Stainless Electrodes you have top-flight 
laboratory assurance that they meet your 
specifications exactly. 

No other electrode producer subjects in- 
coming stainless core wire to the exacting 
laboratory program of tests as performed 
at A. O. Smith. This is because the pro- 
duction of critical stainless vessels in our 
own shops requires these tests to make 
sure of top-quality welds. 

Exacting chemical, metallurgical and, fi- 
nally, spectrographic analyses are made 
of both ends of all coils of core wire. 
“Tramp” steel is immediately detected 
and coils in which it is found are rejected. 
Only coils that pass the control program 


Made by welders 
for welders 





A0.Smith 


COR POR AT 








IS THE FINAL STEP IN A. O. SMITH’S QUALITY CONTROL 


are made into electrodes. Here are some 

of the controls: 

e No more than one splice is permitted 
in any incoming coil. 

e Samples are clipped from each end of 
ear’) coil for analysis. No part of any 
cc an escape testing. 

e Wuen approved coils are straightened 
and cut, the wire is immediately sealed 
in boxes to prevent mixing of lots. 

You receive this assurance of highest 

quality in A. O. Smith stainless without 

paying any premium. Imsist on A. O. Smith 
electrodes every time. 

We'll gladly demonstrate them on your 

job. Write for free pocket-size electrode 

handbook. Address: A. O. Smith Corpo- 
ration, Welding Products Division, Dept. 


P-753, Milwaukee 1, Wis. 


WELDING PRODUCTS DIVISION, Saeeaanan 1, WISCONSIN 
INTERNATIONAL DIVISION, MILWAUKEE 1, WISCONSIN, U.S.A. 
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A. O. Smith Certified 
Stainless Electrodes 


ALL-POSITION 
D.C. Electrodes AISI Type 
Pe a abeseheotetceats 502 
a ee .505 
SW-153 ..... a 410 
csc ie e oak ients nly omnes 430 
PEE te blithe odie ean oo 0's . .347 
PEE atane tie >ntases 60 ..317+-Cb 
318 
SW-159 .. ai sett 310 
SW-160 ..... ‘ — 316 
SW-161 ..... “eC 
SYS ot wikis 6 o> cfpindiw ate wel Si 308 
EAP eee oe 309 
BON i 6.0.0.4 otek boobeaab a 310-+Mo 
Sls cdmetinacdeubte dae 310-+-Cb 
A.C.-D.C. Electrodes 
EE Saar eee 347 
SG ve vances viaceshaumew 310 
GEER Sac tckhocnccuchssbednate 308 


Available through A. O. Smith 
Welding Products Distributors 
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“AMERICAN BRAND“ 















Tes ENO vue 


renew ours i ae EE 


Qi" Wnt 


Say 


e Carton protects rope 
© Rope stays clean 


Wa 
e Uncoils from carton Handy Coils i . Gi 


e No inner lashings 








100 foot connected Brand” 
e Uncoils properly — no oo ine 5/16” — 
kinking diameter. eo 








e Easy to handle and stock 


6 Sizes—10 Put-ups 

In Individual Cartons 
1/4”, 5/16", 3/8”, 1/2” dia. in 
600 and 1200 foot coils— 5/8” 


and 3/4” dia. in 600 foot coils 
enly 


American Manufacturing Company —Brooklyn 22, N. Y. 
Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Saran, Glass), 
Twine, Oakum, Packing, Baler Twine, Carpet and Electrical Yarns 
Branch Factories: 
St. Louis Cordage Mills, St. Louis 4, Mo.— Delaware River Jute Mills, Phila., Pa. 
Sales Offices: BOSTON * CHICAGO * HOUSTON « NEW ORLEANS « SAN FRANCISCO 
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AMERICAN MANUFACTURING COMPANY A 
MAIL COUPON Noble & West Sts., Brooklyn 22, N. Y. 
Please send information about 
i 
NOW! (C) Rope In Cartons () Handy Coils 
Get complete infor- Name. 
nation onAmerican Cc 

Brand” Rope in ee 
Cartons. Address. 

City. Zone State ~ 





(Continued from page 128) 
suming reboring of sprockets to fit 
shafts is eliminated and shafts need 
not be turned and ground to get a 
tight fit. The taper-lock bushing not 
only is keyed to the shaft, but grips 
it with the firmness of a shrunk-on 
fit. Yet, when a sprocket is to be re- 
placed it comes off easily, quickly, 
and the bushing may be re-used. 


Electrode Holder Is 
Cooler and Lighter 


From the welding products divi- 
sion of A. O. Smith Corp., Mil- 
waukee, Wis., comes news of a 
cooler, lighter electrode holder for 
are welding. There is less tendency 
for this holder to roll in the op- 
erator’s hand as the unique design 
places the jaw lever close to the 
handle and a squeeze of the hand 
releases the electrode stub. A fully 
enclosed spring and patented spring 
adjustment assures longer produc- 
tion duty. Reversible jaw insulators 
that can be reconditioned on the 
line eliminate costly “down time”. 
The coaxial springs, plus rugged 
construction will give holder a long 
productive life. Available in 200, 
300, and 500 amp sizes. 


“Self-Policing” Industrial Alarm 
Gives Automatic Protection 


A “self-policing” industrial alarm 
is made by the Scam Corp., 3909 W. 
Irving Park, Chicago 18, Ill. The 
circuit automatically signals the op- 
erator if the alarm system becomes 
inoperative due to failure of any 
component in the system itself. This 
“self-policing” and the compact 
plug-in design of the unit provide 
immediate replacement while auto- 
matically maintaining complete 
process supervision and protection. 
It may be used for either normally 
open or normally closed field condi- 
tions, allowing field changes from 
NO to NC remote switch. 
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... SCHRAMM Air Compressors 


and Yj fmer V-Belts 


Wherever air compressors are used, the name 
Schramm is known and respected. Often called 
upon to operate for long periods under adverse 
conditions, Schramm compressors are built to take 
it— right down to the GILMER V-BELTS that 
drive the stationary models and operate the cool- 
ing fans of both stationary and portable models. 

Like so many other leading manufacturers, 
Schramm Inc. has for years relied upon GILMER 
V-BELTS as standard factory equipment on its 
products. 
























What more convincing endorsement could any 
V-belt buyer ask than the fact that such manufac- 
turers, with proud reputations to uphold, team up 
with GILMER V-BELTS to assure top perform- 
ance of their own products! 

You'll do well to follow their example. Let your 
local NYB&P-GILMER Distributor supply all 
your V-belt requirements—from the heaviest 
multiple V-belt drive to the lightest fractional 
horsepower drive. Make sure you get top perform- 
ance on every drive! 


se V-BELTS AND “TIMING” BELTS 


} America’s Oldest Manufacturer of Industrial Rubber Products 
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BRASIVES 


Cleveland No-LAP Abrasive Sleeves 
and Expanding Drums, Belts, Smoke 


Hole Cleaners and Abrasive Cartridge 
Rolls and Mandrels 


MEET EVERY NEED 


. . . in sanding, polishing and 
cleaning up. 


CLEVELAND ABRASIVES 
give long wear, and their constant 


cutting surface means improved 
Send for our 
NEW FOLDER 

giving complete data. 


SAMPLES gladly 


performance! 


Whether the job be great or 
small, Cleveland Abrasives save 
time, money and effort. 


for the Best . call Cleveland / 
ee CLEVELAND CONTAINERG FS 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 
e All-Fibre Cans © Combination Metal and Paper Cans 
@ Spirally Wound Tubes and Cores for all Purposes 


PLANTS AND saues OFFICES: thee Detroit, Chicago, Plymouth, Wisc., 
Jamesburg, N. J., Ogdensburg, N. ¥. © ABRASIVE DIVISION of Cleveland 
SALES OFFICES: Grand Central Terminal Bldg., New York City; Washington 
Gas Light Bidg., Washington, D. C.; West Hartford, Conn.; Rochester, N. Y. 
Cleveland Contoiner Canada, Ltd. Prescott, Ontario © Offices in Toronte and Montreal 


desire. 
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Light, Strong Aluminum 
Alloy Pipe Wrench 





An extremely light-weight alu- 
minum alloy pipe wrench, with re- 
movable beryllium-copper jaw in- 
serts, has been added by Ampco 
Metal, Inc., 1745 S. Thirty Eighth 
St., Milwaukee 46, Wis., to its line 
of safety tools. Forged of an alumi- 
num alloy, this  spark-resistant 
wrench possesses a dense uniform 
grain structure with excellent physi- 
cal properties. Its tensile strength is 
comparable to that of steel tools. 
Extremely light, its weight range is 
from 15 oz for the 10” size to only 
128 oz for the 36” size. As an econ- 
omy feature, the beryllium-copper 
jaw inserts are removable and in- 
terchangeable. 


Stacker Aids Warehousing 
Odd-Sized, Shaped, Products 





The problem of how to warehouse 
miscellaneous sized and different 
shaped products is answered, ac- 
cording to Lewis-Shepard, Water- 
town, Mass., by the company’s spe- 
cial electro hydraulic telescopic 
stacker. The unit also is useful 
where warehousing operations are 
only intermittent and questions of 
limited floor loading capacity, low 
overhead clearance and fire doors 
have to be considered in the se- 
lection of stacking equipment. With 
this stacker, both operator and load 
can be raised to desired height. Be- 
cause of push button stations lo- 
cated on mast and carriage, operator 
can control entire operation. Tele- 
scopic masts permit operation where 
overhead clearance is limited. 
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MACHINE TOOLS. Original equipment man- 
ufacturers can help their customers reduce 
overhead by equipping their products with 
G-E dry-type transformers to make required 
voltage changes at the load. At right, elec- 
trician installs lightweight G-E Type M in 
Multi-Slide Machine made by U. S. Tool 
Company, Inc., New Jersey. 


UTILITY. Potomac Electric Power Co., Wash- 
ington, D. C., uses G-E Type M’s outdoors to 
supply proper voltage at the load for distri- 
bution transformer blower fans (below), 
reports “little or no maintenance” needed. 


Cut plant overhead with 
G-E Dry-type Transformers 


Many plants are cutting overhead by curbing power waste. 
By installing G-E Dry-type Transformers at the load wher- 
ever machines, lighting, or portable tools require voltage 
changes, they are avoiding long runs of expensive low vollt- 
age feeders, reducing line losses, stretching power dollars. 

Lightweight G-E Dry-type Transformers are easy to install. 
You can mount them out of the way on columns, wall 
brackets or platforms. Designed for efficient cooling, they 
require virtually no inspection or maintenance. 

For more information on how G-E Dry-type Transformers 
can help you curb power waste and cut overhead in your 
plant, call your nearest authorized G-E distributor, or write 
for bulletin GEC-868A, to Section 411-111, General Electric 


Company, Schenectady 5, N. Y. 























You can fil ‘your confidence nm 


GENERAL @@ ELECTRIC 


ROCK PRODUCTS 
INDUSTRY. The Le me 
Star Cement Com- 
pany plant at Mary- 
neal, Te xas,stretches 
power dollars by us- 
ing G-E Type D's at 
the load to step down 
voltage for lighting 
circuits (right). Type 
D's, for indoor use, 
are rated 25 kva and 
above. Both indoor 
and outdoor loads can 
use Type M’s (.25 
through 15 kva). 




















INDUCTOR INDUCTION 
COll — cua HEATER 


This MICRO switch performs two important 
tions in the induction heating of bar stock to form harrow 
th. It controls both heating and bar position. 

Operator slides the bar down a grooved surface through a back 
» until it contacts the switch plunger. This assures the proper 
ition of the bar in relation to the induction heating coils. The 
tch then actuates a timer which starts the heating cycle. One 

1n thus performs both the heating and pulling operations with 

tmost efficiency. 

In thousands of plants, all over the country, engineers and 
intenance men are using small, dependable, ruggedly-housed 
| easily-mounted MICRO switches to make their equipment 
r, more automatic and more productive. Complete stocks of 
se versatile switches are readily available to plant operators 
m authorized MICRO distributors in 142 cities. Look under 

witches, Electric” in your classified telephone book. 


Ask us to send you MICRO TIPS, a live publication packed 
th practical ideas to speed plant production. 


A DIVISION OF 
MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 


OF PRECISION SWITCHES 
FREEPORT, ILLINOIS 





MONEYWELL 
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Tap Threads and Chamfers 
In One Operation 





Threading and chamfering can be 
done in one operation by means of 
special solid adjustable taps newly 
developed. They are furnished in 
seven sizes, for pipe ranging from 
1%” to 4”, and are designed for 
application to Pottsdown, Cleve- 
land and other reversing spindle 
machines. The chamfering blades 
are incorporated in the tap body 
with a resulting saving of time, han- 
dling and capital investment due to 
the elimination of a separate cham- 
fering operation. The use of remov- 
able tap chasers and chamfering 
blades, which can be easily re- 
placed after repeated regrinding, 
also lower tool costs and in- 
ventories. Landis Machine Co., 
Waynesboro, Pa., make them. 


Electric Hoist Has 
Rope Control 











A low-priced “Zip-lift” electric 
hoist with rope control is announced 
by the Harnischfeger Corp., 4400 
W. National Ave., Milwaukee 46, 
Wis. It is guaranteed to operate 
continuously during intermittent 
usage for a period 25% longer than 
the rated time limit. It is also de- 
signed with a weight overload safety 
factor of five times the rated ca- 
pacity. Rope hoisting is used because 
of its wider range of side pull and 

(Please turn to page 138) 
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Blistering hot 
or sub-freezing cold— 
seal with 


LINEAR Silicone 0-Rings 


The scorching heat of a searchlight, and the bitter cold of the 
stratosphere, make short work of most flexible seals. Linear 
Silicone O-Rings, however, are ideally suited for these tough 
conditions. On the ground or in the air, these unique gaskets 
stand up over a range from —125°F. to +400°F..... can 
even function at temperatures as high as 500°F. They resist 
compression set at high temperatures, and still retain their 
flexibility at the lowest extremes of service temperatures. 





Excellent resistance to oxidation, moisture, thermal and me- 
chanical shock are further qualities which have earned Linear 
Silicone O-Rings widespread use . . . in jet engine components, 

steam irons, outdoor floodlights, diesel engines and scores of 
other applications. 


Whenever you need to design a seal that will withstand extremes 
of weather, which will not become brittle when cold or gummy 
when hot, investigate Linear Silicone O-Rings. They're pre- 
cision-moulded from a selection of stocks. To simplify design— 
to lower costs—consult Linear for all your sealing needs. 


“PERFECTLY ENGINEERED PACKINGS 


e4 . } 
ie wee { 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILA. 35, PA 
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Whether your fastener requirements call for special bolts . . . or 
standard ... you can get experienced cooperation and service 
from Buffalo Bolt. 

In using Circle ® specials ... you can often simplify product 
design... gain extra holding strength ...speed assembly... 
ind cut your unit costs. 

In specifying Circle ® standard bolts . . . you get quality built 
in by modern methods and machines designed to meet your vol- 
ume demands. 

In both cases, you can depend upon the experienced counsel 
of a concern which is satisfactorily supplying leading industrials 
known for their purchasing and production efficiency. 

Let us discuss and demonstrate to you the many practical ad- 
vantages of dealing with Buffalo Bolt. Your inquiry will receive 
our prompt attention. 

















(Continued from page 134) 
greater safety from hidden wear, 
It comes in two models with lifting 
capacities of 500 and 1000 lbs. Hoist- 
ing rates are 25 and 13 fpm. Both 
models are available with 12 ft. and 
18 ft. lift. 


Overhead Maintenance Costs 
Reduced with New Unit 


L 





Overhead maintenance problems 
are eliminated, costs are cut, and 
the gang often required to make 
such jobs safe is reduced to one 
man with a device called Lift-A- 
Loft, a self-elevating working plat- 
form. One man rides the battery- 
powered unit to destination, pushes 
a button and is up in the air ready 
to work. No time is lost moving 
ladders, carrying tools, or equip- 
ment. The platform is equipped to 
carry everything he needs for a 
day’s work. There are no hazards 
to hamper work progress. The de- 
vice pays for itself by eliminating 
costly preparation time in ceiling 
maintenance jobs. Made by Barrett- 
Cravens Co., 4609 S. Western Blvd., 
Chicago, Ill. 


Device Sprays Foam 
On Oil Chemical Fires 


A spray-type foam maker, that 
blankets flames with air foam over a 
wide area at one time, has been de- 
veloped by Pyrene Manufacturing’ 
Co., 560 Belmont Ave., Newark 8, 
N. J. It is designed for overhead 
protection of medium sized petrole- 
um and chemical hazards. The foam 
maker, generating the fire-fighting 
foam right at the hazard, is equipped 
with a cone-shaped spray head 
which discharges an even pattern. 
The device is for use in fixed sys- 
tems, singly or in multiples. The 
foam spray should be located at 
least four feet above the hazard to 
obtain full discharge coverage. Cov- 
erage ranges from 10’ to 20’ in 
diameter, depending on operating 
pressure from 30 to 100 psi. 
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2 rs For precision production so vital to products that 
| i : / , . 7, * 
— / contribute to America’s progress ... leaders in industry 
\- ‘itt f look to the skilled hand of Lycoming. 
: vA 
/ } . 
- . his is the hand that machines vital components for 
\\f a GENERAL ELECTRIC J-47 jet engines . . . that turns out sturdy connecting rods 
// / for FORD trucks . . . that produces durable gears for NEW IDEA 
N ae farm machinery . . . that makes rotor assemblies for PIASECKI helicopters... 
a that creates air-cooled engines for executive aircraft such as 
se f AERO-COMMANDER, BEECH, GRUMMAN, RYAN and PIPER 
J 
N ¥ ... this is the skilled hand of Lycoming precision production, 
N yy es 
\ NS Long on experience, varied in skills, huge in production—Lycoming 
“ 7 
\ S always meets the most exacting metal-working requirements of leaders 
~_* in American industry. So whatever your problem . . . look to Lycoming! 
NN 
in, A 
= 
/ SOME OF THE LEADERS WHO LOOK TO LYCOMING 


American Car and Foundry Company « Air Materiel Command « Bendix Aviation Corp. - The Cleveland 


Pe 
oo 
e.-:- . ai . . , . . : : 
Pneumatic Tool Company + Doman Helicopters, Inc. + Food Machinery & Chemical Corporation 
Chevrolet-Aviation Engine Division « Kaman 


Lycoming’: varied abilities and 





base \ 
Ford Motor Company + General Motors Corporation 
For a more complete story on Helicopter Corp. « Navy Bureau of Aeronautics « Piasecki Helicopter Corp. + Pratt & Whitney Aircraft 
| : , = . 
Sylvania Electric Products, Inc. « Thompson Products, Incorporated + Westinghouse Electric 


facilities, write—on your company Corporation + Wright Aeronautical. 
letterhead—for the illustrated 


booklet “Let’s Look at Lycoming.” 








FOR RESEARCH FOR PRECISION PRODUCTION 


-—"~LYECOMING 


Lycoming-Spencer Division, Williamsport, Pa. AKGQ Bridgeport - ycoming Division, Stratford, Conn; 
STEEL-PLATE FABRICATION 
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PRECISION-AND-VOLUME MACHINE PARTS + GRAY-IRON CASTINGS -+ 





AIR-COOLED ENGINES FOR AIRCRAFT AND INDUSTRIAL USES 
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Pittsburgh brushes in use 
at Westinghouse Electric 


Corp., removing slag 


from test plates used in 
welding equipment. West- 
inghouse reports better 
finish in less time, in 
comparison with former 
hand methods. 


Replace hand finishing with power-driven 


Pittsburgh Brushes for 


Better Cleaning 
Lower Labor Costs 
Fewer Rejects 


—as these companies did: 


Removal of imbedded slag in welding 

test plates formerly was done by hand at 

the Westinghouse Electric Corp., Traf- 

ford, Pa., using a wire brush and weld- 

s hammer. Pittsburgh brushes, pow- 

i by a &% h.p. motor, now remove 

e slag in less time, and produce a 

etter finish. In addition, Westinghouse 

reports their Pittsburgh brushes “‘stand 
p better than average in use.” 


Complete cleaning of dried concrete, 
rust and scale from steel frames used in 

nerete forming is essential prior to re- 
ising the forms. Pittsburgh wire brushes 
were installed at the Universal Form 


WRITE TODAY FOR FREE BOOKLET! 


Write for a free copy of our booklet that shows, through actual 
case histories, how Pittsburgh cuts brushing costs. Address: [., 
PITTSBURGH PLATE GLAss COMPANY, Brush Div., Dept. W-2, 

3221 Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 
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Clamp Co., Chicago. Working on a 
conveyor-fed machine, the brushes now 
remove all foreign material at a rate of 
50 pieces per hour, replacing former la- 
borious hand brushing and scraping. 


De-scaling preheated bar stock at the 
Dominion Forge & Stamping Co., Ltd., 
Canada, was formerly done by hand 
scraping. This never did a complete job, 
and inclusions resulted which produced 
defective forgings. Pittsburgh brushes, 
on specially-designed machines, now do 
the job, and have “increased efficiency, 
decreased the amount of scrap, im- 
proved work quality, and saved labor.” 





Feuer Vriter. 


BRUSHES +« PAINTS + GLASS + CHEMICALS «+ PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 










Inexpensive Centralized System 
For Lubricating Punch Presses 


The “install-it-yourself”’, inex- 
pensive, centralized lubrication sys- 
tem for punch presses, introduced 
by Lincoln Engineering Co., St. 
Louis, Mo., is designed to service 
anywhere from 5 to 12 bearings on 
standard inclinable or straight side 
punch presses and other similar 
types of production machines. The 
manually - operated Multi-Luber 
system simultaneously applies a 
controlled amount of oil or grease 
to the bearings while the press is in 
operation. Optional flexible feed 
line and swivels are available for 
connection with motion-type bear- 
ings. The system, according to Lin- 
coln, can be installed by two me- 
chanics in 12 hours or less without 
special tools. 


“New Look” In Water Coolers 





“The first new look in drinking 
water coolers in ten years” is the 
way the Air Conditioning Division 
of General Electric Company, 
Bloomfield, N. J., describes the com- 
pany’s line of completely redesigned 
coolers. Instead of the usual “boxy 
and bulky” appearance the new cool- 
ers are streamlined in appearance. 
There is a distinctcive front apron 
of stainless steel at the top and a 
louvered front panel that tapers in 
from top to bottom, where a full 
width pedal enables control of the 
drinking water from any point in 
front of the water cooler. The unit 
is compact, measuring 41” high, 
1444” wide and 12%” deep. 


Moisture-Absorbent Material 
Has Many Industrial Uses 


Industries in which excessive 
moisture affects machine perform- 
ance will be interested in a moisture 
absorbent material that achieves 
new standards of efficiency in elimi- 
nating moisture. The product, named 

(Please turn to page 144) 
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FOR QUICKER SERVICE 
anywhere in the United 
States...General Cable 
maintains 


vf a q 22 Sales Offices 

Ig. fh 14 Resident Sales 
Representative Locations 

+ re ° Over 600 Distributor 

a A}, es fy. Sales Locations 


ry i ra he. £ 6 Regional Stock 
i’ ' i ot Distribution Points 














“eys % 4 6 Manufacturing 
, |- ae Plants and Stocks 








er service! 


7 General Cable is an institution that stands for nation-wide service points 
Pp ’ 
a> strategically located... Field Offices to render on-the-spot service... 
yy hs . heres 
° Teamed with important supply houses to put General Cable products on a local 
” i : 6 NM : 
delivery basis from local distributing points. 
d D5 
' , . “ ‘ 
Whatever your electrical wire and cable need, whenever you need it, make 
Par o 


“General Cable” a part of your product description. 


One Source of Complete Supply 
One Completeness of Service 
One Standard of Quality 


GENERAL CABLE 


Executive Offices: 420 Lexington Avenue, New York 17, N. Y. Sales Offices in Principal Cities in the United States. 
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COMTIMENTAL BUBSELE WORKS, ERIE -PaA 


‘hector | 





- 


. GASOLINE 


WELDING 





COOLANT 





This ONE Hose Does All SIX Jobs 


How to simplify your hose buying 





Why dbuy and stock 6 different hoses when one will do the trick? 


Continental’s ‘‘902”’ 


is a versatile, all-purpose hose. It gives 


outstanding service for air, water, gasoline, oil, welding or 


immediate delivery from 
15 CONTINENTAL 


WAREHOUSES 


BALTIMORE 1, Md. 
' 122 South Howard St. 
BOSTON (Allston 34), Mass. 
12 Franklin St. 
| BUFFALO 3, N. Y. 
| 115 Clinton St. 
CHICAGO .10, ll. 
10 West Hubbard Sr. 
CINCINNATI 2, Ohie 
49 Central Ave. 
CLEVELAND 15, Ohio 
2731 Prospect Ave. 
DETROIT 27, Mich. 
13801 Schoolcraft Ave. 
INDIANAPOLIS 2, Ind. 
309 North Capitol Ave. 
LOS ANGELES 15, Calif. 
1432 South Los Angeles St. 
MEMPHIS 3, Tenn. 
268 Madison Ave. 
| NEW YORK 7,N.Y. 
| 147 Chambers St. 
PHILADELPHIA 6, Pa. 
311 North Randolph St. 
PITTSBURGH 21, Pa. 
607 Brushton Ave. 
ST. LOUIS 8, Mo. 
4018 Olive St. 


SYRACUSE 2, N. Y. 
1606 West Genesee St. 
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coolants. Truly, a ‘“‘jack of all’’ hose-jobs 
... yet master of ail. 

Continental “‘902”’ Multi-Purpose Hose 
is all neoprene. It’s light weight, flexible, 
non-kinking, easy-to-handle. In a range 
of sizes, this one hose will handle 90% 
of your needs. 

Delivery? Right now from stocks car- 
ried at all times in our 15 warehouses at 
left. Sizes He” through 142”. 

Call or write the nearest Continental 
Warehouse and ask for Multi-Purpose 
Hose. You’ll like the hose— 
and the service—you get. 


Send now for —— 
CONTINENTAL'S Special 
Industrial Hose Catalog 


RUBBER 0) 
CONTINENTAL 


CONTINENTAL RUBBER WORKS + 1983 LIBERTY ST. + ERIE 6 + PENNSYLVANIA 








(Continued from page 140) 
An-Drite, has been specifically de- 
veloped by Ansul Chemical Co., for 
use in their new refrigeration drier. 
While useful for all users of refrig- 
eration, it will also be useful in 
other industries such for removing 
moisture from electric transformers 
for telephone lines, or from gasoline 
carburetors, gas lines, etc. The new 
desiccant is a chemically treated 
gelatinous aluminum oxide hydrate 
in the form of % in. diameter 
spheres. It is non-corrosive. 


Electrolized Gages Have 
Longer Life, Greater Economy 





Electrolized gages developed by 
the Taft-Peirce Mfg. Co., Woon- 
socket, R. L., last many times longer 
than ordinary hardened steel gages, 
the manufacturer reports. This 
longer life is due to the even film 
of hard, non-magnetic alloy which 
is applied to all gaging surfaces 
during the electrolizing process. This 
coating is only 0.000025” thick but 
it imparts a tough surface much 
harder than tool steel, resulting in 
long accurate gaging life before an 
electrolized gage reaches wear tol- 
erance limits. Because of their dura- 
bility and hardness, electrolized 
gages can bring substantial savings 
to users. 


See Wide Electrical Use For New 
Silicone Rubber Coating 


A putty-like silicone rubber coat- 
ing compound promises marked im- 
provements in electrical insulation 
and may eliminate many expensive 
metal cans now protecting coils 
and other small electrical com- 
ponents. Possessing a unique com- 
bination of physical toughness and 
electrical strength undiminished 
over a wide temperature range, 
the versatile new material is useful 
for such non-electrical products as 
heat resistant engine gaskets and 
flexible heater ducts. The product 
according to the silicone Products 
Dept. of General Electric Company, 
Pittsfield, Mass., has a higher di- 
electric strength than any other 
known silicone rubber coating ma- 
terial. 
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Your best 


combination 
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for more \ 


production-power... 


The right motor, 
a clutch and 

GakK FLAT 
LEATHER BELTING 


G&K flat leather belts absorb considerable start- 
ing torque and load shock. In combination with 
the right motors and automatic conversion 
clutches, these belts will give your machines all 
the power they need when they need it — from 
a smooth, fast acceleration to the long, steady 
drive required for full production. And you'll 
save more money with smaller motors, lower 
starting current, less maintenance and, of course, 
the longer life built into a G&K flat leather belt. 
Take the first step toward more production- 
power by specifying G&K flat leather belting. 
Here are three famous brands, each quality-con- 
trolled from green hide to finished product: 
HEART OAK — Top quality center stock oak leather belt- 


ing recommended for long-center straight and cross 
drives and short-center drives with large pulleys. 


RESEARCH Premium quality leather belting, tanned 
and curried by an exclusive process. Recommended for 
small-diameter pulleys, short-center drives, severe idler 
drives, high-speed drives. 

SPARTAN A combination tannage that has high re- 
sistance to water, steam, oil, acid and alkali fumes. 
Widely used in paper mills, bleacheries . . . 


Free Belt Manual 


* 
Belting catalog full of tables and 
helpful hints that will enable you 


to get better service from your 








leather belts. Write for a copy 


GRAKO* 


relzzO in) 


ORIGINAL BELT DRESSING 
IN A SPRAY CONTAINER 


Spray your belts for more power. Famous GRAKO belt dress- 
ing is safe, easy and economical for leather, rubber, fabric — flat, 
round or V belt drives. Order a case from your industrial supplies 
distributor. Also Grako Liquid in cans and drums. Folder FREE. 


Graton « Knight Company a 


Worcester 4, Massachusetts LTS Be KNIGHT 


World’s Largest Manufacturer of Industrial Leather Products ,. 
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Squirrel cage 
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brake motor 


Hydraulic 
type clutch 
and pulley 


unit 
Centrifugal mechanical 


type clutch and 


pulley unit 


Also .. . round, link and V 
belting, belt lacing, dressings, 
cements, specialty leathers. 
Packings — Leather and Rubber. 
Textile Leathers. 
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IT’S A SMART MOVE TO ORDER 


Special Washers 


FROM A LEADER 





ANY METAL 


ANY SIZE 


ANY QUANTITY 


. 
Over 15,000 Sets of 
tools at 
your disposal 





ELIMINATE DELAYS with 
Qvick Acting JOHNSON Furnaces 


Heat treat high speed steels 
Harden high carbon steels 
Braze carbide tipped tools 


JOHNSON No. 120 Hi-Speed 


Heat treat tools, dies and small metal parts in your 
own plant. Quick Acting JOHNSON No. 120 Hi- 
peed delivers 1500° F. in 5 minutes, reaches 2300° 
F. in 30 minutes. Gets the job done fast to save 
time and gas. Temperatures easily regulated with 
accuracy. Firebox 5 x 734 x 13¥%. Complete with 
Carbofrax Hearth, G. E. Motor and Johnson Blower. 
$145.50 F. O. B. Factory 

There is a Quick Acting JOHNSON Unit for every toolroom 


and shop. Write for complete catalog. Johnson Gas Appli- 
ance Company, 603 E Avenue N. W., Cedar Rapids, Iowa 


JOHN 
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Portable Kit Permits 
Spot Inspection of Metals 


Turco Products, Inc., 6135 §. 
Central Ave., Los Angeles 1, Calif. 
has come up with a portable inspec- 
tion kit which permits on-the-spot 
inspection to be made for any flaws 
in metal. Briefly the Turco Dy- 
Chek flaw location kit operates 
thusly: the metal to be inspected is 
precleaned with a rag saturated 
with Dy-Chek dye remover; a bril- 
liant red liquid, Dy-Chek dye 
penetrant is then brushed onto the 
precleaned surface; after being left 
long enough to enter any defects, 
excess penetrant is removed; finally 
Dy-Chek developer is sprayed 
along the surface to be inspected. 
The developer dries instantly pull- 
ing the red penetrant to surface— 
cracks show as red lines and pores 
as red dots. 


Fuel Consumption Cut by 30% 
In New Fork Lift Truck 


Unprecedented fuel economy is 
coupled with smoothness of opera- 
tion, ease of operation, safety and 
convenience, is said to feature a new 
fork lift truck. These operating ad- 
vantages are largely due to a unique 
transmission system that needs no 
clutch nor gear shift. It uses a 
gasoline engine, a specially designed 
variable voltage generator, and an 
electric motor as its power system. 
An independent testing organization, 
putting the truck to work on heavy 
carloading and warehousing jobs for 
a 45 day test period found that fuel 
consumption was 30% less than any 
other gas powered truck. Baker- 
Raulang Co., 1230 W. 80th St., 
Cleveland, Ohio, makes it. 


Metal Detector Prevents 
Damage to Crushing Machinery 


Damage to crushing machinery 
from presence of tramp metal, mag- 
netic or non-magnetic can be avoid- 
ed by the installation of a metal de- 
tector, developed by the Industrial 
Equipment Section of RCA Victor 
Division, Radio Corp. of America, 
Camden, N. J. The device is normal- 
ly installed between the primary and 
secondary crushing operations and 
consists of detector itself framing 
the aperture through which will 
pass the conveyor carrying the 
product being inspected, and a small 
control unit. The electrical change 
induced by the passage of the tramp 
metal through the aperture gives 
warning so conveyor belt can be 
stopped before metal damages sec- 
ondary crusher. 
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n marketing of abrasives. With this 
A Boon {0 Every Customer and new basic pricing plan practically 

| all the complications have been re- 

ie : a _ moved. We know it will have en- 

To Us, is Distributor Concensus sss: 

| | “Carborundum has taken a for- 

ward step that should pay off in 
the future. After trying a few exam- 
ples in pricing, it looks as though 
price clerks and purchasing people 
| will have a much casier time arriv- 
ing at net prices than heretofore.” 
The success of this new simplified 


First copies of this new pricing system off the press went to several 
hundred Industrial Distributors of CARBORUNDUM’s grinding wheel lines. 
The many letters of response have been highly enthusiastic. Here are 
typical comments: 


“This is, without a doubt, the | who devoted so much time to get- 
finest simplified pricing system I | ting outthis pricing structure should 
have ever seen. We want to compli- | know how we feel. This is a real pricing plan was foreordained, be- 
ment you on this progressive step.” | contribution to Industrial Distrib- | cause twelve of the nation’s top in- 

“Heartiest congratulations—the utors—and to industrial purchas- | dustrial supply men helped put the 


new net pricing schedules are swell! | ng agents. system together. This group, known as 
It would do your heart good to see “Next to standardization of grad- | CARBCRUNDUM’s Distributor Advis- 


the gratitude with which these prices | ings, your new price book is prob- | ory Board, was of material assistance 
were received by the boys in our | ably the most progressive step that | 0 CARBORUNDUM's sales management 
organization. I feel that you men | has been taken in simplifying the | on this key project. 











| to be error-proof; thorough tests 

HOW IT SAVES TIME Cuts Errors _ by grinding wheel users prove that 

heats | it actually promotes a high degree 

Reducing the number of pricing | quantity for discounting purposes | of accuracy — thus makes doubly 

pages from 114 to 32 gives you | ...4) Look up the page showing valuable the savings in time it 
only part of the picture of how | product discount...5) Look up the | 8'¥€* YOU 

CARBORUNDUM ’s new system speeds | page showing quantity discount. 








and simplifies the pricing of grind- | _—_ All this information, previously 
ing wheels. It actually cuts down | appearing in five different places in | Simplified Pricing 
the number of steps required to | the price schedule, is now found ona to be Extended ¢ Oth 
compute a price—and best of all, | singleready-reference page. Nowon- en 0 er 
it concentrates those steps within | der pricing now takes far less time, | Abrasive Lines 
the confines of a single page. | with far fewer chances for error. | Pes . 
As an example, consider the steps | For when you have to flip pages | The new basic pricing system will 
—and separate page references— | back and forth, sometimes losing | | °°" be appre aneieans 
previously required to find the price | your place, often doing involved | abrasive lines by CARBORUNDUM. 
of cup wheels: 1) Look up the | calculations, not only do you waste Segments, Disc Wheels, Mounted 
page showing the list price... 2) | valuable time, but errors are bound | Wheelsand Points,"MX" Wheels, 
Look up the page showing list price | to creep in—errors that are even and other bonded products will 
additions ...3) Look up the page | more costly than the high cost of shortly be covered by oe oe 
showing the standard ordering | lost time. This new simplified “all- plified basic price lists. 








quantity schedule, to determine | on-one-page” system was designed 


™ CARBORUNDUM © 


REGISTERED TRADE MARK 





THE CARBORUNDUM COMPANY, Dept. P 81-317 

Niagara Falls, New York 
Please send me my copy of “New Simplified Basic 
Prices of Grinding Wheels.” 







Your copy is 
waiting for you...‘ 


MAIL COUPON 
NOW...TODAY! 
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y yore Colleague on a > Se 


the past twenty years the stature 
irchasing agent has risen tremen- 
his is due in part to the fact that 
nagement has come to realize that 
s not just a “how much” prob- 
is a management function. To- 
industrial buyer is generally 
das a vital part of the company 
consisting of sales, engineering, 
ion, and purchasing. He sits in on 
sessions. Sales, for example, 
new model, or even a new prod- 
Engineering discusses the design 
res that are wanted, and contributes 
imagination. Production makes 
estimates as to costs of fabricat- 
| assembling the 


t 


parts, says 

t should be pos- 
to begin ship- 
nd in what 
Purchasing 
sources of sup- 

yw reliable they 
ow plentiful ma- 
ire, and what 
ost. The com- 
buyer may re- 
that one sug- 

| material is in 
t supply, or another is a bit high in 
nd may recommend a few changes 
the object of speeding production 
t affecting quality. All these mat- 

re debated by the four groups, be- 
ise the problems of all are intimately 
[here is another reason for the high 
nding of today’s purchasing agent. It 

in his wide business background. 
Often he has had sales experience. In the 
technical industries, such as the 

\ical, electrical, electronic and metal 
brication businesses, he is also quite 
ikely to have an engineering background. 
Thus he can talk on even terms not only 
vith his own people, but with salesmen 
| engineers from suppliers. He looks 
the latter for information about 

eir materials, and learns from them by 
tudying with them the fabrication prob- 
lems in his plant. He may even visit the 
tories from which he may buy, in 





order to obtain first-hand information, 
and to cement good relations with the 
people to whom he must look for close 
compliance with specifications. In doing 
so, he not only protects his own interests, 
and expands his knowledge, but creates 
and maintains good will for his company. 

The salesman for a supplier naturally 
makes the purchasing department his first 
objective. That has always been true of 
Revere salesmen, and still is. These com- 
ments of ours about the modern purchas- 
ing man derive from our experience with 
him. We find him eager to learn all he can. 
When he asks for a bid on hundreds of 
thousands of pounds of, say brass rod or 
strip, he will quite 
likely tell what the 
metal is to be used for 
and how it will be fab- 
ricated. If there is a 
question in his mind 
or that of the Revere 
salesmen, interviews 
with engineering and 
production are ar- 
ranged. This often re- 
sults in surprising 
economies. In one in- 
stance, the buyer pro- 
duced a blueprint and asked if the part 
could not be made more economically 
from an extruded shape, to reduce ma- 
chining and scrap. It could, and now is, 
at a substantial saving. In another case, 
the purchasing agent said he felt he had 
to stock too many different sizes and 
gauges, many of them differing only 
slightly. The Revere Technical Advisory 
Service studied the matter, and made 
recommendations for standardization that 
cut the inventory by about 30%. 

It is perfectly clear to us that today’s 
purchasing contributes greatly to product 
improvement, cost reduction, and mass 
production. Thereby it favorably affects 
the national economy, and helps raise the 
standard of living and of employment. 

In its long history Revere has wit- 
nessed the industrial revolution, indeed 
has helped bring it about. We salute the 
purchasing agents of the United States 
for the vital part they have played. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
SEE REVERE'S “‘MEET THE PRESS'' ON NBC TELEVISION, SUNDAYS 
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Drilling and Tapping Machine 
In Flange Mounting Model 





Burg Tool Mfg. Co., 3743 Durango 
Ave., Los Angeles 34, Calif., maker 
of drilling and tapping machines, an- 
nounces a flange mounting model 
which can be mounted on any type 
of base, in a variety of positions. It 
is designed so that two or more ma- 
chines can be mounted on the same 
base at various angles in order that 
operations can be performed on 
different planes at the same time. It 
is equipped with a separate mount- 
ing electrical panel and chain coun- 
terweight unit. It can also be se- 
cured with automatic hydraulic 
feed on request. 


Checkweight Scale 
Uses Two-Way Conveyor Belt 





A versatile checkweight scale, 
product of Thayer Scale & Engi- 
neering Corp., E. Water Street, 
Rockland, Mass., automatically sep- 
arates off-weight containers from 
properly filled packages by utiliz- 
ing a two-way conveyor belt. In- 
dependently adjustable tolerance 
settings establish over- and under- 
weight limits. A dial indicator lo- 
cated on the scale shows the amount 
each package is underweight or 
overweight and additional indicators 


may be installed at remote control: 


station. For added control, a horn 
within the scale sounds as each off- 
weight package is discharged. Col- 
ored signal lights may also be fur- 
nished for indicating the weight 
classification of each unit. 
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mondays were really BLUE 
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Men folks worked from sun to sun... but Mother’s 
work was never done...in the 90’s. Wash days added 
to her burden...she spent many hours toiling near a 
hot, kitchen stove. 


The electric motor has worked miracles to relieve man- 
kind of time-consuming, laborious tasks and provide for 
the living standards we enjoy today. 

Emerson-Electric is recognized as a leader in producing 
motors which power a long list of MODERN home 


MODERN LIVING ts PpowereD P 





WITH ELECTRIC MOTORS 


° 





/HERMETIC 


MOTORS 
Ys to 20 H. P. 








LEADERS 


appliances. To name just a few: automatic washers, iron- 
ers, dryers, refrigerators, freezers, oil burners and stokers. 


Founded more than half a century ago, Emerson-Electric 
builds dependable, efficient motors for use in appliances 
and equipment for the home, on the farm, in business 
and in industry. Your inquiry is invited on the complete 
Emerson-Electric motor line, in horsepower ratings from 
1/20 to 5. THE EMERSON ELECTRIC MEG. CO.,, 
St. Louis 21, Mo. 
































We offer manufacturers of hermeti- 
cally sealed units a broad background 
of engineering experience in her- 
metic motor design. We also have 
unequalled facilities for the produc- 
tion of hermetic motor parts. Co- 
operative engineering service avail- 
able without charge. Write for 
Bulletin No. 430. 








, 1953 


MOTORS + FANS 


IN THE FAN AND MOTOR 


EMERSON > ELECTRIC 


APPLIANCES 





INDUSTRY SINCE 1890 
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CAN WE SERVE YOU 


PAPER AND SPOOL SHAPES 


We are equipped to make a wide variety 
of paper shapes for industrial users, in- 
cluding cones, tubes, cores, spools as well 
as moulded shapes. We can impregnate, 
color, stamp, wrap, print, perforate, flock, 
lacquer and construct and finish in any 
combination of the above processes. 














Our complete laboratory and engineer- 
ing departments are available for con- 
sultation and experimental develop- 
ment. If it can be made out of paper, 
as a substitute for metal, plastic or 
wood and will save money, we can 
make it. 


Sonoco Propucts COMPANY 


MAIN OFFICE—HARTSVILLE. S.C 
MYSTIC. CONN. LOS ANGELES. CAL. BRANTFORD. ONT 
PHILADELPHIA, PA. AKRON, IND. GARWOOD. N.J 


LOWELL, MASS 
GRANBY, QUEBEC 


DEPENDABLE SOURCE OF SUPPLY 















&* dressed to 
Uy KILL! 


¢ If your workers are dressed in 
greasy, torn, ill-fitting work uniforms 
they are dressed to kill! Rent safe, 
clean, hazard-free work clothes for 
pennies per week from your certi- 
fied industrial launderer. 

¢ The work garments he rents “fit 
the man to fit the job” —SAFELY! 


For a free, 24-page booklet on how to Conquer King 
Wrong, arch-foe of profit and safety, send a postcard to the: 


Fe 


yy “YY, 





INSTITUTE OF INDUSTRIAL LAUNDERERS 
1627 K Street, N.W. Washington 6, D. C. 
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Heavy Duty Filters Remove 
Water and Oil From Air Lines 


Air-Line Engineering Co., 198 
Wayne St., Mansfield, Ohio, has 
placed on the market two new 
heavy duty filters for removing wa- 
ter and oil from compressed air 
lines. They are tested for 500 psi, 
in contrast to 250 psi test require- 
ments for the company’s standard 
filters. The filters have a steel outer 
shell 6” diam and a long inner car- 
tridge 24” in length by 5” diam. The 
inner cartridge has a removable 
perforated bottom disc. A _ cast 
bronze outlet with inlet and outlet 
openings is bolted to the outer 
shell. The inner cartridge is packed 
with Fiberglas which acts as a 
superior baffle and is non-absorbent. 


New Tubes Make Valve 
Lubrication Cheaper, More 
Efficient 


More efficient and economical 
lubrication of Nordstrom valves is 
effected by two newly designed 
lubricant tubes, one a flat-top gun 
lubricant tube and the other a long- 
spouted bulk lubricant tube. The 
manufacturer, Rockwell Mfg. Co., 
400 N. Lexington Ave., Pittsburgh 
8, Pa., claims that with the flat- 
top tube, a lube-gun can be loaded 
in a matter of seconds by cutting off 
the tube top and turning a key 
which squeezes the contents directly 
into the barrel. With the long 
spouted tube, a valve lube chamber 
can be filled easier because the 
spout gets the lube further down 
into the valve shank. Because one 
tube fits all Nordstrom valves, in- 
ventory control is simpler. 


Paint Rollers on Long Handles 
For Large Industrial Jobs 


Industrial paint jobs are made 
safer by the use of a new type of 
heavy duty paint rollers fitted with 
long handles. The rollers are de- 
signed for rapid painting ceilings, 
floors, structural steel and other 
large areas. Paint can be rolled on 
most surfaces from a standing posi- 
tion, as the industrial roller is easily 
fitted to an extra long pole. This 
reduces the need for ladders and 
scaffolds, eliminating much unpro- 
ductive time for moving and ad- 
justment, inherent hazards and in- 
terference with other work. Oil, wa- 
ter or rubber-base paints can be 
rolled on all types of surfaces. 
Manufacturer: The American Prod- 
ucts Co., 3308 Edson Ave., New 
York 69, N. Y. 
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You expect the hest value from G-E fluorescent lamps 


Rugged aluminum 
hase helps G-E lamps 
last longer 


Jt 
Ww 


Jury, 195 


You've probably noticed that G-E fluorescent lamps now have bases 
made of a white shiny metal, instead of the usual yellow brass 
or black plastic. It's aluminum. 

Aluminum is light and resilient. Won't crack from hard bumps 
and jolts. Can take the high heats needed to get the best seal 
between base and glass tube. Doesn’t shrink at low temperatures 
so it won't crack the glass tube in cold weather. It helps prevent 
failure in G-E lamps. 

Five years of General Electric lamp research helped make 
this use of aluminum possible. It shows again why you can expect 
the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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How to 
save 
money 
on 


steel 
shelving 











DeLuxe shelving costs you 
less. DeLuxe precision 
shelving has fewer parts, 
uses 80% less bolts and is 
the only shelving available 
that is 100% adjustable. 
It’s quicker, less costly to 
install—easier to adjust. 


Wherever you are, a DeLuxe 
factory representative is 
available to give you a 
complete engineering, 
planning and layout service 
without obligation. 


Write for a free catalog now, 
while your mind is on shelving. 


ZPD 





DeLuxe Metal Furniture Co. 
309 Struthers St., Warren, Pa. 
For over 25 Years Manufacturers of: 


Storage Shelving « Library Shelving 
Storage Cabinets » Shop Equipment 
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Liquid Tight Conduit Fitting 
Is Simple and Adaptable 


A fitting for liquid-tight flexible 
conduit, mating with any conduit 
spiral and not requiring to be 
taken apart when installed, is being 
produced by The Thomas & Betts 
Co., Elizabeth, N. J. The company 
says the fitting is ideal for machine 
tool wiring or other similar electri- 
cal circuits exposed to corrosive 
liquids and mineral oils. It is made 
in straight, 90° and 45° elbow de- 
signs and accommodates conduit 
from 3%” to 2” trade size. Another 
advantage claimed is that only one 
wrench is needed for the gland and 
body. A coded plastic seal in the 
gland indicates a fitting’s size and 
that it is a liquid-tight type. 


Sprocket Chain Serves As Simple, 
Accurate Control Element 





A precision-made small sprocket 
chain is offered as a new approach 
to reducing the number of working 
parts and time required for as- 
sembly of products requiring a sim- 
plified but highly accurate drive or 
control element. The sprocket chain 
is of the ladder type and is avail- 
able from 21 gage, 82 links per foot, 
to 16 gage, 34 links per foot. It is 
made in both regular and high ten- 
sile strengths. The accuracy achieved 
in holding pitch of the links to a 
precision standard makes use of this 
chain practical in mechanisms for- 
merly requiring complicated gear 
trains. Samples are available from 
Hodell Chain Co., 3924 Cooper Ave., 
Cleveland 3, Ohio. 


One-Coat Aluminum Paint 


Joseph Dixon Crucible Co., Wayne 
& Monmouth Sts., Jersey City 3, 
N. J., is introducing a one coat alu- 
minum paint. The product features 
a built-in rust inhibitor. Providing 
a brilliant appearance and good 
coverage, it is designed to give eco- 
nomical protection to outdoor sur- 
faces. It finds its uses in all types 
of industries. 











how two 
companies 
cut packing 
costs 


Read this if you ship in cor- 
rugated or fibre cartons! 
it tells how two well known manu- 
facturers cut packing costs . . . by 
thousands of dollars annually .. . 
with International Carton-Stapling 
Machines. Here’s the story: 





*28,000 saved by Harrison 
Steel Cabinet Co., manufacturers of 
kitchen wall, base and sink cabinets. 
Harrison improved working condi- 
tions . . . doubled production. 





*20,000 saved by Uarco, Inc., 
manufacturers of business forms. 
Closing 2,500 cartons formerly took 


48 man-hours . 
man-hours. 


40 models...from portable units 
to big multi-head automatic 
models. Write for details. 


. - now it takes 12 


INTERNATIONAL 
—/ STAPLING MACHINES 


INTERNATIONAL STAPLE 
& MACHINE COMPANY 


804 E. Herrin St., Herrin, Illinois 
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Need Fasteners? 


d fava ye 
— ¥ 
oe | 
iti? 
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WANTED: Bolts and Nuts $ 


We don’t imagine you’ve ever wanted bolts and nuts 
as badly as this fellow does but chances are your com- 
pany buys and uses a lot of them. 

And whether it’s an “emergency order” or a long- 
term purchase proposition, your best source for 
fasteners is your local Lamson & Sessions distributor. 

He can give you the fastest, most efficient service 
possible from the large selection of fasteners he 


Call Your Qe"ytributor! 







= 


always keeps in stock. 

What’s more your Lamson Distributor can arrange 
for direct factory engineering service any time you 
need it. 

So simplify your purchasing methods by buying 
Lamson fasteners locally. You'll appreciate the extra 
convenience and your distributor will appreciate 
the business. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. e Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham « Chicago 





FOR PROMPT DELIVERY AND HELPFUL SERVICE, 
ORDER FROM YOUR LAMSON DISTRIBUTOR 








TAPPING SCREWS 


MACHINE SCREWS | CARRIAGE AND 





@e- 


Chei P ISQUARE AND HEX LAG BOLTS "1035" SET 

AND NUTS MACHINE BOLTS yo see, CAP SCREWS NUTS COTTER PINS SCREWS 
pan, truss, flot American stondord 

Precision made fer Cut or rolled oval, hexagon Bright and “1035” Semi-finished, hot regulor squore Steel, brass, alv- Cup point type, 

fast, economical threads American and Phillips Hi-Tensile Heat- pressed, cold heads gimlet minum ond stoin- hordened and 

ossembly. Standard Heads. heads. treated steel. forged. points. less steel. heot-treated. 
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be sure that SUPERSTRONG boxes and crates will fully comply with 
ent packaging specifications. Our facilities and equipment, our nearly a 
; of experience, our control and supply of raw materials, are your assurance 
Mining containers manufactured in accordance with the following Government 
ations — 













i 





JAN-P-106A Wood Export 

MIL-B-107A Wirebound Export 
NN-B-621b Wood Domestic 

NN-B-631c¢ | Wirebound Domestic 
NN-B-60I1b  Cleated Plywood - Domestic 
JAN-P-105A Cleated Plywood - Export 
LLL-B-63 1c Fibre Corrugated - Domestic 
NN-B-591a =‘ Fiberboard, Wood, Cleated 
MIL-B-2427 Wood Ammunition Boxes 
JAN-P-132  Weod Crates-Unsheathed 
MIL-C-11133 Wirebound Crates-Domestic (QMC) 


SHIPPING 
ERSTRON(J 
CONTAINERS 


” 


FUND BOXES and CRATES 
peewee N BOXES ond CRATES 
HPRUGATED FIBRE BOXES 
se mete VERAGE CASES 

H TRAYS PALLETS 


RATHBORNE, HAIR AND RIDGWAY BOX CO. 


1440 WEST ist PLACE CHICAGO 8, ILLINOIS 
EASTERN SALES OFFICE + 121 NO. BROAD STREET. PHILADELPHIA 7. PA 
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Cargo Handling Trailer 
Has 30-Ton Capacity 





The handling of extra heavy ma- 
terial in cargo warehouses and ship- 
ping docks is facilitated by this 60,- 
000 lb capacity heavy duty handling 
trailer. Flat bed construction makes 
it easy to load and unload with any 
materials handling system. Of all 
welded steel construction, it is 17’ 
long, 7° wide and weighs 5700 lbs. 
Nine longitudinal and six cross- 
beams welded to front, rear, and 
side channels support a %4” steel 
deck. In some South American ports 
these trailers have replaced yard 
rail cars. Cargo is unloaded from 
ships onto the trailers and the goods 
moved directly to storage area. They 
are a product of Mercury Mfg. Co., 
Chicago, IIl. 


Portable Industrial X-Ray 
Unit For Rapid Inspection 


OS 





A portable industrial X-ray unit 
that fits into the trunk of an auto- 
mobile is available for rapid in- 
spection of welds, pipe lines, power 
plant and aircraft equipment, etc. 
The unit is unique since the X-ray 
tube head also contains the high 
tension generator of 150,000 v out- 
put. It weighs only 143 lbs. The 
accompanying control is equally 
compact and weighs only 80 lb. The 
arrangement of tube and generator 
in one housing eliminates high ten- 
sion cables, always a possible source 
of trouble. The Non-Destructive 
Testing Div., North American 
Philips Co., 750 S. Fulton Ave., Mt. 
Vernon, N. Y. is the manufacturer. 
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INDICATOR 
ACCURACY 










You get... 


UNIFORM, SAFE, 
PRECISE PRODUCTION 


on the spindle for perfect 
contour and complete 
concentricity. 














for EXTRA SAFETY, 
in high-strength 
alloy steel spin- 
dles. THE HEADS 
STAY ON! 








USE THEM... 


3 Car right down to the spindle! 
eve 








™* ~ a 
Af ¢ urate 


| # Made from y me 


solid blocks of perfectly 








Deep-knurled, 


mixed materials. 
Result: Complete elimi- 
nation of “hard and 
soft” spots. 


high strength alloy steel 
spindles, and special 
adhesive. 

Result: Abrasive heads 
stay on spindles. 





 Y 

eDe Each wheel 
trued and shaped after 
mounting on its spindle. 
Result: Perfectly con- 
centric; ready to use 
when you get it. 


MA. Completely 
uniform structure; pre- 
tested, positive bonding. 
Result: Longer useful 
life; use them right 
down to the spindle. 

















Wrench-and-vise test proves its 
strength. This cement HOLDS, 
under EXTREME STRAIN. 
















WIDE RANGE OF SHAPES G SPECIFICATIONS 
AVAILABLE FOR IMMEDIATE SHIPMENT 


SEND FOR CATALOG 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: 
Chicago, Cleveland, Detroit, Pittsburgh 
Distributors — All Principal Cities 
in Canada: Bay State Abrasive Products Co. (Cang 






\ 
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NEW SOLNUS OILS 
GIVE YOU 








MORE LUBRICATION 





PER DOLLAR 


New Multimillion-Dollar Plant 
Producing Better General Lubricants 
at Moderate Prices 





They can be used for lubrication of plain bearings, 
antifriction bearings, linkages, slides, cams and gears; in 
gear boxes, hydraulic systems, circulating systems, industrial 
diesel engines, compressors. 


They can be used for longer periods because they 


resist oxidation, prevent rusting and corrosion. 


They can be applied by any method used in gen- 


eral lubrication. 


They have extremely low carbon content. In 
compressors, for instance, any carbon that does form is soft 
and fluffy, is easily blown off, does not build up. 


for technical bulletins, call your nearest Sun office or write 


SuN Ort Company, Philadelphia 3, Pa., Dept. PG-7. 


INDUSTRIAL PRODUCTS DEPARTMENT ot 
SUN OIL COMPANY UNOC 


PHILADELPHIA 3, PA. @ SUN OIL COMPANY LTD., TORONTO & MONTREAL 
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Contour Duplicating Attachment 
For All Machine Tools 





A versatile contour duplicating 
attachment for all machine tools ac- 
complishes more rapidly and ac- 
curately jobs which formerly re- 
quired manual tracing by a machin- 
ist using a dial indicator and a 
template. The all electric unit, 
called by its developer, the Aero- 
lab Development Co., 330 W. Holly 
St., Pasadena 3, Calif., the “Con- 
tour Sensor”, is readily attached to 
the lead screw of most machine 
tools, and requires only 110 v a-c. 
The device contains an electronic 
sensing unit sensitive to 0.00002” 
mounted in a conventional dial in- 
dicator case. The automatic action 
of the device replaces the eye, brain 
and hand coordination of the op- 
erator, and traces to the working 
accuracy of the machine tool. 


Cantilever Carrier Provides 
Handling Around Pillars 





A new type overhead carrier with 
a cantilever arrangement, manufac- 
tured by the Cleveland Tramrail 
Division of The Cleveland Crane & 
Engineering Co., Wickliffe, Ohio, 
permits the unit to handle loads be- 
yond the end of the crane on which 
the carrier operates. The carrier 
was designed especially to take care 
of situations requiring the handling 
of materials in areas between roof- 
supporting pillars that cannot nor- 

(Please turn to page 164) 
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McLouth 1 


STAINLESS 





For the product you make 
today and the product you 
plan for tomorrow. 


























McLouty Stee. Corporation 
DETROIT, MICHIGAN 


Manufacturers of Stainless and Carbon Steels 
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MILFORD has the BLADE 


Profile sawing or cut-off work, hand or power hack sawing... 
there’s a MILFORD Blade just right for every production job. A wide 
variety of standard tooth pitches and sets are available to cut work 
of any size, shape or hardness. And remember . . . every MILFORD 
Blade you buy is made from selected steels expertly heat treated; 
teeth are sharper and more uniform thanks to MILFORD “Multiple- 
Pass’ milling. That’s why you can be sure you'll cut metal faster, 
more economically and more accurately with a MILFORD Blade. 


Special Faobloms-- 
MILFORD has th ANSWER 


If you run into a tough metal cutting problem . . . ask your MILFORD 
Distributor to put you in-touch with the MILFORD Metal Cutting 
Engineer. Whether you're sawing a new metal or just need to speed 
up production, chances are he can help you with on-the-spot advice. 
If he can’t, he'll refer your problem to the MILFORD Test Engineers. 
Working in our own completely equipped testing laboratory with all 
popular types of saw machines, these specialists carry on a continuous 
program of metal cutting research. They’re familiar with every sort 
of metal cutting problem and will run tests, cutting your metal to 
make sure you get maximum production at the lowest cost. 


STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS 
FOR OVER ZD YEARS 


NEW HAVEN 5, CONNECTICUT 
PROFILE BLADES AND BAND SAW BLADES 
HAND AND POWER HACK SAW BLADES 








Buy MILFORD Blades through your local MILFORD 
DISTRIBUTOR, a man chosen for his ability and 
earnest desire to SERVE YOU BEST for ALL YOUR 


INDUSTRIAL NEEDS 








( ntimued Jrom page 162) 
mally be covered by cranes and for 
reaching through doorways. The 
extension feature of the carrier per- 
mits the hoist to reach out as much 
as 2’ 112” beyond the end of the 
crane. The unit has a capacity of 
1500 Ib. 


All-Purpose Hand Truck Has 
2,000 Lb. Capacity 





A lifting machine, with capacities 
up to 2000 lbs., fulfills the demand 
for an all-purpose hand truck in 
the average plant. It can be used for 
handling pallets, skids, dies, drums, 
barrels, sacked goods, and _ for 
numerous other non-routine jobs. It 
makes possible the saving of valu- 
able floor space and the reduction 
of man-hours at the lowest initial 
cost. The truck, hydraulically pow- 
ered, is primarily a hoisting ma- 
chine and will stack in a five-foot 
aisle with no trailing high voltage 
wires. For occasional long hauls a 
coupling can be provided for attach- 
ment to a small tractor. Made by 
Lift Trucks, Inc., Cincinnati 14, 
Ohio. 


Welding Torch Adapted To 
Light Gage Metal Parts 


A welding torch that meets the 
requirements created by the grow- 
ing industrial use of light gage metal 
parts and the utilization of non- 
ferrous metals has been developed 
by the National Equipment Co., 218 
Fremont St., San Francisco 5, Calif. 
It has lightness of weight and the 
proper balance for the delicate hand 
operations required in this type of 
welding. It has torch needle valves 
which are more easily adjusted 
while welding and keep cool to the 
touch and do not cause flame dis- 
tortion because of improper seating 
or inadequate valve stem support. 
Welding nozzles with accurately 
graduated orifice diameters achieve 
a full range of the needed flame 
sizes. 
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Products marked* 
| are available from 
your local 
Alcoa Distributor 
listed here 














FABRICATING this double-wall 
fuse cap formerly involved an 
expensive welding operation. 
Now it is impact extruded by 


*SCREW MACHINE STOCK— 
Aluminum Screw Machine 
Stock goes three times further 
per pound than heavy metals. 
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a single press stroke at Alcoa’s It machines freely—won’t rust pet ach ee JERSEY 
° . *o4: irmingham jarri 
Edgewater (N. J.) plant. —is widely used for fittings Hinkle Supply Co. Whitetinied Metal 
and fasteners. | CALIFORNIA Products Co., inc. 
Los Angeles 
| Ducommun Metals NEW YORK 
& Supply Co. Buffalo 
Pacific Metals Brace-Mueller- 
| | | Co., Ltd Huntley, Inc. 
te Whitehead Metal 
San Francisco Products Co., Inc. 
| | | Pacific Metals 
Co., Ltd. New York 
Whitehead Metal 
| | | COLORADO Products Co., Inc. 
| Denver a . 
race-Muvue - 
| | Metal Goods Corp. Huntley, ag 
| | | CONNECTICUT Syracuse 
Milford te Sogo 
| | | Edgcomb Steel of Whitchead Metal 
‘ New England, Inc. Products Co., Inc. 
FLORIDA 
| | | aad NORTH CAROLINA 
| | | Florida Metals, Inc. Charlotte 
Jacksonville Edgcomb Steel Co. 
| | Florida Metals, Inc. 
| funne OHIO 
| | | Florida Metals, Inc. Cincianatl 5 asia 
illiams ‘o., Inc. 
: GEORGIA Cleveland 
| *ALCOA COVERED WIRE is | *TREAD PLATE—Strong Alcoa | Atlanta Williams & Co., inc. 
widely used for secondary dis- Aluminum Tread Plate is wide- Fd ge Cohemies cn tes 
i tribution and service drop | ly used in refineries and chemi- | ineenain rn: heel 
| cable. It is light, easy to install | cal plants because it is non- | Gatie Williams & Co., Inc. 
—costs far less than copper sparking—in trucks and trac- Central Steel & 
Mise . : oh Wire Co. OKLAHOMA 
| conductor. | tors because it is lightweight. | eat lie Bow.’ teen 
Metal Goods Corp. 
| LOUISIANA 
ee ee ee New Orleans 
Metal Goods Corp. OREGON 
| | | Portland 
| MARYLAND Pacific Metal Co. 
‘ Baltimore 
— Whitehead Metol 9 PENNSYLVANIA 
| | — | Products Co., Inc. Philadelphia 
. Edgcomb Stee! Co. 
l ‘| . | MASSAcHusETTs Whltehewd tetel 
\ Boston Products Co., Inc. 
: Edgcomb Steel of Pittsburgh 
| | | New England, Inc. Williams & Co., Inc. 
Cambridge 
| | | Whitehead Metal TEXAS 
Products Co., Inc. Dallas 
| | . | MICHIGAN Metal Goods Corp. 
i Beret Houston 
etro 1 Goods 
| | | Central Steel & — 
re Lo. 
Steel Sales Corp. UTAH 
| | | Salt Lake City 
MINNESOTA Pacific Metals Co., Lid. 
| | | Migeceais WASHINGTON 
| *ALMOST ANY SHAPE can be | ALCOA ALUMINUM DIE CAST- | of Minn. Seattle 
produced asanAlcoaAluminum INGS can weigh one third as MISSOURI Pacific Metal Co. 
| Extrusion—hollow, semi- | much as heavy metal castings, | Konsos City WISCONSIN 
hollow, solid. Extrusions put yet provide great strength. Metal Goods Corp. Milwaukee 
| ° 19 | Th . il | St. Louis Central Steel and Wire Co. 
the metal where it’s most ey are exceptionally easy to Metal Goods Corp. Steel Sales Corp. 
| needed, yet use less metal than | machine ... take all finishes | 
rolling or fabricating by weld- ... often cost less. 
| ing or riveting. | | 
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Fabrication by Michigan of this 
volume part, which has a diam- 
eter variation of 51 per cent, is 
only one example of the work- 
ability of Michigan tubing and 
of Michigan engineering com- 
petence. 

Tube dimensions are: 1.740” 
O. D. x .712” O. D. x .035” wall 
x 11.625” long. Into its manu- 
facture go years of experience 
and skill in the fabrication of 
hundreds of widely different 
tubular parts, ready for assem- 
bly line operations by the 
customer. 





Ye" to 4" O.D. 9 to 22 gauge 


SQUARE-RECTANGULAR 
V2" to 2" 20 gauge, 1” to 2%", 
14, 16, 18 gauge 


Carbon 1010 to 1025 


Michigan Tubing 
iniform strength, weight, duc- 


D. and O. D., wall thick- 
machinability, and weld- 


We suggest you examine care- 
fully the possible adaptability of 
Michigan welded steel tubing to 
your product, both for advan- 
tages of design and for more 
economical manufacture. 


ea, | 
pitty 


Consult us for engineering and 
technical help in the selection of 
tubing best suited to your needs. 


ability. lt can be flanged, expanded, 
tapered, swaged, beaded, upset, 
f ed, forged, spun closed, 
ted, and rolled. Available in a 
ide nge of sizes, shapes and 
hicknesses, prefabricated by 
higan or formed and machined 
n plant. 


Plus Fabricating of our own tubing Michigan is interested ONLY IN THE 
FABRICATION OF Stainless steel, copper, brass and aluminum tubing. 


\ 


More than 35 Years in the Business 


9450 BUFFALO STREET + DETROIT 12, MICHIGAN 
FACTORIES: DETROIT, MICHIGAN~~SHELBY, OHIO 
DISTRIBUTORS: Steel Sales St. Lovis, Milwaukee, Indianapolis and 





Steel Co., inc., Hillside, N. 4 
Service Steel Co., Los Angeles, Calif, 

Supply Co., Denver , Seren 

Buffalo, N. Y.—Herry & Clerk & Co., Houston, T. 





Tool Post and Holders 
Cut Set-Up Time Up to 50% 





Lathe users can effect savings of 
as much as 50% for set-up time and | 
20% for machining by using its | 
tool post and tool holders, claim 
Bakewell Products, 1128 Mission St, | 
S. Pasadena, Calif. The unit has a | 
“quick grip-quick release” feature 
which enables cutting tools to be, _ 
exchanged in a fraction of the time f 
now required. Securing the massive, 
heavy-duty, “quick-change” _ tool 
post to the lathe is easily accom- f 
plished by means of a “T” block fy 
which fits into the “T” slot of the 
lathe compound or carriage. The 
special design and the simple riser 
plates for vertical spacing quickly 
adapt it to any lathe. 














Accurate Profile Template 
Cuts Hours of Work 























Toolcraft Mfg. Co., 6619 S. Dor- ji 
chester Ave., Chicago 37, IIl., says ; 
that both a male and female profile 
are obtained in a matter of sec- Ry 
onds with their “Ajusto” profile} 
template. Hours of painstaking tem- 
plate making are eliminated, yet at- 
curacy is assured. This is because 
the template is composed of a num- 
ber of hard brass strips, each one 
only .007” thick. This permits re 
markably close adjustment to prac- 
tically any profile, yet provides eX- Fi 
tremely close tolerances. Only re-;iy 
cently introduced, it has already] 
found widespread use in many it- 
dustries in inspection, fabricationy) 
and duplication. 
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The electrical design in this 
general banking section of 
Twin City Federal Savings 
and Loan Association, Min- 
neapolis, is by Borge Nielsen 
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What the Purchasing Agent 


Should Know 
About Paper and Printing 


By James J. Ritterskamp 


t jam first consideration to which 
should direct our attention in 
asing printing, is the selection 
tential suppliers. Too often we 
one to accept as_ suppliers 
those who happen to drop into the 
office or those with whom we have 
yeen accustomed to dealing over a 
veriod of time. The most eco- 
al producer of printing is not 
essarily the same printer in each 
instance, and should therefore be 
fully selected. 
lhe economical producer will vary 
the type of job the purchasing 
agent is required to obtain. Many 
firms are equipped with all types 
of equipment necessary to the pro- 
duction of any job, but because of 
their size will necessarily have a 
large overhead to carry. Each job 
that goes through their plant must 
bear a fair proportion of this over- 
head. When a job requires a full 
and complete production plant, we 





THE SECOND PART of Mr. 
Ritterskamp’s address, dealing 
with basic methods of printing 
and office reproduction meth- 
ods, will appear in the August 
issue. 





Director of Purchasing 
Washington University 
St. Louis 


Address at the 32nd 


Chicago, May 8, 


must of necessity call upon a big 
producer, and even though there 
will be a large overhead charge, we 
find that such a producer will pro- 
duce our job most economically. On 
the other hand, if we have a small 
job to purchase, a smaller printer 
with less overhead may be able to 
produce the job as well as a large 
producer, and more efficiently. Thus, 
the size and complexity of the job 
materially affects our selection of 
the producer. 

Proper equipment for the pro- 
duction of the job is essential in ob- 
taining the type of workmanship 
we need. If we permit a job to be 
produced in a plant that is not ade- 
quately equipped, the quality of the 
work suffers. Every purchasing 
agent should visit his suppliers’ 
plants. This policy pays in the pur- 
chase of printing. The purchasing 
agent who acquaints himself with a 
supplier’s plant is thereby better 
enabled to decide intelligently 
whether this supplier is in a position 
to furnish his needs and satisfy his 
requirements. 

In the purchase of printing and 
of some paper products, we find 
specialists in the field. A specialist 
in the printing line is generally, 
though not always, an economical 
producer. Therefore, if we have 
procurement of, say, envelopes, 
poster or show cards, fanfold forms, 
tissue and manifold forms, we should 
search the field to be certain that 
all specialists on these various lines 
have been considered as potential 
suppliers. Their specialized equip- 


ment and production know-how 
gives them a considerable edge in 
the production of such a job. 

The purchasing agent should al- 
ways consider the company who 
produced the job the last time it 
was purchased. Printing is one field 
where the producer who supplied 
you the last time can be in a very 
attractive position to supply your 
needs the second time at a reduced 
price. 


Job Specifications 


Specifications should be prepared 
every time you purchase printing. 
It is well to prepare specifications 
outlining the job that is to be pro- 
duced and the way you want it 
done, even though you have no idea 
of securing competitive quotations. 
In this way you will get what you 
want to satisfy your need—not 
more than you need, nor less than 
you need. Not only is this done for 
your own protection, but you will 
find that if you don’t outline these 
specifications, the printer will ask 
you these questions anyhow, so you 
might as well answer them with 
written specifications. 

The first item to show on specifi- 
cations for printing is the quantity 
and general description of the job 
wanted. In considering the quan- 
tity, remember that the cost for the 
production of the first copy of a 
piece of printed matter is consider- 
ably higher than for subsequent 
copies. Printing is one field in which 
considerable time and material must 
be expended before one copy can 
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The Registrator Platen's ‘‘jogging action"’ 

insures Continuous . . . accurate .. . automatic 

€ . . « feed, alignment and registration of 

Standard'’s Kant-Slip continuous forms on 

Dig your writing machines. 

This exclusive combination of fop quality 
forms and device *(made for 473 different 

aline rence kinds, makes, models and sizes of machines) 
eliminates needless form-handling work 

and worry for operators. Production goes up 

—costs go down—through simplifying the 

writing process. 
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Skilled form design adds other savings. 


O 


Perhaps the procedure itself can be improved. 
Standard’s system analysis helps you 
realize all these opportunities for Paperwork 


Simplification. 


Phone our local office. Or write The Standard 
Register Company, 104 Campbell St., 
Dayton 1, Ohio. 
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oduced; additional copies are 

heaper. Furthermore, quan- 

1o0uld be measured somewhat 

ns of the cost of paper stock. A 

thumb that some experienced 
rs use in roughly estimating 

f additional quantities of a job 
something like this: If you are 
nasing an office form, for ex- 
e, and you have a quotation of 

5,000 of that particular form, 
ile says that double the quan- 

vill cost approximately half 
as much as the original quan- 
This gives an idea of what hap- 
to cost as quantities increase. 

second item to mention in 
specification is the size of the 
sheet of paper. Printers have a way 

f expressing size that they follow 
vith almost religious fanaticism. The 
dimensions of an ordinary letter- 
head could be expressed as 8% x 
1] 11 x 8%. Printers always 
mention first the dimension along 
which the - printing is to read. 
Therefore, if you don’t want your 
etterhead printed sideways, it will 
be well to give the size as 8% x 11, 

ll x 844. 

Standard sheet sizes of paper 
should be considered in establish- 
ng the size of a new form or of any 
printing job. Adhering to these 
standard sizes, or. multiples thereof, 
will avoid paper waste. 

Do not be surprised if a printer 
insists on making allowance for a 
larger sheet than your completed 
printed size. When a sheet of paper 
goes through the press, a gripper 
grabs hold of the edge of the sheet 
and pulls it through the press. No 
printing can be on that edge of 
the sheet where the gripper takes 
hold; therefore allowance for grip- 
per margins must always be made. 
If a form or other copy is to “bleed 
off” both dimensions of the paper, 
the printer must cut his stock larger 
than your finished product. 

Another sheet size factor is that 
a printer likes to deliver to you a 
completed job that is smooth on all 
four sides. To accomplish this, he 
trims or “shaves” all four sides 
after the job has been printed. This 
naturally reduces the size of the 
sheet a little. You have probably 
seen “8% x 11” letterheads which 
actually measure 8% x 10%. The 
'.” loss on each dimension is due 
primarily to the printer’s trimming 
the sheets. 

The third item to be listed is 
whether the sheet is to be printed 
on one or both sides; or, if it is a 
booklet, the number of pages in 
the booklet; or, if a multiple copy 
job, the number of sheets to a set. 


Next on the list of specifications 
should come the paper on which 
your job is to be printed. This 
specification should include the 
weight, color, and grade of paper 
you desire in the production of your 
job. 

Any attempt to list all the classes 
and types of papers that are offered 
for sale by the paper industry 
would be foolhardy. There are many, 
many grades, with different finishes, 
colors, and characteristics. The re- 
view of paper at this point will be 
merely an attempt to settle down 
into broad categories the general 
types of paper available for printed 
matter, and their uses. This classi- 
fication will be on the basis of four 
types: book paper, cover paper, 
writing papers, and cardboards. 

Book Papers. This classification 
is subdivided into five categories. 
The first one we might consider is 
known as antique and text. This is 
a paper that is relatively bulky and 
has a somewhat rough surface. It is 
used for type printing and line en- 
gravings. Many use it for programs 
and for the reproduction of speeches, 
articles, and other types of printed 
matter where no halftones need be 
used. 

English finish is a type of book 
paper that is somewhat smoother 
in surface and less bulky than 
antique paper. It permits the print- 
ing of halftones that are not too 
finely screened. Many magazines 
and books that carry engravings 
are printed on this stock. 

Super-calendered stock is a step 
up the line in the finish of book 
paper, slightly smoother and more 
glossy in appearance. 

Offset paper is designed for use 
on offset presses. The wove finish 
offset paper possesses many of the 
characteristics of bond paper, but 
the fibres are shorter; consequently 
it does not have the strength of 
bond paper. It is suitable for many 
types of reproduction and will gen- 
erally take pen and ink writing al- 
though not designed for that pur- 
pose. 

Enamel book paper is coated and 
has a high finish. This coating in- 
creases its printing qualities and 
general appearance, such as white- 
ness. It is used for yearbooks and 
other finely prepared pieces of 
printed matter. 

Cover Papers are a second gen- 
eral category. As indicated by the 
term, these papers are used for cov- 
ers of books, pamphlets, and other 
general uses that demand a tough, 
bulky sheet of paper. We find in 
this category the greatest variety 


of finishes, including some that 
simulate leather and suede, giving 
remarkable appearance when spe- 
cial work is desired. 

Writing Papers are a third general 
category, consumed in considerable 
quantities. The first subdivision un- 
der writing papers would be that of 
bond papers; and again, bond papers 
would be subclassified as sulphite 
and rag content, these two terms 
describing the ingredients that make 
up these types of bond papers. With- 
in the grades of sulphite, #5, #4, 
#2, and #1 progressively indicate 
improving degrees of quality. With- 
in the rag content field, there are 
also considerable varieties of qual- 
ity offered, starting with 25% rag 
content and progressing to 50%, 
65%, 75%, and 100%. 

For average routine office work, 
#4 sulphite is considered to be 
adequate. The majority of our forms 
are printed on this stock. The #2 
and #1 sulphites get into the field of 
watermarked sheets; they are gen- 
erally regarded as better papers, 
but not because of the watermark. 
In our printing department, we con- 
fine our use to two grades, #4 and 
#2. The #1 sulphite, used by many 
firms in large quantities, has greater 
strength and nicer appearance than 
the lower grades. There are sheets 
classed as #1 sulphite that possess 
much of the strength and appear- 
ance of a rag content sheet and 
make an excellent substitute for rag 
content paper when used for letter- 
heads, envelopes and other printed 
matter where appearance is of im- 
portance. 


The improvement of the sulphites 
has made the strength, quality and 
color of the rag content sheets seem 
somewhat unimportant. However, 
when a sheet is wanted that be- 
speaks quality. I suppose there is 
nothing that matches a rag content 
paper. Our University uses rag con- 
tent paper particularly in the field 
of thesis preparation and budget 
material where long life and 
strength are of extreme importance. 

Mimeograph paper is a writing 
paper sized to readily accept mime- 
ograph ink. Ledger paper is harder 
sized than bond paper, designed to 
accept ink readily and become per- 
manent records. Grades of ledger 
range from sulphite to 100% rag. 

Thin papers are also a major item. 
They are available in several 
grades—ranging from sulphite to 
varying percentages of rag content 
—and several finishes—glazed or 
unglazed, plain or cockle. 

Cardboards fall into three gen- 
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a perfect combination of 
craftsmanship and design 
*MODEL 2002 
precision made 
uses standard staples *Model 2002—Combines every desirable feature 


easy to load wanted in a quality stapler. Non-clogging, 
competitively priced staples, tacks and pins. Features front-loading 
drawer slide, mar-proof base and sliding anvil. 
Made of Swedish steel, finished in Forest 
beautifully packaged Green with bright parts of highly polished 
chromium plate on a base of copper nickel. 


eye-appealing 


*Model 4004—Practical low cost “dual 
purpose” model. Can be held in hand for use 
as staple plier. Base is removable for conversion 


All working parts are of Swedish steel. Base is 
of durable phenol-plastic, body is finished 
in black baked enamel. 


*MODEL 4004 
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“PEERLESS” 
e A—-GRADE ° 
METAL 
OFFICE EQUIPMENT 





It’s Free 


‘ nee 


You can select every- 
thing you need in 
top-quality filing equip- 
ment from this new 56 
page catalog. It illus- 
trates and describes 
the complete line of 
‘‘Peerless’’ two, three, 
four and five drawer 
height filing cabinets 
of every type. Dimen- 
sion tables are also —=—= | 
included therein. The ed 
contents of the book 

are conveniently arranged to allow quick 
and easy selection. Write us—on your business 
letterhead—for a copy or ask your regular 
“Peerless” dealer. 





= —CHOOSE “PEERLESS” WITH CONFIDENCE 


“Peerless’’ Office Equipment is the highest 
quality, designed to provide smart styling and 
assure efficient, easy filing. The sturdy, all- 
welded construction insures many years of 
satisfactory service. All ‘‘Peerless’’ products 
are backed by our quarter century of building 
the finest. There’s a ‘‘Peerless’’ dealer 
near you who will gladly serve all your 
needs, promptly. 


STEEL EQUIPMENT CO. 














6624 Hasbrook Avenue, Philadelphia 11, Pa. 
New York Chicago Dallas Los Angeles 
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eral categories. One is bristol board, 
which is used for tickets, announce- 
ments, and the like. The second is 
index bristol, which is sized for pen 
and ink writing, and is used for 
many types of records. Grades of 
index bristol vary from inexpensive 
to rag content. The selection of 
this paper depends on the number 
of times it is to be handled and the 
length of time the records are to be 
retained.. The third type of card- 
board is coated so that halftones 
may be printed thereon. 

All papers have “grain”, due to 
the manufacturing process, and the 
purchasing agent should be par- 
ticularly careful of the grain in 
cardboards, to be certain it runs in 
the right direction. A cardboard 
folds more readily and smoothly 
when folded in the same direction 
the grain is running. In buying an 
index bristol to be used in a type- 
writer, the grain should run in the 
direction the card “wraps” around 
the typewriter roller. On the other 
hand, if the card is to stand erect 
in a file or box, the grain should 
be perpendicular to minimize the 
possibility of bending in the middle 
and not standing erect. 


Weights and Sizes 


All paper is described in terms of 
a basis weight, which is an expres- 
sion of the weight, in pounds, of a 
standard ream of the paper. First of 
all, let me define the term “ream”. 
Webster states that a ream consists 
of 480 sheets. The printing industry, 
however, and the paper industry 
along with it, has converted that 
480-sheet ream to a 500-sheet ream. 
Thus, when we talk of a ream of 
paper, we are talking of 500 sheets. 
Basic weight, then is what 500 sheets 
in the basic size would weigh. 

Basic size, however, varies be- 
tween the general categories of 
paper. Basic size for book papers 
is 25 x 38”; for cover papers, 20 x 
26”; for writing papers, ledgers, 
etc., 17 x 22”; for cardboards, 22% 
x 2810”, 

Now to convert all this into some- 
thing intelligible. When we talk of 
a 20# bond, we mean a bond paper, 
of which 500 sheets, size 17 x 22” 
will weigh 204. When we talk of a 
60# book paper, we are talking 
about a stock, of which 500 sheets, 
size 25 x 38”, will weigh 604. Of 
course, the heavier the weight, the 
thicker the sheet will be. But that 
applies only within the various 
grades. For example, a sheet of 504 
offset would be no more in weight 
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emington Rand Methods News 





Southern Railway System’s purchasing 





department cuts costs —keeps clerks 


Remington Rand systems specialists, 
called in to review Southern’s Pur- 
chasing Department procedures faced 
the following problem: 
To simplify procedures—reduce 
costs —eliminate loss of time and 
cut personnel turnover. 
The new system, recommended by 
these specialists, relies on a separate 
Remington Rand Visible Tip folder 
for each order. 


Folders are filed alphabetically, by 
name of vendor, in Remington Rand 
desk-height cabinets. Each clerk is re- 
sponsible for the records within a sec- 
tion of the alphabet. Copy of the 
order, invoices, and other related pa- 
pers are filed together, as received, 
making each folder a complete unit. 
(For special information on Visible Tip 
Folders, circle LBV 567 on coupon.) 

The chief advantage of this new 
procedure is the immediate availabil- 
ity of records for tracing and checking 
(at times, as many as 5000 records 
were tied up when only a few were 
needed in order to review an account 
or check specific vouchers or invoices). 
At the same time, purchasing depart- 
ment expenses were materially cut by 
the elimination of bound ledgers, at a 
saving of $5 per ledger. Officials esti- 
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mate that the savings in bookbinding 
expenses alone will pay original costs 
of the new, more efficient equipment 
in three years. 

And Southern’s personnel-turnover 
problem has been largely eliminated, 
for the new system offers greater va- 
riety and wider experience to clerks 
who ,will someday move up to more 
responsible jobs in the department. 

These ideas are but a few of the 
many created to help increase the effi- 
ciency of Purchasing Department op- 
erations. They are described in detail, 
in Booklet X 1202. The full story of 
Southern Railway System’s reorgan- 
ized procedure is contained in Systems 
Narrator #768. Use the coupon pro- 
vided in this ad to get your free copies 
of these brochures. 


Product information 
for purchasing agents 


1. New Remington Rand Standard 
Typewriter—has everything for faster, 
easier, better typing: exclusive Per- 
fect Positioning Scale assures fast, 
accurate margins ... plus 2 extra 
keys and 4 extra characters at no 
extra cost. For 4-page descriptive 
booklet, circle R166 Rev. 1 on 
coupon. 

2. Transcopy Duplex — Single Unit 
photocopying machine exposes, devel- 
ops and prints, in seconds. Requires 
no special plumbing or extra equip- 
ment. Clean and simple to operate, 
Transcopy Duplex can be used any- 
where. For complete details, circle 
P 344 on coupon. 

3. Multiset—the ideal purchase order 
form, provides as many copies as your 
procedures require. Printed with your 
purchase form, Multiset eliminates 
collating and carbon handling. Fully 
described in Booklet X 1202. 


Kardex systems offer 
purchasing information 
quickly and visibly 


3 Purchase History Records for each 
item, filed in a single Kardex pocket, 
provide item specifications, list of ap- 
proved vendors, contracts in force and 
other pertinent buying information— 
purchase history of item for long 
range price and delivery picture—rec- 
ord of recent quotations for possible 
re-order without new bids. Other 
Kardex Systems such as Vendor List 
by Class of Item and Purchase History 
Record by Vendor also offer Purchas- 
ing Department Officials accurate, up- 
to-date information the moment they 
need it. These Kardex Systems are dis- 
cussed fully in Booklet X 1202, yours 
free upon request. Use the coupon. 





Cross-file FlexiFile 
brings ’em into view! 


Cross-file FlexiFile is a special metal 
insert for file drawers which permits 
full, side view of all folders in the 
drawer without pushing chair back 
from desk. FlexiFile, plus Visible 
Signal Follow-up Folders with colored 
follow-up signals, helped Southern 
Railway System’s Purchasing Depart- 
ment achieve maximum efficiency and 
reduce department. operating costs. 


Remington. Ftarnd 
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‘Tip trom 
America’s Top Secretaries 


“The scale edge on Webster's 
Micrometric Carbon Paper... is: 
essential in producing 
well-balanced correspondence 
and reports”. 

-. Says 
FRANCES DOWNS 
Secretary to 
Mr. Smallwood, 
President of 
Thomas J. Lipton, Inc. 
Hoboken, New Jersey 


Downs is one of many outstand— “ 
secretaries who have discovered patina 
w time and trouble are saved by 
ebster's Micrometric. The exclu- 
ve scale edge takes the guesswork | 
t of letter placement by telling 
a glance how many lines of 


no 


ig Space remain on a page. 


| 


| 
tput increases when re-typing 
res resulting from "running 
ver" are eliminated by Micro— 
tric. Impressions are sharp and 
ible. The scale edge is uncoated 
eeps hands and papers cleaner 
carbons are removed. 


o 


ing secretarial schools recom 
i Webster's Micrometric. There's 
Webster weight for every office 
Give Webster's a trial and see |, 
iifference—-in finer and 
ter work. 


Webster's complete line of duplicating and spirit supplies 
ir Stationers. 


rF. S$. WEBSTER COMPANY 


7 Amherst Street, Cambridge 42, Mass. 
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than the same size sheet of 20# 
bond, because the offset paper 
weight is expressed in terms of a 
basic size more than twice as large 
as the basic size for bond papers. 
However a 16# bond would be 
thicker and heavier than a 13# 
bond, etc. 

When specifying weight, one 
should consider the bulkiness that 
is desired and also the space that 
this bulk will occupy in a file, in an 
envelope, in a booklet, or whatever 
is being considered. Suitable weight 
is best determined by experience, 
inspection of samples and consulta- 
tion with your printer or paper 
merchant. 

Every effort should be made so 
that the printed form will cut con- 
veniently and without waste out of 
standard sheet sizes. For example, 
four 84% x 11” sheets will cut exactly 
out of a standard 17 x 22” or folio 
sheet. If your form size is 8% x 14”, 
there would be considerable waste 
in cutting it from this sheet. How- 
ever, the paper mills have recog- 
nized 842 x 14” as an important size 
and regularly list a standard sheet 
size of 17 x 28”; thus, again, four 
842 x 14” pieces can be cut without 
waste. 

Similarly, for convenience, each 
type of paper is generally made 
available in varying standard sheet 
sizes. Book paper, for example, is 
available in sizes 25 x 38”, 224% x 
35”, 28 x 42”, and 35 x 45”. Cover 
paper is available in 20 x 26”, 23 x 
35”, and 26 x 40”. Writing papers are 
available in 17 x 22”, 19 x 24”, 17 x 
28”, 22 x 34”, and some other sizes. 
The usual size for bristol is 224% x 
2814" or 22% x 35%”; for index 
bristols, 20% x 2434”, 22% x 28%”, 
22% x 35”, and 25% x 30”. Thus the 
paper manufacturers and merchants 
have gone to great lengths to pro- 
vide us with many standard sheet 
sizes so that we can generally find 
a size that will suit our purpose, or 
at least enable us to adjust the size 
of our finished product so that it 
will, by very slight adjustment, cut 
well out of a standard sheet of 
paper. 

Paper is priced at so many cents 
per pound. Price differentials occur 
according to the quantity purchased. 
The first price listing is for what 
is known as a “broken package”— 
less than 500 sheets. The next price 
break is a full package, or one ream. 
Following that is one carton, which 
is approximately 125# made up of 
full packages; thus in one carton 
you would find 6 reams of 20” bond 
or 8 reams of 16# bond. In book 

(Please turn to page 180) 
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“The Sporting News” selects 


STEEL AGE 
for Peak Office Efficiency 











When you’re matching office hours against a weekly newsstand 
deadline for the world’s leading baseball publication, you’ve 
got to be sure of peak office efficiency. That’s why the pub- 
lishers of The Sporting News, St. Louis, recently ordered this 
large installation of Steel Age Desks and Files. For, in a 
Steel Age office there’s an unmistakable air of efficiency ... 
born in the superb comfort and distinctive styling that’s built 
into every piece of Steel Age office furniture. 

Why not let your Steel Age Dealer show you how Steel Age 





office furniture can improve employee morale and make your The Quality Choice 
office a better place to work? He’ll gladly help you plan your i. _ 
office for the most efficient flow of work, and help you select of Modern Offices 


the right desk or file for each job. Give him a call today! 


CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 
Branch Offices: Boston + New York + Philadelphia + Atlanta + Detroit + Chicago + Los Angeles + San Francisco 
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1M THE BEST PLANNED OFFICES 


? 
OUI NINE OF COURSE 





A Summer Plan... 
FOR YEAR ’ROUND ECONOMY 


Take advantage of the summer slack to plan for real 
office economy .. . economy that begins with your office furniture. 


Today's offices call for CRESTLINE . . . the Steel Office Furniture 
that gives you years of dependable service . . . that will stand up to 
the hardest use and keep its factory-fresh appearance. 


The year-after-year service of CRESTLINE Steel Office Furniture can 
reward you with amortized economy which will prove that when you 
buy CRESTLINE you buy for today and many, many tomorrows. 


Use the free CRESTLINE Office-Plan-Rule 
to help you achieve the perfectly planned 
fice. Write for your full color CRESTLINE folder 
and Office-Plan-Rule today — no obligation 
to you, of course. 
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papers, the one carton price is 
based on being as close to 1504 as 
possible. The next price break oc- 
curs at 4 cartons or a case lot— 
approximately 5004. The next is at 
16 cartons, or approximately one 
ton. Then: 5,000#, 10,000#%, and 
carload. 

When one is close to a price break 
differential, it is generally wise to 
price the job out at the next price 
level too, to determine whether it 
would be more economical to in- 
crease the quantity slightly to take 
advantage of the next stock price 
differential. 

Printers usually assess a handling 
charge far stock purchased to print 
a job. It is one of the customs of 
the trade. The printer feels that for 
the ordering of the stock, the in- 
vestment of his money and the pay- 
ment of the invoice to the paper 
company, plus receiving the stock, 
checking it and getting it available 
for the press room, he is entitled to 
an over-write over and above what 
he pays to the paper company. 
Many firms assess a 10% handling 
charge for purchase of the stock. 
We occasionally furnish stock from 
our stock room, or order the paper 
from the paper merchant, when the 
job is being printed by a commer- 
cial firm. This enables us to save the 
handling charge. 


. 


New Self-Adhesive For Fluid 
Duplicator Master Corrections 


A new self-adhesive tape for mak- 
ing corrections on fluid duplicator 
masters without mess or smear has 
been developed by the Avery Ad- 
hesive Label Corporation, Monrovia, 
Calif. It is claimed that any portion 
of the text can be corrected or 
blocked out without removing the 
master from the typewriter. The 
tape sticks instantly without moist- 
ening and is pressed on the reverse 
side of the master over the portion 
to be corrected. The correction is 
then typed on the tape using the 
same carbon. 

Trade-named Kum-Kleen Correc- 
tion Tape, the company says this 
method eliminates soiled hands and 
cleanup time and that it has been 
widely tested and approved by lead- 
ing manufacturers of duplicating 
machines. The tape is unaffected by 
heat, moisture or typewriter vibra- 
tion. It is supplied in single, double 
and five-line widths for corrections 
or block-outs. The rolls are de- 
signed for use in a handy dispenser 
which requires no more space than 
a stapler. 
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New Bookeeping Machine 
Speeds Office Mechanization 


Its new, low-cost, complete book- 
keeping machine is the answer for 
economical mechanization of cus- 
tomer accounts receivable, accord- 
ing to Remington Rand Inc., New 
York. 

The machine will reproduce, 
simultaneously or individually, sales 
and income analyses, vendors’ ac- 
counts payable with purchase and 
expense analyses, and payroll with 


cost record and minimum labor 
analysis. It produces multiple rec- 
ords with mechanical proof fo: 


every entry, instantly-computed ac- 
count balances, and automaticaily 
accumulated control figures. Ali 
computations are made step-by-step 
within the registers. 





An all-purpose machine 


Automatic locking of the various 
registers occur in case of operator 
error in transcribing entries. The 
machine is characterized by simplic- 
ity of construction and operation 
throughout. Remington Rand says 
any competent typist can familiarize 
herself with it in half an hour and 
begin turning out a fair day’s work 
immediately thereafter. Tab stops 
and registers can be adjusted in- 
stantaneously in switching from one 
job to another and time consuming 
motor bars have been eliminated. 
Continuous 100% visibility of writ- 
ing line and register totals enables 
the operator to utilize touch typing 
methods to the best advantage. 

q C: # 


Dolin Metal Products Making 
Bill of Lading Size Cabinet 


Dolin Metal Products, Inc., Brook- 
lyn, N. Y., is now manufacturing a 
single drawer bill of lading size filing 
cabinet. The unit, which measures 
946” x 854” x 2534”, is constructed 
of all steel, electrically welded 
throughout and has a spring type 
positive locking compressor follower 
block in order to keep the contents 
of the file upright. The unit is also 
equipped with a guide rod for use 
with eyeleted index guides and 
Operates smoothly on ball bearing 
rollers. 
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“Better Seating Gave Us 


More and 








31.00 in Florida, Texas 


na 


i111 Western States. (Zone 2) 
Left: 2OLASidechair. 
With arms, tubular 
legs. $27.50 ($28.50 
in Zone 2). 
Right: 18TA pie 
tive chair Tilting 
seat, with arms 
drawn base. $47 


$49.50 in Zor ). 


Other models also 
available. 
HAMILTON MANUFACTURING 
CORPORATION 
COLUMBUS, INDIANA 


Also available in Canada, Alaska and Hawaii 
through authorized COSCO dealers 


COSCON 


BETTER SEATING means BETTER WORK 


Please mention PURCHASING Magazine when writing to advertisers. | 





Better Work 


SAYS MR. JOHN PADULO 
BUSINESS MANAGER 
THE AMERICAN WEEKLY, 
A HEARST PUBLICATION 





MODEL 15F THE COSCO SECRETARIAL 


gs 
ONLY 


The COSCO SECRETARIAL 
Designed by Seating Engineers 
to Reduce Fatigue — 
Increase Efficiency 





Businessmen are learning that 
fatigue, work-lag and absenteeism 
drop when correct seating is given 
consideration. That's why so many 
are choosing this COSCO Secretarial 
for...Typists, Switchboard Opera- 
tors, Secretaries and Clerks. Here's 
a posture chair you can adjust 4 ways 
to fit your body, and your idea of 
comfort...in a matter of seconds— 
with no tools. And you sit on a 
foam-rubber-cushioned, saddle- 


shaped seat that’s luxuriously com- 


fortable. Sturdy, all-steel construc- 
tion, one-piece ‘‘FORM-FLO”’ 
base...and bonderized, baked-on 


enamel finish assure its long life and 
lasting beauty. You can choose from 
harmonizing colors of durable 
Du Pont ‘‘Fabrilite’’ Goodall 
‘Claremont’ For full 


or 
upholstery 
details, mail coupon tod 


=« Please attach Coupon to your letterhead ou, 
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t COSCO Office Chairs ! 
' Hamilton Manufacturing Corporation | 
: Dept. P7, Columbus, Indiana ' 
' Yes, I should like to have your data on better ; 
i ottice seating. I am especially intere ted in ' 
i 0 Secretarial chairs ( Executive 8 
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PEN 
that 
TIES 
itself 











against accidental spillage 


Only the pen unlocks 
@ the ink. 


Fountain base holds 40 
times more ink than ordi- 

@ ™y fountain pen. Won't 
77 leak. Won't flood. Easy to 
clean as a saucer. 


TO SELECT OR 
REPLACE... i 
HERE'S ALL Cay 






© 
CHOOSE THE RIGHT POINT FOR THE WAY YOU WRITE... BY NUMBER ~ 





A different, better desk pen—with 
the ink fountain in the base instead 
of in the pen barrel. Pen instantly 
fills itself each time you return it 
to the socket. Always ready to 
write a full page or more every 
time you pick it up. 


Ask your stationer for a demonstration 


6sterbrook 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto, Ontario 


a pee 1953 
C THE ESTERBROOK 


PEN COMPANY 
sf 


ONLY A FEW OF THE MORE 
POPULAR POINT STYLES SHOWN 


Please mention PURCHASING Magazine when writing to advertisers. 








Dual-Purpese Mobile Camera 
Makes 720 Photocopies Per Hour 


A new, dual-purpose, mobile cam- 
era which makes a_ permanent 
record of up to 720 documents or 
cards per hour on a continuous roll] 
of photocopy paper has been de- 
veloped by Peerless Photo Prod- 
ucts, Inc., Shoreham, L.I.N.Y. Known 
as the “Tupper-Peerless Copy 
Camera,” the equipment photo- 
graphs one side of letters and docu- 
ments 844” x 11” up to 8%” x 14” 
and both sides of 5” x 8” file cards, 
together with a 1” x 8” identification 
strip. It is mounted on a _ rubber- 
tired truck with handles and 50 feet 
of cable so that it is easily trans- 
portable. 





The camera is housed in a cabinet 
of heavy sheet aluminum and mea- 
sures 18” x 50” x 52” high. It is 
not necessary to expose the entire 
roll of film before processing the 
paper already exposed. It may be 
cut at any point without appreciable 
loss of paper. 
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“vy” Expanding Files Announced 
By Northwest Metal Products 


A letter file whose front expands 
into a “V” so that letters can be 
easily removed and replaced without 
even touching the follower, yet the 
drawer contents are kept tightly 
compressed when the drawer front 
is again swung closed, is announced 
by the Northwest Metal Products 
Company, Green Bay, Wis. Its use 
eliminates 99% of lost motion in 
follower manipulation, saves time 
and effort in filing. The workable 
capacity of four “V” expanding files 
is said to equal five conventional 
files with rigid front drawers, be- 
cause the “V” expanding drawer 
provides approximately 20% more 
space for filing per drawer. 
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the eliminate raw material inventory and investments in specialized equipment 
be 
ble , 
Finished parts from Reynolds Aluminum Fabricating Service come to you 
ready for assembly into the final product. This way, your capital is not tied 
up in raw materials or in costly fabricating equipment that you might use 
only part of the time. 
ed oe TO Parts from Reynolds Aluminum Fabricating Service cut your costs in 
s oa other ways, too. You eliminate scrap loss and scrap handling expense. You 
ds GENT: add to your plant capacity without increasing costs. You cut material han- 
b Write for your free dling costs. You release valuable floor space. You eliminate reject costs. 

e copy of the new 24- Remember, too, finished parts from Reynolds Aluminum Fabricating 
a oh kg ee - Service can often be assembled into the final product, shipped and billed 
ne «ge Weg atliaesed mal before parts invoices come due 

t . ‘ = * z é ° . ” 

t] atts of the tremendous For full details, call the Reynolds office listed under “Aluminum” in your 
y production facilities of : : . . : : 
ynt Reynolds Aluminum classified telephone directory or write Reynolds Aluminum Fabricating 

ed Fabricating Service. Service, 2056 South Ninth Street, Louisville 1, Kentucky. 
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Len Ansley New President 
of Chicago Association 


Len M. Ansley, Inland Steel Con- 
ner Company, was recently elec- 
president of the Purchasing 
ents Association of Chicago. 
her new officers of the group for 
53-54 are: 
Larry R. Seen, Borg & Beck Di- 
Borg-Warner Corporation, 


etary; Harry H. Wise, Cenol 
npany, Inc., treasurer; Robert L. 
ieger, Goodman Manufacturing 


mpany, first vice-president; Con- 
1 R. Drieske, Hudson Screw Ma- 
ne Products Company, second 
e-president. 
The following were elected to a 
term to the board of 
Phillips Keenan, Mar- 
& Company; Jacob 


ee year 
ectors: 


|-Field 


hner, Bowman Dairy Company; 
hard Berry, City of Chicago. 





Len M. Ansley 


ouis J. Alber, author and foreign 
espondent, was the featured 
aker at the May 14 meeting of 
Purchasing Agents Association 
Chieago held in the Hotel Sher- 
Mr. Alber spoke on “The Ex- 
ve Middle East,” and _ the 
et’s next move in that oil-rich 


ence M. Hayes, vice president 
Women’s division of the Chi- 
Association, was interviewed 
tly on the “Careers In Indus- 
program on_ radio station 





New officers of the Alabama 


Alabama Association Names 
New Officers For 1953-54 


Recently-elected officers of the 
Purchasing Agents Association of 
Alabama are: President, Carl F. 


Thomas, Owens-Richards Company; 
first vice president, John W. Minor, 
Alabama Power Company; second 
vice president, Arthur M. Trogner, 
Jr., Line Material Company; treas- 
urer, Daniel C. Clark, Brice Build- 
ing Company; secretary, Cloice E. 
Temple, Allis-Chalmers Manufac- 
turing Company; national director, 








Association for 1953-1954 


Ernest H. Crain, 
Iron Pipe Company. 
Members of the board of directors 
include: George L. Wilson, Jeffer- 
son County Commission; George H. 
Cole, Alabama Power Company; 
C. E. Wiberg, City of Birmingham: 
Harlan E. Cross, Sloss-Sheffield 
Steel & Iron Division; James B. 
Harrington, Birmingham Paper 
Company; Phillip A. Lavallet, Jr., 
Stockham Valves & Fittings; M. D. 
Behnke, Coosa River Newsprint 
Company; Clyde H. Porter, Alabama 
By-Products Corporation. 


American Cast 





WIND. The broadcast, sponsored by 
the Radio Council of the Board of 
Education, marked the first time 
purchasing has been recognized in 
this way as a definite career. 


FF ¥ 


John Hoover New President 
of Rochester Association 


John C. Hoover, Burke Steel 
Company, Inc., was recently elected 
president of the Purchasing Agents 
Association of Rochester. He suc- 
ceeds Walter Almond, Doehler- 
Jarvis Corporation, Batavia, N.Y. 

Other new officers for the 1953- 
1954 term are: Gerald J. Andres, 


Fasco Industries, Inc., first vice- 
president; Robert C. Ade, William J. 
Meyer Company, Inc., second vice- 
president; William T. Naylon, Gen- 
eral Railway Signal Company, third 
vice-president. W. B. (Pete) Wight 
continues as secretary, and was also 
elected national director. 


New members of the board of 
directors are: William F. Sauers, 
Ritter Company, Inc.; Walter F. 


Mylacraine, Hickok Manufacturing 
Company; Minor P. Avery, Bell & 
Howell Company; William J. Hoot, 
Genesee Brewing Company, Inc.; 
Walter Almond, Doehler-Jarvis 


Corporation. 


PURCHASING 











Jury, 195, 





BRUTE STRENGTH For Handling 


THANKS TO BATTERY POWER! 


Battery power gives industrial trucks tremendous capacity 
for continuous work. Enabling trucks to operate full shift 
without downtime, it is the most economical, most 
dependable materials handling power you can buy. 
Battery-powered trucks are fool-proof, handle, lift and 
maneuver faster, are easier on the operator, run silent and 
fume-free, have in-service records that can’t be 
approached! You can beat the high cost of moving 


; R , ; Specify 
materials with Gould Battery power. THE GOULD “THIRTY"— 


America’s Finest 
Industrial Truck Battery 






GOULD /vousteac BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries ©1953 Gould-Notional Batteries, Inc. 
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Real California Welcome for Convention Visitors 


Sunshine and smiles greeted 
N.A.P.A,. visitors from coast to 
coast and border to border at 
Los Angeles in May. At right 
$ a group from Akron: I. to r. 
}. L. Hyatt, D. W. Alexander, 
Bill Lantz, F. O. Goodnight, 
E. M. Keller and S. L. Musson. i 
Below, left, Senor Ray Taylor ' | "(MYLAR 
extends “hands across. the ws } 
border’ to C. F. Fullerton, : 
Toronto (left) and H. W. 
Hemphill, Kitchener, Ontario. 
Alexander H. Gaal of Los 
Angeles, is at extreme left. 
Below, right, two delegates 
from “deep in the heart of 
Texas” (Houston Association) 
enjoy the terpsichorean portion 
of the traditional California 
welcome at Union Station. 


now user 








— BRAIC 


} high 


| 
| 


h costumes and a hearty hello greet a group from Dutch Lortscher and Tom Lord were official greeters. At 
, left, headed by W. S. Bunnell, and one from Rhode right are Mr. and Mrs. Vince Cada of Cleveland being wel- 
island and Washington, D. C., led by Joe Fogarty. “Presidente” comed by Don Taylor. 
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"MYLAR’’* POLYESTER FILM with extremely high dielectric strength 
‘now used for the first time in all slot, phase, and wedge insulation. 
. — 








BRAIDLESS NEOPRENE LEADS of clear and permanent color retain FORMEX** WIRE PLUS GLYPTAL** stator coating bal- 


| high insulation strength and flexibility under severe operating conditions. ance physical and electrical properties for top protection. 


| 
| | 


lengthens fhp motor life! 


LIGHTER ... BETTER LOOKING ... MORE VERSATILE! 
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New Orleans Assn. Honors Past ™. ©. Michener New President 
Presidents, Names New One 


bined past presidents and 
ght meeting of the Pur- 
Agents Association of New 
vas held recently. Outgoing 
t N. J. Gubler, who becomes 
director, read interesting 
from minutes of association 
held during the past 25 
He also introduced the past 
attending, each of whom 
briefly. 
fficers of the association 
the meeting are: Milton 
president; E. J. Koehl, first 
esident: Peter Kissgen, 
president; E. G. Wintle, 
national director; G. A. 
easurer; Frank J. Basile, 





Robert Elsasser, economist, re- 
ported as follows: Demand of the 
public that the government make 
some cut in federal spending should 
bring about some cutbacks during 
the last half of 1953. Individual 
spending is higher than ever and is 
expected to increase, probably due 
to higher wages. Strong, intensified 
competition has created a buyers’ 
market, and production is at a high 
rate. Retail prices are receding and 
are now lower than they have been 
at any time since the beginning of 


1950. Credit is markedly higher. 
Prices are mixed — with some re- 
maining high but many coming 


down. Inventory should be kept at 
normal. 








A recent meeting of the New Orleans association featured not only the election of 
officers for 1953-1954, but a reminiscent session with past presidents of the group. 
Ten of the 25 past presidents of the association are shown in the bottom picture. 
At top, new president Milton Hilbert accepts the gavel from outgoing president— 
now national director—-N. }. Gubler, while other officers look on. 





of Washington Association 


M. C. Michener, Cragin & Com- 
pany, Seattle, Wash., was recently 
installed as president of the Pur- 
chasing Agents Association of Wash- 
ington for 1953-1954. The installation 
meeting was held at the Olympic 
Hotel, Seattle. 

Other new association officers for 
the coming term are: Dean Smith, 
Sumner Iron Works, Everett, first 
vice-president; George H. Wilson, 
Atlas Foundry & Machine Company, 
Tacoma second vice-president; Mil- 
ton F. Sessions, Bethlehem Pacific 
Coast Steel Corporation, Seattle, 
secretary; E. A. Hurley, Western 
Blower Company, Seattle, treasurer; 
Arthur Erickson, Union Oil Com- 
pany of California, Seattle, national 
director. Trustees for the three year 
term are: Fred Bondy, San Fran- 
cisco Ordnance District; C. W. Rey- 
nolds, Chicago, Milwaukee, St. Paul 
& Pacific R.R. Co.; Harold L. Wan- 
ser, E. J. Bartells Company, all of 
Seattle. Trustees for the one year 
term are: I. S. Fetterman, City of 
Spokane, and Robert E. Ford, Grif- 
fin Wheel Company, Tacoma. 


. << 


Gombert Elected President 
Of Cleveland Asseciation 


W. E. Gombert, purchasing agent 
of the Addressograph-Multigraph 
Corporation, has been elected presi- 
dent of the Purchasing Agents 
Association of Cleveland. Other of- 
ficers include: First vice president, 


August J. Mitchell, Swartwout 
Company; second vice president, 
Robert S. Minning, Consolidated 


Iron-Steel Manufacturing Company; 
secretary-treasurer, Clarence  E. 


Carlson, Mitchell Metal Products 
Company. 
The Association’s annual Ladies 


Night party was held May 14 at 
the Carter Hotel. A cocktail party 
preceded the dinner. 
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U. S. Steel Official Guest 
of Pittsburgh Association 


A regular closed meeting of the 
Purchasing Agents Association of 
Pittsburgh was held in May at the 
Hotel William Penn. Guest speaker 
was R. F. Sentner, assistant execu- 
tive vice-president, U. S. Steel 
Corporation. Mr. Sentner’s topic was, 
“The Steel Situation.” 

The annual Summer Stag party 
of the association was held on Wed- 
nesday, July 1, at the Pittsburgh 
Field Club. 
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We take the difficult production jobs 
off your shoulders. Roll forming equipment 2 . 
speedily turns out intricate sections... a 
sized, notched and punched to your 0 a 

a 


specifications. Shapes are rolled with dies 


BS on, 


that are precision-made in our own plant. 


Write for descriptive brochure. 


ROLL FORMEL 
PRODUCTS 
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HODELL 


WELDED AND WELDLESS 


CHAIN 


for every purpose 


When you buy chain... be sure 
to buy from the quality line of 
Hodell Chain that includes 
types and sizes for every in- 
dustrial use. Hodell also man- 
ufactures many formed wire 
specialties and can make chain 
assemblies to your specifica- 
tions. Hodell welcomes the 
opportunity to quote on your 
requirements. Write for the 
Hodell Chain catalog, giving 


complete information. 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Diy. of The National Screw & Mfg. Co. 


BBB COIL CHAIN 





J 


Please mention PURCHASING Magazine when writing to advertisers. 


PROOF COIL CHAIN. ‘¢- 














MacBurney New President 
of New York Association 


Michael D. MacBurney, Barrett 
Division, Allied Chemical & Dye 
Corporation, was elected president 
of the Purchasing Agents Associa- 
tion of New York at the June 16 
meeting, held in the Builders Ex- 
change Club. 

Other new officers of the associa- 
tion for the 1953-1954 year are: 
Stanley W. MacKenzie, United 
States Rubber Company, first vice- 
president; Edward M. Krech, J. M. 
Huber Corporation, second vice- 
president; Edward B. Fielis, treas- 
urer. Members of the executive com- 
mittee named are: for three-year 
term — Claire W. Goodman, Union 
Carbide & Carbon Corporation; Wil- 
liam F. Rae, The Mennen Company; 
for two year term — Frederick C. 
Esser, Westinghouse Electric Corpo- 
ration, Lamp Division. 

Guest speaker at the annual meet- 
ing was James E. Gheen, writer and 
humorist, who was the featured 
speaker at the N.A.P.A. annual ban- 
quet in 1948. Mr. Gheen’s topic was 
“Much To Do About Something.” 
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Youngstown Association Sees 
Films on Jet Propulsion 


A regular meeting of the Youngs- 
town District Purchasing Agents 
Association was held at the Youngs- 
town Club on May 26. Feature of 
the evening was the presentation 
of two films, “Jet Propulsion” and 
“The Jet Story.” Both films were 
shown through courtesy of the Gen- 
eral Electric Company. R. K. Arndt, 
G. E. sales manager at Cleveland, 
and R. L. Alexander, of the com- 
pany’s Youngstown office, were 
present at the showing. 
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Gulf Coast Association 
Makes Plans For Barbecue 


The extension of terms of office 
from six months to one year and 
the preparation of plans for a bar- 
becue to be held in July high- 
lighted the April meeting of the 
Gulf Coast Purchasing Agents As- 
sociation. 

Prior to the meeting, members 
toured the San Antonio Machine 
and Supply Company warehouse 
and shops. They then had dinner 
and held their business session at 
the warehouse. Harold Grove, pur- 
chasing agent for San Antonio 
Machine and Supply Company, was 
chairman of the meeting. 








KEEP THINGS RUNNING SMOOTHLY 
OlL WITH AN EAGLE O/LER! 





“For years and years 
% EAGLE 
Welded Steel 
Bench Oilers 
have served 
Industry 
efficiently—” 





They are durable—one 
piece body. Bottom 
and body electrically 
welded together elimi- 
nates solder. Available 
with either straight, 
bent or flexible spouts 

all interchangeable. 





“for a 
precision pump oiler 
you can’t beat the 
EAGLE *66” 







Brass spark-proof all- 
purpose oiler. Easy to fill— 
not necessafy to remove 
pump mechanism to fill. A 
real super oiler that has 
many uses in industrial 
plants. 


"and for handling 
flammable liquids, here’s 


a SAFETY CAN that’s | 
really safe!” 





The new Eagle Safety 
Can (listed and 
labelled by Under- 
writers’ Laboratories, 
Inc.) has exclusive 
Eagle features which 
combine conven- 
ience and efficiency 
for plant and personnel. 


ORDER FROM YOUR DISTRIBUTOR 





Eagle Products are also available in Canada 





MANUFACTURING COMPANY ¢ Wellsburg, W. Va. 
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The rope won't suffer long. First the stretch. then the “bang” as it breaks. Tough on the rope—but it gives us vital information! 


Check and test...check and test 


In the making of Bethlehem wire rope, quality control 
is a fundamental point. It is a factor as basic as proper 
design; it is the core, the heart, of our careful manu- 
facturing methods. 

Throughout this program of quality control, many 
different tests are employed, for no single test will 
suffice. The one shown here is an excellent example 
—one that is cruel to the rope but that yields vital facts. 

Offhand, you wouldn't think that any machine coald 
possibly break that big, stout Bethlehem rope. It is 
made of tremendously strong steel wires, and it will 
lift or support many tons. Yet the machine pictured 


can break the rope in a matter of seconds. Object: to 
establish the ultimate tensile strength of the rope. 

This rigorous treatment is all part of our overall 
formula. From open hearth to finished rope, it’s check 
and test, check and test. Nothing is left to chance. 
Because of this attention to detail, you can depend 
upon Bethlehem rope to do the job expected. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlebem Steel Export Corporation 


When you think WIRE ROPE... think BETHLEHEM 
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Unusual Care... 


On an Oklahoma farm this cow 
bawls loudly when separated 
from the lamb, and the lamb re- 
fuses to associate with other 
sheep! 


RTE OF cee 


for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


» Unusual care is what you want... and what you get when you move 
personnel the safe, easy Mayflower Way. In long-distance moving that 
means extra-protection, extra-precaution, extra-attention to every detail. 
Mayflower has standardized into its service—and in many cases pioneered 
—more major refinements in long-distance 
moving than any other carrier. For instance, 
Mayflower was the first, and is still one of 
the very few movers, to remove tail gates 
from all its vans. Thus everything has to ride 
inside the van ... safe from dirt and weather. 
That’s why it will pay you to call your local 
Mayflower representative whenever you have 
| ———— | personnel to move. 


are no tail gates on Mayflower vans 
everything rides safe inside! 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


on O8 a Mune o> 
Guaranteed by > 
Good Housekeeping 
x hop .) 





Mayflower's organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 
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NATION-WIDE FURNITURE MOVERS _ 
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Buffalo Association Holds 
Annual International Night 


American and Canadian purchas- 
ing agents got together at the an- 
nual International Night party given 
by the Purchasing Agents Associa- 
tion of Buffalo, May 13 in the Hotel 
Niagara, Niagara Falls, N. Y. The 
party got underway with cocktails 
at 6 p.m. followed by dinner at 7 
p.m. and entertainment by the Bell 
Aircraft Choral Association. 

J. Frank Stephenson, assistant 
general manager and director of 
purchases, Kraft Containers, Ltd., 
was the featured speaker. He spoke 
on “How Our Family Has Grown,” 
and discussed the growth of Canada 
and its relationship to the United 
States. Mr. Stephenson is vice presi- 
dent of District 5 of the National 
Association of Purchasing Agents. 

The annual election meeting of the 
association was held at the Hotel. 
Sheraton on Wednesday, June 10. 
Results will be published in the 
next issue of PURCHASING, 
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Central lowa Association 
Plays Host To Ladies 


The Ladies Night meeting of the 
Purchasing Agents Association of 
Central Iowa was held June 8 at the 
Elmwood Country Club, Marshall- 
town. The meeting got underway 
with a social hour preceding dinner 
and music was provided for dancing. 
Frank Cate was general chairman 
of the event. 

Al Soell was the featured speaker 
at the Association’s joint meeting in 
April with the Manufacturers Repre- 
sentatives Association in the Hotel 
For Des Moines. He spoke on “Pur- 
chasing and Sales Can Cooperate 
For Profit.” 

The Association was the guest of 
Amana Refrigeration, Inc., at the 
May 11 meeting. Members J. A. Noe 
and H. J. Meyer were hosts during 
a plant tour and luncheon at the 
Ox Yoke Inn. 

A. W. Baldock, past president of 
the Association, has been elected 
vice president of District 3, N.A.P.A. 
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Toledo Association Visits 
Paper Company’s Plant 


Members of the Toledo Purchas- 
ing Agents Association were guests 
of the River Raisin Paper Company 
at a plant visit on May 28. The af- 
fair started with refreshments and 
a buffet dinner at the Monroe Golf 
& Country Club. The plant was 
visited following dinner. 
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1¥''-18 Flat Head 
Silicon Bronze Wood 
Screw. One of 7,000 
Stock Items. 


end corrosion 


with HARPER 


everlasting fastenings 


From the day the equipment you manufacture leaves your 
plant, corrosion begins its work of destruction. It may be 
slow if atmospheric conditions alone are encountered, or 
rapid if salt spray, caustic chemicals or acids affect its operation. 

Many manufacturers find that the small additional cost of 
corrosion-resistant fastenings is good insurance on their 
equipment. Fastenings of brass, silicon bronze, naval bronze, 
copper, nickel, aluminum, Monel or stainless steel last longer 
—prevent breakdown—improve appearance and salability. 

The H. M. Harper Company is the largest manufacturer 
specializing in fastenings of corrosion-resistant metals. Over 
7,000 items are carried in stock—one order to write—one 
account to keep—one bill to pay. 

There is a Harper Branch office or Distributor near you 
with stocks ready to fill your order. Consult with Harper 
metallurgists and engineers on any tough corrosion problem 
you may be facing. 


THE H. M. HARPER COMPANY 
shigh Avenue, Morton Grove, Illinoi 
8224Lehigh Avenue, Morton Grove, Illinois BRASS 
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HARPER 
EVERLASTING FASTENINGS 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS 


Jury, 1953 Please mention PURCHASING Magazine when writing to advertisers. 203 












ot on Wbditaiste cick ee 


Sewn Valve 











Sewn Open Mouth 





e& i . . 
Sepentions to meet 


i 























General Offices — 
St. Louis 2, Mo. 
Sales Offices in 
Principal Cities 





Pasted Valve 





Please mention PURCHASING Magazine when writing to advertisers. 











Geyer Chosen President 
of Dayton Association 


Joseph R. Geyer, Sheffield Corpo- 
ration, was recently elected presi- 
dent of the Purchasing Agents 
Association of Dayton. 

Named to serve with him during 
the coming business year were: T. 
R. Thompson, Allison-Aeroproducts 
Division, General Motors Corpora- 
tin, first vice-president; R. F. Isen- 
hart, Dayton Power & Light Com- 
pany, second vice-president; E. A. 
Droesch, Price Brothers Company, 
secretary; L. E. Askins, Gebhart 
Folding Box Co., treasurer; H. L. 
Williams, Monsonto Chemical Co., 
national director; J. F. Murray, 
Univis Lens Co., local director. 





Joseph R. Geyer 


Members of the association re- 
cently visited the plant of the Cin- 
cinnati Milling & Grinding Machines, 
Inc., described as the world’s largest 
manufacturer of machine tools. The 
association chartered a luxury 
cruiser for the trip to Cincinnati for 
the afternoon and evening visitation. 
Members of the Sinclair College 
course in purchasing also attended. 

In preparation for the meeting, 
program chairman Ted Thompson 
arranged to have the illustrated 
pamphlet, “Machine Tools”, describ- 
ing the functions and basic actions 
of machine tools, available for dis- 
tribution to the entire membership. 
Mr. Thompson also showed the Sin- 
clair College class, for which he is 
instructor, the film “Turret Lathes 
and Their Use’, prior to the plant 
visit. 

The association’s annual picnic 
and golf party was held on June 11 
at the Walnut Grove Country Club, 
on Xenia Pike, Dayton. 





CLASSIFIED SECTION 
SEE 
PAGE 334 





PURCHASING 




















TORRINGTON 


Spherical Roller Bearings 











offer you these 
basic advantages! 


@ Accurate geometrical conformity between 
races and rollers—for maximum load bearing 
capacity at all times. 

@ Inherent self-aligning feature —for continuous 
service and free-rolling even under shock loads and 
at sustained speeds. 

@ All contact surfaces precision ground from 
the finest of bearing quality steels — for minimum 
friction and maximum life under the toughest 
operating conditions. 

@ Races and rollers heat treated according to 
the most advanced metallurgical procedures 
—to insure uniform hardness in all load-bearing parts. 

@ Individual one-piece cast-bronze cage for 
each path of rollers — to eliminate roller binding 
and assure freedom of operation. 

@ Radial stability provided by land-riding cage 
and integral flange on inner race—to give 
accurate roller guiding. 

@ Unit assembly, with sturdy flange and race 


construction—for easy, economical handling during 
installation. 








@ Available from stock with either straight or ; : 
tapered bore—for shaft or adapter mounting. ; 
These advantages add up to maximum + 
performance for your bearing dollar. That’s why — 
it always pays to specify TORRINGTON i 
Spherical Roller Bearings. bl 
x 
THE TORRINGTON COMPANY (Be 
South Bend 21, Ind. . Torrington, Conn, 4% 
& Peres. ig SR oo ‘ ie F eae Fe oi 4 aw : \ 





SPHERICAL 
TORRINGTON jouzre BEARINGS 


Spherical Reller © Tapered Roller «© Cylindrical Roller eo Needle ec Ball eo Needle Rollers 
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The cost isin 
Pennies — 


=but the results 
are in Dollars! 


Never underestimate the importance of name plates on your 
roduct! Their worth is far out of proportion to . few pennies 
ey add to your costs. As the “signature” on a product, the 

ippearance of the name plate should reflect the maker’s pride; 

durability should match the quality of the product. 


N AME PLATES We have the experience, the skilled 


craftsmanship, plus the latest and 
best equipment to produce high 
quality metal plates—to provide 
standout identification at the right 
price. We produce instruction 
plates that are clearly and easily 
readable—and stay that way for the 
life of the product. Quality plates 
will pay you dividends, 















UMINUM ANODIZING 


ire equipped to apply this pro- 

e coating to aluminum parts and 
by the exclusive Alumilite a 
in a wide range of attractive 

s. Write for quotation, 


GET OUR QUOTATION 


Send a rough sketch, blue print or 
sample, with specifications, for quota- 


a tion. Or write us fully about your re- 
quirements in name plates, instruction 

Write for this plates, dials, panels, scales, etc. 

Booklet! Write for our new book, “Etched or 


Lithographe -d Metal Products of Qual- 
ity,” containing full color examples. 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 





Metal Name Plates, Dials and Panels, Etched or Lithographed * Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties * Etched Metal Panels 
for elevator and architectural uses * Coin Banks « Lithographed or Screened Plastic 
Name Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 








Jefferson Named President 
of Niagara Association 


W. W. Jefferson, Reliance Electric, 
Welland, Ontario, was named presi- 
dent of the Purchasing Agents Asso- 
ciation of Niagara District at the 
annual election of officers held re- 
cently. 

New vice-presidents are H. H. 
Mansfield, Stokes Division, General 
Tire, Welland, and L. V. McLean, 
Anthes Imperial, St. Catherines. Re- 
tiring president W. R. Clathworthy 
automatically became representative 
of Canadian Council, and W. R. 
Clark was named national director. 
L. E. Saunders, Bright Wines Ltd, 
Niagara Falls, continues as secretary, 
and W. A. Reeve, Hays Steel, Merrit- 
ton, is treasurer. Members of the 
executive committee are G. Maybee, 
Packard Electric, St. Catharines; 
K. C. Reece, Carborundum Com- 
pany, Niagara Falls; and J. Ban- 
nister, Volta Manufacturing Com- 
pany, Welland. 

Principal speaker at the meeting 
was A. S. Harrison, director of pur- 
chases of Ford Motor Company, 
Windsor. Mr. Harrison outlined the 
complete purchasing organization 
of his company. He stressed the im- 
portance of technical training ex- 
tended to young buyers for Ford. 
The color film, “Industrial Purchas- 
ing”, made available by Purchasing 
Magazine, was shown. 

The association’s annual golf party 
was held on June 11 at the St. 
Catherines Golf Club. 


. £5 


Florence Hayes Heads Women’s 
Group of Chicago Association 


The Women’s Division of the Pur- 
chasing Agents Association of Chi- 
cago installed Florence M. Hayes 
of Chicago Tool and Engineering 
Company as president at a regular 
monthly dinner meeting held in the 
Electric Club, Civic Opera Building, 
on June 11. She succeeds Helen D. 
Hoffman, Chicago Motor Club. 

Also installed were: Robbye Mc- 
Whorter, Permoflux Corporation, 
vice-president; Mary Perrie, Alco 
Gravure, Division of Publication 
Corporation, secretary; Jacqueline 
Liss, Chas. A. Stevens & Company, 
treasurer; and two new board mem- 
bers, Helen Klusendorf, Benjamin 
Wolff & Company, and Olga Shea, 
Armour Research Foundation of 
Illinois Institute of Technology. 

Guest speaker at the meeting was 
C. S. Stackpole, Eureka Williams 
Corporation, Bloomington, Ill. Mr. 
Stackpole’s subject was, “What's 
Wrong With Purchasing Agents.” 
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PLANTS IN: ST. LOUIS, MO. 
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Through Advanced Casting Techniques, 
We Help Our Customers to Better Serve 
Their Customers. 


Bronze collector rings, like these, are impor- 
tant power transmission factors in electric 
motors—such as those produced by Century 
Electric Company, St. Louis, Missouri. Making 
high speed revolutions with the armature, col- 
lector rings must be perfect, as sand inclusions, 
pits, or other flaws cause arcing, with subse- 
quent loss of motor power. 

Century Electric Company, leading manufac- 
turer of quality electric motors, generators, 
and related equipment, was aware of National 
bearing Division’s outstanding reputation for 
quality copper-base castings, using advanced 
foundry techniques and mass production. 

Century was confident we could produce, 
as specified, flawless bronze collector rings for 
use in their products. 

And their confidence was justified. 





1953 


Our modern, centrifugal, permanent mold 
technique enables us to exactly meet Century 
Electric’s specifications. This advanced foundry 
method eliminates sand molds for castings such 
as these. The bronze is tough and dense, and 
rings are cast close to size, minimizing machin- 
ing. And Century enjoys dollar savings through 
our production-run economies. 


Most important to them, however, is the 
fact that they are now providing their cus- 
tomers with equipment that includes collector 
rings of the highest quality. 


If your product requires precision-cast 
bronze or other copper-base components, it 
will pay you to investigate National Bearing 
Division. We produce copper-base castings, 
large or small, with or without machining. 
And our production-run economies will prob- 
ably save you money. 

Write National Bearing Division for full 
information and your copy of our catalog. 


NATIONAL BEARING DIVISION 


4940 Manchester Avenue «+ St. Louis 10, Mo. 
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GRIPS TIGHTER 


Orange Core’'s weld-like grip holds under 
severe handling and climatic conditions. 
Supple-izing* puts thousands of tiny cracks 
in the heavy adhesive, so it instantly mois- 
tens deep—not just at surface. It seals your 
cartons with a weld-like bond that won’t 
pull loose. Small wonder Orange Core is 
the world’s largest selling gummed tape. 
Mail coupon for money-saving folder. 


CORE 


GUMMED SEALING TAPE 






CONSISTENTLY SUPERIOR 


i 


A product of HUDSON PULP & PAPER CORP. | 


Dept. 212 505 Park Ave., New York 22, N.Y. 







"Copyright 
SEND FOR FREE FOLDER 
HUDSON PULP & PAPER CORP. 






| 


Dept. 212 505 Park Ave., New York 22, N.Y. 
Send me “How to make your shipping dollars go 


further!’ telling ways we can save money with 
Orange Core. 

















Did you know? | 
/ 


Gummed Tape is the 
only closure that 
guards carton corners! 


During shipment, the exposed 
corners of your carton usually 
take the most punishment. 
Your carton literally “leads 
with its chin.’’ 

When you seal with 
Gummed Tape, however, you 
bond a reinforcing thickness 
of heavy kraft over ali 8 cor- 
ners. This tough, rub-resistant 
armor helps absorb the shocks 
of shipping. It never interferes 
with the natural resiliency of 
the corrugated board. Every 
seam is tightly sealed against 
dirt. 

Gummed Tape gives protec- 


_ tion where you need it most 
.+.is the only form of closure 


that does so much for so little. 


: 
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Los Angeles Association 
Elects Reynolds President 


William T. Reynolds, Los Angeles 

Transit Lines, recently elected 
president of the Purchasing Agents 
Association of Los Angeles, was 
installed at a regular meeting of the 
group on June 9. 
- Other new officers of the associa- 
tion for the coming business year 
are: David L. Wilt, University of 
California-Los Angeles, first vice- 
president; John R. Hairgrove, Braun 
Corporation, second vice-president; 
E. Benton Long, United States Lime 
Products Corp., director; S. H. 
Bellue, Hughes Aircraft Company, 
Culver City, director; Burt M. Pul- 
ver, Barker Bros. Corporation, sec- 
retary; Frank D. Lortscher, Signal 
Oil and Gas Company, national di- 
rector. Arthur Baker is executive 
secretary of the association. 


 @-78 


Winston Bunnell to Head 
Oregon Association, 1953-54 


Winston S. Bunnell, Oregon Steel 
Mills, was recently elected president 
of the Purchasing Agents Associa- 
tion of Oregon. He succeeds Don J. 
Tenney, Crown Zellerbach Corpora- 
tion, who is now national director. 

Other new officers are: Harold E. 
Bloyd, Roberts Motor Company, first 
vice-president; Russell Wetherell, 
M. & M. Woodworking Company, 
second vice-president, a newly 
created office under the association’s 
revised constitution; Arlow J. Webb, 
Stauffer Chemical Company, sec- 
retary; M. S. Miksch, Pacific Power 
& Light Company, treasurer. Trus- 
tees are: Lew C. Barnes, General 
Petroleum Corp.; Leonard Clark, 
Holman Transfer Company, and 
Merritt L. Simmons, Portland Trac- 
tion Company. 
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Twin City Association 
Has Annual Summer Party 


The annual summer party of the 
Twin City Association of Purchasing 
Agents was held at Bayport, Minne- 
sota, on Friday, June 5. The Ander- 
sen Corporation, manufacturer of 
wood windows, played host to the 
group. 

Following a visit to the Andersen 
plant, members of the association 
and their ladies went to the White 
Pine Inn in Bayport for cocktail 
hour and dinner. A door prize and 
a corsage were presented to every 
lady attending. 
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Here's why 


PREST-0-WELD 


TRADE-MARK 


Blowpipes cost 
$0 little to 

use and 
maintain 










- SELF-SEATING VALVES 
y with lifetime solid ring 
7 packing, designed for pre- 
cise adjustment of valve 
drag. Stainless steel ball in 
stem reseats scored valve 
seat when valve wheel is 
turned tightly. Saves re- 

pair costs. 





/ HANDLE ASSEMBLY includes: 

Wear-resistant bronze front body with recessed seats 
for protection against damage. Heavy-walled seamless 
tubes rigidly anchored against hard use. Coiled oxygen 
tube suppresses flashbacks. Pressure forged brass valve 
body for strength without bulk. Built throughout for extra 
long, trouble-free service. 


O SLIP-FIT ‘‘O’’ RINGS 
eliminate critical metal-to-metal gas seals between 
head and handle. Are easily replaced after long life. 
Replacements cost pennies instead of dollars. 





INDIVIDUAL MIXER 

in each head delivers perfect gas mixture for easiest 
and best work. Improved disk-type design resists flame 
pops and backfires, eliminates burnouts, and reduces 
maintenance time and cost. 





SWAGED, PURE COPPER TIPS 

have mirror-smooth internal passages for stream-lined gas flow 
which contributes to flame stability. Timesaving, quick-change weld- 
ing heads snap in and out of handle; no wrench is needed. 





The Prest-O-Weto W-122 Blowpipe (illustrated) is for all-purpose 
welding and heating of any metal from 32-ga. sheet to plate or 
castings 1 in. and over in thickness. Available with your choice GET IT FROM YOUR 


of standard welding heads in 13 sizes and multiflame heating 


heads in 3 sizes, all of the snap-in type. All heads have an amazing LINDE 
resistance to flashbacks, flame pops, backfires, and burnouts. Ask 

your jobber for a demonstration now, or for further information, write B 

to LINDE AIR PRODUCTS COMPANY, a Division of Union Carbide JOBBER 


and Carbon Corporation, 30 East 42nd Street, New York 17, N. Y. 


“Prest-O-Weld” is a registered trade-mark of Union Carbide and Carbon Corporation. 
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> Hack & panel 
Connectors .. 


Meet requirements for 


SIZE... TYPE.. CAPACITY! 





HHB is proud of its many assignments. 
during past years to design and manufac- 
ture hundreds of types and sizes of rack 
and panel connectors for specific applica- 
tions in electronics. 

We invite you to become acquainted 
with HHB skill and craftsmanship! Ask for 
the new catalog that has many illustrations 
of HHB products. 


CONNECTORS—CABLE ASSEMBLIES & COMPONENTS 
for America’s electronics industry. . . 











H. H. BUGGIE 
And Company 


TOLEDO 4 





Sales Engineers in All Principal Cities 





TenneVa Association In Joint 
Meeting With Traffic Club 


A joint meeting of the TenneVa 
Purchasing Agents Association and 
the Appalachian Traffic Club was 
held at the Country Club, Johnson 
City, Tenn., in May. 

The meeting featured a discussion 
of import-export problems. E. M. 
Ilzhoefer, purchasing agent for Esso 
Export Corporation, New York, 
N. Y.; O. B. Cloudman, Gulf traffic 
manager for Alcoa Steamship Com- 
pany; and John §S. Correll, in charge 
of the International Trade Division, 
Regional Office, U. S. Department 
of Commerce, were guest speakers. 
They discussed various phases of 
import and export business, methods 
of payment, effect of changes in 
tariff rates on trade with other coun- 
tries, and other interesting points in 
the import and export business. 
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Central Michigan Assn. Has 
Golf Tourney, Installation 


The Purchasing Agents Associa- 
tion of Central Michigan combined 
a golf tournament and the installa- 
tion of recently’ elected officers at 
its June 16 meeting in the Charlotte 
Country Club, Charlotte, Mich. 

A wide variety of events and nu- 
merous valuable prizes featured the 
afternoon golf program. The dinner 
meeting was held in the evening, in 
the clubhouse. 

New officers of the association for 
1953-1954, installed at the meeting, 
are: Richard H. Carter, president; 
Gerald L. Hoddy, first vice-presi- 
dent; Malcolm R. Stuart, second 
vice-president; Lyman C. Schafer, 
treasurer; Ron E. Weger, secretary. 


t =.= 


Miniature Inform-A-Show 
Presented By Georgia Ass’n. 


A miniature inform-a-show was 
presented at the April meeting of 
the Purchasing Agents Association 
of Georgia at the Georgia Institute 
of Technology. 

A. Camp, Southern Scientific 
Company spoke on Pyrex pipe and 
its applications for corrosive chemi- 
cals. 

A new plan was adopted by the 
program committee to allow any 
member five to 15 minutes to dem- 
onstrate or display any new item 
which might be of interest to other 
members. Future meetings will be 
held at the Shrine Mosque Red 
Fez Club. 
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LET CONTINENTAL PROVIDE PACKAGES 
for your defense products 


Continental offers— 


More than 500 sizes and styles of standard cans in regular production. 
Facilities for designing new packages for unusual needs. 
Choice of lining materials... non-rusting, non-reflecting military coatings. 


Wide selection of fibre drums and metal containers for bulk products. 





Prompt deliveries from plants strategically located throughout the U. S. 


CHECK CONTINENTAL FOR TAILOR-MADE PACKAGE SERVICE 











CONTINENTAL CAN COMPANY 


CONTINENTAL CAN BUILDING ® 
100 EAST 42ND STREET © NEW YORK 17, N. Y. 


E 


Eastern Div.: 100 E. 42nd St., New York 17 « Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
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POWER 
UNLIMITED 


with featherweight 


You’re not limited to ampere ratings 
nd voltages with air power. MALL 
neumatic tools let you pour on the 
power shift after shift. Lightweight 
MALL air tools eliminate worker 
igue—boost production. Choose 
m among many styles and sizes of 
TP 


Angle Drills impact Wrenches 


Straight Drills Grinders 
Polishers Nut Setters 
Disc Sanders Screwdrivers 


ctured above—No. PG-K-1030L— 
‘Midget’ collet die grinder. 


GET YOUR 
FREE COPY 
OF THE 
1953 MALL 
PNEUMATIC 
TOOL 
CATALOG 





MALL TOOL COMPANY 


7791S. Chicago Ave., Chicago 19, Ill. 


nd me the 1953 MALL Pneumatic 
ol catalog. 





npany 
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K. H. Searle Elected President 
of Utah Association 


At the recent annual meeting of 
the Purchasing Agents Association 
of Utah, held at Temple Square 
Hotel, Salt Lake City, K. H. Searle 
was elected president for 1953-1954. 

Other new officers of the associa- 
Kenneth W. Yeates, vice- 
president; Elwood G. Bywater. sec- 
retary: Gordon O. Richards, treas- 
urer; Gordon Burt Affleck, national 
director. On the board of directors 
are: Charles B. Bartlett, Grant A. 
Foulger, D. Brad:ey Wilde, and Glen 
E. Youngberg. 


tion are: 
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P.A. Qualifications Discussed 
At Elmira Association Meeting 


A panel discussion between two 
buyers and two salesmen on “The 
Qualifications of a Good Buyer” 
was held at the April meeting of 
the Elmira Area Purchasing Agents 
Association in the Mark Twain 
Hotel. The buyers were repre- 
sented by John Allen and R. Camp- 
bell, and the salesmen were repre- 
sented by Walter R. Kurtz and Wil- 
liam B. Moore. Robert Rock was 
moderator. 


. ¥ FF 


Harry Berry, Former Member, 
Addresses Fort Wayne Ass’n. 


The Fort Wayne Association of 
Purchasing Agents heard a talk by 
Harry A. Berry, a former member 
of the group and one of its organ- 
izers, at its April meeting at the 
Chamber of Commerce. Mr. Berry, 
who now serves as a national direc- 
tor of the Kalamazoo, Mich., 
N.A.P.A. group, discussed ‘“You— 
Your Job—Your Association.” 

Frank G. Griffith, vice president 
of the Fort Wayne Association, pre- 
sided. 
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Plant Visits, Golf Featured 
At Syracuse Assn. Meeting 


A regular meeting of the Purchas- 
ing Agents Association of Syracuse 
and Central New York was held at 
Statler Hall, on the Cornell Uni- 
versity campus, on June 25. 

Preceding the evening meeting at 
Cornell, members of the association 
had two plant visits and played golf. 
The plant visitations were at the 
Morse Chain Company and the add- 
ing machine division of The National 
Cash Register Company. Luncheon 
and golf followed at the Ithaca 
Country Club. 





Precision 
Engineered 
for Top 


Performance 
by 


OVER 4000 TYPES OF 
CASTERS & WHEELS 
FOR EVERY USE! 


DARNELL CORP, LrD, 
DOWNEY, (LosAngeles County) CALIF. 


uy oo 


60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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| No, he doesn't know 
i them all like a book... 


but. @@ there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know 

“from cover to cover.”” That phase has to do with 
helping their customers make the most out of 
steel equipment in terms of savings in time, 

labor and money. 

A highly diversified line of more than 1500 
standard Lyon items enables Lyon Dealers to meet 
the varying needs of business, industry and 
institutions—better. A very few typical products 
are shown below. 



















Lyon also has facilities for special contract work. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 733 Monroe Avenue, Aurora, Illinois 


ott 


Dealers and Branches in All Principal Cities” 





STEEL EQUIPMENT 














for BUSINESS- INDUSTRY: INSTITUTIONS 
STEEL KITCHENS ¢ fo THE HOME 



































A PARTIAL LIST OF LYON STANDARD PRODGErTS 


Shelving Kitchen Cabinets © Tool Toters Economy Locker Racks © Displa Assos ment ® Filing Cabinets ® 
Lockers Cabinet Benches e Bar Racks New Freedom Kitchens © Flat Drc Files ® Folding ¢ . 
Stools Storage Cabinets © Tool Boxes ® Revolving 8 $ ° k Benches © Draw 
Bin Units Drawing Tables . ® Hanging Cabinets © Bench | ° 


Todlroom Equipment 


Parts Cases Wood Working Benches 
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Republic 





WIRETEX 





AIR HOSE 






















ance is an asset. 


modern conductor 
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SINCE 1901 
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AND move? 


"Quality Hose Builders for More Than 50 Years’’ 





INDUSTRIAL 






RUBBER 
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...and there’s a NEW 
ECONOMY LENGTH 


WIRETEX, combining the strength of steel 
with the flexibility of rubber, brings you 
economical hose performance. Republic 
WIRETEX Air Hose easily handles air pres- 
sures up to 2,000 psi — and is ideally suited 
to work on less rigorous jobs, too, where 
extra service life and trouble-free perform- 


Republic WIRETEX is NEW —a truly 
internally reinforced 
with high tensile wire. It’s easy to handle, 
unbelievably tough and long lasting. 
What's more, Republic WIRETEX is built 
in 60-foot Economy Lengths. You save 
money when you buy Republic WIRE- 
TEX; time and money when you use it! 
Get the facts today! Republic WIRETEX 
Hose is available in all standard (%” 
to 2” inclusive) sizes. 


Your local Republic Dis- 
tributor can help you plan, 
select, apply and maintain 
any Product of Industrial 
Rubber. If he is not listed 
in the yellow section of 
your telephone directory, 
write us for his name and 
address. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


PRODUCTS 





Florida Association Holds 
Two-Day Spring Meeting 


Talks on public relations and 
“Purchasing Department Records 
Problems,” concluded the spring 
meeting of the Purchasing Agents 
Association of Florida held recently 
at the Hotel George Washington. 
Approximately 75 members at- 
tended the two-day session. 

Charles G. Hays, local Chamber 
of Commerce manager, stressed 
good public relations, and H. C. 
Becker, Remington Rand repre- 
sentative, spoke on the demon- 
strated record problems and solu- 
tions involving stock control and 
follow-up of purchase orders. 

President Jack S. Reaves an- 
nounced that the Association will 
hold its summer meeting in the St, 
Petersburg Gulf Coast area, July 
16-18, with a seminar on purchas- 
ing through cooperation of the Gen- 
eral Extension Division. 
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B. C. Association Holds 
“Members Night” Meeting 


An open forum discussion fea- 
tured the recent “Members Night” 
meeting of the Purchasing Agents 
Association of British Columbia, 
held in Vancouver. The three main 
topics discussed by members present 
were education programs, and the 
magazine. A film on the 1952 Grey 
Cup Football Final was also shown. 

A cruise for the executive com- 
mittee on Howe Sound was held on 
the yacht “Yorkeen” on May 15. 
John Orrange, president of the as- 
sociation, played host through the 
courtesy of his employer, F. S. 
McKeen, managing director and G. 
B. McKeen, director, Straits Towing 
Ltd. and associated companies. 
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Fort Worth Meeting 


A regular meeting of the Purchas- 
ing Agents Association of Fort 
Worth was held on Tuesday, June 
9, at the Worth Hotel. Past presi- 
dents of the association were hon- 
ored guests at the meeting. A report 
on the national convention at Los 
Angeles was presented. 


S fF 


New Castle Association Has 
Annual Golf and Dinner Party 
The annual golf and dinner party 

of the Purchasing Agents Associa- 
tion of New Castle was held at the 
(Please turn to page 222) 
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as- Protect precision steel parts during shipment and 


ort 
ine storage with the proper Gulf Rust Preventive. 
Sl- 
po From the complete Gulf line of quality rust pre- 
Fae ventives, you can select the proper type to meet 
your every requirement, such as the type of steel, 
length of time for which protection is required, 
conditions of storage or shipment, methods of 





6 application, and ease of removal. GULF OIL CORPORATION 
ty Gulf Rust Preventives are of uniformly high GULF REFINING COMPANY 
rty quality, and Gulf Sales Engineers are well quali- _pittsBURGH 30, PENNSYLVANIA 

via- fied to make proper recommendations. You'll find 

the Gulf a good company to do business with. Write, 


wire, or phone your nearest Gulf office today. 
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it pays to 
. BUY FROM 
; - U.S.G. 





Quality and service being equal, you can always get the 
best price from the leader in the industry. 


When you buy from U.S.G.—whether it’s gaskets or pack- 
ing, Teflon* or Kel-F' Stock or fabricated parts, electronic 
components, mechanical components or any other of the 
multitude of products the United States Gasket Company 
manufactures—you can be sure of the right price com- 
mensurate with quality and service. 


You profit from more years of experience in the fabrication 
of Fluorocarbon products and the “Know-how” gained 
through pioneering the application of these materials for 
countless purposes throughout industry. 


You profit from the most modern specialized facilities for 
rapid low cost production, and a world-wide sales engineer- 
ing organization at your service. 


*du Pont Trademark tW. M. Kellogg Trademark 


UNITED | FLUOROCARBON “ 
STATES PRODUCTS DIVISION 
GASKET CAMDEN 1, NEW JERSEY 


Representatives in Principal 
feaey Ee. md Cities Throughout the World 
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(Continued from page 218) 


New Castle Country Club on Wed- 
nesday, June 24. 

The dinner meeting was held in 
the evening in the club house. Wil- 
liam R. Lantz, N.A.P.A. vice-presi- 
dent for the Sixth District was the 
guest of honor. Newly elected of- 
ficers of the association were in- 
stalled at the meeting. 
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Two Color Films Shown At 
Dallas Association Meeting 


Two 16 mm. sound-color films 
entitled “Utility Unlimited” and 
“Mercy As Rotary Wings” were 
shown by Bell Aircraft Corporation 
at the May 14 meeting of the Pur- 
chasing Agents Association of Dallas 
in the Melrose Hotel. 

Reports on the N.A.P.A. conven- 
tion were given at the Association’s 
June 11 meeting and on June 26, 
members visited the Lofland Steel 
Company plant. 
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Announce Standard Unit 
Rectifiers, 3 KW to 50KW 


American Rectifier Corporation 
95 Lafayette St.. New York, N. Y., 
has announced that it now has 
available from stock standard unit 
rectifiers, from 3 KW to 50 KW. 
American says the elimination of 
delays involved in custom building 
will be welcomed by users who want 
to keep their d-c equipment work- 
ing on a-c while retaining a!l the 
advantages of direct current equip- 
ment. 

Designed to convert a-c to d-c 
at the flick of a switch, the rectifiers 
can produce anything a motor gen- 
erator set can. Because of the ab- 
sence of brushes, bearings, founda- 
tions, rotating windings, glass or 
metal tubes, they give trouble-free 
operation and almost unlimited life, 
the company states. 


v's 


Kit Offers Information On 
Polyethylene Drum Liners 


A complete kit of information on 
the use of polyethylene drum liners, 
including the new circular bottom 
liner and the flat liner, is available 
from Mehl Mfg. Co., 2057 Reading 
Road, Cincinnati 2, Ohio. The kit 
includes samples and technical data. 
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SIZE 
IDENTIFIED 


ASSEMBLY 
SIMPLIFIED 


The Only 


SIZE-MARKED GEAR GRIP 
SOCKET HEAD CAP SCREW 


The size is clearly incised on the head, 
can be seen at a glance. It prevents errors 
by “green” workers, helps veterans also 
to speed assembly. It saves time and 
wasted screws when sizes get mixed up. 

It’s a sales feature for your product. 
Your customers’ maintenance men will 
like the Size-mark . .. it aids them in 
reassembling after servicing. Gear Grip 
prevents slips, speeds work, even when 
fingers are oily. 

Since there is no better Socket Head 
Cap Screw made, why not get these im- 
portant extra features offered only by 
P-K? Ask for samples. Parker-Kalon 
Corp., 200 Varick St., New York 14, N.Y. 


REMEMBER 


iF it’s 





Pale mame 
° 


Sold through 
Industrial 
Distributors, 
the Supply 


— (ll fry” SOCKET SCRE 
that serve you 





CAP FLAT HEAD BUTTON HEAD SHOULDER SET 


HEX KEYS 
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FOR ANY TYPE SOCKET SCREW— 
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One of America’s largest and most 
famous mass-producers recently chose Ames as preferred source of 
supply for indicator gauges. 

The reasons behind this decision are the very reasons why you 
should standardize on Ames dial indicators and dial gauges: — the 
Ames “Hundred Series” indicators available in four sizes, fit 
every measuring requirement; they are accurate, sensitive, low 
in friction, yet are rugged and tough —give more on-the-job 
time. All Ames products embody latest design and 
highest-quality materials; they are manufactured 
by methods and machines that are exc/u- 
sive with B, C. Ames Co. 





Ames 
Amplifying 
Dial Comparator 
No. 26 






Ames 
| Depth Gauge 
No. 11C 


Ames 
Dial Micrometer 
& No. 317 of Catalog No. 58 


Send today for your free copy 


reSEN be eS UF 31 Ames Stree 
ae” B.C. AMES CO. 24mm 


Waltham 54, Mas 





Migr. of Micrometer Dial Gauges e Micrometer Dial Indicators 
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Coating Prevents Aluminum From 
Soldering to Steel 


Pure aluminum has a pronounced 
tendency to “solder” to steel. Once 
this has occurred, the steel corrodes 
rapidly. Acheson Colloids Com- 
pany, Port Huron, Mich., has a 
product “Aquadag” which can be 
applied as a coating to steel molds 
for aluminum casting so as to elimi- 
nate the tendency of the alumi- 
num to solder. The coating is a dis- 
persion of colloidal graphite in 
water and can be applied to molds 
by spraying, painting or dip-coat- 
ing. It forms a dry lubricating film 
on the mold. 





A new two-piece telescopic box 
has been employed by Atlas Screw 
& Specialty Co., 450 Broome St., 
New York, N. Y., to package its 
products for easier stocking and 
handling. Each container has a col- 
orful, easy to read label with sizes 
and specifications printed in extra 
large letters for quick selection 
from inventory. 
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Silicone Rubber Effectively 
Seals at 100° Below Zero 


General Electric Company, Pitts- 
field, Mass., states that a new sili- 
cone rubber, believed to be the 
world’s most cold resistant elas- 
tometer, is improving flying condi- 
tions in the thin upper atmosphere 
where military aircraft often en- 
counter temperatures lower than 
100 degrees below zero. 

Access and escape hatches of 
Globemaster military transports are 
now being tightly sealed against air 
leaks by a new type of gasket made 
from the silicone rubber, which re- 
mains flexible after long exposure 
below minus 120 F. The fact that 
this new silicone compound does 
not stick to metal after long in- 
activity is an important safety fea- 
ture on seldom-opened escape 
hatches. 
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“U.S” V-Belt engineer 


eliminates 51 sizes 


from customer’s stockroom! 


= 


a 


(above) U.S. V-Belts 
on a horizontal mill- 
ing machine. 







(left) U.S. V-Belts on 
a vertical milling ma- 
chine. 


(below) Chart shows 
reduction of V-belts 
in customer’s 2 plants 
after survey by 
“U.S.” engineer. 























PLANT 1 PLANT 2 TOTAL 
Pre- Post Pre- Post Pre- Post 
‘ ee sur- Sur- sur- Sur- sur- Sur- 
U.S. V-Belt installations on a double-crank form press. vey vey vey vey vey vey 
No. V-Belt Drives 1084 1084 308 308 1392 1392 
love's what the Plant Maintenance Manager said: “Stocks have No. V-Belts 3103 3103 757 757 3860 3860 
been simplified ...and the ordering of replacement parts has been No. V-Belt Sizes 152 109 8 70 169° 118° 
made much easier.” With U.S. Rainbow® V-Belts, 51 sizes were elimi- No. Sizes Eliminated 43 15 si* 
nated—a saving of 30.2%. This was the result of a survey made by Percent Decrease In 
a U.S. Rubber engineer in two plants of a leading aircraft manufac- No. Sizes Used 28.2% 176% 30.2% 
turer. So impressed was the customer by the thoroughness of this *Duplicate sizes in each plant not counted in this total. 
“U.S.” engineering service that he has invited “U.S.” to make a : 
Packings Survey. “U.S.” Research perfects ets 
“U.S.” has the largest collection of V-Belt molds in the world and “U.S.” Production builds is 
can fill any requirement. “U.S.” engineers do not believe their job U.S. Industry depends on it. 





stops when the sale is made. You will find them constantly helpful 
in belt service and selection. Call them at any of our 25 District 
Sales Offices or write to address below. 


UNITED STATES RUBBER COMPAN Y 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings + Mats and Matting 
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»s5)-STEEL WASHERS 


&. for ALL REQUIREMENTS 










A DEPENDABLE SUPPLIER 
FOR 39 YEARS... .. 


Fit yourself for a halo and keep production rolling 
when you go to dependable Joliet for standard 
and special washers. Thousands of special dies 

many shapes and forms, 9/32” to 8” O.D., 
jauges No. 28 to ¥”. A variety of finishes avail- 
to meet your special needs, including: 
Electro-plating, Galvanizing, Parkerizing and 
Cyanide hardening. 


AFTER ALL! THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 


Your emergency 
requirements are 
our special concern 















203 CONNELL AVE. 
JOLIET, ILLINOIS 



























m Buy with 


HARRISBURG STEEL q 
. 


;CONFIDENCE! 


Yes, buy with confidence when you 
need cylinders for the storage or 
transportation of fixed, liquid, and 
medical gases in your plant...and 
buy from Harrisburg Steel, pioneer 
and world’s largest manufacturer of 
seamless steel high-pressure gas 
cylinders made to I.C.C. Specifications. 


Harrisburg Steel offers you the choice 
of a complete line, a complete range 
of sizes and capacities, in both 
domestic and export types... from 
14 to 400 cubic feet. Orders from a 
few dozen to several thousand 
cylinders all receive prompt atten- 
tion. Write for our Cylinder Catalog 
and current prices. 


(51) Years in Pennsylvania's Capital / 


arrisburg Steel 


CORPORATION HARRISBURG 19 
PENNSYLVANIA 
















tS 


HARRISBURG CYLINDERS 
FOR HIGH-PRESSURE GASES 


eS 
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Interior Packaging Material 
Protects Fragile Products 


A new general-purpose interior 
packaging material has been intro- 
duced by Kimberly-Clark Corp. 
Neenah, Wis. It is designed to meet 
the demand for a general-purpose 
packaging element for use by manu- 
facturers of fragile and frangible 
products. It is available in a com- 
plete selection of standard backing 
papers. Called KimPak—Type 301, 
it comes in rolls from 2” to 60” 
widths, and may be ordered plain 
or embossed—the latter without up- 
charge. 

The new material is claimed to 
be clean, soft, non-staining, com- 
pletely free of abrasive material 
and provides excellent packaging 
protection. All railroad and govern- 
ment packaging specifications have 
been complied with in the new ma- 
terial. 


$ £4 


Monsanto Chemical Extends 
Centralized Purchasing 


Procurement of all materials and 
services for the headquarters of 
Monsanto Chemical Company, St. 
Louis, Mo., as well as for the Mer- 
chandising and Overseas Divisions, 
has been made the responsibility of 
the company’s central purchasing 
department. In making the an- 
nouncement, V. P. Clayton A. 
Wolfe, director of the Purchasing 
and Traffic Dept., said the central 
purchasing department could also 
extend its function of purchasing 
equipment, materials and services 
used in common by the company’s 


six “operating divisions. J. W. Schin-— 


zing, who has been a _ purchasing 
agent for Monsanto since 1922, will 
transfer to the central purchasing 
department from the purchasing de- 
partment of the company’s Organic 
Chemicals Division. 


FoF 
Industrial Tape Dictionary 


A convenient pocket sized tape 
number dictionary gives quick, 
easy identification of pressure 
sensitive tapes. Hundreds of tape 
numbers are listed in sequence 
with the manufacturer’s name. For 
each tape there is included a de- 
scription of its construction. This 
information, compiled in one book- 
let, is an excellent aid in deter- 
mining the right tape for a specific 
job. It can be obtained by sending 
25¢ in coin to Polyken Industrial 
Tape, 222 W. Adams St., Chicago 6, 
Ill. Order by number—P3-4. 
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The child cooped in his playpen is held to 























































































iW close limits for his own safety and health. 

y" Midwest Welding Fittings are held to close 

in 

a limits to save you time and money on your 

7 welded piping. Because of their exceptional dimensional 

te) 

e. ' accuracy and uniformity (see below), all pipe can be ; 

al \ cut in advance according to drawings with assurance” 

! ¢ % 

. J of accurate fit. Welders do not have to spend costly 

e | time struggling to line up fittings and pipe. Welding 

. proceeds rapidly and economically with no time-wasting 
compensation for inaccuracies. It will pay you to specify 
“Midwest” the nex? time you order welding fittings. 
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: Main Office: 1450 S. Second St., St. Louis 4, Mo. 


Plants: St. Lovis, Passaic, Los Angeles and Boston 
Sales Offices: 
New York 7—50 Church St. © Chicago 3—79 West Monree St. 
Les Angeles 33—-520 Anderson St. ¢ Howsten 2—1213 Capitel Ave. 
Tulsa 3—224 Wright Bldg. © Boston 27—426 First St. 


STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 


| Sy DLelun ALNRS 


MIDWEST WELDING FITTINGS Improve Piping Design and Reduce Costs. 
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There’s a Pyrene for every fire hazard 


Mal 8 4 4 " ri — 
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Oil 
burners 
need 
protection 









© extinguishers are for oil burner fire hazards: (L to R) Pyrene Foam and 
rizing Liquid Pressure Types; C-O-Two Dry Chemical and Carbon Dioxide Types. 


from little sparks 
great conflagrations grow! 


‘loo often fires get out of control just because an extinguisher is 
not readily available. Time and equipment are vital. Have you 
got extinguishers handy to your hazards—and are they the right 
type for those risks? To make absolutely sure, call your local 
Pyrene jobber. He has the right Pyrene* equipment to cope with 
any fire hazard you may have—everything from hand extin- 
guishers to automatic systems. He also carries Pyrene parts and 
recharges. One call to him, one purchase order, one invoice will 
take care of any need you may have. Write us for his address. 

*T.M. Reg. U.S. Pat. Off. 

Portable fire extinguishers: vaporizing liquid, soda-acid, foam, cartridge-operated, 


carbon dioxide, dry chemical, and pump tanks * Wheeled extinguishers : soda-acid, foam, 
on dioxide, dry chemical types * Air foam playpipes * Systems for special hazards 


PP, 


Gyrene ‘ 


PYRENE MANUFACTURING COMPANY 
578 Belmont Ave. Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment Co. 
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Develop Water-Tight Sealer 
In Ribbon Form 


The Adhesive and Coatings Di- 
vision, Minnesota Mining and Manu- 
facturing Company, Detroit, Mich., 
has developed a versatile fabric- 
reinforced black synthetic rubber 
sealer in ribbon form that can be 
used as an effective weather-proof 
water-tight seal. The sealer is easily 
applied by simply laying or press- 
ing the ribbon on one surface be- 
fore riveting, screwing or bolting 





The sealer is easily applied 


the second surface to the first. Ad- 
hesion properties are such that the 
ribbon will stay in place on vertical 
or overhead surfaces during assem- 
bly operations. It can be stripped 
off and re-applied, if necessary. 
Developed primarily to meet spe- 
cific needs in the trailer industry 
for sealing window and _ door 
frames, along rail gutters, side panel 
joints, the sealer, designated EC- 
1202, is adaptable for other gasket- 
ing applications including railroad 
passenger and freight cars, buses, 
prefabricated metal building, air 
conditioning and ventilating installa- 
tions, etc. It can also be used as a 
water-tight, anti-squeak buffer in 
automobiles and trucks. 


, ££. 


Screw Machine Products 
Buying Directory Issued 


The National Screw Machine 
Products Association has just pub- 
lished the fourth edition of its buy- 
ing directory. It lists the facilities 
and services of all member com- 
panies and also contains a State- 
ment of Policy to Customers which 
has been subscribed to by all mem- 
bers of the association. Copies of 
the directory are available to all 
members and customers of the in- 
dustry by writing to the National 
Serew Machine Products Associa- 
tion, 2860 East 130th St., Cleve- 
land 20, Ohio. 
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UN a) 
TV tubes eal 2 . . . Yale Electric Trucks give you 


the safer way to move more materials 


No matter what your handling _ ized trucks or attachments for your spe- 
problems may be, you can solve cialized handling jobs. One or both... 
them with Yate Electric Trucks. a single truck or a fleet... you'll get 
Industries of every kind...com- more maintenance-free, ‘round-the- 
panies of every size...are cutting clock service with safer YALE Trucks. 
handling costs as much as 75% with 
YALE equipment and methods... c 
saving time, work and manpower, 
too. Get one of the wide range of | 
standard models in the capacity | 
you need to become your plant's 1 
l 
I 
! 
| 
| 
I 
’ 





——— GEERT ——-—— 


the LZYEX ELL Manufacturing Co., Dept. 257 
Roosevelt Blvd. and Haldeman Ave., Phila. 15, Pa. 





Please have your local representative 


; a call for an appointment. 
most versatile tool...or get special- 


- 
" A LL. EE MATERIALS HANDLING EQUIPMENT 


*Registered Trade Mark 


Company 





Name. Title. 





Street City State. 








in Canada write: The Yale & Towne Mfg. Co., 
St. Catharines, Ontario, Canada 


Gas, Electric, Diesel Lift Trucks © Worksavers @ Hand Trucks ¢ Hand and Electric Hoists © Pul-lifts 
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/ [was amazed at the 
| low cost of 
\ Flying Tiger Airfreight! 





SAYS RALPH RUNNE, PLANTS MGR. 


HICKOK MFG. CO. 


ROCHESTER, N. Y. 


WE'RE FLYING THAT BELT SHIPMENT 
TO CHICAGO, CHIEF. 








NO— FLYING TIGER RATES 
ARE BARGAIN BASEMENT. 


WON'T WE HAVE TO PICK UP 
A STIFF CHECK FOR 
THE SERVICE? 














. J 
(RIGHT, MR. RUNNE. THOSE QUOTES 
\. COVER PICKUP AND DELIVERY. 


LET’S HAVE MORE OF THIS TIGER 
SERVICE, HARRY. THEIR RATES ARE 
REALLY LOW FOR AIR SHIPPING. 





















” Write for free illustrated folder 
describing Flying Tigers’ unique 
Advance Manifest System. 


OFFICES IN PRINCIPAL CITIES * GENERAL OFFICES: LOCKHEED AIR TERMINAL, BURBANK 8, CALIFORNIA + CABLE: FLYTIGER 
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Chiorine-Caustic Soda Output 
To Be Increased This Year 


Columbia - Southern Chemical 
Corporation announced that addi- 
tional chlorine-caustic soda pro- 
ducing units have been placed in 
operation at the firm’s plants lo- 
cated at Natrium, West Virginia, 
and Corpus Christi, Texas. 

According to E. T. Asplundh, 
president, the new production lines 
will enable the firm to double pro- 
duction capacity at Corpus Christi 
and increase Natrium capacity by 
approximately 35 per cent. 

Columbia-Southern, a_ wholly- 
owned subsidiary of Pittsburgh 
Plate Glass Company, commenced 
a large expansion program during 
1951. A major share of the new 
facilities under construction will be 
completed and placed in operation 
during the current year. — 
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A.S.A. Promotes More Effective 
Use of Industrial Diamonds 


A project for the more effective 
use of industrial diamonds as a 
vital element in defense production 
has begun under procedures of the 
American Standards Association. 
The new project aims at inter- 
changeability of diamond tools and 
their holders. Tool engineers, the 
diamond trade, machine tool build- 
ers, industries using diamond tools, 
engineering societies and _ the 
Armed Forces were represented in 
a recent conference on the project 
called by A.S.A. 

The conference defined a “dia- 
mond tool” as the combination of a 
diamond and the “nib” or “shank” 
directly carrying it. A “holder” was 
defined as the fixture holding the 
diamond tool in the machine with 
which it is used. There has been 
such a large variety of diamond 
tools and holders developed over 
the years that there is no inter- 
changeability between these parts. 
The new ASA project is expected 
to remedy this situation and elimin- 
ate the present necessity of stock- 
ing a large number of different re- 
placement parts. 

The American Society of Tool 
Engineers, which asked the ASA to 
consider the problem, offered to as- 
sume the administrative responsi- 
bility as sponsor for a project to be 
initiated under ASA procedure. The 
Industrial Diamond Association of 
America, trade association of the 
suppliers, agreed to join in this 
responsibility. The two will organize 
a technical committee to develop 
standards. 
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Swwr! 


That’s the unique RB&W SPIN-LOCK Screw 


Assembly is faster . . . no washers are needed, and 
SPIN-LOCK drives easily, even in hard-to-reach spots. 
No special handling is necessary; screws can be hop- 
per fed. Purchasing takes less time . . . for there’s just 
one requisition to fill. Inventory-taking is faster... 
for there’s just one part to stock. 

You save all this time because RB&W’s new SPIN- 
LOCK Screw is complete in one piece . . . with exclusive 
ratchet-like teeth under the head that lock into the 
surface, hold tighter than conventional fasteners 
under vibration. 

SPIN-LOCK gives stronger and surer assemblies .. . 
its heat-treated strength enables it to exert greater 
clamping force . . . teeth on outer edge of head give 
additional locking action. Hex, pan, truss, flat heads. 





Write to Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y., for SPIN-LOCK Screw 
folder containing complete data and specifications. 











RB&W—The Complete Quality Line. Plants at: Port 
Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales offices at: Philadel- 
phia, Pittsburgh, Detroit, Chicago, Dallas, San Fran- 
cisco. Sales agents: Portland, Seattle. Distributors 
from coast to coast. 8.3.1 


Sfionger 


The 


inlock 


U.S. Pat. No. 2,253,241 





Tighter, Stronger, Surer Fastener ! 





108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


wn 
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with 


wiping towels... 
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Because Every Square Inch is Usable—and 


Industrial Wiping Towel Rental Service... 


Ils more economical 


Supplies towels that are safe to use 


Simplifies handling 


Saves man hours 


Better equips our men 


Relieves me of shopping around 


Is a national service | can depend on 


Is available to all my plants 





For complete information see your 

Classified Telephone Directory for nearest 
Kex distributor, or write Kex National Service, 
295 Fifth Avenue, New York 16, N. Y. 


“KEX 


REG. US. PAT. OFF. 


It isn’t Kex unless it’s imprinted with the Kex name 
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Ohio Seamless Tube Co. Gets 
Award For PURCHASING 
Advertising Series 


For its institutional advertising 
which appeared in the pages of 
PurcHasinc, The Ohio Seamless 
Tube Company was presented with 
the Honorable Mention Award in 
the 1953 Creative competition of the 
National Advertising Agency Net- 
work. 

Presentation of the award was 
made at the 22nd Annual Manage- 
ment Conference of the Network, 
held at the Broadmoor Hotel, Colo- 
rado Springs, Colorado at its Annual 
Awards Dinner. The award certifi- 
cates and confirming documents were 
presented to representatives of the 
Howard Swink Advertising Agency, 
Inc., of Marion, Ohio, the agency 
for The Ohio Seamless Tube Com- 
pany. 

The importance of this competition 
is shown by the fact that 299 entries 
were received covering the adver- 
tising and public-relations programs 
of nationally prominent concerns in 
this country and Canada. A board 
of judges, under the direction of 
Professor Lloyd D. Herrold, Chair- 
man of the Department of Adver- 
tising, Northwestern University, 
Chicago, selected the winning en- 
tries. 


Refrigerated Trailer Has 
Plastic Door and Lining 


A new era in refrigeration of 
over-the-road cargo is said to have 
been opened by the development 
of a refrigerated truck trailer with 
a new structural plastic door and an 
all-plastic corrugated lining. The 
manufacturer, Strick Company of 
Philadelphia, Pa., says the design 
marks the first successful use of re- 
inforced plastic in the building of 
refrigerated trailers. 

In extensive trial runs during the 
past twelve months, the trailer with 
plastic doors and liner is said to 
have proved 25% more efficient 
than the old wood and metal re- 
frigerated trailer structure. This im- 
proved efficiency is indicated by the 
fact that the trailer is able to main- 
tain operating temperatures with 
the refrigerating equipment running 
only 75% of the time formerly re- 
quired. As the reinforced plastic is 
only 40% heavier than aluminum, 
the weight-saving over the conven- 
tional design trailer increases by 
some 1000 lb the weight of load that 
can be carried. 
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ONE PIECE 


The stem guides of 
conventional needle 
valves are screwed 
into bodies—this of- 
ten causes leakage or 
blow-outs. Marsh 
Needle Valves are 
fused into one-piece 
by exclusive ““Cono- 
weld” process. 
















Introducing- 
The Ultimate in 
Needle Valves 


Here is one of the crowning achievements of Marsh 
research, design, and manufacturing skill. It is the 
first needle throttling and shutoff valve to combine 
all of the qualities called for today in this highly 
critical and ever broadening field. 

It is a valve that has strength and safety to spare 

. rated for pressures up to 10,000 psi—equally 
efficient in the lower ranges. A product of Marsh 
instrument-making and valve manufacturing expe- 
rience, it combines instrument-like precision with 
the ruggedness that distinguishes all Marsh valve 
specialties. 

The illustrations tell the story of new thinking; 
new standards. Body and stem-guide are machined 
from extra-heavy carbon steel bar stock. Still 
greater strength and rigidity are achieved by fusing 
the stem-guide into the body. The complete fusion 
of guide and body is accomplished by the exclusive 
Marsh “Conoweld” process. 

There are two big advantages to this one-piece 
construction: (1) It eliminates the danger of un- 
screwing the valve from the body when opening— 
a frequent cause of leakage, even dangerous blow- 
outs (2) It permits perfect line-up of threads and 
seat. As a result, Marsh valves are easier to operate 
even at high pressures. 

The precision-machined stem is 416 stainless 
steel. Stem threads are fine pitch for extra strength 
and fine, controlled regulation. Notable advance- 
ments are special ‘“‘Marpak” one-piece, non-binding 
longer-lasting packing; deep thread chambers, keep- 
ing inlet and outlet piping away from ports and 
contributing excellent flow characteristics. Entire 
packing nut and packing gland are electro-zinc 
plated, preventing corrosion and giving the valve a 
handsome, plated exterior. The rugged malleable 
handle is finished in heavy baked enamel. 

The new needle valve line includes globe and angle patterns 
with double female connections in sizes 4%", 44", %", Ye", %" 
and 1”. Also globe and angle valves with male inlet and female 


outlet in sizes 4" and \y". Complete stock carried at our Skokie, 
Illinois factory and also at our branch plant in Houston, Texas, 


Write today for catalog giving complete details. 


MARSH INSTRUMENT CO. Soles offiliate of Jos. P. Marsh Corporation 
Dept. G, Skokie, il. 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 
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‘NO MORE 
BRICATION 
TROUBIEC” 


, —says 
STEPHENS-ADAMSON 


MFG. CO. 
Conveyor Mfr., Aurora, Ill. 
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‘‘LUBRIPLATE Lubricants satisfy 

the ‘one-shot’ requirements of 

ir conveyor idlers. LUBRIPLATE effec- 

tively lubricates each bearing in turn 

ind flows through the hollow shaft to 

the next bearing. We do not know of a 

ngle case of bearing trouble through 

faulty lubrication where LUBRIPLATE 
has been used.” 


For nearest LUBRIPLATE distributor, 
Classified Telephone Directory. 
nd for free 56-page ‘“LUBRIPLATE 
ATA Book’’...a valuable treatise on 
ication. Write LUBRIPLATE DIVI- 
1ON, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 
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G. A. Price Warns Against 
Oversimplifying Tariff Issue, 
Calls for Selective Levies 


Removal of tariffs now protecting 
defense industries would jeopardize 
the economic health of this nation 
and weaken its defense in the 
opinion of Gwilym A. Price, presi- 
dent, Westinghouse Electric Corp. 
Speaking recently before the So- 
ciety of Naval Engineers in Wash- 
ington, D. C., he stated that current 
proposals for complete, unilateral 
free trade, while springing from the 
noblest and purest of motives, were, 
in his belief, oversimplified and 
wrong. If carried out they could 
harm our economic stability and en- 
danger our military security, he 
declared. 

Disclaiming that he was all out 
for high tariffs, he claimed that he 
was for just as low tariffs as will 
still permit us to maintain the eco- 
nomic welfare on which the nation 
and international security must de- 
pend. But low tariffs should be on 
a selective basis, not a whole-hog, 
universalist, across-the-board basis. 
The present liberal, low tariff policy, 
he pointed out, has dropped the 
average rates on imports from 25% 
in 1934 to 13.3% in 1951, and today 
more than half of our imports are 
admitted duty free. 


Sees Serious Effects 


He said that proponents of free 
trade implied that chiefly a few 
makers of certain luxury goods and 
food specialties would be seriously 
affected by elimination of import 
duties. This was overlooking such 
vital industries, important for de- 
fense, as machine tools, optics, heavy 
electrical power equipment and pre- 
cision instruments. Electric power 
production for example, is vital to 
our national security. To implement 
it with foreign-made equipment— 
and this is already being done on a 
limited scale—weakens our poten- 
tial defense. For, in the event of 
war, the sources of such equipment 
could be walled off from us com- 
pletely, leaving us nowhere to turn 
for repairs, replacement parts, spe- 
cial tools, or engineering or main- 
tenance service. 

He pointed out how important it 
was to protect the American heavy 
electrical power equipment indus- 
try. It is not a mass production in- 
dustry but produces equipment 
painstakingly in terms of a dozen 
units a year. All these pieces are 
tailor-made. They require thousands 
of hours of highly skilled labor that 


(Please turn to page 240) 











‘INVERTERS! 


4 For Inverting D.C. to A.C... 


‘ 


’ from D. C. Voltages in Vehicles, 





Vo NEW MODELS "A" Rattary Eliminators, 
«/ NEW DESIGNS DC-AC inverters, Auto 
V/ NEW LITERATYRE Radio Vibrators 


AMERICAN TELEVISION & RavioCo. | 


& 


STANDARD and HEAVY Duty & 





; Specially | 


Designed for operating A. C. Radios, | 
Television Sets, Amplifiers, Address 
Systems, and Radio Test Equipment 


Ships, Trains, Planes and a 


jn D. C. Districts. 


fg 
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See your Jobber on write factory 


Quality Products Since (G31 
besa PAUL 1, MINNESOTA—U. 5. A. | 
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Distributors of INCO Products 


Mill and Warehouse Service Centers 
for Inco Nickel Alloys (listed below) and 
Primary Nickel for alloying purposes. 


NORTHEAST & MIDDLE ATLANTIC 


Whitehead Metal Products Co., Inc. 
Baltimore 5, Md. 

Buffalo 7, N. Y. 

Cambridge 39, Mass. 

Harrison, N. J. 

New Haven 13, Conn. 

New York 14, N. Y. 

Philadelphia 40, Pa. 

Syracuse 4, N. Y. 


EAST-NORTH-CENTRAL 


Williams and Company 
Cincinnati 29, Ohio 
Cleveland 14, Ohio 

Columbus 8, Ohio 
Pittsburgh 33, Pa. 
Toledo 2, Ohio 


MIDDLE WEST, CENTRAL & NORTH 


Steel Sales Corporation 
Chicago 23, Ill. 

Detroit 10, Mich. 

Grand Rapids 2, Mich. 
Indianapolis 2, Ind. 
Kansas City 8, Mo. 
Milwaukee 9, Wis. 
Minneapolis 13, Minn. 

St. Louis 10, Mo. 


SOUTHEAST 


J. M. Tull Metal & Suppiy Co. 
Atlanta 3, Georgia 


SOUTH, SOUTHWEST & MOUNTAIN 


Metal Goods Corporation 
Dallas 9, Tex. 

Denver 2, Colo. 

Houston 3, Tex. 

New Orleans 12, La. 

Tulsa 3, Okla. 


PACIFIC COAST & FAR WEST 


Pacific Metals Company, Ltd. 
Los Angeles 21, Cal. 

Salt Lake City 4, Utah. 

San Diego 1, Cal. 

San Francisco 10, Cal. 


NORTHWEST 


Eagle Metals Company 
Portland 12, Ore. 

Seattle 4, Wash. 
Spokane 8, Wash: 


CANADA 
Wilkinson Company, Ltd. 


dmonton, Alberta 
Vancouver, B. C. 

Robert W. Bartram, Ltd. 
Montreal 1, Que. 

Alloy Metal Sales, Ltd. 
Toronto 5, Ont. 


MEXICO 





eat got you? 


Here’s a man (he might be you) who has been made mighty 


uncomfortable by a high temperature problem. 


He needs a metal or alloy that will withstand plenty of heat. 


And the number of choices available is strictly limited. 
What can he do? 


If he’d only think of his Inco Distributor salesman! There’s 


a fellow who can help put a hot problem on ice — fast! 


Inco’s High Temperature Engineering Service, for example, 
is just one of the resources he can call on. Over the years, our 
High-Temperature Engineers have conducted tests on hundreds 
of metals and alloys, and have amassed a great amount of 


valuable mechanical and corrosion-resisting data. 


Covering scores of applications in practically every industrial 
field, this material may now include the answer to a problem 
you're working on. If not, you can be sure strenuous effort will 


be made to find the answer! 


So—whenever metal-selection or -procurement problems arise 
keep your Inco Distributor salesman in mind. A local source 
of supply for many metals, including nickel alloys, copper, 


) brass, aluminum and stainless steels. One of them might provide 
le Paloma gy Fyne _* every property that’s needed. 
Your Inco Distributor salesman knows what these metals 





have done, and what they’re capable of doing. More important, 
though, he knows about men who can be put to work on your 
specific problems — at no cost or obligation to you. 


HAS YOUR PROBLEM ALREADY 
BEEN SOLVED? Perhaps a man half- 
way across the country — or even next 
door — has solved a metal selection 
problem similar to the one that’s facing 
you right now. That is why we think 
you will be interested in reading 
“Nickelsworth’”, a quarterly publication 
reporting new and unusual solutions to 
industrial metal problems made possi- 
ble by nickel alloys. To start your com- 
plimentary subscription, just send your 
name and address to Inco. 


If the heat’s on, all he needs is a nod from you to start him 
hunting for a way to beat it. The International Nickel Company, 
Inc., 67 Wall Street. New York 5, N. Y. 


Inco Nickel Alloys 


Monet® ¢ “R”® Monet ¢ “K”® Monet « “KR”® Mone. 

“S”"® Mone « INcoNnEL® « Inconet “X”® 

InconeL “W"® ¢ IncoLoy® ¢ Nimonic® Alloys * NickeL 
aTcat oes Low Carson Nicket « Duranicke.® 
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Slash hours off cleaning time 
with this one-man crew 


HERE’S the Oakite Solution-Lifting Steam-Detergent 
Gun —the one-man crew that cleans up your entire 
plant in half the usual time. 


No tedious scraping or scouring with this dirt-dyna- 
miter. Just a twist of the valve and the gun fuses heat, 
force, powerful detergent to break up, float off the 
heaviest deposits, no matter how hard to reach. Lifts 


spray up to 12 feet above working level, for high area 
cleaning. 


Light, easy to operate, gun is equipped with rubber 
safety apron, insulated handles. Has swivel to prevent 
twisting of hose lines. No pumps, injectors, motors 
needed — just rubber hose, solution container, suffi- 
cient steam—and you’re ready to clean: 

















* large parts ¢ diesel engines 

* compressors * condensers 

* transformers * floors 

* heavy machinery * ceilings 

* motors * walls 

* cranes * filters 
FREE details, free demonstration. Ask your Oakite 
Technical Service Representative. Or write Oakite 





Products, Inc., 54 Rector St., New York 6, N. Y. 


OAKITE 


ct 
env! 





“Are 
®1ats . mernovs * °*™* 


Technical Service Representatives in Principal Cities of U.S. & Canada 





(Continued from page 238) 

is paid an average of over $2.00 
an hour and that represents ag 
much as 50% more of the total pro- 
duction costs. This country can 
build these unit supremely well and 
the industry is geared to produce 
the present peak requirements of 
the country. It is not overloaded 
with business. On the contrary it 
may be short of orders before the 
production aisles are cleared of work 
now in progress. 

While this is the situation in an 
industry vital to American defense, 
its economic prosperity is being 
menaced because at least nine Euro- 
pean companies are now competing 
for the limited volume of Ameri- 
can purchases of heavy power 
equipment. Some of these compan- 
ies pay their workers wages that, 
in some cases, are only one-fifth as 
high as the comparable American 
wage. The company paying the 
highest wage still only pays 40% 
of the American standard. The re- 
sult is that, in the face of low 
foreign wages, American manufac- 
turers of heavy electrical equipment 
lost the bid on six out of sixteen 
heavy power projects on which both 
U. S. and foreign manufacturers 
entered bids in 1952. 

This happens when tariffs are still 
in foree and while current proposals 
for complete unilateral free trade 
are not actualities. Concluded the 
Westinghouse president: “A live and 
healthy power equipment industry, 
with both its companies and _ its 
workers consistently and profitably 
employed, is necessary to the na- 
tional security. A foreign policy 
that does not recognize the long 
range impact of wide spread pur- 
chases of foreign-made equipment 
on this industry and the resultant 
weakening of our national defense, 
is not consistent with national in- 
terest. This is just as true as to 
other American industries that are 
equally vital to American defense 
and are equally unable to survive 
foreign price competition.” 


. *? 


Alcoa Exhibits Porcelain 
Enameled Aluminum 


At the recent National American 
Institute of Architects’ convention 
held in Seattle, Aluminum Com- 
pany of America, exhibited a full 
scale model of a typical wall sec- 
tion for school construction. The 
spandrel area was porcelain enamel 
on aluminum extrusions. A dozen 
other samples were available to 

(Please turn to page 244) 
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Photos courtesy Rilco Laminated Products, Inc., St. Paul, Minnesota. 


form bonds as strong 
as the woods they join! 


Rilco chooses waterproof Penacolite Adhesives 


for laminating barn rafters 











PENACOLITE 
ADHESIVES 


ERE’s another example of a difficult bonding 
H job... the type of job that Penacolite Adhesives 
do so well. In the construction of these big barns, 
Penacolite-bonded laminated wood rafters — pro- 
duced by Rilco Laminated Products, Inc. — were 
used. 

Laminated timbers, such as these rafters, have 
many advantages over “solid” structural materials. 
There is practically no limit to the size that can be 
obtained. The thin boards of lamination are easier to 
season. They can be laminated into sturdy timbers 
as strong as solid wood in a fraction of the time it 
would take merely to season a solid timber of the 
same dimensions. Lamination provides the easy man- 
ufacture of a wide variety of shapes. 

Penacolite Resorcinol Adhesives are ideal for 
bonding laminated products. When fully cured, they 
form permanent bonds that remain as strong as the 
woods they join — even under exposure to water. 


Chemical Division, Dept. P-73, 


PENACOLITE RESORCINOL ADHESIVES 





This is an important factor in barn construction 
where moisture is a problem (a single cow gives off a 
gallon of moisture as vapor every day!). 

Penacolite-bonded laminated rafters are so strong 
that no interfering framing members are required in 
constructing these Rilco barns . . . leaving storage 
space 100% usable. 

All these advantages led to Rilco’s choice of 
Penacolite Adhesives for the manufacture of their 
barn rafters. Remember these same advantages when 
you need a waterproof adhesive for your job. 

Bring your technical wood-bonding problems to 
Koppers. We'll gladly analyze your problem and rec- 
ommend the right Penacolite Adhesive, without obli- 
gation to you. Write, and we'll have the nearest 
Koppers Sales Office contact you. 


KOPPERS COMPANY, INC. 
Koppers Building, Pittsburgh 19, Pa; 
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MORE PRODUCTION .. . CONSISTENT ACCURACY ... LONGER RUNS 


For maximum die life, long production runs without interruption, and 
consistently accurate, uniform bolts, screws, studs and similar threaded 
parts, choose P&W Thread Rolling Dies. Milled with ground thread hobs 
from special analysis high-alloy tool steel, these dies produce American 
National and Unified Threads in materials ranging from non-ferrous to 
tough alloy steels. 

Take advantage of the comprehensive stocks of standard dies for 
Waterbury-Farrel, National Boltmaker and Manville machines that we 
maintain to meet your needs for prompt service. Special dies are made 
to your specifications. 


For more complete information, ask the Pratt & Whitney 
Branch Office nearest you, or write direct to West Hartford. 
Pea se 





Pratt a Wuitney 
DIVISION NILES-BEMENT-POND COMPANY 
WEST HARTFORD 1, CONNECTICUT, U.S.A, 
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demonstrate the wide color choice 
possible. 

Alcoa says that porcelain enamel 
finish offers resistance to sun fad- 
ing and that the material can be 
drilled or sawed without danger of 
progressive chip-back by corrosion 
of the core material. It also stands 
a mild degree of forming in the 
field. As architects are turning more 
to the use of aluminum in archi- 
tecture, Alcoa feels porcelain ena- 
mel aluminum should answer their 
request for a variety of permanent 
fade resistant colors. 


a | 


Chamber of Commerce Changes 
Policy on Stockpiling, Advice 


Policy changes affecting industry 
and manufacture in relation to the 
national defense effort have been 
adopted by the Chamber of Com- 
merce of the United States at its 
recent annual meeting. 

Among the policies, giving the 
Chamber stand on such problems 
as stockpiling, armed forces man- 
power and location of industry, to- 
gether with changes made from 
previous Chamber policy are: 

Stockpiling and Industry: Advice: 
Two points were added to old pol- 
icy: (1) stockpile program should 
not be used for purpose of regulat- 
ing industry or controlling prices; 
and (2) special industry advisory 
committees on stockpiling, repre- 
senting basic materials producing 
-and using industries, should be es- 
tablished, cleared for security, and 
entrusted with adequate stockpile 
information. 

Lecation of Industry: This re- 
affirms support of voluntary indus- 
try dispersion, adding that (1) lo- 
cation decisions must be made by 
managements responsible, (2) gov- 
ernment should merely develop in- 
formation for guidance of industry 
and communities, and (3) chambers 
of commerce should see that in- 
dustry and government have full 
knowledge of local economic and 
security location factors. It elimi- 
nates reference in old policy to need 
for National Security Resources 
Board to publish official location 
policy for industry guidance, as 
well as Defense Department refer- 
ences, 

Integration of Canada-U.S. De- 
fense Efforts: Eliminate specific 
references in old policy to joint 
procurement policy, need for addi- 
tional legislation, and _ revolving 
fund principle. 
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Pipe Labels of Plastic Sheet 
Need No Coating, No Maintenance 


Labels, custom-made of Vinylite 
plastic rigid sheet, provide an easily 
installed pipe identification system 
that requires no protective coating, 
cleaning or maintenance. Corrosive 
conditions, temperature and humid- 
ity changes to which pipe labels 
are usually subjected have little ef- 
fect on vinylite plastic rigid sheet, 
which resists moisture, oils, greases, 
alkalies, and most other chemicals. 





Plastic label is easily applied 


The rolled label is easily spread 
by hand and allowed to spring, 
closed, around the pipe. Colored 
and worded to fit the exact require- 
ment, the label fits any size pipe up 
to 30” diam. It is easy to read at 
a distance and from any angle. Use 
of these pipe labels helps speed up 
repairs, promotes safety, aids in 
personnel training and eliminates 
loss of time spent searching for spe- 
cific pipe or valves. They are made 
by Wilmington Plastics, Inc., 810 
South Heald St., Wilmington, Del. 


FF 


Vacuum Unit Cleans Machine 
Tool Sumps In Minutes 


Cleaning out of sumps on milling 
machines, turret lathes, grinders 
and screw machines, which once 
used to take the better part of an 
hour, can be done with the Tornado 
vacuum cleaner in a matter of 
minutes, according to Breuer Elec- 
tric Mfg. Co., Chicago, Ill. 

With the vacuum, the mainte- 
nance man is spared the bother- 
some task of scrapping the coolant 
tank by hand. The long accessory 
tools supplied easily reach into the 
most inaccessible places. After re- 
moving most of the cutting oil or 
coolant solution, the accumulation 
of oil, water, dirt and chips that 
settles in the tank is sucked out by 
powerful vacuum action. Since no 
conversion is required for wet or 
dry pickup, the vacuum cleaner can 
go to work cleaning chips off the 
machine and dirt off the floor im- 
mediately after. 
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DESIGNED FOR USE WITH ALL STANDARD HOLDERS USING 
A FLAT LOCATING SURFACE AND SQUARE KEYWAY DRIVE 


Having trouble cutting threads that will meet gage inspection? Try Pratt & 
Whitney Monocone Dies; get clean, uniform, accurate threads at lower 
cost. You can be sure that every Monocone Die is right, because they’re 
all individually performance tested for cutting action, finish and accuracy 
of thread produced. Every Die is sent out with its test piece which has 
passed close gage inspection. 


PRECISION GROUND ON FACE . . . with the correct rake 

PRECISION GROUND CHAMPER . . . for clean, smooth cutting action. 

GROUND THREAD HOBS . . . vsed to insure thread occuracy 

CAREFULLY SELECTED STEELS . . . carbon or high speed, expertly heat treated 


ae 


for maximum toughness @nd wear life, 
AVAILABLE IMMEDIATELY FROM STOCK AT STANDARD PRICES 


Also Availoble —P&W MONQEONE DIE HOLDERS 
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i DIVISION NILES-BEMENT-POND COMPANY 
19 Charter Oak Bivd., West Hartford, Connecticut 


Please send my free copy of Circular No. 546. 
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———— city ZONE___ STATE 








MACHINE TOOLS * CUTTING TOOLS * GAGES 












Walworth manufactures a com- 
plete line of Gate, Globe, Angle, 
Check, and Lubricated Plug Valves, 
made of Stainless Steel, Steel, Iron, 
Bronze, and Special Alloys in a 
wide range of sizes and tempera- 


ture-pressure ratings. 


Fittings of steel, iron, and bronze 
are also manufactured in all con- 


ventional types and sizes. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 


Distributors in principal centers 
throughout the world 
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Wherever you're 


YOU CAN GET WALDES TRUARC RIN 





IN A MATTER OF HOURS 


...and whatever you make, there’s a Waldes Truarc Ring 
‘designed to save you material, machining and labor costs: 


basic types 


for taking up end-play 





INVERTED 


BOWED 


BEVELED 





#5000 


(internal) 


#5100 





(external) 


#5008 


(internal) 





+5108 


(external) 


#5001 
(internal) 


#5101 
(external) 





#5002 


(internal) 
MNm_<_—__ 


#5102 
(external) 








Tapered design principle permits 
rings to maintain constant circu- 
larity and pressure against bot- 


tom of groove. 


Inverted construction provides 
uniform protruding shoulders 
while maintaining constant circu- 
larity when installed in groove. 





Bowed construction permits re- 
silient take-up of end-play. 





Beveled construction permits 
rigid take-up of end-play. 





for radial assembly 


self-locking types 





E-RING 


CRESCENT 


INTERLOCKING 


CIRCULAR SELF-LOCKING 


TRIANGULAR 
SELF-LOCKING 


TRIANGULAR 
NUT 


GRIP-RING 





#5133 
#5131 (bowed) 


+5103 


(external) 


+ 5107 
(external) 


#5005 
(internal) 


#5105 
(external) 





#5305 
(external) 


#5300 


(external) 


#5555 
(external) 





2.382.948; 
2.441.846; 
2.487.603; 2.491.306; 2,509,081 AND OTHEP PATENTS PENDING 








Radially applied. 
Provides large 
shoulder on small 
shaft diameter. 
Bowed version pro- 
vides take-up of 
end-play. 


vibration. 





in gamer 


Applied radially 
over shaft. Secure 
against impact and 


Two-piece ring ap- 
plied radially. Se- 
cure against 
extremely high 
r.p.m.’s and heavy 
thrusts. 





=) TRUARC 


~~ 


REG. U.S. PAT. OFF, 


RETAINING 


Waldes Kohinoor, Inc., 





47-16 Austel Place, L.I.C. 1, N. Y. 


2.416.652: 
2.455.165; 


2.420.921; 
2.463.360; 
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2.426.341 
2.483.363 


WALDES TRUARC RETAINING RINGS AND PLIERS ARE PROTECTED 
BY ONE OR MORE OF THE FOLLOWING U.S. PATENTS: 2.382.947; 
2.439.785; 


2.487.602 


Installed axially. Requires no groove. 
Recommended for permanent assem- 
blies exposed to relatively moderate 
thrusts, impacts or vibrational 
loading. 


Low cost retainer. 
Makes possible 
tight assemblies 
free of end-play 
on relatively soft 
shafts. 


Fiattens under 
torque. Secures 
equal load distri- 
bution. Replaces 
lock washer on 
screw. 


Applied axially on 
shaft. Requires no 
groove. Exerts con- 
siderable frictional 
hold against axial 
displacement. 














ONE OF THESE AUTHORIZED DISTRIBUTORS IS CONVENIENT TO YOU: 


ALA. Birmingham, Moffatt Brgs. 


ALASKA Anchorage, 
Bearing Eng. Co. of Alaska 


ARIZ. Phoenix, E. D. Maltby Co. 


ARK. Little Rock, 
Southern Brg. Service, Inc. 
CAL. Los Angeles, 

Edw. D. Maltby Co., Inc. 


Maywood, Edw. D. MaltbyCo., Inc. 


Oakland, Bearing Specialty Co. 
Sacramento, Bearing Spec. Co. 


San Diego, E. D. Maltby Co., Inc. 
San Francisco, Bearing Spec. Co. 


CANADA 

Lyman Tube & Brgs., Ltd. 
Offices in: Montreal, Quebec; 
New Glasgow, Nova Scotia; 
Toronto, Ontario; Vancouver, 
British Columbia; Winnipeg, 
Manitoba. 

COL. Denver & Pueblo, 
Bearings Svc. & Supply Co. 


CONN. Bridgeport, Bobker Brgs. 
FLA. Jacksonville, Moffatt Brgs. 


GA. Atlanta, Moffatt Brgs. Co. 
HAWAII Honolulu, 

Edw. D. Maltby Co., inc 

IDAHO = Idaho Falls, 

Bearings Svce. & Supply Co. 
iL. Chicago, Berry Brg. Co. 
Decatur, Illinois Brg. Co. 

East St. Louis, Neiman Brgs. Co. 
Marion, Bearings Service Co. 
Peoria, \ilinois Bearing Co. 
Rockford, Berry Bearing Co. 


IND. Evansville,Bearings Svc.Co. 
Hammond, Berry Bearing Co. 
Indianapolis, Service Supply Co, 
South Bend, Bearings Service Co. 
1OWA Davenport,Standard Bres. 
Des Moines, Standard Brgs. Co. 
Sioux City, Standard Brgs. Co. 
KY. Louisville, 
Kentucky Ball & Roller Brg. Co. 
Madisonville, Bearings Svc. Co. 
LA. Baton Rouge, Dixie Brgs. 
New Orleans, Dixie Brgs., Inc. 
Shre , Bearings & Trans. Co. 
MD. Baltimore,Moffatt Brgs.Co. 
MASS. Boston,Bearings Spec.Co. 
MICH. Detroit,MichiganBrg.Co. 
MINN. Minneapolis, 
industrial Supply Co. 
MO. St. Louis, Neiman Brgs. Co 
N.J. Clifton, Bobker Brgs., Inc. 
Highland Park, Bobker Brg. Co. 
Jersey City, Bobker Brgs., inc. 
Newark, Bobker Brg Co., Inc. 
Trenton, Moffatt Bearings Co. 
N.Y. Buffalo,Syracuse Brg.Corp. 
L. 1. City, Bobker Brgs., inc. 
New York City, Bobker Brgs., Inc. 
Niagara Falls, Syracuse Brg.Corp. 
Rochester, Syracuse Bearing Co. 
Syracuse, Syracuse Bearing Co. 
Troy, Bearing Distributors 
Utica, Syracuse Bearing Corp. 
N.C. Charlotte, Moffatt Brgs.Co. 
Greensboro, Tennesse Brgs., Inc. 
OHIO Akron, Ohio Ball Brg. Co. 
Canton, Ohio Ball Bearing Co. 


Cincinnati, Ohio Ball Bearing Co. 
Cleveland, Ohio Ball Bearing Co. 
Columbus, Ohio Bal! Bearing Co. 
Dayton, Ohio Ball Bearing Co. 
Elyria, Ohio Ball Bearing Co. 
Hamilton, Ohio Ball Bearing Co. 
Lima, Ohio Ball Bearing Co. 
Mansfield, Ohio Ball Bearing Co. 
Toledo, Ohio Ball Bearing Co. 
Youngstown, Ohio Bali Brg. Co. 
Zanesville, Ohio Ball Brg. Co. 
ORE. Eugene & Portiand, 

The General Tool Co. 

PA. Erie, Pennsylvania Bres. 
Johnstown, Pennsylvania Br B. 
Philadelphia, Moffatt Brgs. 
Pittsburgh, Pennsylvania res. 
York, Pennsylvania Bearings, Inc. 
TENN. Kingsport, 

Tennessee Brgs., Inc. 

Knoxville, Tennessee Brgs., 
Memphis, 

Southern Bearing Svc., Inc. 
UTAH Salt Lake City, 

Bearings Service & Supply Co. 
VA. Richmond, Moffatt Brgs. Co. 
WASH. Seattle 

Bearing Engineering & Supply Co. 
Yakima, Yakima Bearing Co. 
W.VA. Charleston, 

West Va. Bearings, inc. 
Huntington, West Va. Brgs., Inc. 
Wheeling, West Va. Brgs., Inc. 
WIS. Appleton & Milwaukee 
Wisconsin Bearing Co. 


Factory engineering representatives available in each area 


Please mention PURCHASING Magazine when writing to advertisers. 
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4 Buy Better... 
Buy FRIGIDAIRE 


Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


“o™ FRIGIDAIRE 





Please mention PURCHASING Magazine when writing to advertisers. 


the most complete line of refrigeration and 
air conditioning products in the industry. 





















































M.I.T. Offers Course On 
Packaging, Materials Handling 


In October, an intensive technical 
short course will be presented co- 
operatively by M.LT. and the So- 
ciety of Industrial Packaging and 
Materials Handling. Sessions will be 
presented on elementary problems 
of protective packaging and ma- 
terials handling concurrent with 
sessions on advanced and more 
technical topics. The curricula will 
be designed so that the elementary 
and advanced segments of the course 
will join together in the closing 
sessions. 

The short course will offer inten- 
sive sessions on both the “funda- 
mentals” and in more complex and 
advanced subjects in the field of in- 
dustrial packaging and materials 
handling as relates to production, 
transportation, warehousing and 
distribution. Topics to be stressed 
specifically include the needs of the 
armed services; the methods, ma- 
terials, and economics of materials 
handling; arsenal products, electri- 
cal and electronic products, ma- 
chinery and_ metal products, 
cushioning and corrosion preven- 
tion, and problems peculiar to old 
plants. 


, = 


Reports New Applications 
Of Polyester Rubber 


Dr. N. V. Seeger, organic research 
expert of Goodyear Tire and Rub- 
ber Co., recently gave a progress 
report on his company’s new poly- 
ester rubber, Chemigum SL, before 
a meeting of the Division of Rub- 
ber Chemistry, American Chemical 
Society. Possessing superior tough- 
ness and resistance to abrasion, 
Chemigum SL has already delivered 
service in solid tires five times 
greater than conventional solid 
tires, and gives promise of propor- 
tionately superior performance in 
other products. 

Advantages of Chemigum SL in- 
clude abrasion resistance twice as 
great as the best cold rubber; ex- 
cellent heat resistance; outstanding 
oxidation resistance, and oil resis- 
tance equivalent to Neoprene. Po- 
tential uses were described as in- 
cluding wear resistant tread veneers 
on automobile and truck tires, and 
wear resistant applications for sur- 
faces of such products as soles, 
heels, belting and flooring. The raw 
Chemigum SL gums lend them- 
selves to cement compounding and 
find use as a protective coating on 
rubber, plastics and fabrics. 
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water 
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ber Products 


VERSICON, Thermoid’s versatile, all- 
purpose hose, handles virtually any type of 
gas or liquid ...makes stocks of many 
different types of hose unnecessary. You 
save through reduced inventories, simpli- 
fied buying and less storage space. Losses 
from end remnants are greatly reduced. 


VERSICON Hose is built to last. Synthetic 
oil-proof tube is reinforced with braided, 
high-tensile rayon. Tough oil-proof cover 
resists weather and abrasion. 


tees 


te. oe 


Nears 


One hose handles them all 


For quick, easy identification, VERSICON 
has a brown cover. It’s available in sizes 
from *«’’ to 144” in lengths to fit your 
requirements. 


In addition to various kinds of multi- 
purpose hose, Thermoid makes hose for 
certain specific applications, such as paint 
spray, suction, creamery, etc. Call your 
Thermoid Distributor. He can supply you 
with the Thermoid Hose best suited for 
your requirements. Or write direct for 
Catalog No. 3680. 


rs it ai ae be herm mol 


Thermoid Company ° Offices. & Pabicries Trenton 
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1 WIRE 
gh FORMS 


Metal Stampings 


High-speed, quality production with 
custom-made precision. Wire formed 
to any shape for every need. 
IMMEDIATE CAPACITY FOR 
DEFENSE SUB-CONTRACTS 
STRAIGHTENING & CUTTING 
Perfect straight lengths to 12 ft. 
.0015 to .125 diameter 
WIRE FORMS 
.0015 to .125 diameter 
SMALL METAL STAMPINGS 
.0025 to .035 thickness 
.062 to 3 inches wide 
Specializing in Production of Parts for 
Electronic, Cathode Ray Tubes &Transistors 
Write for illustrated folder. 
Send Blueprints or Samples 
for Estimate. 


ART WIRE ona STAMPING 


COMPANY 


7 BOYDEN PLACE 
NEWARK 2, N. 












































































































































| AMERICAN 
| Tubular and Split 
| RIVETS 


In all metals, call styles 
























for all industrial applications 


Write for price list 


AMERICAN RIVET COMPANY 


849 N. Kedzie Ave., Chicago 51, Ill 


‘\ 
BUY AMERICAN...Tubular and Split Rivets... 





Cola G. Parker Heads National 
Industrial Conference Board 


Cola G. Parker, president, Kim- 
berly-Clark Corp., has been elected 
chairman of the National Industrial 
Conference Board. He succeeds Neal 
Dow Becker, chairman of the board, 
Intertype Corporation, who held the 
post the previous three years. Mr. 
Becker, now becomes a councillor 
of the Board, Vice-chairmen elected 
are: R. G. Follis, chairman of the 
board, Standard Oil Co. of Cali- 
fornia; Langbourne M. Williams, 
president, Freeport Sulphur Com- 
pany; and James D. Wise, president, 
Bigelow-Sanford Carpet Co., Inc. 

Other officers elected were: treas- 
urer, James L. Madden, second v.p., 
Metropolitan Life Insurance Com- 
pany; secretary, Herbert S. Briggs, 
previously assistant secretary of the 
Conference Board. Officers reelected 
were: president, John S. Sinclair; 
vice-president, Clyde L. Rogers; 
and chancellor, Virgil Jordan. Lang- 
bourne M. Williams was elected 
chairman of the Trustees. Newly 
elected trustees with terms ending 
in 1956 are: Murray Shields, v.p., 
Bank of Manhattan Co.; Irving W. 
Wilson, president, Aluminum Com- 
pany of America. 

Trustees reelected were: Wm. W. 
Bodine, chairman of the board, Penn 
Mutual Life Insurance Company; 
Louis S. Cates, chairman of the 
Board, Phelps Dodge Corporation; 
S. Bayard Colgate, honorary chair- 
man, Colgate-Palmolive-Peet Com- 
pany; A. W. Robertson, chairman, 
finance committee, Westinghouse 
Electric Corporation; Charles J. 
Stillwell, president, The Warner 
Swasey Co.; Norman W. Wilson, 
chairman of the board, Hammer- 
mill Paper Company; James L. 
Madden and Cola G. Parker. 


7 ££ Ff 


Leaflet Explains Properties 
and Uses of Titanium 


The Small Defense Plants Ad- 
ministration through its Manage- 
ment Service Division has issued a 
leaflet designed to acquaint the 
small manufacturer with general in- 
formation about titanium, which is 
finding increased use as an alloy in 
many metal products. 

The leaflet states that titanium 
is becoming a valuable addition to 
the established list of structural 
metals. It has good strength ratio, 
maintaining it to about 1000 F and 
its endurance limit-ultimate strength 
ratio is unexcelled; yield strength 





(Please turn to page 252) 
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Loan —— one . eee fee 
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THEY’RE — DOWN YOUR PIPELINE... 


Those twin scourges of industry—Lost Production and High Main- 
tenance—are constantly drawing a bead on economical operation ... 
looking down this nation’s arteries for the lines of least resistance 
to heat, pressure and corrosion. 


There is one way to spoil their aim: make sure that your pipe and 
tubing sections are joined with fittings of a kind that match them in 
chemical and physical properties, in strength and weight. 


W-S Double-Diamond FORGED STEEL Fittings in both screw-end 
and socket-weld types give you all these qualities . . . provide life- 
of-the-line joints for any kind of make-up. 


Literature is available . . . write for it. 
SOLD THROUGH LEADING DISTRIBUTORS 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
1385 ALDENE RD., ROSELLE, NEW JERSEY 











transportation 


Have you ever considered that the wisdom of your 
purchase may be nullified by excessive freight 
charges and delays in transportation? 


Often these result from handling by too many ear- 
riers (particularly on long-haul shipments) and their 
lack of flexibility to circumvent delaying factors 
such as breakdowns, strikes, and floods. 


On the other hand, if your purchase is carried by a 
nation-wide forwarder such as National Carloading 
Corporation, its routing is under our control all the 
way. Delaying factors are by-passed wherever pos- 
sible, and you have only one call to make (to 
National) to determine the whereabouts of your 
purchase. 


Shipment is expedited because of our door-to-door 
service and because the cars we fill on daily schedule 
move faster than those that must wait for additional 
freight. And your freight charges are low because 
our rates are based on the large over-all volume we 
handle between major points. 


Whenever the choice of transportation is yours, par- 
ticularly on purchases bought from companies a long 
distance away (also abroad), it will pay you to 
specify: “Ship via National Carloading Corpora- 
tion.” Try it and see! 











FMB 
NO. 388 


\ NATIONAL / 
\ The Best Way'_/ 


A COMPLETE TRANSPORTATION SERVICE 


National Carloading Corporation 


JUDSON-SHELDON DIVISION ¢ JUDSON FREIGHT FORWARDING DIVISION 
19 RECTOR STREET, NEW YORK 6, N. Y. 
Serving 30,000 communities through more than 150 stations in the 
U. S. and agents in principal foreign countries. 
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(Continued from page 250) 

is as high as that of better grades 
of steel; it is ductile enough for 
many forming operations § and 
has excellent corrosion resistance. 
Copies of the leaflet are available 
free on request from SDPA field 
offices. 
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Panel-Board from Wood Waste 
Reduces Construction Costs 


A new automatic machine, made 
in Great Britain and called the Bar- 
trev Press, converts wood and wood 
wastes into high quality all-wood 
panels on a continuous basis. De- 
velopers of the machine expect it 
to have the same effect on the wood 
industry as the continuous produc- 
tion of paper, plate glass, strip steel 
and aluminum had on their respec- 
tive industries. The press is said to 





be capable of producing a _ high 
grade, low cost, continuous wood 
panel which will sell for three to 
nine cents a square foot at mill 
level. It is expected that the new 
material produced by the press 
will have a great effect on the price 
structure of materials like timber, 
plywood and hard board. The new 
board is said to have more than 


3,000 industrial applications. 


None of these presses have as yet 
been installed in this country but 
Aries Fiberboard Corporation of 
New York, which represents the 
English patentee, states that presses 
are under construction in England 
for possible export to this country 
at a price of about $615,000. One 
such press in England is in con- 
tinuous operation on a three shift, 
seven day a week basis near Lon- 
don, producing 30,000,000 sq. ft. an- 
nually. The press, using over 50 
tons daily of normally wasted wood 
materials, is turning out a continu- 
ous four-foot wood panel at speeds 
up to thirty feet a minute. 
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with 6 exclusive features 


provides smoother operation, finer control, longer life 


Pressed steel base plate assures a sturdy, 
lightweight rheostat base. The black 
japanned finish is corrosion resistant. 


Balanced contact arm re- 

duces creep from vibration 
or shock. The arm is keyed 
directly to one end of the 
drive shaft. 


nt ee 


Contact shoe and bearing 
are self-lubricated to 
provide exceptionally 
smooth control and low 
operating torque. 





Solid brass rectangular contacts provide 
more steps of control for any given 
plate diameter 


Reflexed collector ring 

supplies a self-clean- 
ing surface. It is perma- 
nently held in position 
by Vitrohm enamel. 









Vitrohm enomel per- 
manently seals and 
insulates the resistance 
element, stationary 
contacts and collector 
ring. 


RHEOSTATS FOR EVERY APPLICATION 


Ward Leonard manufactures the 
most complete line of power rheo- 
stats ever offered for industrial and 
commercial applications. It includes 
standard and special designs for all 
current ratings up to 400 amperes. A 
complete: description of the entire 


line, mountings, drive accessories, en- 
closures, and optional features are in- 
cluded in the new Ward Leonard 
Bulletin 60a. It will pay you to send 
today for your free copy. Write to 
Ward Leonard Electric Co., 50 South 
Street, Mount Vernon, N. Y. 


WARD LEONARD 


ia) ELECTRIC COMPANY 
MOUNT VERNON, NEW YORK 
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This new line of Vitrohm Pressed 
Steel Rheostats incorporates 21 ad- 
vanced design features, including 
the 6 shown here. They are designed 
for a wide variety of industrial ap- 
plications to furnish smoother oper- 
ation, lower operating torque, longer 
life, and more control steps. From 
raw materials to finished product, 
close control over workmanship and 
inspection of every component is 
constantly maintained. These are 
the most dependable and economi- 
cal rheostats ever made by Ward 
Leonard — the leader in rheostat 
manufacture for over fifty years. 





Rel - EE ryincoed Contiols Since 1892 
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ersonalities 





Bruce D. Henderson, General Man- 
Purchases and Traffic for West- 
yuse Electric Corporation, Pitts- 
has been elected Vice President 





Bruce D. Henderson 


harge of Purchases and Traffic, 
slowing the retirement of Andrew H. 
Phelps, who formerly held the position. 
Mr. Henderson, a nationally known 
juthority on purchasing, last year 
served as chairman of a subcommittee 
purchasing of the Pennsylvania 
State Government Survey Committee 
known as the “Little Hoover Commis- 
on.” A native of Nashville, Tenn., he 
graduated from Vanderbilt Uni- 
rsity in 1937 and, after attending 
Harvard Business School, joined West- 
nghouse as an assistant buyer. 


George L. Anderson has been ap- 
ted Assistant to the General Pur- 
ising Agent of American Brake Shoe 
Company, New York, N. Y. He will be 
ponsible for the purchasing of foun- 

lry supplies, coke and ferro-alloy, and 
etroleum materials. Mr. Anderson 
joined the company in 1923 and was 


formerly a buyer in the New York 
fic e,. 


William G. Ernst has been appointed 
Purchasing Manager of the Revere 
Corporation of America in Wallingford, 
Conn. Mr. Ernst has engaged in the 





IN THE NEWS 


procurement and handling of materials 
for many years, both for the govern- 
ment and for private industry. He has 
been Director of Purchasing for the 
Control Instrument Company in New 
York City, and was formerly associated 
with the Allan B. Dumont Laboratories 
in New Jersey and the Fairchild Air- 
plane Corporation of Long Island. 

A graduate of Columbia University, 
Mr. Ernst has traveled extensively 
throughout North America. 

Ray F. Schwab has been appointed 
Director of Purchases of Aluminum In- 
dustries, Inc., Cincinnati. Mr. Schwab 
assumes the office recently vacated 
when Eugene F. Eckerle became vice 
president of the company. For the 
past 10 years Mr. Schwab has been at 
the head of the purchasing department 
of the Cincinnati Coffin Company, and 
its subsidiary, the Queen City Manu- 
facturing Company, both of Cincinnati. 
Prior to serving with the U. S. Army 
during World War II, Mr. Schwab was 
credit manager of the Trailmobile 
Company. 


George A. Shinsec has been named 
Purchasing Agent for Paulsboro Man- 
ufacturing Company, Fullerton, Pa., 
succeeding John W. Sheffer, Jr. Mr. 
Sheffer has joined the sales promotion 
and advertising department of the San- 
dura Company, Inc., an affiliate of the 
Paulsboro Manufacturing Company. 


I. G. Fox has been appointed Manager 
of Materials for the Transformer Divi- 
sion of the Westinghouse Electric Cor- 
poration at Sharon, Pa. In the newly 
created position, he will have super- 
vision over production control, pur- 
chasing, shipping, factory and finished 
stock stores activities, and general re- 
sponsibility for total inventory invest- 
ment. 

Mr. Fox joined the Transformer Di- 
vision as Purchasing Agent in May, 
1950, after 10 years in the purchasing 
department of the company’s small mo- 
tor division in Lima, O. Immediately 
prior to his new assignment, he served 
as Manager of Purchasing, Stores, and 
Shipping at Sharon. 





A. D. Hoyle, Assistant General Pur- 
chasing Agent of Brown Company, Ber- 
lin, N. H., has retired from active serv- 
ice with the company after 40 years. 


Upon his retirement, he was presented 
with a 40-year pin by L. F. Whittemore, 
president of Brown Company, and 
president of the New England Council. 
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Pigskin grain—leather 
paim gloves 


SOURCE FOR WORK GLOVES — 
BECAUSE Riegel Work Gloves cre 


produced by one of the country’s largest textile 


mills .. . a source of supply you can rely on in every way. 
White canton flannel gloves Grey heavy side—split PPIY Y Y Y Y 


beter. gee gee Our gloves are completely Riegel-made . . . 
not an “assembled” product. We control the quality 


of our cloth as well as the cutting and sewing. 


We offer a complete line of all popular styles, and make 
fast shipments to our jobbers from local warehouses. 


Our prices are always competitive. 





Reversible gloves -knit wrist 
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TRADE-MARK 


GUARANTEED 
70 SAVE 
money! 


Unconditionally guaranteed 
to outwear two or more pairs 


Reversible gloves—band top 


SS 











of heavy 10-ounce canvas gloves! 








nd) al 
White canton flannel gloves Grey heavy side—split 
leather palm gloves 


¢ 












TRION DIVISION 
GEORGIA 





SE a 03 a... | 
Jersey gloves ond mittens Women’s white canton flannel 
oll purpose work glove 


GREENVILLE DIVISION 
ALABAMA 


Warehouses located in: 
Greenville, Alabama 
Fort Wayne, indiana 

Hawthorne, New Jersey 

Los Angeles, California 


RIEGEL TEXTILE CORPORATION + 260 Madison Ave. * New York 16 





Double palm gloves Hot mill gloves 


WRITE FOR COMPLETE WORK GLOVE CATALOG AND NAMES OF LOCAL JOBBERS 
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) Could you ame yourself if failure to safeguard 
property resulted in loss? After all, isn’t property protection a 
responsibility of all management? Security is a job for Page 
Chain Link Fence, available in heavily galvanized Copper- 
Bearing Steel, rust-immune Stainless Steel or corrosion-resist- 
ing Aluminum. But PAGE means more than a quality product. 
It is a complete fence service, performed by more than 100 
firms having technical training and fence erecting know-how, 
and conveniently located throughout the country. For illustrated 
data on Page Fence and name of experienced firm nearest you— 


Write to PAGE FENCE ASSOCIATION in Monessen, Pa., 


Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 
New York or San Francisco. 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 


MALLEABLE 
IRON CASTINGS 


that you can depend upon! 








The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 


Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 


We invite your specifications for quota- 
tion. 





WE SHIP QUICK! 
Phone 4-5676 for Service 


The parts shown here are 
representative of our produc- 
tion for automotive, farm 
implement, appliance and rall- 
road customers. 


MOLINE IRON WORKS 
Moline, Illinois, U. S. A. 
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Robert F. Richards has been named 
Director of Material and Manufacturing 
Control of the Engineering and Re- 
search Corporation, Riverdale, Md. Mr. 
Richards, a native of Long Island, 
joined ERCO in 1950 as sub-contract 
manager, and in 1951 became Director 
of Purchases. His earlier experience 
covers the field of purchasing, material 
control and production planning for 
Republic Aircraft, Columbia Aircraft 
and the Aircraft Service Corporation. 





Robert F. Richards 


He is a member of the Washington 
(D. C.) Purchasing Agents Association. 

In addition to his former respon- 
sibilities in directing the purchasing, 
sub-contract, stores control, and gov- 
ernment furnished equipment admin- 
istration sections, Mr. Richards will 
direct the production planning, produc- 
tion engineering, estimation, tooling, 
plant engineering and maintenance 
section for ERCO’s main Riverdale 
plant, which is currently doing design 
and production of Flightronic airplane 
simulators, airborne armaments, and 
machine tools. 


Stewart E. Lauer, Jr. has been named 
Purchasing Agent for the industrial 
atomic power section of Westinghouse 
Electric Corporation’s Atomic Equip- 
ment Department, Pittsburgh. 

A native of York, Pa., Mr. Lauer 
attended high school there, and was 
graduated from Cornell University in 
1947 with a Bachelor of Science degree 
in mechanical engineering. He spent 
two years as an engineer with the Allis- 
Chalmers Manufacturing Company and 
then attended the Harvard School of 
Business Administration where he was 
graduated in 1951. That same year, he 
joined Westinghouse as a staff assistant 
in the purchasing department of the 
AGT Division at South Philadelphia. 
Later he was transferred to the 
Columbus plant as a buyer, the posi- 
tion from which he comes to take up 
his new assignment. 


Edwin A. Lederer has been appointed 
Acting Director of Purchases for Chi- 
cago schools, succeeding James F. Red- 
mond, who has been appointed super- 
intendent of schools in New Orleans. 
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It can’t get too corrosive 


for Rome Synthinol ° 901 


Thermoplastic Insulated Wire and Cable 


For the wiring of plant branch and feeder cir- 
cuits, where corrosive materials or fumes are 
prevalent, it will pay you to specify Rome 
Synthinol 901. 

Being a specially compounded, polyvinyl 
chloride type of insulation, Rome Synthinol 901 
has exceptional resistance to corrosive fumes, 
chemicals, oils, greases, moisture and heat de- 
formation. In addition, it is uniformly small in 
diameter, permanently colored and easy to pull. 

It is ideally suited for wiring in chemical 


plants, oil refineries, as well as paper and steel 


It Costs Less 
to Buy the Best 


TORRANCE 


1953 


mills. . 


tions are difficult. 


Underwriters’ Approved as Type TW 


Rome Synthinol 901 is approved by Under- 
writers’ Laboratories, Inc., as Type TW, for 60°C. 
operation, under the National Electrical Code. 
Further, being highly resistant to heat, Rome 
Synthinol 901 provides you with a far greater 
safety factor at elevated temperatures than 
does regular Type TW. 


ROME Dn. UN 
4 


ROME NEW YORK 


“a 


CALIFORNIA 
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assure faster, low cost 
production with ... 





. . yo FINISHED $y, 
rofit from the production advantages assured ee % 


the uniform machining properties of 

'VYCKOFF Cold Finished Steels. Constant 

formity of physical characteristics from 

to-bar and Hot-to-lot is accurately main- 

ed by positive quality control methods. 

have four conveniently located works to 

ve you, so, make your next Cold Finished 
el WYCKOFF. 


W YCKOFF STEEL COMPANY WYCKOFF STEEL PRODUCTS 


. Carbon and Alloy Steels— 
SPECIALISTS IN COLD FINISHED STEELS EXCLUSIVELY forcned ond SUMMGA Shottine 
GATEWAY CENTER, PITTSBURGH 30, PA. Turned and Greene Shetting 

- e t 7 rind 

3200 SOUTH KEDZIE AVENUE * CHICAGO 23, ILLINOIS Ril Sepak ates treated 

Works: Ambridge, Pa. * Chicago, Ill. Steels. 


Newark, N.J. * Putnam, Conn. 











F. K. Read has been named Super- 
visor of Purchasing for Anchor Post 
Products, Inc., Baltimore, Md. He for- 
merly held the position of Purchase 
Expeditor for the company’s Anchor 
Fence division. 


C. A. Bishop, who held the position 
now occupied by Mr. Read, will head 
the newly formed Special Purchase 
Expediting Department. 

Verne Griebel, who previously was 
Purchasing Agent for the company’s 
Red Oak, Iowa, operation, will assist 
Mr. Read. 


Clifford J. Alpaugh has been named 
to the newly created position of Di- 
rector of Purchases of Bohn Aluminum 
& Brass Corporation, Detroit, Mich. 





Clifford J. Alpaugh 


Mr. Alpaugh comes to Bohn from Fed- 
eral Telephone and Radio Corporation, 
where he also served as Director of 
Purchases. Prior to that he was asso- 
ciated in the same capacity with Toledo 
Scale Company. 


Joseph Braido has been appointed 
Purchasing Agent of the Easton Car 
and Construction Company, Easton, Pa., 
succeeding Joseph Carcione, who died 
recently. 


K. L. Ewing has been named District 
Buyer for the newly established Kan- 
sas City, Mo. district purchasing office 
of Standard Oil Company (Indiana). 
The office is the second set up under a 
new decentralized purchasing plan. 
Announcement of the new office was 
made by Harry F. Glair, Director of 
Purchases. 

The purpose of the decentralization 
of purchasing is to improve purchasing 
department services to sales fields and 
refineries. Local supplies will be pur- 
chased in each area, whenever pos- 
sible, Mr. Glair said. The Kansas City 
office is at 4010 Washington Street. The 
company’s first outlying district pur- 
chasing office is in Detroit, Mich. 


Paul A. Metzger has been appointed 
to the newly created position of Ma- 
terials Manager at Servel, Inc., Evans- 
ville, Ind. 
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On swing frame grinders Norton wheels stand up under heavy grinding pressures at high 


speeds, combining fast, clean cutting action with extra long wheel life. 


For high tensile 


strength metals use ALUNDUM* abrasive; for low tensile metals, cRYsTOLON* abrasive. 


Bring out the hidden profits 


in your rough grinding with the 


“TOUCH 


OF GOL 


Rough grinding jobs can be as definite 
money -making operations as any other 
form of g grinding. 

And they will be when you add the 
“Touch of Gold” with Norton wheels 
that are exactly right for the work you’re 
doing on the machines you’re using. 

Then you'll grind off more metal per 
dollar, increase production and cut costs 
every day, on countless routine jobs. 

And you'll realize that the hidden 
profits in your rough grinding operations 
need only this time-and-money-saving 

“Touch of Gold” to bring them to light. 


Jury, 
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Your Norton Distributor 

can bring long, practical experience to 
your rough grinding problems. If neces- 
sary, he'll call in your Norton Abrasive 
Engineer for expert advice on new or 
difficult Backed by the 
world’s largest manufacturers of abra- 
sives, with the broadest line to choose 
from, these Norton men will make sure 
you get exactly the wheels you need. 


applications. 


Ask your Norton Distributor for Book- 
let No. 1405 . . . 54 illustrated pages cov- 
ering every phase of rough grinding. Or 
write direct to Norron COMPANY, 
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On floor stands you grind faster and at lower 
cost with Norton ALUNDUM or CRYSTOLON 
wheels. There’s a right Norton abrasive-and« 
bond combination for every metal, every job? 





On portable grinders the smaller Norton 
wheels do the same big job of cost cutting. 
With their inbuilt balance they hug that 
work — to grind more metal per man-hour. 





On many jobs the versatile Norton Nylon- 
Reinforced Hub Wheels — BD rigid and 
BFR semi-flexible — are the fastest, easiest, 
safest wheels to use. They’re ideal for weld 
grinding and similar finishing operations. 


Worcester 6, Mass. Distributors in all 
principal cities — look under “Grinding 
Wheels” in the yellow pages of your 
telephone directory. Export: Norton 
Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 


WNORTONF 


ABRASIVES 
Gdlaking better products... 
fo make other products better 


*Trade-Morks Reg. U. S. Pat. Off. and Foreign Countries 
W-1499 
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r cabinet fabricator switches to faster, surer Bostitch wire stitcher 


Four times faster 
than spot welding! 


\ maker of freezer cabinets was turning out ten units a day before the 
local Bostitch field man came along. Now, with a Bostitch S13C wire 
stitcher, he can fasten forty a day, and the seams are cleaner, smoother, 


more secure, 


The trim, businesslike machine speedily and powerfully plunges 
staples through two or three thicknesses of heavy sheet metal—for keeps. 
Because no special skill or operating experience is needed, and because 
Bostitch machines are rugged and dependable, the cabinetmaker discov- 


ered immediately that 


BOSTITCH CUTS FASTENING COSTS 75%! 


This is just one example of the results you can expect when you ask a 
Bostitch field man to study your fastening methods. He’ll show how you 
can make important savings by switching to Bostitch ...on your produc- 
tion line, in your shipping room, around your office. Look him up in 
your local telephone directory, or write us today. 


SUS 


Ano FASTER 
fastens it better, with wire 
FREE BOOKLETS tell how Bostitch 

n cut costs on many different 
istening jobs. Mail this coupon. 





300 FIELD MEN IN 123 CITIES in U.S. 
ind Canada keep dependable 
Bostitch service close at hand. 


| 
! 
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! 
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| 
| 
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! 
! 
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BOSTITCH, 727 Mechanic Street, Westerly, R. I. 


Please send me information about fastening 
(check materials) ... 





C) Wood C] Paper C) Rubber -) Fabrice 

(0 Plastics () Leather ([j Light Metals { Roofing 
We are presently using (please check) ... 

D2 Nails [] Glue C] Tape C_) Tacks 

0 Pins _) Thread C} Rivets C) Spot Welds 
Name __ — — 
Company 
. ee ee ea 
City __ Zone _ State 
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John W. Senger has been named 
Purchasing Agent at Hyster Company’s 
Danville, Ill., plant. 

Jack Cavanaugh has been appointed 
Assistant Purchasing Agent by Hyster. 

Mr. Senger has been with Hyster 
since 1949 in the sales and planning, 
expediting and purchasing departments, 

Mr. Cavanaugh has been with Hyster 
since 1951 in the parts, expediting and 
purchasing departments. 


Ross T. Phipps has been appointed 
Purchasing Agent of Underwood Cor- 
poration’s three Bridgeport, Conn, 
plants, with headquarters at 575 Broad 
Street. 





Ross T. Phipps 


Formerly Purchasing Agent and 
Traffic Manager for the Bullard Com- 
pany, Mr. Phipps previously was a 
buyer in the automotive industry in 
Detroit. He joined Underwood two 
years ago as buyer of controlled mate- 
rials, and has been in charge of steel 
purchasing prior to his present assign- 
ment. 


C. H. Holden, Purchasing Agent of 
the Raymond Manufacturing Company, 
Corry, Pa. was the featured speaker 
at a recent meeting of the Titusville 
Rotary Club. He discussed in detail 
various types of springs made by his 
company, tracing the development of 
springs for industrial use. 


Robert J. Campbell has been ap- 
pointed Purchasing Agent of Poloron 
Products of Scranton, Pa. Mr. Campbell 
formerly was employed as a Buyer in 
the Home Appliance Division of the 
Murray Corporation of America for 10 
years. 


John N. Hartwell has been appointed 
Purchasing Agent of Worcester Pressed 
Steel Company, Worcester, Mass. 


Robert D. Sheehan has been ap- 
pointed Director of Material Control 
and Purchasing for the Buick-Olds- 
mobile-Pontiac assembly division of 
General Motors Corporation. 
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Shrust Bearing | 
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Mr. Platts has served as Buyer, Director 
of Defense Contract Purchases, and 
Assistant Purchasing Director. 


Louis M. Eble, Jr., Purchasing Agent 
and Advertising Manager for C & D 
Batteries, Inc., Conshocken, Pa., has 
been elected to the board of directors. 


MUELLER BRASS CoO John Platts has been appointed 
e, Director of Purchasing for Whirlpool 

Corporation. During the 13 years that 

he has been associated with Whirlpool, 

g eo After serving as an Air Force flight 

instructor, Mr. Eble graduated from the 

Pennsylvania State College in 1948 with 

BRASS- BRONZE 








, 


\ 





Y Louis M. Eble, Jr. 


=. f a degree in industrial engineering. He 
ee : 
FORGED TO , 


joined Link Belt Company and worked 


at its Hunting Park Avenue plant in 
PERFECTION Philadelphia on plant layout, super- 
visor training, and materials handling. 

In 1949, Mr. Eble joined C & D Bat- 
teries as Advertising Manager and 
Assistant to the Vice President in 
Charge of Sales. He is a member of 
the Purchasing Agents Association and 


the American Materials Handling So- 
PRECISION 


ciety. 
MACHINED William G. Blessing has been named 


Manager of Purchases of the Lewis 
TO YOUR Machinery Division of Blaw-Knox 
Company, Pittsburgh. 


SPECIFICATIONS _C. E. Lewis has been named Divisional 


Purchasing Agent of the Machinery 


tte 


Department. 
R. L. Cramer has been appointed 
rr Divisional Purchasing Agent of the 


Ordance Department. 

Mr. Blessing has been with the divi- 
sion as Ordnance Purchasing Agent 
since early in 1951. He also served the 
company during World War II as As- 
sistant Procurement Manager for the 
Martins Ferry Division and has worked 
for other industrial firms in both pur- 
chasing and production capacities. 

Mr. Lewis is a native resident of 
Corapolis, Pa., and has been with the 
division since 1935 in a number of sup- 
ply and purchasing capacities. 

Mr. Cramer joined the division a 
year ago as an industrial engineer, 
after some years of experience with 

other firms in industrial engineering. 
MUELLER BRASS ee) He is an alumnus of Pennsylvania State 
a 


College. 


IT’S YOURS! NEW 32-PAGE 
FORGINGS ENGINEERING 
MANUAL. WRITE TODAY > 
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Give fire half a 
chance and it will 
over-run you like a 
swarm of ants. 
You must stamp it out 
anywhere it shows itself. 
In the paint locker, 
power plant, garage . 
That calls tor a battery ~¢ 
of strategically placed 
KIDDE Portable Fire 


. My, Extinguishers. 
igiglale 


Walter Kidde & Company, Inc., 


wf 















747 Main Street, Belleville 9, N. J. 
Walter Kidde & Company of Canada, Ltd., Montreal, P. Q. 
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AMERICAN makes 
good STOCK gears 


conveniently gyaitable to 
you through 4o0d distributors 











You'll find American STOCK Gears meet every requirement for high quality, accurate 
tooth contour, smooth, quiet performance and long life. 

Complete line includes Spur Gears . . Racks . . Change Gears. . Internal Gears . . Miter 
Gears . . Bevel Gears . . Ratchets and Pawls . . Spiral Gears .. Worms and Worm Wheels. 


Order from the nearest of these authorized distributors 


ALABAMA BUFFALO 
BIRMINGHAM Buffalo Rubber & Supply inc., 37 Corroll St 
industria! Supplies, Inc., 613 North 9th St. JAMAICA 
Industrial Beoring & Supply of L. | 
CALIFORNIA 91.12 143rd Street 
i ANGELES LOCKPORT 
Merwood Ltd., 320 E. Third Street - 
. Word Bros. Mill Supply Co., 64 Morket Street 
. i AN FRANCISCO 
i 7 LONG ISLAND CITY 
Merwood itd, 357 Ninth Street 
i Beordslee Transmission Equipment Co 
CONNECTICUT 41-12 29th Street Bridge Plaza North 
BRIDGEPORT NEW YORK 
H. J. Behn & Co., Inc., P.O. Box 1780 Congro Transmission Co., 388 Broome Street 
HARTFORD Fisher Tool Co., 226 Lo Fayette Street 
G. W. Bush Co UTICA 
60! New Pork Avenve Chorles Millar and Sons Compony 
WATERBURY WATERVUET 


Charles A. Templeton, Inc Industrial Equipment Co. of Albany 
GEORGIA Woterviiet, N.Y 
ATLANTA NORTH CAROLINA 


ndustrial Service Compony 








CHARLOTTE 
740 Glenn Street, South West Precision Gear & Mach. Co., Inc 
ILLINOIS 200! N. Tryon St 
CHICAGO OHIO 
hoin Soles, Inc, 835 West Randolph St. AKRON 
Dodge-Chicago Industrial Equip. Co Mahoning Valley Supply Company 
330 East 24th Street 274 Pork Street 
Mechonicol Industriel Transmission Co CANTON 
; 8 No. Morgan Mohoning Valley Supply Company 
| Potlyn Geors & Trans. Co., 2456 W 38th Street 1253 Dueber Avenue, South West 
' ROCKFORD CLEVELAND 
| Rockford Tool & Transmission Co. , 802 Broadwoy J. A. Shomer, 1120! Berea Rd 
| INDIANA CINCINNATI 
INDIANAPOUS Wirthlin-Mann Co., 1930 Dona Ave 
ndionapolis Belting & Supply Co. DAYTON 
30.36 So. Capito! Avenve Dills Supply Co., 200 Woyne Avenve 
SUTH BEND TOLEDO 
Central Power Transmission Equipment, ine G & J Bearings & Supply Co., 615 Phillips Ave 
92! South Main Street YOUNGSTOWN 
KENTUCKY Mohoning Valley Supply Co 
LOUISVILLE 704 Youngstown-Poland Rood 
Beorings, Inc., 501 W Main Street OKLAHOMA 
LOUISIANA TULSA 
NEW ORLEANS Weiss Supply Co 
Industrial Power Transmission Company 216 Eost Third St 
John U Barr, 801 American Bank Building OREGON 
MASSACHUSETTS PORTLAND 
JAMAICA PLAIN Meorwood Limited, 209 West Ist Street 
Pork Geor ond Machine, Inc PENNSYLVANIA 
168 Washington Street PHILADELPHIA 
PRINGFIELO Globe Geor Compony 
Stocy Supply Co., 43 Taylor Street 34th and Clearfield Street 
MICHIGAN PITTSBURGH 
DETROIT Harris Pump & Supply Co 
DuComb Company W. C., 6335 East Palmer Ave Brady & Sidney Sts., S. S 
Factory Equipment Company TENNESSEE 
4820 Wyoming MEMPHIS 
GRAND RAPIDS The Riechmon Crosby Co., 223-29 So. Front St 
Stote Supply Company, 751 Grandville Ave. S. W NASHVILLE 
KALAMAZOO Tenn. Machinery Co., 113 3rd Ave § 
Robert M. Sorlie Co., 519 Mills TEXAS 


MUSKEGON 


DALLAS 
lokeshore Machinery and Supply Company 


Beoring Chain ond Supply 


400 West Loketon Avenve 2826 Elm Street 
SAGINAW HOUSTON 
B.M Supply Co., 405 Ames St Americon Geor & Supply Co., 3438 Leeland Ave 
MINNESOTA VIRGINIA 
MINNEAPOUS RICHMOND 
Baldwin Supply Co., 1329 South Sixth Street Apex Machine Mig Co., 216 So. Fifth Street 
MISSOURI WASHINGTON 
KANSAS CITY SEATTLE 
Noelling Stee! Sales Corp., 1517 Cherry Stree? Marwood Limited, 1714 First Avenue South 
ST. LOUIS WISCONSIN 
Te-Co., Inc., 801 No. Second Street GREEN BAY 
NEW JERSEY liber? Bearing Co., 324 No Roosevelt St 
NEWARK MADISON 
Dodge Newark Supply Co., Inc Richard E. Ela Company 
281 Morket Street 744 Williomson Street 
NEW YORK MILW AUKEE 
BROOKLYN A-C Supply Company, Inc 
Acme Leather Belting Co., 578 Broadway 2302 West Clybourn St 


Petty & Wherry, inc., 333 Atlantic Avenve Americon Machinery Co., 453 No Plankinton 


Write us for a free copy of Specification Catalog 


AMERICAN STOCK GEAR division 


PERFECTION GEAR COMPANY + HARVEY, ILLINOIS 











Edward O. Hascall has been ap- 
pointed Director of Purchasing for 
Ainsworth Manufacturing Corporation, 
Detroit. Mr. Hascall joined the com- 
pany’s purchasing department in 1930 
and prior to his recent promotion 
served as Assistant Purchasing Director 
under C. L. Miller. Mr. Miller, Director 
of Purchasing for the past 24 years, is 
retiring from that post but will remain 
on Ainsworth’s executive staff as con- 
sultant. 


Robert L. Fasig, with the Union Mal- 
leable Mfg. Company, Ashland, Ohio, 
for 13 years, has been made a member 
of the executive management group. 
He is director of Purchases of the Un- 
ion Malleable and its subsidiaries, Ash- 
land Malleable Iron Company and Un- 
ion Brass and Copper Company. The 





Robert L. Fasig 


change was made in recent reorganiz- 
ation following the resignation of Sol 
Jacobson, president, due to ill health. 
Before being named to his purchasing 
post, Mr. Fasig had been assistant 
works manager of the Ashland Mal- 
leable and in charge of the foundry 
laboratory. 


Wray Kephart has been appointed 
Division Purchasing Agent for Gar 
Wood Industries, Inc., Wayne, Mich., 
division. 


Robert J. Froeber has been elected 
Purchasing Agent of Hanes Hosiery 
Mill Company, Winston-Salem, N. C. 


E. T. Sponberg is now Purchasing 
Agent of the Tex-Tube Supply Com- 
pany, Houston, Texas. Mr. Sponberg 
formerly was Assistant Purchasing 
Agent for National Supply Company, 
He is a graduate of the University of 
Texas and a veteran of the 99th In- 
fantry Division which served in France. 


Robert L. Harner, Sr., Purchasing 
Agent for the Everite Pump and Man- 
ufacturing Company, has been nom- 
inated to succeed Robert E. Knoll as 
president of the Lancaster (Pa.) Lions 
Club. 
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an easy way fo cut your 
production costs 


iP aowrwAeoie 


OMLITE does it=— 
with FINISHED MACHINE PARTS 











No investment in machine Releases skilled manpower to 
tools other jobs 


No costly tooling programs No material supply problems 











FIELD- ENGINEERS AND DEPOTS THROUGHOUT 
UNITED STATES AND CANADA 


Oilite Products Include: Bearings, Finished Machine Parts, 
Cored and Solid Bars, Permanent Filters and Special Units. 
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ARMORKOTE WORK GLOVES 


ARMORKOTE Gloves — Jomac Cloth with plastic-coated palm and 
fingers. Widely used in handling steel and sheet metal, rough and 
finished castings, heavy machinery and machine parts; concrete 
block, bricks, lumber and structurals, and for general handling. 
ABRASION RESISTANT © POSITIVE GRIP +» OUTWEAR LEATHER 


Write for new Jomac catalog and samples 


C. WALKER JONES CO. 
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Clark A. Ralph has been appointed 
Director of Purchases for the Wales- 
Strippit Corporation, North Tonawanda, 
N. Y. Mr. Ralph has been with the 
company since 1941 and has been plant 
manager since 1943. He will continue 
his duties in that capacity. 


Floyd W. Curtis has been named as- 
sistant treasurer and assistant secetary 
of the Haloid Company, Rochester, 
N. Y. He is in charge of purchasing, 
insurance, and the center for the dis- 
tribution of raw materials and handling 
of finished products. 





Floyd W. Curtis 


A native of Rochester, he joined the 
Rectigraph Company, Rochester, in 1922 
as a bookkeeper, later becoming office 
manager and secretary. He joined the 
Haloid Company in 1935 when Recti- 
graph was merged with Haloid. He was 
elected assistant secretary in 1950. 


Fount A. Rambie, Head of Purchasing 
and Transportation departments for 
Swift & Company packing plant, San 
Antonio, Texas, has retired. Mr. Rambie 
started his career with the Union Meat 
Company in 1910 as stock clerk. Soon 
after he was made Purchasing Agent 
and served in this capacity until 1934 
when the Union Meat Company was 
sold to Swift. 

He continued as Purchasing Agent 
and head of transportation department 
with Swift until his retirement. 


Richard Edwards has been named 
Director of Purchases for Deere & 
Company, Moline, Ill. 


Robert Miller Schrader, General 
Manager of Purchases for the Con- 
tinental Can Company, New York City, 
died recently at his home in Manhat- 
tan. Mr. Schrader joined the company 
in 1917 as assistant storekeeper at the 
company’s Halstead Street plant and 
subsequently became Assistant Pur- 
chasing Agent and District Purchasing 
Agent in the Chicago office. In 1929 
he was transferred to New York where 
he was appointed Assistant General 
Purchasing Agent. In 1943 he was 
named General Purchasing Agent and 
later was promoted to General Manager 
of Purchases. 
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Fire Power... 
Product of manufacturing skills 


Eastern Tool & Mfg. Co. is currently 
producing precision made wire forms, 
metal parts and deep-drawings used in 
the bazooka rocket. Many. of these 
ordnance components receive their 
final finishing in our large and com- 
pletely equipped plating and finishing 
department, a portion of which is 
shown at the right. 


Write for descriptive 
Booklet No. 100 


Eastern Tool & Mfg. Co. 


Belleville 9, New Jersey 


The destructive power and 
penetrating force of the 

3.5” bazooka rocket shown being 
loaded at left are the end result 

of design plus skills acquired 


through manufacturing experience. 
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The Erie Resistor Corporation, Erie, 
has announced plans for the con- 
uction of a new plant for the man- 
icture of electronic and plastic prod- 
ets at Holly Springs, Miss. Production 
s expected to reach a maximum within 
vo years with a force of about 200 
mployees. Plans call for a one-story 
ick face building providing approx- 
nately 60,000 square feet on a 25-acre 
tract 


Clark Equipment Company, Buchan- 
n, Mich., has formally acquired all the 
apital stock of The Ross Carrier Com- 

pany of Benton Harbor, Mich. Michi- 
gan Power Shovel. Company, a sub- 
sidiary of Ross Carrier Company, is 
included in the transfer. Production 
and administration of both the newly- 
1cquired companies will be integrated 
vith activities of the Clark organiza- 
tion. Ross Carrier’s manufacturing 
operations in their present locations 
vill be continued. 

It is expected that the acquisition of 
the two firms will supplement the 
present operations of Clark, providing 
it with immediate and expanding future 
opportunities in the earth-moving and 
construction equipment fields. 


Westinghouse Electric Corporation, 
Pittsburgh, is leaving the industrial 
stoker manufacturing field. Arrange- 
ments have been made for renewal 
parts and stoker service to be supplied 

the Detroit Stoker Company of 
Monroe, Mich. 

The agreement, effective May 1, does 
not include the sale of the Westing- 
house plant facilities at Attica, N. Y. 
Westinghouse will continue to operate 
the stoker manufacturing plant and 
foundry until all contracts for complete 
tokers currently on the books are ful- 
filled. This is expected to be completed 
within three or four months. Beyond 
that, future plans for the Attica plant 
have not been definitely formulated. 
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Shell Oil Company of Canada, Ltd., 
recently put on stream at Montreal 
East a new chemical plant with an 
annual capacity of 20 million pounds of 
isopropyl alcohol and acetone. The 
isopropyl alcohol is the first to be 
manufactured in Canada and the ace- 
tone is the first to be manufactured in 
Canada from petroleum raw materials. 
The plant draws its feed stock from 
the company’s Montreal East refinery 
and includes special features which 
permit operation in temperatures as 
low as —20 deg. F. 


Peter A. Frasse and Company, Inc., 
New York City, is constructing a new 
office and warehouse building on a 
tract of land located on Locust Street 
in Hartford, Conn. In the past the 
Hartford sales office has been serviced 
by the New York warehouse. The new 
building will be devoted to the distrib- 
ution of alloy, stainless and cold fin- 
ished carbon steels and tubing in the 
Connecticut and New England area. 






The Colorado Fuel and Iron Cor- 
poration, New York City, has opened a 
new warehouse and sales center for 
steel products, chemicals, and fuel at 
Wichita, Kan. The new sales and ware- 
house center will serve the agricul- 
tural, oil, construction and manufac- 
turing industries of Oklahoma, Nebras- 
ka, Missouri and Kansas. 


Joseph T. Ryerson & Son, Inc., Chi- 
cago, has announced that expansion 
work has begun on the steel service 
plant of the former Inland Empire Steel 
Company, Spokane, Wash., which Ryer- 
son acquired late in 1951. Work has 
started on a new span which will 
permit the addition of reinforcing bar 
fabricating operations to the company’s 
service on other types of steel. Ap- 


proximately 10,000 square feet of work- 
ing space will be made available for 
this purpose. The new reinforcing bar 
facilities are expected to be ready for 
operation shortly. 





The George Sall Metals Company, 
Inc., Philadelphia, Pa., opened one of 
the most unique metal plants in the 
country May 27. On its eight-acre 
property at 2300 East Butler Street, the 
company has erected a plant where 
practically every action is scientifically 
controlled for maximum output of non- 


ferrous metal ingots from _ scrap. 

Electric-eye doors, up-to-the minute 
materials handling equipment, air con- 
ditioning, communication system, ven- 
tilators that change the air in’ the plant 
every minute and a half, are some of 
modern devices that make the plant the 
latest in streamlined efficiency. 


PuRCHASING 














7 = oe 


it 
if 


| » 


AND AROUND THE 


SS = (Ch. 
MORE SERVICE 
FROM 
ANSUL 


All Ansul Fire Extinguishing Equipment 
is backed by Ansul’s personnel training 














and service policy . . . In addition, 
a written five year warranty guarantees 

each extinguisher is free of defects... 
assuring dependable fire protection. 


Ansul Extinguishers have long been 
the leaders in the dry chemical 
fire extinguisher field because they provide 
the best protection for flammable 
liquid, gas and electrical fires. 





Write for File No. N-41. Printed 
material supplied will be helpful 
to all men responsible for fire 
protection. 
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ANSUL OFFICES, 
DISTRIBUTORS 
AND DEALERS 
SERVE ALL 

PRINCIPAL CITIES 

IN THE U. S. A. 








+ 
EXPORT 
DISTRIBUTORS 
AND DEALERS 
SERVE 
31 COUNTRIES ; 
AT OVER 


tie Seley Wale), }.) e ~ 


ANSUL 


FIRE EQUIPMENT DIV 1+ MARINETTE. W NSIN 


MANUFACTURERS OF FIRE EXTINGUISHING EQUIPMENT, INDUSTRIAL AND FINE 
ORGANIC CHEMICALS, LIQUEFIED GASES AND REFRIGERATION PRODUCTS 
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You can see the difference in 





exclusive with 


HOOVER BALL BEARINGS 


The photographs reproduced above are magnified one 
hundreds times so you can see the difference between 
ground, polished and honed raceways. The process and 
the special machines for the honing operation are ex- 
clusive, patented, Hoover developments. Honing by 
Hoover goes far beyond grinding and polishing to 
achieve a surface that assures amazing quietness plus 
longer bearing life and greater load capacity. That’s 
why Hoover Ball Bearings are the choice of distin- 
guished American manufacturers of fine ma- 
chines and equipment. 







The Hoover Engineering Manual will be mailed 
free to engineering and purchasing executives re- 


THE ARISTOCRAT questing a copy on their business letterhead. 
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The Essmueller Company, St. Louis, 
Mo., closed its Kansas City plant ef- 
fective April 1, and is proceeding with 
plans to increase its facilities in St, 
Louis. The Roll Department will be 
enlarged as will the Bolting Cloth De- 
partment. Manufacturing and engineer- 
ing services have already been ex- 
panded and further additions to both 
are planned. 


American-Marietta Company, Chi- 
cago, has announced its entry into the 
rapidly expanding drainage products 
field through acquisition of the entire 
interests of the 30-year-old Lamar Pipe 
and Tile Company, Grand Rapids, Mich. 
With manufacturing plants located in 
Grand Rapids, Saginaw and Jackson, 
Mich., the new activity will be operated 
as the Lamar Division of American- 
Marietta Company. Plans have been 
formulated to expand the present sales 
volume of Lamar products, now on the 
basis of several million dollars annual- 
ly, by extending manufacturing and 
sales operations to other areas. 


Westinghouse Air Brake Company, 
Wilmerding, Pa. has purchased the 
earth-moving and related business of 
R. G. LeTourneau, Inc., Peoria, IIl., in- 
cluding all fixed assets and machinery 
at Peoria, Toccoa, Ga., and its interest 
in the Australian subsidiary, for ap- 
proximately $19,500,000. Westinghouse 
will also take over certain current 
assets of the LeTourneau company, 
consisting principally of inventory, at 
book value less reserve, at an estimated 
price of $6,000,000 to $8,000,000. 

In acquiring plants and land at Peoria 
and Toccoa, Westinghouse Air Brake 
becomes the owner of about 199 acres 
of land and 720,000 feet of floor space in 
Peoria, 474 acres of land and 414,000 
square feet of floor space in Georgia, 
and the 1,483 acres of land and 8% 
houses of the LeTourneau housing de- 
velopment at Toccoa. 

The new business will be operated 
as the LeTourneau- Westinghouse Com- 
pany, a subsidiary of the Westinghouse 
Air Brake Company. No change in 
personnel is contemplated, and all key 
executives will remain with the new 
company. 

The Vicksburg, Miss., and Longview, 
Texas, plants will remain with R. G. 
LeTourneau, Inc., which will continue 
to operate them and manufacture 
special products for the U. S. Govern- 
ment, land clearing equipment, cranes 
and other products not related to 
earth-moving. 


Calresin Corporation, Arcadia, Calif, 
has announced the purchase of Poly- 
Fiber, Inc., Los Angeles, a subsidiary of 
Dumont. Poly-Fiber is one of the 
country’s best equipped reinforced 
plastic molding and fabricating plants. 
The purchase is in line with Calresin’s 
expansion plans in the plastic field 
covering hot melts, encapsulation of 
electronic parts and reinforced plastic 
molding and fabricating. 
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SILASTIC* helps Westinghouse score another FIRST... 
“COOKING without LOOKING” 





Engineers have been working for years 
to make a heat control system for electric 
range surface units that would forever 
banish pot watching. But it took 
Westinghouse, using a bit of Silastic, a 
thermistor, and a few relays and vacuum 
tubes, to perfect the “Electronic Eye.” 
This heat control system regulates the 
temperature so accurately that food can 
be warmed, boiled or fried without 
danger of burning or scorching—even 
if all the water is boiled away. 

The heart of the temperature measuring 
device, the thermistor, is embedded 

in Silastic paste for protection and 
heat transfer. Flexible Silastic insulated 
cable is used to connect the thermistor 

to the exterior wiring, and the 
Electronic Eye itself is isolated in the 
center of a flexible Silastic diaphragm. 
The Silastic components have stood up 
under exposure to boiling water, oil, 
grease, coffee and syrup, as well as 
accelerated life testing equivalent 

to 15 years of actual service. 


'Performance proves... 





aba works 


where other maferials fail ! 


Many of the most able designers, like those Westinghouse 
men who made automatic cooking a practical reality, save 
time and money by trying Silastic first when they need 
rubbery properties at temperatures far above or below the 
limits of any ordinary rubber. And exceptional stability at 
both high and low temperatures is combined in Silastic with 
excellent resistance to outdoor weathering and good resist- 
ance to a variety of hot oils and chemicals. Further proof of 
the inherent stability of Silastic is given in this small graph 


Dielectric Life During Aging at 275°C 
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showing the effect of aging at 275°C (527°F) on the dielectric 
strength of Silastic. 


Dielectric strength measured with “% inch electrodes in air 
on two layers of Silastic R Tape, for example, average 0.475 
KV per mil. After 20 weeks of continuous aging at 275°C 
with both surfaces exposed in an air circulating oven, dielectric 
strength gradually decreased from a high of 0.601 to 0.485 KV 
per mil. 


That's the kind of performance that makes Silastic, the Dow 
Corning silicone rubber, unique among all rubbery materials. 
‘When you need rubbery properties at temperatures above 
150°F or below —40°F, or excellent dielectric properties 
in a resilient and flexible material specify Silastic. 


MAIL COUPON TODAY FOR DATA ON THE PROPERTIES, PERFORMANCE 
AND APPLICATIONS OF SILASTIC. 


DOW CORNING CORPORATION, Dept. 8C-7, Midland, Michigan 
Please send me: 

(] Silastic Facts 10a, properties and applications of Silastic stocks and pastes. 

[_] Ust of Silastic Fabricators. 

[_] “What's A Silicone?”, your new 32-page booklet on silicone products and applications. 


Name Title 








Company 
Address 
City 








Zone State 


















When you need 


/hyratrons 






y For prompt service on 
RCA Tubes call your local 
RCA Tube Distributor 


(G77, 
RCA Thyratrons help to prevent costly shutdowns 


As A RESULT of rigid quality control methods and strin- 
gent tests, RCA Thyratrons provide reliable performance 
even under tough service conditions. You get Performance 
Security with RCA Thyratrons. This means extra hours of 
service . .. fewer shutdowns of equipment due to tube 
troubles . . . equipment operation at higher efficiency. 





TECHNICAL INFORMATION FOR YOUR REFERENCE 


The 20-page booklet “RCA Power and Gas Tubes” con- 

tains technical information on a wide line of thyratrons— 

gas and mercury-vapor types, triodes and tetrodes, minia- 

tures and jumbo sizes. For your FREE copy write to: RCA, 

5 Commercial Engineering, Section 70AT, Harrison, N. J., 
or obtain a copy from your local RCA Tube Distributor. 











RADIO CORPORATION of AMERICA 


se SCTRONM TUBES 





HARRISON. HN. J. 
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Miller Printing Machinery Company, 
Pittsburgh, Pa. has purchased the 
Kerotest Manufacturing Company, 
Pittsburgh valve manufacturing firm. 
The Miller Company, a wholly-owned 
subsidiary of Commercial Credit Cor- 
poration, is putting more than $1 mil- 
lion into Kerotest, $700,000 of which 
has been used to pay Kerotest creditors 
and to halt Kerotest bankruptcy pro- 
ceedings. 

New officers of Kerotest will be: 
R. B. Tullis, president; A. A. Saul, vice 
president; W. G. Young, vice president; 
W. G. Swaney, vice president and 
secretary; D. E. Edwards, treasurer and 
controller, and Hazel Gratz, assistant 
treasurer. 


The Eraser Company, Inc., manu- 
facturers of Rush FybRglass Erasers, 
has moved from its former building at 
104 S. State Street, Syracuse, N. Y., to 
larger, more modern quarters at 1068 
S. Clinton Street, Syracuse 4, N. Y. 


The Lithox Corporation, Wapakoneta, 
Ohio, has changed its corporate name 
to The D. W. Moor Corporation. 


Westinghouse Electric Corporation, 
Pittsburgh, Pa., has begun construction 
on the world’s tallest furnace—13 
stories high—at its Industrial Heating 
Department plant in Meadville, Pa. The 
furnaces 130 foot vertical tower will be 
used to heat-treat long, extruded alu- 
minum shapes required primarily by 
airplane manufacturers. 110 feet long 
aluminum pieces will be suspended in 
the tower for specified periods of time 
and then will be quenched in a water 
filled pit of the same depth. A max- 
imum temperature difference of less 
than five degrees will be maintained in 
the gas-fired unit by a high rate of air 
circulation. 


Sterling Faucet Company, Morgan- 
town, W. Va., has announced the 
acquisition of a new subsidiary, Pitts- 
burgh Valve Company, Reedsville, W. 
Va. The new company which was 
formerly the Pittsburgh Valve and 
Fitting Company will manufacture 
brass and bronze valves and maintains 
most of its former staff. 


General Electric Company’s Silicone 
Products Department, Waterford, N. Y., 
has opened a new warehouse to cope 
with the increased demand for silicone 
products by mid-western industries. 
Located at 427 West Erie Boulevard, 
Chicago, Ill., the facilities will stock a 
full line of silicone materials and speed 
deliveries to users in the area. 


Electro Refractories & Abrasives 
Corp., Buffalo, N. Y., has begun large- 
scale production of vitrified grinding 
wheels. The company discontinued their 
production during World War II to 
concentrate on resin-bonded wheels 
and now announces that their capacity 
will be four times greater than pre- 
viously because of increased sales. 
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improve product design... 


cut manufacturing costs 


with ACCUMET PRECISION INVESTMENT CASTINGS 


In many cases design is restricted and function limited 
when alloy steel parts are made on conventional machinery 
from bar stock or forgings. Frequently such designs can be 
improved and production costs lowered by the use of 
precision investment castings. That’s because this casting 
process permits the use of high alloy steels that are difficult 
to machine or forge. 


Take these four component parts of a pneumatic tool for 
example. They are Accumet Investment Castings made by 
Crucible of 8620 steel. They have a smooth, satiny finish 
and are held to very close tolerances. If these parts were 
not made by this “lost wax” process, the pneumatic tool 
could not be produced at a practical cost in its present design. 


Crucible engineers and metallurgists are available to help 
solve design and production problems through the use of 
Accumet Precision Investment Castings. Write now, and 
let them help you solve yours. 


|CRUCIBLE| first name in special purpose steels 
53 yea of Fre \stecbmabing ACCUMET PRECISION CASTINGS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


REX HIGH SPEED * TOOL ° REZISTAL STAINLESS * ALLOY * MACHINERY ¢ SPECIAL PURPOSE STEELS 
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ATLAS 


HEXAGON NUTS 


..-are Double Chamfered, 
Double Counter-Sunk 


You make double savings, too, with Atlas hexagon 
nuts. They require far less time and labor, cut costs, 
because Atlas nuts are double chamfered, double 
counter-sunk, free of burrs. Also large stock of 
bolts, screws and washers—steel, brass, stainless— 
available for immediate delivery. e ATLAS also 
offers facilities for the manufacture of special com- 
ponent parts. 








For prempt quotations, submit your requirements, giving 
details, specifications and delivery dates. 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N.Y. 


AT-117A 








what does i 
THUJA OCCIDENTALIS fee 


have to do with gears? 










Thuja occidentalis is a type of cedar tree 
— of which there are many in the landscap- 
ing around our modern, attractive plant. What 
do they have to do with making gears? Indirectly, 

a lot; because they contribute a lot to making our SPUR 
plant a desirable and attractive place for our expert 


WORM 
craftsmen to work. Pleasant surroundings, we be- ‘INTERNAL 
lieve, are of major importance in helping our em- 
ployees produce the highest quality work they are SPIRAL BEVEL 
capable of. Thus our Thuja occidentalis is one of the HELICAL 
many details we’ve considered in our efforts to bring 
you better custom gears. If you're not already a HERRINGSONE 
Cincinnati Gear customer, inquire today for full in- *CONIFLEX BEVEL 


formation. L. SPLINE SHAFT 


*Reg. U.S. Pat. Off. 











"Gears... Good Gears Only”’ 
Wooster Pike and Mariemont Ave. e Cincinnati 27, Ohio 
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Sheldon Machine Company, Chicago, 
Ill., has puchased the Sebastian Lathe 
Division of Cincinnati Metalcrafts, Ine, 


Microloc, a new venture for the de- 
velopment of electro-mechanical spe- 
cialties and armament equipment for 
use in aircraft and guided missiles has 
been formed by Stillman Rubber Com. 
pany of Culver City, Calif., and John F, 
Drescher. Already at work on a num- 
ber of secret projects, the outfit will 
concern itself with the development of 
devices that will make our airplanes 
and missiles more deadly. 


International Business Machines Cor- 
poration, Endicott, N. Y., has announced 
completion of building plans which will 
add 139,200 square feet to present man- 
ufacturing facilities. Scheduled for 
completion in July 1954, the new build- 
ing will house complete heat treat, 
plating and plastics moulding facilities, 


Industrial Tape Corporation, New 
Brunswick, N. J., has changed its cor- 
porate name to Permacel Tape Cor- 
poration. The change was made to con- 
centrate increasing promotional effort 
on fewer brand and corporate titles. 


General Chemical Division, Allied 
Chemical & Dye Corporation, New 
York, N. Y., has started construction 
on a new sulfuric acid plant at Paines- 
ville, Ohio. Scheduled for operation 
later this year, the new facilities will 
serve the expanding acid needs of steel 
and rayon producers and other indus- 
trial consumers in the Painesville, 
Youngstown and Warren Ohio areas. 


Howard Foundry Company, Chicago, 
Ill, has acquired management of 
Alumicast Corporation, also of Chicago. 
The move puts Howard back into the 
permanent mold business which they 
discontinued at the start of the Korean 
War. 

Stewart E. Bohn, vice president of 
Howard Foundry takes over as pres- 
ident of Alumicast Corporation and will 
handle operations through Howard’s 


general offices at 1700 N. Kostner Ave., 
Chicago. 


Cooper Alloy Foundry Company, 
Hillside, N. J., has announced extension 
of its product line to include plastic 
pumps, valves, accessories and fittings 
through the acquisition of interest in 
Vantom Pump Corp. of New York. 


Rockwell Manufacturing Company, 
Pittsburgh, Pa., is transferring all of its 
gas industry instrument production to 
its Macnick Division plant in Tulsa, 
Okla. Chief reason for the move is to 
concentrate instrument production in 
one locality for better engineering and 
manufacturing control. 


Taco-West Corporation, Chicago, Ill, 
has changed its name to West Instru- 
ment Corporation. The change was 
made to better identify the firm with 
the control instruments which it manu- 
factures. 
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finish mills. 


24-hour, 7-day week production 


12,000 barrels of cement are pro- 
duced each day at the Prospect 
Hill plant, Missouri Portland 
Cement Company, St. Louis, Mo. 
Okonite Cables supply power for 
these large, low speed synchro- 
nous motors used in the raw and 


SELECTED for key circuits: OKOLITE-OKOPRENE CABLES 
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In designing an electrical system for the Prospect 
Hill plant of the Missouri Portland Cement Com- 
pany in St. Louis, one of thé prime requirements 
was that it must meet the demands of continuous 
24-hour, 7-day a week operation. 


Discussing the need for good engineering and 
design, Mr. A.A. Kaspar, Chief Electrical Engineer of 
the Guarantee Electrical Company, 
the contracting engineers, says: 


“Cost of good design is initially higher, 
but the difference may be offset many 
times over by lower maintenance cost 
and fewer service interruptions. Since 
the plant discussed here requires a 24- 
hour, 7-day week operation, need of 
good design is apparent.” 





hi 


A. A. Kaspar 


—_ = 


Today’s high costs of installation, maintenance and 
man-hours lost from production outages emphasize 
more than ever the actual savings that result from 
good: design in your electrical system. And since 
good cable design is essential to reliable power dis- 
tribution, Okolite-Okoprene cables are being in- 
creasingly specified. 

The story of Okolite-Okoprene quality—the high 
voltage Okolite insulation, the tough Okoprene 
sheath, the exclusive strip process, the super- 
voltage testing—cannot be told in a few words. 
But the whole story can be found in Okonite’s 
Bulletin PG -1053; we urge you to write for it today. 
The Okonite Company, Passaic, N. J. 


The best cable is your best policy 
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aa Hunter Manufacturing Company, 
Cleveland, Ohio, has announced the 


x E AVY D U T Y a x 0 ~~ ia T purchase of all rights : ——— 
an automatic brake slack adjuster for 
WHEELBARROWS 


/ trucks, trailers and buses equipped 
AVAILABLE FOR Mia Le 


with cam-actuated brakes. 

The Hoover Company, North Canton, 

Ohio, has changed the name of its 

Kingston-Conley Division, North Plain- 
You have been patiently waiting for Sterling 
Heavy Duty Wheelbarrows. Now, with a greatly 
improved material situation, we are in position to 

make prompt shipment on short notice. Sterling 


field, N. J., to The Hoover Company, 

Electric Motor Division. The division’s 
barrows are engineered for hard, everyday serv- 
ice. Phone, wire or mail your order — today. 














operation as manufacturer of all types 
of electric motors from 1/6 through 7% 
hp will be more clearly defined as a 
result, and the subsidiary will be more 
closely identified with its parent or- 
ganization. 


Stonco Electric Products Company, 


Model D4S Kenilworth, N. J., has announced the 
Engineered to take hard pun- purchase of the Lighting Products 
ishment in industrial plants, Division of M. B. Austin Company of 
railroads, foundries, etc. Northbrook, Ill. 


Model DF4-S 


Equipped with 
steel plate re- 
inforcement for 
wheeling extra 
heavy loads in 
foundries, etc. 


Aluminum Company of America has 
liquidated its wholly-owned subsidary, 
All Models equipped with Alcoa Mining Company, The move sim- 
either steel wheels or wheels plifies the parent company’s corporate 
having zero pressure tires or structure and transfers the subsidiary’s 
pneumatic tires. operation to the Mining Division. 


Look for this Mark of 


Caterpillar Tractor Company, Peoria, 
STERLING Quality 


Ill., has announced plans for the erec- 
tion of a new 700,000 square ft. plant to 
be completed by the end of 1955. The 
IN ‘=a new space will be devoted to the pro- 
QD ae duction of the company’s line of motor 

‘4 graders and industrial wheel tractors 
and to accommodate a broadened pro- 
gram of crawler tractor and diesel en- 
gine manufacture. 





‘ 








Lake Erie Engineering Corporation, 
Buffalo, N. Y., has established a Rolling 


" Mill and Special Products Division. The 
N a new section will be under the direction 
0 4 oy S of J. P. Finkbone. 
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Worthington Corporation, Harrison, 
N. J., has announced plans for a $3,500,- 
000 plant in Decatur, Alabama. A new 
building for the manufacture of air 
conditioning equipment will be erected 
as well as an office building containing 

10,000 square feet of space. Location of 
the new plant will provide it with 
; direct inland water transportation and 
” ts 7} - also makes it accessible to railroad 

WA 5 siding facilities. Completion is expected 
late this year. 
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basen Z 2) International Minerals & Chemical 

4 wvaiien a Z Corporation, Chicago, Ill., has begun 

A t in to 0 — po gee operation at its new hydrochloric-acid- 
magnesium-oxide plant at Carlsbad, 
N. M. L t f hlori 

Call AMERICAN RED BALL moving special- axes one st eee 









eRe id and various high-purity magne- 

# ts ists — transfer everything safely— and at COST pio snide ‘waa Wee effese. 

gen BA, LOWER THAN MOST! Consult the yellow chloride brine will be produced when 

™ » pages of your telephone directory for your nearest full production gets under way this 
fa AMERICAN RED BALL AGENT! FREE month. 





PERSONALIZED ESTIMATE! 
Minneapolis - Honeywell Regulator 

| Company has announced that a new 
e 4 on AM - RI CAN R ba D BALL plant will be opened shortly at Warren, 
TRANSIT COMPANY INC Ill., to expand the production of its 


Micro Division. The 10,000 square foot 
PIONEER NATION-WIDE MOVERS building will be the division’s fourth 


oe manufacturing operation. 
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take a closer look at these 


To keep your vendor files 
current and help you apply B&W 
tubing facts to your requisition require- 
ments, write now for Bulletin TA-1663. 
And to minimize paperwork ... save time... 
Mr. Tubes—your nearby B&W Tube Repre- 
sentative—is always available to give you and your 
engineers the benefit of his long, close association 
with pressure and mechanical applications of all 
kinds. Prompt action and effective help mean 
extra dividends for B&W customers. 


THE BABCOCK & WILCOX COMPANY 


TUBULAR PRODUCTS DIVISION 


Beaver Falls, Pa.—Seamless Tubing; Welded Stainless Steel Tubing 
Alliance, Ohio—Welded Carbon Steel Tubing 


Jury, 1953 
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TYPES 

Seamless—hot-finished, cold-drawn, or roto-rocked 

W elded—tfrom hot-rolled or cold-rolled strip 
SHAPES 

Round, square, rectangular, oval, or other shapes 
GRADES 


Stainless Steels—B &W Croloys 12 to 27 

Intermediate Chrome Molybdenum Alloys—BKW 
Croloys 2 to 9 

SAE-AISI Alloys and Nitralloy Steels 

Nickel Steels—B &W Nicloys 3/2, 5, and 9 

Carbon Molybdenum Steels—in various grades 

Carbon Steels—in various grades 


SIZE RANGE 
Up to 9% inches outside diameter in a wide range 
of wall thicknesses. 
SURFACE FINISHES 
As rolled, as drawn, as welded, flash removed, turned, 
scale-free and polished. 
SPECIFICATIONS. 
Made to any of the standard specifications’ such as 
those of the ASTM and U.S. Government. 
QUALITY 
Open-hearth and electric-furnace steels, including air- 
craft and magnaflux qualities. 
CONDITION 
Unannealed, annealed, tempered, normalized, or other- 
wise heat-treated as required. 
FABRICATION 
Upsetting, swaging, expanding, bending, safe-ending, 
and machining. 
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EST. 1882 HOBLOK « LOXIT 
COTTER PINS 


For cotter pins sure to meet your job requirements, specify 


Hobbs. Both extended prong and hammer-lock types are 


available in steel, brass, stainless steel, and monel. Choose 
the type that’s best for your production job. 


~ 





HOBLOK (Hammer-Lock Type) Cotter Pins 


Lock themselves when hit with hammer! 









ONLY TWO af Z | TY 
OPERATIONS = ah 

HIT HEAD | 
REQUIRED! INSERT | aoa. Ot 


No bending of prongs is necessary. One blow with 
hammer on head of pin forces shanks to spread and 
- lock themselves! Easy to remove. Saves time! 
XY Speeds production! 
. 
LOT (Extended Prong) Cotter Pins 


. are designed for easier inserting and handling 
during regular fastening operations. Modern pro- 
duction facilities assure uniform quality. 


=== 








OBBS JANGie-pRoor LOCK WASHERS blebs Write fo: 


These high quality—low cost fasteners satisfy all Hobbs 

government specifications. Available in high carbon 

steel, stainless steels, silicon and phosphor bronze 
: 5 and 

and all types of platings. Tangle-proof construction 

makes handling easy. Convenient warehouse luca- cotter pin 

tions assure prompt delivery. price lists 


today! 


Go 


lock washer 


HOBBS MANUFACTURING CO., Fastener Division 
10 Salisbury St., Worcester 5, Mass. 
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NEWS OF YOUR SUPPLIERS 





Bakelite Company, a Division of Un- 
ion Carbide and Carbon Corporation, 
has appointed C. W. Blount vice-presi- 
dent in charge of sales. H. K. Intemann 





C. W. Blount 





H. K. Intemann 


has been named vice-president and 
general sales manager Mr. Blount suc- 
ceeds George C. Miller, recently named 
president of the company. Mr. Inte- 
mann succeeds Mr. Blount. 


Organization of a new industry 
group te sell the complete line of 
Kaylo and Fiberglas industrial insula- 
tions has been announced by General 
Products Division, Owens-Corning 
Fiberglas Corporation, Toledo, O. Hugh 
T. Williams heads the new group as 
manager of industrial insulation sales. 


The New England and eastern ap- 
paratus sales districts of the Westing- 
house Electric Corporation have been 
integrated into a Northeastern Region. 
Manager will be Robin S. Kersh, newly 
elected vice-president. He will also 
hold the position of manager of the 
eastern district, with headquarters in 
New York City. Edward C. Delano will 
remain as manager of the New Eng- 
land district, with headquarters in Bos- 
ton. 
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You know your product 
» «+e we know how to 
produce deep drawn 
stampings economically. 
Let’s get together! Light 
weight, strength, and 
lowered costs may result. They 
usually do when T & W Stampings 


are specified 48 








Sales Offices: NEW YORK, DETROIT, 
CHICAGO, CLEVELAND, PHILADELPHIA, 
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SLASHES AIR 
FREIGHT COSTS! 


‘Overseas air ship- 
ment of condensers 
and resistors using 
metal boxes was too 
costly. Now light- 
weight M.E. boxes 
give us full protec- 
tion... cut shipping 
container and 
freight costs by half!” 




















SIMPLIFIES 
DEALER HANDLING! 


“M.E. boxes make 
stocking and selling 
universal joints eas- 
ier for our dealers. 
Boxes never bulge 
or collapse—save 
storage space. 
Large part numbers 
simplify identifi- 
cation!” 


BIGGEST FLOOD! 


“Ordinary boxes 
fell apart, but M.E. 
boxes—with rein- 
forced corners and 
no adhesives—sur- 
vived 18 feet of wa- 
ter—saved thou- 
sands in reclaiming 
aircraft parts. Now 
M.E. packaging is 
standard procedure!" 






Se SS See SSS 
METAL EDGE—the engineered method—has solved diverse 
packaging problems in over 100 American industries. 


NATIONAL METAL EDGE BOX CO. 


PACKAGING e MATERIALS HANDLING e INVENTORY CONTROL 





1214 Callowhill Street, Philadelphia 23, Pa. 





Trailmobile, Inc., subsidiary of Pull- 
man Incorporated, Cincinnati, O., has 
appointed Harry Eyler as vice-presi- 
dent of sales. Mr. Eyler had been gen- 
eral sales manager. 


Link-Belt Company, Chicago, IIl., has 
named Harvey V. Eastling assistant 
general manager of its Pacific division, 
with headquarters at San Francisco. 
Donald E. Thal has been appointed 
sales manager of the San Francisco 
plant. 


A new sales and service factory 
branch office will be opened in Newark, 
N. J., early in July, according to an 
announcement by Thor Power Tool 
Company, Aurora, Ill. It will be located 
at 1 Tichenor Lane. 


Harry D. Stone has been named by 
Parker Appliance Company, Cleveland, 
O., as industrial sales engineer for the 
northwestern Ohio territory. 


Amsco Solvents and Chemical Com- 
pany, Cincinnati, O., has opened a 
branch office at 660 South Fifth St., 
Louisville, Ky. The office is headed by 
A. M. Schulten. 


Carl B. Dahlberg, formerly secretary 
and sales manager of American Pipe 
& Steel Corporation, Alhambra, Calif., 
has been elected a director and vice- 
president in charge of sales. L. E. 
Howard, Jr., has been elected secre- 
tary-treasurer and a director of the 
company. 


Harold W. Faint has been appointed 
Chicago district sales manager for the 
metal finishing division, Frederic B. 
Stevens, Inc., Detroit, Mich. 


The Imperial Brass Mfg. Co., Chicago, 
Ill., has appointed Thomas A. Byrnes 
to the newly created position of sales 
manager-eastern division, and Gordon 
J. Duerr to the new post of sales man- 
ager-western and mid-western divi- 
sion. 


The Carpenter Steel Company’s alloy 
tube division, Union, N. J., has named 
Walter A. Baumstark, mid-western 
regional manager of sales, with head- 
quarters in St. Louis, Mo. 


William K. Meyers, for many years 
regional sales manager in Chicago for 
The Bassick Company, Bridgeport, 
Conn., has been elected executive vice- 
president of the company. 


Hobbs Manufacturing Company, 
Worcester, Mass., has opened a branch 
sales office in Chicago, IIll., at 549 W. 
Washington Boulevard. 
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Now is the time 
to install a 
snow-melting system 
with 








Juty, 





























It eliminates caked snow or icy spots 
on creas in front of stores, airports, 
clubs, hotels, office buildings, and 
apartments—a real service which 
customers and tenants appreciate. 








/ This is the old unsatisfactory way to 
. 


remove snow. With it goes the danger 
of injury through straining and over- 
exertion . . . or accident claims result- 
ing from falls on improperly cleared 
walks . . . or delays and inconven- 
iences to customers. 


Driveways, loading platforms, service 
station drives and garage entrances 
are accessible all year around regard- 
less of weather—no delays on deliv- 
eries or customer service, 





Dont Put  OfF/ 


Now, while the weather is 
warm, is the time to install a 
snow-melting system with 
SPANG CW Steel Pipe. Spang 
Pipe is quality-controlled in 





2. 


But a modern snow-melting system 
with SPANG CW Steel Pipe saves 
labor costs on snow removal, elimi- 
nates the need for chemicals, ashes 
or sand and avoids accident hazards. 
It's easy to install, and everybody 
benefits. For instance ... 





In residential areas, too, @ snow- 
melting system eliminates a tiring 
chore, and keeps driveways, walks 
and steps clear in any weather from 
a light snowfall or ice storm to a 
blizzard, 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Saies Office: Pittsburgh 30, Pa. District 
Sales Offices: Atianta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 





St Louis, 
manufacture, which makes it 
easy to cut, bend, thread and 
weld . . . saves installation 
time and assures years of 
Snow-melting systems with SPANG dependable and trouble-free 
CW Steel Pipe to meet your local P 
winter weather conditions can be'tied service. 
in with an existing heating system or Your local Spang distributor 
as an independent installation. carries a complete line of 
Spang Pipe and fittings. See 
him for all your piping needs. 
1953 Please mention PURCHASING Magazine when writing to advertisers. 





‘The best ‘soft 


hammer your 
money can buy ! 


JAW-HEAD 


Tough, resilient water buffalo 
faces deliver needed power, 
cushioned to protect fine finishes 
and delicate parts. Faces 
quickly and easily replaced. 
Safety-Flare handle gives com- 
fortable, non-slip grip. When 
you need a “‘soft’’ hammer, 
make sure it's a C/R RAWHIDE 
Jaw-Head., 


el 9 


@ Available from leading 
industrial suppliers. Also 
C/R Rawhide mallets and 
Rawhide mauls. 





FACES REPLACED 
IN SECONDS 
Merely loosen- 
ing a nut re- 
leases jaws for 
replacing faces. 
Tightening nut 
holds faces in 
vise-like grip. 


For further information write Dept. 27 


chicaco rawhide MFG. CO. 


1301 Elston Ave., Chicago 272, Ill. 
in Canada: Super Oi! Seal Mfg. Co., Ltd 
Hamilton, Ontario 














Cont'nental Can Company, New York | 


City, has appointed Thomas J. Hughes 
district sales manager of its newly 
created Paterson, N. J. sales district. 
A district sales office will be opened 
at Getty Avenue and Thomas Street, 
Paterson, to serve the area, which in- 
cludes southern New York and north- 
ern New Jersey. John P. Bertram, Jr. 


will be sales office manager. 


Spring Packing Corporation, Chicago, 
has appointed W. B. Pickard, Jr. gen- 
eral manager of its coatings division. 
Mr. Pickard formerly was division di- 


rector at Houston for a prominent 
paint manufacturer. 

General Electric Company’s Appa- 
ratus Sales Division, Schenectady, 


N. Y., has announced the establishment 
of two new sales districts. One is an 
Empire District with headquarters at 
Syracuse, N. Y., and the other is a 
Pacific Southwest District centered at 
Los Angeles, Calif. William J. Woods 
has been named manager of the Empire 
District and Edward M. Ellis heads the 
Los Angeles area office. 


Remington Arms Company, _Inc., 
Bridgeport, Conn., has appointed Nel- 
son Stud Welding Division of Greg- 
ory Industries, Inc., Lorain, Ohio, as a 
national distributor for the Remington 
stud driver and fastener studs. 


Blackmer Pump Company, Grand 
Rapids, Mich., has appointed Ralph 
Thornburg division sales manager of 
the South Central Division. He former- 
ly was associated with Yale and Towne 
Manufacturing Company, where he was 
sales manager of the Pump Division, 
and most recently with Marlow Pumps 
as their eastern, district manager. 


The Billings & Spencer Company, 
Hartford, Conn., have announced the 
appointment of Thomas E. McGuire as 
sales representative with headquarters 
in the Billings office at 100 S. Jefferson 
Street, Chicago. His territory will be 
a part of Iowa, Northern Illinois, sec- 
tions of Indiana and Wisconsin, plus 
some Chicago city accounts. 


The M. W. Kellogg Company, New 
York City, Pullman Incorporated sub- 
sidiary, has assigned Leo J. Fitz- 
harris to the Ohio sales staff of its 
Chemical Manufacturing Division. Mr. 
Fitzharris will handle sales of Kel- 
logg’s fluoro-chloro-carbon materials 


—Kel-F molding powders, dispersions, | 


oils, waxes and greases. 

David W. Towler has joined the 
sales staff of the Chemical Manufac- 
turing Division of the M. W. Kellogg 
Company, and will: handle sales of 
Kel-F materials in the Massachusetts 
sales territory. 

Chester H. Leder has been assigned 
to the Los Angeles sales office of the 
Chemical Manufacturing Division of 
The M. W. Kellogg Company, covering 
the Pacific Coast area for the company. 
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HAND 
CLEANERS 


Skilled hands are a valuable 
asset to management, as well 
as an important responsibility 
of it. Mione Hand Cleaners can 
insure that asset by helping to 
share the responsibility for 
keeping skilled hands in prime 
working condition. 

WORKERS like the quick-lathering, gentle- 
scrubbing, easy-rinsing action of Mione. 
And its very definite skin conditioning 
value. 

MANAGEMENT likes the safe, sanitary, 
efficient, trouble-free Mione features, plus 
its economy per pound, low cost per 
scrub-up, and the basic economy of 
skilled hands always at top productivity. 
YOUR SUPPLIER of washroom needs can 
give you full particulars about Mione so 
that you, too, can benefit from the know- 
how gained from 40 years of making 


nothing but better and better soap for 
the hands. 


WRITE US FOR THE NAME OF THE 
MIONE SUPPLIER IN YOUR AREA 





MANUFACTURING 


OTT. bf 


Makers of fam< hand soar 


for 40 ye 
COLLINGDALE 


DEA cy 
PENNSYL 











PuRCHASING 























— ae aw 


on Ow” 


ING 








LETS POWER 
: RIDE WITH THE JOB 


























It‘'s every inch an outlet! That’s why BullDog Industrial 
Trol-E-Duct gives you complete mobility of power. 
Any moving load is speedily handled by one of the six 
‘ | tvpes of trolleys that operate in this enclosed bus bar 
electrical system. Straight or curved sections are pre- 
| fabricated . . . fit any building contour or production 
line design. 


Completely reusable, Industrial Trol-E-Duct brings you 
substantial production gains because it practically elimi- 
nates “downtime.” Trolleys can be removed and replaced 
without current shut-down ... no sagging wire conductors 
to halt production for maintenance. There’s no more time 
wasted hunting for a free outlet . . . no more messy, 
dangerous extension cords. 


Industrial Trol-E-Duct is another thoroughbred BullDog 
product designed to give you matchless economy with 
highest efficiency and flexibility. Write today for free 
Bulletin IT-655. BullDog Electric Products Company, 
Dept. PR-73, Detroit 32, Michigan. ©BEPCO 





BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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High Quality High Carbon Wires 


If you are not afraid to face the music, 


you may some day lead the band. 


And, this reminds us that Music Wire, although originally 
named because of its use in producing musical tones, is 
used today far more extensively for other purposes. 
Johnson Music Wire is high grade, high carbon wire, and 
we can claim, even though you may think not modestly, 
that our music spring wire is the highest quality you can 


obtain, and ideal for thousands of uses. 


JOHNSON STEEL AND WIRE COMPANY, INC. 


WORCESTER 1, MASS. : i 
~ “New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 





A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 





Cruc' ble Steel Company of America, 
New York City, has announced the 
appointment of A. Ward Jenks as De. 
troit district manager of its Pittsburgh 
Crucible Division. Mr. Jenks will sy- 
pervise sales in the Michigan territory 
of constructional alloy steels produced 
at the company’s Midland works. He 
was formerly with the Midwest Forge 
Company and joined Crucible in 1944 
as sales manager of the Forging Blanks 
Department. 


Horace Y. Barnes has been named 
director ot sales for Mather Spring 
Company, Toledo, O. He _ succeeds 





Horace Y. Barnes 


George B. Secor, resigned. George F. 
Miller becomes general sales manager 
and Paul W. Stevens customer service 
manager. 


Service Caster & Truck Corporation, 
Albion, Mich. and Somerville, Mass., 
has appointed John Schippers as Chi- 
cago area manager. The company also 
announced the expansion of its service 
and display facilities for handling 
equipment in Chicago. A building at 
5131 West Madison Avenue has been 
acquired by the firm to house offices 
and a display center. R. W. Thompson, 
authorized distributor in Chicago, will 
become a sales executive in the new 
operation. 


Witco Chemical Company, New York, 
N. Y., has promoted Harry M. Bru- 
baker to sales manager of its carbon 
black division, with headquarters at 
Akron, O. 


Pittsburgh Plate Glass Company’s 
paint and brush division, Pittsburgh, 
Pa., has named George P. Myers as- 
sistant general sales manager, indus- 
trial finishes. He succeeds Carl C. Pat- 
terson, recently transferred to the 
East Point, Ga., paint division. 


Paul Clancey has been employed by 
the Chase Bag Company, Chicago, IIL, 
to cover the eastern Washington, north- 
ern Idaho, and western Montana terri- 
tory. He will make his headquarters in 
Spokane, Wash. 
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rvice ’ try. Bundyweld has helped lick hundreds of 
' design, fabrication problems; might lick 
yours. It's the standard of tubing depend- 
ition, ability in many industries. Then there's 
lass. | Bundy's unmatched fabrication facilities. 
Chi- Add our specialized engiueering help, new 
also custom=-engineered packaging of orders. 
rvice 2 
dling otoday for Bundyweld catalog or for help in 
ig at 1E developing your tubing application ideas. 
{ a 
been WE BUNDY TUBING CO., DETROIT 14, MICH. 
ffices 
pson, 
will 
new 
vork Leakproof Lightweight 
ork, High thermal conductivity Machines easily 
Bru- High bursting point Takes plastic coating 
arbon High endurance limit Scale-free 
rs at Extra-strong Bright and clean 
Shock-resistant No inside bead 
Ductile Uniform 1.D., O.D. 
any’s ® : 
urgh, ; oF 
S aS- WHY BUNDYWELD IS BETTER TUBING \o en 
idus- ~~ N NOTE the exclusive 
Pat- >: £ _; §2., [Y SIZES UP’ j patented Bundyweld 
the J A: To /g 0.0 y beveled edges, which 
7 r\ es afford a smoother 
joint, absence of bead 
d by Bundyweld starts as continuously rolled and passed through Bundyweld, double- SIZES UP and less chance for 
Qa single strip of twice around later a furnace. Copper walled and brazed TO %" 0.0. any leakage. 
a Ill., copper-coated steel ally into a tube of coating fuses with through 360° of wall 4 
orth- Then it’s . . uniform thickness, steel. Result... contact. 
" Bundy Tubing Distributors and Representatives: Cambridge 42, Mass.: Austin-Hastings Co., Inc, 226 Binney St. ° Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 
terri- Chattanooga Bank Bidg.e Chicago 32, Ill.: Lapham-Hickey Co., 3333 W. 47th Place® Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 @ Philadelphia 3, Penn.: 
ors in Rutan & Co., 1717 Sansom St. . San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. - Seattle 4, Wash.: Eagie Metals Co., 4755 First Ave. South 


Toronto 5, Ontario, Canada: Alloy Meta! Sales, Ltd., 181 Fleet St., E.¢ Bundyweld nickel and Monel tubing is sold by distributors of nickel and nickel alloys in principal cities. 
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Makes light work of heavy loads 








CONVEYOR BELTING 


Takes shock loads! Withstands tension! That’s 
Quaker Conveyor Belting for uninterrupted mate- 
rials handling, when selected for the service required. 
Tough, non-slip rubber encloses uniformly tensioned 
‘plies of highest quality duck, friction impregnated. 
Whatever the job, Quaker is tops for the work in- 
tended. For superior service, maximum economy, 
buy Quaker quality. 


Write for name of nearest Quaker distributor 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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J. M. Huber Corporation, Ink Diyi. 
sion, Brooklyn, N. Y., has appointed 
Robert Delaney Ohio sales represen. 
tative, and Jerry Vilardi as _ sales 
representative for Illinois and Wiscon- 
sin. Both will work under the direction 
of Edward Schirmer, central district 
sales manager, with headquarters in 
Chicago, Ill. 


Bruce Herbert has been advanced 
to direct factory representative in 
Minnesota and Wisconsin by Rollway 
Bearing Company, Inc. He has opened 
an office at 647 W. Virginia St., Mil- 
waukee, Wis. 


Midwest Piping Company, St. Louis, 
Mo., has appointed Louis H. Nieb- 
ling manager of its Chicago dis- 





Louis H. Niebling 


trict sales office. He was formerly 
director of controlled materials in the 
home office. Walter Janesch has been 
named his assistant. 


The M. W. Kellogg Company, New 
York City, Pullman Incorporated sub- 
sidiary, has announced the appoint- 
ment of Martin E. Conroy to the tech- 
nical sales staff of its Chemical Manu- 
facturing Division. Mr. Conroy will 
work on the market development of 
Kel-F trifluorochloroethylene polymer 
molding powders, waxes, greases, oils 
and dispersions. 


The Detroit, Mich. office of The Gar- 
lock Packing Company has been moved 
to new and larger quarters at 2781 
East Grand Boulevard. Its status has 
been changed to that of a regular 
district office, with Edward M. Thomas, 
Jr., as district manager. 


Appointment of Roy W. Sidbury as 
district manager of its Baltimore, Md. 
branch has been announced by Chase 
Brass & Copper Co., a subsidiary of 
Kennecott Copper Corporation. 


Westinghouse Electric Corporation 
has established a Philadelphia, Pa. 
branch office. T. P. Jones has been 
appointed branch manager of the of- 
fice, which will operate under Middle 
Atlantic district headquarters in Phila- 
delphia. : 
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Examine the 
design of your 
products and 


machines ... 


No doubt you too can save 
time —save materials — 
and increase your profits 
by using 


NATIONAL 


RETAINING RINGS 








There are literally thousands of places where 
retaining rings will save, ranging from sim- 
ple applications on tools, toys, small parts 
and gadgets to complicated heavy duty en- 
gines, large drill presses, etc., etc. 

And in addition to this economy, they 


improve your products. It is wasteful to cut 


WASTE 


CLL MM Lh ACL 


[ ; 
ODDO DTW ID TO 
WLAVL,; 


OLD WAY 


down shafts to make shoulders. Redesign to 
groove smaller shafts and housings and use 
these high-grade steel rings. 

Let our engineers consult with you. Send 
today for folders. 

Don’t pass up this opportunity to increase 
profits. 


THE NATIONAL LOCK WASHER CO. 


NEWARK 5, NEW JERSEY ° 


MILWAUKEE 2, WISCONSIN, U. S. A. 
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RUBBER-TO-METAL BONDED PARTS 


Contents 
e APPLICATIONS 
e PROCEDURES 
e DESIGN 
e COMPOUNDING 


e PROCESSES 


e BOND STRENGTH 
RATINGS 








e INFORMATIVE 
e AUTHORITATIVE 


The answer to that troublesome problem may 
be a rubber-to-metal bonded part which com- 
bines the best properties of metal and rubber 
in one bonded unit to obtain strength, tough- 
ness and resiliency, shock and vibration ab- 
sorption, sound abatement, electrical insulation, 
corrosion and abrasion resistance, etc. 

Detailed information concerning this modern adhesion proc- 


ess is contained in the Acushnet brochure “Rubber-To-Metal 
Bonded Parts”, a helpful guide available upon request. 


Acushnet's specialization in this field involves 
the adhesion of rubber or synthetic rubber to 
metal in molds designed to accommodate the 
metal parts and which, in addition to bonding 
the rubber material to the metal, form and 
vulcanize the qubber in the same operation. 


As adhesion can be obtained on 
most metals, this process provides 
the design engineer with another 
method to simplify design, reduce 


2ROCESS COMPANY costs and improve performance. 
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Address all communications to 770 Belleville Ave., New Bedford, Mass. 
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your copy 





Pratt & Whitney, Division Niles. 
Bement-Pond Company, West Hartford 
Conn., has appointed Michael M. Mun. 
son cutting tool sales engineer. His 
headquarters are the company’s New 
York City office. 


L. E. Brown has been named Detroit 
district sales manager of the Reliance 
Div'sion of the Eaton Manufacturing 
Company, Massillon, O. He takes the 
place of the late H. R. Hanna. 


Richard A. Bowes has been named 
acting manager of industrial sales of 
Pittsburgh Plate Glass Company’s Mil- 
waukee paint division. Succeeding him 
as industrial sales manager at Houston, 
Tex., is William B. Calhoun, Jr. Car] 
C. Patterson has filled Mr Calhoun’s 
position in Atlanta, Ga, as industrial 
sales manager. 


Leo G. Sands has been appointed 
sales manager of Langevin Manufac- 
turing Corporation, New York, N. Y. 
Mr. Sands was formerly president of 
Bogue Railway Equipment Division. 


Alloy Precision Castings Company, 
Cleveland, O., has appointed Edwin S. 
Hanny as Connecticut and Western 
Massachusetts field representative. His 
office is in Plainville, Conn. 


Clarke Tryon has been appointed 
sales manager for Ramset Fasteners, 
Inc., Cleveland, O., newest division of 
Olin Industries, Inc. Mr. Tryon has 
been responsible for Ramset sales since 
the firm was organized in 1947. 


The Acheson Colloids Company, Di- 
vision of Acheson Industries, Inc. 
Port Huron, Mich., has named Alden 
Crankshaw sales manager for Acheson 
Colloids. Mr. Crankshaw, who has been 
an Acheson service engineer for 21 
years, is now located in the main offices 
at Port Huron. Mr. Crankshaw’s New 
York and New Jersey territory will 
now be served by Paul E. Yoder. 


Riegel Paper Corporation, New York, 
N. Y., has appointed C. E. Schaehrer 
assistant manager of glassine sales. 


Builders Structural Steel Corpora- 
tion, Cleveland, O., has named Elmer 
H. Shafer manager of its steel ware- 
house division. He will have direct 
supervision of warehouse steel sales. 


The Youngstown Sheet and Tube 
Company, Youngstown, Ohio, has ap- 
pointed Myron H. Watkins general 
manager of sales. Mr. Watkins formerly 
was assistant general manager of sales. 


Alloy Precision Castings Company, 
Cleveland, has appointed M. R. Bates 
to the position of sales engineer. Mr. 
Bates received his metallurgical train- 
ing at Case Institute of Technology. He 
has been employed in various design 
and metallurgy capacities at Reliance 
Steel Company and the Monarch Alu- 
minum Company. 
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Yes, let's take the brush holders and rigging in this H-VW-M generator... 
they’re fully insulated for longer life. Look, too, at the pigtail bar which 
eliminates current passage through springs and fingers. And the special 
copper graphite brushes—they give you optimum commutator efficiency. The 
molded “equaload” shunts distribute the brush load equally, minimizing 

(PLATEMANSHIP: selective action. And that s only the beginning... . 

All these exclusive improvements are the results of over eighty years of 
constant development...a continuing policy summed up in H-VW-M Plate- 
manship—your working guarantee of the best that industry has to offer, not 
only in low-voltage generators, but in every phase of plating and polishing. 
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For technical information on low-voltage generators ask for Bulletin G-102. 
your TEVW'M combingtiemg  HANSON-VAN WINKLE-MUNNING CO., MATAWAN, N. J. 
and development laboratory PLANTS AT: MATAWAN, N. J. * ANDERSON, INDIANA 
—of over 80 years experience SALES OFFICES: ANDERSON . BALTIMORE ° BOSTON 


in every phase of plating and CHICAGO « CLEVELAND * DAYTON * DETROIT * GRAND 
polishing—of a complete RAPIDS °* 


LOS ANGELES * LOUISVILLE * MATAWAN 
equipment, process and sup- MILWAUKEE * NEW YORK © PHILADELPHIA * PITTSBURGH 
ply line for every need. ROCHESTER * SPRINGFIELD (MASS.) * STRATFORD (CONN.) 
UTICA * WALLINGFORD (CONN.) 


INDUSTRY'S WORKSHOP FOR THE FINEST IN PLATING AND POLISHING PROCESSES © EQUIPMENT © SUPPLIES 
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How to tell 
Quality 


in TEFLON 


Uniform 
STRENGTH 
Uniform 


DENSITY 


Uniform 


DIMENSIONS 


Oa 


MACHINABILITY 


You'll have all these 
properties 


with FLUOROFLEX-T° 


‘eflon” powder is converted into 
Fluoroflex-T rod, sheet and tube 
inder rigid control on equipment 
pecially designed to develop opti- 
um inertness and stability in this 
aterial. Fluoroflex-T assures the 
ileal, low loss insulation for uhf and 
icrowave applications . . . compo- 
ents which are impervious to virtu- 
ally every known chemical .. . and 
serviceability through temperatures 
from 110°F to + 500°F. 


Produced in uniform diameters, 
Fluoroflex-T rods feed properly in 
automatic screw machines without 
the costly time and material waste of 
centerless grinding. Tubes are con- 
entric — permitting easier boring and 
reaming. Parts are free from internal 
train, cracks or porosity. 


or maximum quality in Teflon, be 
ure to specify Fluoroflex-T. 
*DuPont trade mark for 
its tetrafluoroethylene resin 


Resistoflex trade mark for 
products from fluorocarbon resins 


RESISTOFLEX 


CORPORATION 


Belleville 9, New Jersey 


Please mention PURCHASING Magazine when writing to advertisers. 











Builders Structural Steel Corpora- 
tion, Cleveland, has appointed Frank 
T. Shiba manager of sales of the Struc- 
tural and Ornamental Divisions. Mr. 
Shiba was a supervisor and structural 
designer at Design Service Company 
prior to joining Builders Structural 
Steel Corporation four years ago. He 
has managed the Ornamental Steel Di- 
vision at Builders up to now. 

The Fabrication Division of Builders 
Structural Steel Corporation has an- 
nounced the appointment of Walter 
Schneider to the new post of con- 
tract manager. Mr. Schneider will be 
charged with expediting the increasing 
volume of large contracts, as well as 
supervising methods and plant expan- 
sion. 


The Sunroc Company of Glen Riddle, 
Pa., has announced two major ap- 
pointments to its field staff. Clyde A. 
Harris, formerly southeastern district 
manager for Fedders-Quigan Corpora- 
tion, has been appointed southeast di- 
vision manager for Sunroc, with head- 
quarters in Atlanta, Ga. Earle S. Bates, 
formerly eastern district manager for 
Fedders-Quigan Corporation, has been 
appointed special field representative 
for Sunroc, with headquarters in Glen 
Riddle and Washington. 


, - FT 


Purchasing Research 
(Continued from page 106) 


burner. Today many companies are 
using practically the whole tree for 
various additional products; wall 
boards, insulating boards, mulching 
material for lawns and _ gardens, 
chips for paper and pulp, wood flour, 
and others. To illustrate the eco- 
nomics of utilization of waste, one 
company installed a complete chip- 
ping installation in a new veneer 
plant. The chipper, conveyors, car 
loaders and other equipment com- 
prising the system cost approxi- 
mately $60,000. They chip waste 
trimmings from veneer, which other- 
wise would be hogged for fuel and 
burned. The chips are sold to one 
of the large kraft and paper board 
mills and they will bring a net re- 
turn of around $40,000 annually per 
8 hour shift. 

Purchasing and Engineering co- 
operate closely on research into new 
or improved equipment, products 
and processes, and also on how to 
improve what we already have. 
Standardization is commonly insti- 
tuted and effected in conjunction 
with Engineering. Special parts may 
often be replaced with standard 
parts through research. Sometimes 
by just slight variations and adjust- 
ments, standard materials such as 
bearings, gears, bolts, etc., could be 
used which are more readily avail- 
able in emergency, at better prices 

(Please turn to page 296) 
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AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD, MASS. 





PuRCHASING 








eS 











0, 











- wh 
Sith Raa 


‘ 


i 





Highly specialized process controls are used to produce 
the finest in seamless WELDING FITTINGS 


Only Globe, among manufacturers of welding fittings, 
produces its own seamless steel tubes. Specialized pro- 
cesses at every stage of manufacture from billet to tube 


— to fitting — insure uniform high quality. Thorough 
inspection and continuous laboratory control guarantee 
strict conformity to rigid specifications. 









Now ... you can get these high-quality fittings when 
you need them — in the quantities you want. Just get 


in touch with your nearest Globe distributor. 
GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 


Chicago * Cleveland * Detroit * New York * Philadelphia * St. Louis 
Denver * Houston * San Francisco * Glendale, Cal. 






Here is one of the highly specialized manu- 


facturing operations that insure Globe quali 

Producers of Globe Welding Fittings — Globe seamless stainless steel tubes — 6°? — piercing the ‘billet ~ 

alloy — carbon seamless steel tubes — Gloweld welded stainless steel tubes — sy form a seamless tube. 
Globeiron (high purity ingot iron) seamless tubes. o~ 





SIZES AND WEIGHTS THROUGH GLOBE Send for the Globe 
DISTRIBUTORS IN ALL KEY CITIES Welding Fittings catalog. 
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motor parts set 


powers the 


CUMMINS 


ball-rite drill 


EMC and CYCLOHM Fractional H. P. Motors 


Universal and Direct Current 1/1000 to 1/2 h.p. 
Shaded Pole 1/2000 to 1/8 h.p. * Induction 1/1400 to 1/4 h.p. 
Dynamotors @ Blowers @ Motor Parts Sets ©@ Gear Motors 


Cummins-Chicago Corp., nationally famous manufacturer 
of business machines and portable tools, has selected EMC 
Medel 150 motor part sets for the new Ball-Rite 44 Drill. 


Mr. Otto Downer, Vice-President and Chief Engineer for 
Cummins, states: “The ‘Heart’ of the Ball-Rite 44 Drill (for that 
matter, any Cummins drill) is the motor. We find that the 

EMC motor meets our exacting requirements with respect to 
workmanship, durability and excellent performance 

under heavy work load.” 


EMC and CYCLOHM fractional h.p. motors, motor parts 

sets, dynamotors and blowers are used by hundreds of leading 
manufacturers for hundreds of applications — portable 

tools, business machines, sewing machines, electronic equipment, 
jet aircraft, radar and others. If you have an application 
requiring fractional motors, check with Howard today. 


HOWARD 





DEPT. PM-3 + HOWARD INDUSTRIES, INC. + RACINE, WISCONSIN 
pivisions: EM(evectric motor corr. > cycionm motor core. 
RACINE ELECTRIC PRODUCTS 
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Purchasing Research 


(Continued from page 294) 


than replacement parts procured 
from original equipment manufac- 
turers, and eliminate the need to 
carry inventories of specialized 
parts. Of course careful check should 
be made to insure that the efficiency 
of the equipment is not impaired by 
these tactics. 

Ed Meyer of Sawyers, Inc. shows 
purchasing imagination in a re- 
search project for a special type of 
equipment: “Another example of 
Purchasing Research involved the 
need for a high speed lens grind- 
ing machine which would hold the 
lens under the diamond grinder 
without the use of optical pitch or 
adhesive. The commercial machines 
available are priced at $8000 and up, 
require a large floor area, and are all 
of special manufacture, making re- 
pair parts a definite problem. Know- 
ing the basic requirement, Purchas- 
ing was able to work with the Opti- 
cal Engineer and after weeks of dig- 
ging through catalogs on all kinds 
of equipment, located an automotive 
valve-grinding machine at $800 
which, with about $200.00 worth of 
tooling, performs with much more 
efficiency than those _ specifically 
built for optical work. Purchasing’s 
part in this problem was made 
simpler by the fact that we were not 
restricted in our thinking to optical 
equipment, but rather to any unit 
which covered the basic require- 
ments. Knowing a little about a lot 
of different things was an advan- 
tage in this case.” 

One large paper manufacturer 
gives us two excellent illustrations: 
“We formerly had excessive break- 
age of links in our hog fuel con- 
veyor chain. The sides of the links 
were then fabricated from % x 4 
flat mild steel, and the price of each 
complete link was $23.00. By study- 
ing improved methods of fabrica- 
tion, the cost was reduced to $17.00. 
The problem of breakage was not 
licked, however. Through further 
research, we developed our own de- 
sign, and now have these links pre- 
cision cast of special alloy at a cost 
of $11.00 each. Breakage has been 
practically eliminated and life of 
the links extended amazingly, re- 
sulting in savings of thousands of 
dollars annually. 

“In our paper mills perforated 
copper screen plates were used 
which cost $11 each and lasted 3 to 
4 months. A research project was 
started to find a better material and 
reduce costs. As a result the plates 


(Please turn to page 298) 
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RIGHT IN YOUR OWN BACK YARD... 













Quas know 175 
THE KISS OF DEATH 
WHEN THE WEST MAN | 
TURNS ON THE 
NEW ATOMIZER 


WEST 
ATOMIZERS ? 
WOW! WERE SITTING 
DUCKS IN THIS 
CRACK! 











vy WILL LOOK LIKE 
A LONDON FOG! 








Wow ! \e 
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TO LOUSE UP THE 
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and with only 1 ounce of Vaposector — for complete control of 
flying insects. Double this dosage for crawling insects. 


Top — Magnified photo of 
uniform 8 micron droplets 





produced by precision- Impossible? Not with a permanently installed West Atomizer. 
machined suction nozzles 10 suction nozzles atomize a “dry mist” of extra-potent insecticide. 
of West Atomizing equip- » . . 

ment. “Dry mist” remains Droplets are so small they hang in the air... seep into every crack 
air-borne for prolonged ... penetrate delicate insect breathing tubes. 


periods. 7 : ‘ , > 
It’s an unbeatable combination. High potency Vaposector — 


Bottom—Magnified photo sprayed with super-efficient West atomizing equipment. One man 


of droplets produced by 


9 ordinary hydraulic com- does the job. There’s only one valve to open. You can fog your 
pressor sprayers. Vary entire plant simultaneously. 
° from 2 to 300 microns. = . ; — -— ‘ 
a Larger droplets fall, wet- West has a complete line of insecticides and atomizing equip- 
. : . ° ° ° 
° ting floors and reducing ment ranging from permanent installations to portables. A West 
\ Fecti . ° ° ° . 
Ye - (9 eae ice specialist will be glad to make a survey and set up an Insect Control 


Program to fit your needs. Without obligation. Just mail the coupon. 

















' ee a ee ee ee ee ee ee 
| YES! Tell us about your Insect Control Plan 
— .. Please send me the West Insect Control Booklet 
7 | [|] Have a West Insect Control Specialist call DEPT. 2 
| Name Title i dial 
Ww DISINFECTING | 
any | Company - 
| 
a & | | Address___ 
42-16 West Street, Long Island City 1, N. Y. | City Zone State 
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1 1/4 INCH SQUARE DRIVE — Single-Hex and 

° * Double-Square openings 3/16 to 3/8” in 
To Get More Standard and Bolt Clearance Lengths. Used on 

a wide variety of sheet metal and small sub- 

assembly work. Also available are sockets with 
carbide inserts for difficult driving problems 
with hardened self-tapping screws. Accessories 
include extensions, hexagon-square and mag- 


netic shanks. 


2, 3/8 INCH SQUARE DRIVE — Single-Hex, 


Assembly 
a 
Production, 
Surface Drive and Double-Square openings 
5/16 to 3/4” in Standard and Bolt Clearance 


Lengths. Sockets in this drive size are also 

se AY + used for sheet metal and small . mechanical 
assemblies of various types and include sizes 

p d ti for Zerk type lubrication fittings. Sockets with 


carbide inserts, extensions and hexagon-square 
shanks are also available. 

A Wide range of sizes and styies 

im seven drive sizes. makes it 


Possibie tO get top efficiency 
Om €very application. Use this 
Check list to see how Williams 
MMPACI Supersockets’® can 
help you on all types of assem- 
Bly and maintenance jobs 


1/2 INCH SQUARE DRIVE — Single-Hex, 
* Surface Drive and Double-Square openings 
from 3/8 to 114” in Standard and Bolt Clear- 
ance Lengths. Used for general assembly work 
including transmissions, differentials, wheel and 
fender mounting, etc. Surface Drive openings 
are widely used on multiple nut runners. They 
allow the driving unit to be freely engaged and 
disengaged with the work. Sizes and styles for 
straight and elbow Zerk type lubrication fit- 
tings, extensions and hexagon-square shanks 
are available. 


5/8 INCH SQUARE DRIVE — Single-Hex, 
* Surface Drive and Double-Square openings 
from 1/2 to 114” in Standard and Bolt Clear- 
ance lengths. Used for heavier general assembly 
work such as running gear components and 
heavier engine assembly. Surface Drive sockets 
with openings 5/8 to 114” are available for 
use on heavy multiple nut runners. A variety 
of extensions and hexagon-square shanks are 
also available. 


5 3/4 INCH SQUARE DRIVE — Single-Hex and 

* Double-Square openings 1/2 to 1-11/16” 
in Standard and Bolt Clearance lengths. These 
sockets are generally used on heavy equipment 
assembly such as trucks, buses, transports, farm 
implements and ordnance. They are also widely 
used in assembling automotive diesel equip- 
ment and for general plant maintenance. Exten- 
sions, adapters and hexagon-square shanks are 
available. 





6 1 INCH SQUARE DRIVE Single- Hex and 

* Double-Square openings 3/4 to 35” in 
Standard and Bolt Clearance lengths. Used on 
heavy diesel equipment encountered in truck, 
bus, ordnance, marine and locomotive assembly. 
Also widely used for maintenance of heavy 
factory equipment and structural fabrication. 
Accessories include extensions for hard-to-reach 
applications, hexagon-square shanks and adapter 
for 3/4” drive sockets. 


7 1% INCH SQUARE DRIVE — Single-Hexagon 
* openings 1-5/16 to 314” in Standard 
length. Used extensively on marine, railroad, 
earth-moving, ordnance and industrial equip- 
ment. Also for assembly and maintenance of 
machine tools, etc. Many of the smaller drive 
sizes are also used on this type of equipment 
where the requirements are not as rugged. 


Be Wise... Buy 
WILLIAM 


IMPACT 
“SUPERSOCKETS’”” | 


Your local industrial distributor will be glad to 
supply your requirements for Williams IMPACT 
“Supersockets’’.® Catalog A-100 will help you in 
selecting the Williams IMPACT ‘‘Supersockets’’® 
that will give you the most production from your 
IMPACT drivers. Get a copy from your Williams 
distributor or write direct. 


J. H. WILLIAMS & CO. 


522 Vulcan Street Buffalo, N. Y. 
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Purchasing Research 
(Continued from page 296) 


are now made of nickel alloy, and 
although the cost is $16 each, the 
life has been extended 9 to 12 
months. Accuracy in the size of the 
holes was also an important factor, 
In copper the holes would soon be- 
come enlarged, whereas in the nickel 
alloy they retain their size for al- 
most the full life of the plate.” 

Co-operation with the traffic de- 
partment presents other opportuni- 
ties for research. Now that freight 
charges have become such a large 
factor in our costs, what can’ we do 
to keep them down? Some profitable 
topics for study are: improved 
methods of car loading; freight 
equalization or absorption by sup- 
pliers; weight brackets for best 
rates; classification of commodities. 

As the result of a research proj- 
ect, our company has changed its 
method of loading cars of plywood 
and doors. We formerly used 
wooden car blocking but now we 
use principally steel band. The ac- 
tual cost of loading is approximately 
the same, but potential annual sav- 
ings are between $15,000 and $25,- 
000 because the improved method 
almost eliminates damage, which 
always haunted us before. 

We are also saving some $4,000 a 
year by re-classifying one of the 
raw materials we use in the manu- 
facture of adhesives. Our annual 
consumption of this particular ma- 
terial is 1,500,000 pounds, and the 
new classification has reduced our 
rate by 27¢ per cwt. 

Leonard Clark of the Holman 
Transfer Company of Portland dem- 
onstrates purchasing ingenuity in 
the solution of a perplexing prob- 
lem. “In our warehouses we have 
always noted the difficulty our men 
have in either loading or unloading 
trucks because the different trucks 
are always too high or too low to fit 
the warehouse dock floor, and 
therefore the freight must either be 
pushed up or brought down, usually 
with quite a risk to the merchandise 
as well as to our men. On studying 
the problem, we realized that what 
we needed was not just a device to 
rise and descend but also one that 
would extend outward beyond the 
dock into the truck body as well as 
retract itself. This was discussed 
with the Sturm Elevator Company 
here in Portland, and after a few 
sketches were made, they designed 
ten of these and installed them in 
our new warehouse building. They 
are the only power docks of their 

(Please turn to page 300) 
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SECONDARY 
BROACHING 
SURF ACE— (Where 
the application de- 
mands an extra long 
bushing, this second 


step is added.) oo) 


4— THIN WALL CON- 
STRUCTION—re- 
duces weight, per- 
mits closer spacing. 














CHIP RETAINER 
GROOVES—sized 
to handle all excess 
displaced metal. 





Aeroquip o—- 
are made of HARD- 
ENED STEEL and 
treated with BLACK 
OXIDE PENETRATE 
to prevent rust and 
corrosion. 










PILOT—smooth 
lead of slightly 
smaller 0.D. 





with new AEROQUIP BUSHINGS 


















“the bushing with the broach’ 


Aeroquip knocks the “H” out of H.C.B. (High Cost Boring) 
with inexpensive Broach-Fit Bushings. Accurate results are 
assured with low cost reaming of tolerances up to .092”. 
Even unskilled personnel can install them, thanks to these 
unique features: A SERRATED OUTER SURFACE that forms 
dozens of knife-like edges and permits the bushing to actu- 
ally cut its way into plastics, cast metal, or other metal paris 
without danger of collapse or cracking. A PILOT that squares 
the bushing with the hole to prevent cocking. CHIP RETAINER 
GROOVES that gather displaced metal and help lock the 
bushing firmly into position. Aeroquip Broach-Fit Bushings 
cost so little that you can use them in many places where 
conventional types prove too expensive. A wide range of 
sizes is available, please write for complete information. 


\eroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 
SALES OFFICES: BURBANK, CALIF. * DAYTON, OHIO + HAGERSTOWN, MD. + HIGH POINT, W. C. + MIAMI 
SPRINGS, FLA. © MINNEAPOLIS, MINN. © PORTLAND, ORE. + WICHITA, KAN. * TORONTO, CANADA 
AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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the tougher the cutting job.. . 
the better the opportunity for . . . 


KMuasive G | 




















We question the judgment of G. I. Joe, 

but even the General knows that Allison Wheels cut rings 

around competition. Fact is, whatever the material or the 
| conditions, there’s an Allison Abrasive Wheel that does a 
more economical and efficient cutting job. Steel, non-ferrous 

metals, bar stock, tubing . . . whatever it is, Allison Wheels 


cut cleanly at high speeds. 


For complete information on wet or dry cutting, ask 


Allison . . . specialists in abrasive cutting for 30 years. 






THE best WAY TO CUT MANY MATERIALS 
ABRASIVE OJ ; THE only WAY TO CUT SOME 


SEND FOR THIS HELPFUL BOOK ON ABRASIVE CUTTING 


THE ALLISON COMPANY 
259 Island Brook Ave., Bridgeport 8, Conn. 


Please send me your free booklet on Abrasive Cutting: 





& NAME: 
* 
eins @ ADDRESS: 





Ct) 
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kind in the country today. This is a 
rather unusual example which 
might be of some use to other pur- 
chasing agents because it is an ex- 
ample of buying something that 
wasn’t even up for sale.” 

Substantial savings are possible 
by research into packaging methods 
and materials. Wood Charles of 
Timber Structures, Incorporated, 
relates this experience: “Formerly 
we were wrapping finished products 
first with a paper which was heavily 
creped in both directions to secure 
elasticity so that the paper would 
follow the contour of the curved 
or tapered beams; then we applied 
an outer wrap of asphalt laminated 
paper which was not creped. This 
did a poor job of protecting the 
beam from the rain or the wind, 
and quite often was damaged in 
handling around the yard because it 
did not fit tightly. Also, it had a 
tendency to leave a black mark, 
which was very troublesome when 
the article was to have a natural 
finish. This caused some very ex- 
pensive back charges for finishing 
at the destination and caused cus- 
tomer relations to deteriorate. 

“Through research we developed 
a paper which was laminated with 
polyethylene, which will not stain 
the wood, and will not interfere 
with any finishing treatment. This 
new paper is applied as a spiral 
wrap which completely eliminates 
one wrapping operation. There has 
been a slight increase in the cost 
of paper, but labor has been cut 
50%, eliminating five or six men 
on every shift. Also, more footage 
per man can be done with the 
wrap. The saving is estimated at 
$38,000 yearly.” 

This discussion itself may be con- 
sidered as an example of Purchas- 
ing Research. It is an integration 
of thoughts and experience of my 
fellow purchasing agents in the 
Oregon Association with a few of 
my own. They gave me many val- 
uable suggestions and furnished the 
majority of the illustrations I have 
used. The examples given are mul- 
tiplied a thousand-fold in every 
section of the country. 

Purchasing Research should be 
employed in every purchasing de- 
partment, but in a large operation 
involving substantial sums of money, 
there is no substitute. 

Although the problems of each 
business are individual, the experi- 
ences of others can often point out 
to us the right road and eliminate 
many false steps and turns. 
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Jack be nimble, 
Jack be quick, 
Jack jump over 


The Candlestick 





A spring customer Y ‘YX 
we missed... 


Jack's famous spring over the candlestick happened long 
before our time—else he probably would have placed an 


order with us for the spring he needed. 





If you, too, have a spring problem—any size, shape or 
design—we’re sure our engineers can come up with the 
right answer. Why not take advantage of their long and 
specialized experience. Write or call Sales and Engineering, 

2 New Bond Street, Worcester, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Ookland, California 
WICKWIRE SPENCER STEEL DIVISION—Atianta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 1291 


WICKWIRE SPRINGS 


AND FORMED WIRES 


)  ) See te ae ee 


OLORADO 
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Over 4000 Standard 







ALUMINUM 


EXTRUSIONS 


AVAILABLE 
WITHOUT DIE SERVICE CHARGE 


or Special Designs fo fit 


Precision Extrusions catalogs over 4000 standard 


sizes and shapes of extruded aluminum rods, 


bars, shapes, and tubing, serving a wide 


variety of applications in transportation, 


rchitecture, and general industry. Or, if your 


product 


requirements call for a 


specially- 
work 


with you in answering your problems of design, 


designed extrusion, PE engineers will 


alloy-selection, and production. 


» Ui A 

© PERSONALIZED SERVICE and specializa- 
tion in aluminum extruding assures you of 
prompt handling of your inquiry, careful pro- 


duction supervision, and extrusion quality 
meeting the highest standards of the industry. 


TUG 

+ COMPLETE FACILITIES include design 
engineering, die making, billet casting, extrusion 
production, and standard finishing operations. 

Y ENGINEERING ASSISTANCE is available 
without obligation. If your present or future 
plans call for quality aluminum extrusions in 
standord or special shapes, call on PE, or 


wrife, on your company letterhead, for our new 
complete catalog. 


QUALITY e SERVICE 


PRECISIC 


BENSENVILLE, ILLINOIS 
CHICAGO: TUxedo 9-1701 © BENSENVILLE 98 
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Alcoa’s Purchasing Policy 
(Continued from page 122) 


All Alcoa buyers have expense ac- 
counts for this and other obvious 
reasons. The buyer must always 
have in mind the fact that the things 


he does and the impressions he 


creates must not only be right— 
they must look right. 
No presentation of this. kind 


would be complete without a state- 
ment outlining the company’s reci- 
procity policy. In order that there 
will be no “misquotes” it is 


re- 
peated here verbatim from the 
“Standard Procedure for Purchas- 


ing.” It reads: 

“Good will is an essential factor 
in business. One means of develop- 
ing good will is to give business to 
those who return the favor. There 
is no more favorable way of insur- 
ing satisfactory quality, service, etc. 
than by extending favors to friendly 
companies, particularly if those fa- 
vors yield a profit to the Company. 
If, in the process, anything is sacri- 
ficed in the way of price, quality or 
service, it is not efficient purchas- 
ing. Customers are seldom willing 
to pay more for the same quality 
or the same price for a poorer qua!- 
ity, just as a matter of friendship. 
In general, they buy from the Com- 
pany because they obtain a superior 
product, better service or a better 
price. The concern which pleads or 
demands that business be given on 
a reciprocal basis is rarely satisfied 
with an ‘even break’. It is unsound 
policy for a company to base its 
hopes for success on any other basis 
than the value of its product and 
service to potential buyers. If, on 


consideration of all the factors 


which enter into good buying, it i 


found that a good customer is on 
an equality with the rest, let him 
have the business; but if he is not 
the Purchasing Department cannot 
assume the responsibility of making 


| a purchase which involves a de- 


— A 


parture from the fundamental prin- 
ciples of good buying. 
“On the other hand, all members 


of the Purchasing Department 
should be careful not to antagoniz 
actual or potential customers or 


create ill will toward the Company’s 
products. Never under any circum- 
stance should a member of the Pur- 
chasing Department tell a salesman 


| that the Company will not buy his 


company’s product because it does 


not buy from Aluminum Company 


of America. A friendly attitude may 
influence him to do all in his power 
(Please turn to page 304) 























GEAR 
RACKS 





STRAIGHT 
AND SPIRAL 


Generated for 
Extreme Accuracy 


IMMEDIATE 
FACILITIES 
AVAILABLE 


For both Production and 
Small Lots send us your 


inquiry 
No Obligation 


ESTABLISHED 1908 


BRAUN GEAR COMPANY 


240 Richmond St 


Brooklyn 8, N. Y 











DEVIL'S PUTTY 


WITHSTANDS 
SEVERE THERMAL SHOCK- 
HIGH FUSION 


DEVIL'S PUTTY 


- » ® new 
refractory 
linings; making up 
linings for ferrous 
melting furnaces 


graphite 
for steel 


im- 
and 
spouts 
and non- 
and similar 


pregnated plastic 
gray iron ladle 
and runners 
ferrous metal 
applications 

DEVIL'S PUTTY 
sions, thus producing 
withstands severe 
“sluffing off’’ 


reduces refractory 


cleaner 


inclu- 
castings; 
thermal shock without 
; contains chemically treated 
graphite that will not burn out of the mix, 
which aids surface lubrication and permits 
cleaner and faster pours. Molten metal has 
no sticking-tendency to DEVIL’S PUTTY 


lining, so, slag rises quickly to top for easy 
skimming 

Write for useful literature . and the 
name of your nearest Botfield Distributor. 





REFRACTORIES CO. 


789 S. Swanson St., Philadelphia 47, Pa. 
In Canada: Canadian Botfield Refractories 
Co., Ltd., 171 Eastern Avenue, Toronto 
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WHY generate when you can convert? 


ctt|)() piRecTLy FROM 


Federal 


SELENIUM RECTIFIER 
EQUIPMENTS 


















































RATINGS 
NO costly, bulky, moving equipment to buy... 
no expendable parts to replace frequently . .. vir- CODE Sees 0 ee D-C OUTPUT 
tually no maintenance! NUMBER VOLTS PHASE CYCLES VOLTS AMPS. 

No wonder Federal’s compact, silent, rugged, T 
ever-dependable selenium rectifiers are the eco- Fm suiss | S| | oe] 
nomical and efficient way to get DC... for chucks, FIR 3116- BS 115 | ] 50/60 15) 5 
brakes, clutches, drums, pulleys, relays, circuit- _ omemnnin =e amet A ae 
breakers, motors and many other. applications .. . FTR 3117-HS- 115 | 1 50/60 115 10 
for all DC needs of the machine tool industry. ar a ee or mem ree = 

Federal Equipments are ready to connect to your , FTR 31 ! 73S | 5 230 4 | | _ 50/60 nN ~ il 10 
AC source ... ready to deliver uninterrupted serv- FTR 3152-AS 220/440 | 3 50/60 | 115/230 | 4.4/2.2 
ice. Powered by Federal’s completely inert seleni- nen —<————— r —— - 
um rectifiers, their life is practically unlimited. All | FIR 3153-AS | 220/440 3 50/60 | 115/230 | 6.6/3.3 
are conservatively rated ... with a wide margin of FTIR 3154-AS | 220/440 | 3 50/60 | 115/230 | 8.8/4.4 
safety to withstand momentary heavy overloads. —— ———}-—_____ ———————} 

If the DC output you need is not listed in the FTR 3155-AS 220/440 | 3 50/60 | 115/230 | 13/6.5 
table, Federal will gladly design and build to meet j > 98 ; pol = oa mat ain A 
any specific requirements. Fill out and mail the _FTR 3228- BS | 220/440 | 3 50/60 | 115/230 26/13 
attached coupon today! 


MAIL COUPON TODAY for data on avail- . 
able FTR equipments, or any desired rating: 
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THE CORRECT FASTENER 
FOR THE JOB! 


Precision and Quality Work- 
manship, backed up by 38 
years of Erie experience, are 
yours for thoughtful buying. 
Whether you require a fastener 
made from carbon, alloy or 
stainless steels, to special de- 
sign, to exacting specifications, 

Erie fasteners will save you 
time and expense... from 
your planning, to procure- 
ment, to fabrication. Sub- 
mit your fastener require- 
ments to us, Erie Service 
will meet the challenge. 





e PENNSYLVANIA 
S e BOLTS e NUTS 
Ys + STAINLESS 
BON e B ONZE 


R 
Representatives in Principal Cities. 
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Alcoa’s Purchasing Policy 
(Continued from page 302) 


to have his company buy from the 
Company, while if antagonized he 
will do everything possible to hurt 
the Company’s business. 

“It is the duty of the Purchasing 
Department to procure the best pos- 
sible products for a given service 
and at the best possible prices, re- 
gardless of the source from which 
they may be obtained. All questions 
of policy should be referred to the 
General Purchasing Agent in Pitts- 
burgh.” 

Last, but not least, all of Alcoa’s 
senior buyers and district purchas- 
ing agents are expected to belong to 
the National Association of Pur- 
chasing Agents. Many of the as- 
sistants are associate members. All 
are encouraged to take an active 
part. The national convention is 
sometimes the occasion of getting 
most of the group together at one 
time for useful and important dis- 
cussions. 


The Purchasing Revolution 


(Continued from page 72) 


tunities. For years the purchasing 
profession has been preaching that 
a purchasing function predicated 
on the five basic ideas which I 
have discussed, could be a major 
source of profits. For the most part, 
the message fell on deaf ears. To- 
day, however, management is be- 
ginning to listen with keen interest. 
The purchasing function is getting 
and will continue to get not only 
increased attention but increased 
responsibilities. As Mr. H. F. Jones, 
a former president of your associa- 
tion, has pointed out, the monkey is 
now on the back of purchasing. You 
must prove in practice what you 
have been preaching. 

What is an opportunity to some 
may also be a threat to others, Pur- 
chasing is growing in importance 
and stature. Those who do not grow 
with it, those who are not prepared 
to play a larger role in manage- 
ment, may find themselves side- 
tracked and left behind. The activi- 
ties of this Association and its ex- 
tensive educational programs are 
abundant evidence that you men are 
well aware both of the opportunity 
and the danger, and that you are 
moving to meet the challenge of a 
full partnership in management 
willingly and with courage and in- 
telligence. 


PURCHASING 
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how to get 






quality 





—in alloy steels 


Crucible AISI bars and strip are your assurance of quality 
in alloy steels. From melting through finishing operations, 
Crucible metallurgists continually inspect each piece proc- 
essed. It is this persistent vigilance over quality that sets 
Crucible steelmaking apart . . . this means that Crucible 
AISI and other special purpose steels are uniform no matter 
when or where you buy them. 

And Crucible’s wide distribution system, with its well 
stocked warehouses conveniently located in all parts of the 
country, assures you of prompt, dependable deliveries. 
Next time you need alloy steel, call Crucible. 


Stocks maintained of: 
Rex High Speed Steel ... ALL grades of Tool Steel (includ- 
ing Die Casting and Plastic Die Steel, Drill Rod, Tool Bits 
and Hollow Drill Steel) ...Stainless Steel (Sheets, Bars, 
Wire, Billets, Electrodes) ... AISI Alloy, Max-el Machin- 
ery, Onyx Spring and Special Purpose Steels. 


/CRUCIBLE| first name in special purpose steels 
SS years off Sine) steelmaking WAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA * BALTIMORE « BOSTON * BUFFALO @ CHARLOTTE * CHICAGO © CINCINNAT! © CLEVELAND * DAYTON 
DENVER * DETROIT * HOUSTON »* INDIANAPOLIS * LOS ANGELES * MILWAUKEE * NEWARK * NEW HAVEN * NEW YORK © PHILADELPHIA + PITTSBURGH 
PROVIDENCE * ROCKFORD « SAN FRANCISCO « SEATTLE « SPRINGFIELD, MASS. * ST. LOUIS * ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D. C. 
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TO THE INGENIOUS 


Not familiar with this 


Free Te ole of Fullergript Brush Strip 





What problems can you solve by adapting 


Fullergript to your equipment? 


This brush strip can be coiled or 
twisted into numerous shapes. It 
can be formed to give intermittent 
or continuous brushing action. It 
adapts to stationary or power 
driven 


applications. How it may 


help you is a matter of your own 





Lower cost finishing with quality 
control for laminated plastic panels 

because Fullergript made possible 
1 brushing action leading to econ- 


omies in other processes. 


INDUSTRIAL 





Twice the brush life, because of 
Fullergript’s continuous density, is 
secured on quill strippers— the ma- 
chines that eliminate hand labor in 
removing waste thread from textile 
bobbins and quills. 


ingenuity — plus the services of the 
Fuller Brush Engineering Dept. 
Find out what Fullergript can do by 
sending for a sample strip. We will 
also send a booklet showing its ver- 


satility. Simply write us. 


DIVISION 


BRUSH CO. 





3554 MAIN STREET © HARTFORD 2, CONN. 


Power driven brushes, Factory & Institutional cleaning tools, Waxes & Detergents 


SIMPLY MAIL TODAY 


THE FULLER BRUSH CO., INDUSTRIAL DIV. 


3554 Main St., Hartford 2, Conn. 


Please send me without cost or obligation a short strip of Fullergript 
and tell me how it cuts costs when used as a machine component. 


Name 





Company 


Titte._. 





Street thie ena City 
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Modern Chemistry and the P. A, 
(Continued from page 98) 


United States independent of foreign 
rubber-producers and also in re- 
ducing and stabilizing the price of 


natural rubber. Certain specialty 
synthetic rubbers, such as _ butyl 
rubber, N-type rubber and neo- 


prene, have properties which make 
them far superior to natural rubber 
for many uses. 


Detergents 


One of the most spectacular in- 
stances of a new material replacing 
an old material has been the re- 
placement of soap by _ synthetic 
detergents. Synthetic detergents 
started in a small way during the 
middle 1930’s, and increased quite 
rapidly until in 1952 they amounted 
to 1.8 billion pounds or 44% of the 
total soap-detergent market. 

Synthetic detergents experienced 
this phenomenal rise because they 
introduced completely new cleans- 
ing properties not possessed by 
soap; in fact, it might also be called 
a new dimension in the art of 
cleansing. Synthetic detergents are 
used today not only in the dish- 
pan, but in washing railroad cars, 
airplanes, city streets, fruits and 
vegetables for packing, in second- 
ary recovery of petroleum and in 
many other uses where soap has 
never been used. 


Packaging 

Modern chemistry has revolution- 
ized packaging during the past few 
decades. Twenty-five years ago, the 
only packaging materials were 
paper, textiles and metal foils. Now 
cellophane, polyethylene film, poly- 
vinyl films, and cellulose acetate 
film are seen as packaging materials 
in every store in the land. 


Effect on Costs 


The effect of synthetic chemical 
products in reducing and stabilizing 
the prices of natural products is a 
very important byproduct of mod- 
ern chemistry. Plastics are holding 
down the price of copper and other 
non-ferrous metals, and are having 
a similar effect on leather. Synthetic 
fibers have reduced the price of wool 
and will continue to exert a stabil- 
izing influence on the price of both 
wool and cotton.. Synthetic rubber 
has reduced the price of natural 
rubber. Synthetic ethyl alcohol has 
stabilized the price of fermentation 
alcohol, which has a long history 
of violent fluctuations. Synthetic 
glycerin has had a similar effect on 


(Please turn to page 308) 
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This strange-!ook map 
my yey rf how “= ¥ age { 
ccm ie, mansfecturing  cuncores As the nation’s needs for Sulfuric Acid 
3 x spiral steadily upward, General Chemical 
cmeenetng te Hue, 1068 ont oe again adds more plants to its network of 
Feceainn Daneien ot the Oommen, sulfuric production facilities in this coun- 
try and Canada*. 
Now, large new acid facilities are going 
up at Baton Rouge, La., and Painesville, 
Ohio, to serve expanded demands in those 
areas. These plants are an important part 
of the company’s continuous, long-range 
development program aimed at providing 
Industry with convenient, depend- 
able sources of supply for this vital 
basic chemical. 





A\nnouncing 


TWO MORE 


GENERAL CHEMICAL 
© Sulfuric Acid Plants 


> Now! America’s Foremost Producer 


Provides Industry with 20 Sources of Supply 


That’s why—when you deal with General 
Chemical—you will be served not just by 
one plant, but through 20. Each augments 
the facilities and output of the others. To- 
gether they form a coast-to-coast “pipe- 
line” that can supply your needs equally 
well, whether you operate in one location 


or several ... from the Great Lakes to the 
Gulf ...or from Massachusetts to 
California. 


Just phone or write the nearest General 
Chemical office for further information on 
how General’s Sulfuric facilities can best be 
put to work for you. 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 






llied 


hemical 


ces in Principal Industrial Centers from Coast to Coost 














*in Canada, The Nichols Chemical Company, Limited 
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Modern Chemistry and the P. A, 


PEA CE TIME chat a eg ge 
he price o yproduct glycerin. 
1) fT ORY Da WAZ I 


Many other natural products have 
‘ been stabilized in price as a result 
EVERY TIME of economic pressure from a com- 
petitive synthetic product which was 
produced and sold at a stable low 

price. 

Modern chemistry is therefore a 
powerful ally of the purchasing 
agent, and can help his company to 
make better products at lower costs 

-and hence to make higher profits. 





Peace, Profits, Productivity 
and Purchasing 
(Continued from page 109) 


ple who made them believe in them, 
and because they are the best for all 
concerned. 

And so you see the American 
Standards Association does not make 
national standards—it makes na- 
tional standards possible. We ini- 
tiate no projects, we drive no one, 
we police no one. We are simply a 
machine you can use, if you wish, 
to develop national standards in 
your industry. We are a catalyst— 
the chemical substance that causes 
and speeds up a chemical reaction. 

There is one final word I would 
like to add. It is the slogan of a 
public utility company and it says 
simply: “The future depends on 
how you prepare for it—now.” 


Development of Purchasing 
Personnel 


(Continued from page 113) 


The purpose of the review is to 
set down on paper from an objective 
viewpoint the group appraisal of the 
THE STAND ARD TUBE C 0. performance of the individual on his 
work. The evaluation measures the 
scope of work performed against the 
Welded Tubing °F — tasks set down in the job descrip- 
£ tion. The quality of the work is 
measured against established stand- 
ards, but primarily against the 
group’s concept of what the quality 
of the work should be. The review 
should list first the employee’s strong 
points and next his weaknesses. The 
latter are listed, not in a critical 
sense, but to point up the areas 
where the employee can be strength- 
ened. 

A somewhat unexpected benefit 
from this review procedure has ac- 
crued, in that a discussion of an em- 

(Please turn to page 310) 
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VERTICAL HOLLOW 
SHAFT MOTORS 
Squirrel Cage—3-phase— 
Drip Proof—High Thrust— 
Standard Reverse 
Protection Clutch— 
3 to 75 hp. 

(larger sizes 


e 
built to order) 


aX 





zo 


or dependable operation at a lower cost 

per gallon, team your pumps with ACEC 
pump motors. Produced by the WORLD'S 
FOURTH LARGEST Electrical Manufacturer, 
ACEC pump motors offer the electrical and 
mechanical excellence that results from over 
70 years of experience and research. Yet 
they're priced below most other motors. 


Manufactured strictly to NEMA FRAMES 
AND SPECIFICATIONS, ACEC motors are avail- 
able from stock in branches and warehouses 
located in New York, Chicago, Kansas City, 
New Orleans, Houston, and Los Angeles. 
And a nation-wide network of 300 DISTRIB- 
UTORS AND SERVICE SHOPS assures prompt 
and efficient servicing. 

For top-level motor performance and ut- 
most motor dependability at lower prices, — 
contact our main office and we will have our Be 
nearest representative call you. TYPE P VERTICAL SOLID SHAFT MOTORS 


Squirrel Coge—3-phose—Drip Proof— 
High Thrust. 900 to 3600 rpm—¥%, to 
25 hp. (larger sizes built to order) 


For full details request 
Catalog BEP 


2 FF ©@ 


+ 


TYPE C 
FACE MOUNTED MOTORS 
Squirrel Cage— 
3-phase—Drip Proof —900 to 
3600 rpm—%, to 50 hp. 
(larger sizes built to order). 
Standard or Long 

Shaft Extension. 


ALL ACEC MOTORS 
FULLY 
GUARANTEED 


available in the 
following types: 


Open Drip Proot 

(Fhp. and Integral) 

T.E.F.C. 

(Fhp. and Integral) 

T.E.N.V. (Fhp.) 

Pump Motors 

Sot. Gave, Mogmted 
Vertical Hollow Shaft a 
Industrial Sewing 
Machine Clutch Motors 


Geared Motors and 
Capstans 


BELGIAN ELECTRIC SALES CORPORATION 


New York City: One E. 53rd St. 


Los Angeles: 423 E. 3rd St. 
PLaza 8-3105 MAdison 6- 4421 


Sales Engineers & Agents in Principal Cities 
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NEW LINE! 


CHISELS &€ PUNCHES 
by BILLINGS 


PUNCHES. .. Pin - Center - Solid - Prick - Long Taper 
- Extra Long Pin! Six Styles in thirty four Point Sizes! 
COLD CHISELS... Long and short - fat and thin! Cut- 
ting edges ranging from 4” to 1"! Lengths from 412” 
to 18”! 

Tough, dependable tools forged from octagon tool 
steel to our most rigid specs! Hardened and tempered 
to give ’em extra strength, safety and a long life. 

You know they can take it! You know they’re top 
quality because each one is marked with ‘“‘BILLINGS”’ 
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Development of Purchasing 
Personnel 
(Continued from page 308) 


p-oyee’s weaknesses often reveals 
the fact that his apparent shortcom- 
ings are due to a weakness in the 
organization, or in the employee's 
supervision. 

After the industrial relations rep- 
resentative has available a written 
summary of the review the super- 
visor should have a private leisurely 
review of the findings with the em- 
ployee. This is the most important 
part of the procedure and must fol- 
low as promptly as possible. It is 
also the point at which the whole 
program is most likely to break 
down. The average supervisor finds 
it extremely difficult to discuss 
points of weakness with an em- 
ployee. Surprisingly, it has been 
found that most individuals are 
aware of their own weaknesses and 
are probably as much concerned 
about them as we are. It is often 
found that if the interview is opened 
with a general statement of its pur- 
pose and an invitation to the man 
to tell the parts of the job which are 
causing him difficulty, or the fea- 
tures which worry him, he will vol- 
unteer information which is about 
the same as that listed in the review. 
This, of course, opens a way for a 
free discussion with the employee 
concerning the best means to over- 
come his weak points. If his present 
assignment is not a wise one, this 
situation is explored with him, and 
the possibility of transfer to other 
types of work or other departments 
is surveyed. Frequently, additional 
training is all that is needed and it 
is then the responsibility of the su- 
pervisor and the department man- 
ager to make that training available. 

In our own case we have been 
using this procedure long enough to 
have had repeat reviews of our peo- 
ple. We have found that even though 
the industrial relations representa- 
tive may not be the same, and 
though supervisors have changed, a 
group composed mostly of new peo- 
ple arrives at almost the identical 
results as a previous group. 

In conclusion, I would like to pose 
one additional possibility; it is that 
the field review may help to solve 
one of the perennial problems in 
purchasing—the discovery of a good 
standard for measurement of the 
efficiency of a purchasing depart- 
ment. 

As far as I know, none of the 


(Please turn to page 312) 
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USE UNBRAKO SELF-LOCKING 
SOCKET Set SCREWS wherever 
ordinary cup point set screws 
are used ...on radios, televi- 
sion sets, electronic equipment. 
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On refrigerators, washing 
machines, and other hovuse- 
hold appliances. 





UNBRAKO SELF-LOCKING SOCKET SET SCREWS feature the drive; fully formed threads— Class 3 fit; heat treated 


following advantages: knurled cup point that won't alloy steel for strength; standard sizes—= 4 to 1'’—in On power mowers, power 
work loose; accurate hex socket for nonslip, positive a full range of lengths. 


saws and other power tools. 


9 times out of 10 a standard UNBRAKO will do the job 


A special socket screw may not be necessary, a standard 
UNBRAKO usually does the same job—much cheaper. 
Your local industrial distributor stocks Standards. 
He gives immediate attention to your requirements, 
and such extras as special delivery to your plant. Write 
for UNBRAKO Standards. SPS, Jenkintown 31, Pa. 


Sps 
UN KQ secess SCREW DIVISION 
® Write for UNBRAKO Standards 


JENKINTOWN PENNSYLVANIA 





Juny, 1953 Please mention PURCHASING Magazine when writing to advertisers. 311 











YOU draw the Shape 


—Page can draw 

the Wire 
Tell us the way you 
want it. We'll follow your 
specifications. 
Cross-sectional areas up to 
.250" square; widths up to %"; 
width-to-thickness ratio 
not to exceed 6 to 1. 


Were or 
Write Today 


—— 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 











Development of Purchasing 
Personnel 
(Continued from page 310) 


usual measurements have proven 
satisfactory. They have not given an 
answer which would be fully ac- 
cepted by the average management, 
and they have not been convincing 
to us. It seems to some of us that 
the answer may lie in the measure- 
ment of individual performance. Is 
it reasonable to say that if high 
standards of performance are estab- 
lished, we can gauge the overall 
performance by the manner in which 
individual members meet those 
standards? If individual perform- 
ance meets the standards set, we 
may assume that the group per- 
formance is satisfactory. 


Conditions In Purchase Order 
(Continued from page 97) 


of the volume, you have saved $20,- 
000.00. Of course, the vendor is not 
legally bound to give the discount 
if his statement says “NET.” Our 
experience shows it is worth the ef- 
fort. 

Each of us at one time or another 
has run into a bookkeeper who will 
want to hold up paymient until after 
receipt of the merchandise, thus 
losing the discount and impairing 
the company’s credit. Such a per- 
son fails to realize that under such 
terms as the ones just stated, 
“F.O.B. Factory” and “‘F.O.B. Fac- 
tory, Freight Allowed,” the mer- 
chandise is yours as soon as it is put 
on the carrier for you. You are 
bound to pay for the merchandise 
and look to the carrier for any re- 
imbursement for loss or damage. 

If you do not want to be re- 
sponsible for the payment for mer- 
chandise before it reaches you in 
acceptable condition, then you 
should make or ask for a new offer 
embodying the terms you desire. 

The practical side of this matter 
is that vendors can and do give 
lower prices and larger discounts 
if they do not have to guaranty de- 
livery beyond the carrier. Your ex- 
perience will tell you if you should 
insist on the protection at higher 
prices, or if the saving—by lower 
prices—will more than offset the cost 
of filing claims with the carriers. 
The responsibility of a common car- 
rier is quite complete. 

If the purchase order does not 
clearly state where the title to the 
merchandise is to pass, but the pur- 
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chase order does state the method 
of delivery, it may be decided by 
the courts that title passed when 
the goods were delivered to the car- 
rier designated. 

This much we may be fairly cer- 
tain of, if we order goods F.O.B. 
the factory and we are notified that 
the goods are ready, and we fail to 
call for them or to direct their 
shipment, the title passes to us and 
it is our loss if the goods are dam- 
aged or destroyed. 


Discrimination ? 


Any discussion of the Legal As- 
pects or Problems of Purchasing 
would be incomplete without a ref- 
erence to the ruling of the Federal 
Trade Commission to the effect that 
a Purchaser is equally liable or 
guilty with the seller of a violation 
of the Clayton Act, as amended by 
the Robinson-Patman Amendment, 
for any price discrimination. It is 
all right to bargain, but watch out! 
You must not obtain a price lower 
than your competitor can or does 
get under the same circumstances. 

The outstanding case, of course, 
is the Automatic Canteen Co. v. 
Federal Trade Commission, 194 F 
2d 433, decided by the Seventh Cir- 
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REDUCE 
PLUMBING 
MAINTENANCE 
COSTS! 


Specify SHERMAN 
INDUSTRIAL 
SHOWER SETS and 
other items in the 
Sherman Ball Bearing 
Faucet Line. The Pat- 
ented Ball Bearing Stem 
eliminates excessive 
wear on washer and 
seat—saves $$$ in re- 
pair, water, and fuel 


bills! 
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Se, Here’s the kind of building economy 
be youcan’tafford to pass up! “Century” 
es APAC sheets offer you the means to 


low-cost, trouble-free walls and ceil- 
ings on almost any type of building 
or structure. 


These light, easily-handled sheets are 
made from portland cement and 
mineral asbestos. They will not burn, 
rot, or corrode, and they are impervi- 
ous to insects and vermin. They take 
decorative colors well, although they 
never need paint for protection— 
indoors or out. 


Rooms finished with “Century” APAC 
sheets are clean, attractive places in 
which to work. Structures sided with 
this versatile material have a trim, 
modern, efficient look. Best of all 
they stay that way, for “Century” 
APAC needs virtually no mainte- 
nance—ever! 







Nature made Asbestos. 


Your K&M distributor can tell you 


more about this product and the Keasbey and Mattison has mode J re 
other types of “Century” asbestos- it serve mankind since 1873 -KM 
cement sheets. See him soon! Or on abe 


write directly to us. 


KEASBEY & MATTISON 


COMPANY + AMBLER + PENNSYLVANIA 
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Conditions In Purchase Order 
(Continued from page 312) 


cuit Court of Appeals on January 
18, 1952. This was one of the first 
times that Section 2 (f) of the 
Clayton Act as amended by the 
Robinson-Patman Act, 15 U.S.C. 13 
(f) was utilized to charge a viola- 
tion of the Act against a buyer, 
who was charged with knowingly 
inducing and knowing'y receiving 
price discriminations in connection 
with its purchases. 

The point for us to remember 
is that in our negotiations for good 
prices we can go as far as our vol- 
ume will entitle us—the same as 
others in the same _ bracket—but 
not one bit further. 


Violation of Wage and 
Hour Laws 


And what has been said about 
price discrimination may be said 
with equal force about the viola- 
tion of the wage and hours laws. 
The purchaser and the purchasing 
agent may be held equally liable 
with the vendor for any infraction 
of these laws. Such infraction may 
be brought about by the terms of 
the purchase contract. 

This brief discussion has only 
touched a few of the legal problems 
of Purchasing. Perhaps enough has 
been said to indicate that to have 
numerous phrases and terms on a 
purchase order, without any special 
reason for them, is not desirable. 
And perhaps it has also been indi- 
cated that it is very desirable to 
have the right terms and phrases 
on the purchase order even if they 
have to be tailor-made for the oc- 
casion. 


Ed. note: On June 8, two weeks after 
Mr. Affleck’s address, the Supreme 
Court gave a decision in the 10-year 
old Automatic Canteen Co. case, which 
is referred to in this discussion. The 
six-three decision reversed the finding 
of the Federal Circuit Court that had 
upheld the contentions of the Federal 
Trade Commission. 

The Supreme Court ruling estab- 
lishes two major points: 

(1) The buyer has not violated the 
(Robinson-Patman) law if the lower 
prices he induces can be cost-justified 
or, even if they cannot, he does not 
know that the prices are illegal on the 
part of the seller. 

(2) It is up to the (Federal Trade) 
Commission—not the accused buyer— 
to furnish evidence to support a charge 
of violation even where it is obvious 
on the facts that the buyer knew he 
wes getting price cuts. 


(Please turn to page 316) 
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Conditions In Purchase Order 
(Continued from page 314) 

The majority opinion, written by 
Justice Frankfurter, rejected an FTC 
theory which “would put every buyer 
at his peril if he attempted to bargain 
with sellers for price reductions.” The 
FTC view, the Court declared, could 
“help give rise to a price uniformity 
and rigidity in open conflict with the 
purposes of other anti-trust legisla- 
tion.” 


ee ae 


The Dynamics of Purchasing 
(Continued from page 118) 


they must give recognition to the 
women who are selected in this 
field. Industry is recognizing the fact 
that there is little difference today 
between hiring a young woman and 
a young man. They both represent a 
certain investment that the company 
must make to train them. The risk 
for long-term employment for both 
is relatively comparable. 

You can help the women who are 
interested in the purchasing profes- 
sion to gain greater recognition by 
your own interest and enthusiasm 
in this field. You can train your 
subordinates to differentiate be- 
tween mechanics and dynamics, for 
at this impressionable training pe- 
riod they may become so well- 
grounded in mechanical attitudes 
that they sometimes transfer these 
attitudes later towards the people 
with whom they are working. 
Awareness of the Dynamics of Pur- 
chasing, that phase of your job 
which regards people as individuals, 
makes your place in management 
more important. 


7: t- F 


Business Outlook 


(Continued from page 93) 


and in consumer spending conse- 
quent upon the higher costs and 
more stringent terms of consumer 
credit. 

The basic economic issue before 
the Eisenhower Administration is 
whether the attempt to reduce 
taxes, to balance the Federal budget, 
and to maintain a high level of em- 
ployment—all at the same time— 
can succeed. All of us who believe 
in a free, prosperous, and stable 
economy earnestly hope that it will 
succeed. Yet, we should recognize 
that it could fail. We may be certain 
that if wnemployment should grow 


(Please turn to page 320) 
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DE LAVAL 


FIELD 
REPRESENTATIVE 








Profit by his sound, versatile 
experience. He con aid you 
in selecting the IMO Pump 

you néed ... give you facts 
and figures on performance 
... bring valuable judgment 
to bear on your specific 

fluid handling application. 


can help solve 


your pumping problems 





For example, De Laval-IMO Series A313B Pump handles light or viscous 
fluids in hydraulic systems, rotary and steam atomizing oil burners, lubrication, 
governing systems and similar services. Use it for capacities to 
80 gpm, pressures to 275 psi and intermittent pressures to 325 psi. 


IMO Rotary Pumps have only 3 moving parts. There is 
nothing to get out of order, nothing to adjust. IMO 
Pumps are also easy to install. They can be direct-con- 
nected to electric motors, turbines or other high speed 
drivers, without reduction gearing, belts or chains. 


Rotors are in hydraulic and dynamic balance. That 
means pulsation free operation—no churning, no 





DE LAVAL 


DE LAVAL STEAM TURBINE COMPANY 


pocketing, no intermittent strokes. The natural smooth 
rolling action of IMO rotors eliminates noise, vibration 
and hydraulic whine. 


Models can be furnished for almost any fluid handling 
problem in capacities to 750 gpm and pressures to 1,500 
psig. Ask for Bulletin LG-A which gwes data in chart 
form on the wide range IMO line. 


IMO Pumps 


@L187 807 Nottingham Way, Trenton 2, N. J. 
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a 
Our skilled workmen and pre- 
e avi | cision looms combine to make 
precision wire cloth that meets 
the most rigid specifications. 
3 e All shute wires are parallel 
and all warp wires are parallel 
recisi 0 as they must be, to assure a 
uniformly woven cloth with no 
defects. One or two open 


spots in a wire cloth could completely spoil the most painstaking 
screening operation. 


in addition to its uniformity and freedom from imperfections, Newark 
Wire Cloth is noted for accurate mesh counts. Available in all the 
commercially used metals, Newark Wire Cloth is woven in sizes rang- 
ing from 4 inches (space cloth) down to 400 mesh. 


We maintain a large stock of the commonly used metals and sizes, 
and are in a position to make prompt shipments. Let us quote on your 
requirements. When writing, please give us details on your process. 


Send for our New Catalog E. 





/ 
NEWARK 


ewark 


Jire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Business Outlook 
(Continued from page 316) 


to large proportions (over 4 mil- 
lions) as a result of a general busi- 
ness recession, the present admin- 
istration will cut taxes in an effort 
to bolster consumer spending and 
markets for goods, even if this 
means running a Federal deficit. I 
do not forecast this situation; I 
merely point to it as a possibility 
for which our Federal government 
should be ready with appropriate 
policies. 

Because price inflation has dis- 
appeared as a major motivation for 
production and employment, it is 
necessary to replace it with other 
incentives. Every avenue should 
now be explored for removing pres- 
ent features of our Federal tax sys- 
tem which dampen risk-taking and 
incentive to investment. One place 
to begin is with the tax on so-called 
excess profits. 

A revision of our Federal tax sys- 
tem should be begun immediately, 
with the focus of attention on 
the elimination of features which 
dampen risk-taking and reduce bus- 
iness investment. I have in mind 
such features as accelerated depre- 
ciation, reduction of the double 
taxation of dividend income, and a 
host of other measures. Our ulti- 
mate national security rests on our 
pre-eminent industrial productive 
capacity. We will only keep this 
pre-eminence in the race with Rus- 
sia by policies which encourage 
technological advance, research, and 
a sustained high level of business 
investment in the most modern 
plants and equipment. 
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Techniques of 
Material Management 


(Continued from page 117) 


who adequately services his terri- 
tory may reduce inventory problems 
for the company by stocking mate- 
rial to service his customer with a 
minimum of lead time. In order to 
provide the distributor with infor- 
mation he requires to adequately 
service the company’s requirements, 
the Purchasing Manager will be 
wise to meet regularly with dis- 
tributors’ representatives to review 
detailed parts requirements as de- 
veloped by his planning section. 
Many companies provide office space 
for distributors’ representatives in 
the planning and purchasing work 


(Please turn to page 322) 
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Skilled Springm akerw . 


with a broad background © 
of experience 
and engineering know-how 
produce better springs 


roh an toh 2-1 a elt 





SKILL, experience and know-how are essential 


: to the manufacture of better springs at lower cost. . . 
~4 and here at Accurate, we are able to offer liberal quantities 
0 é of all three. For many customers Accurate’s skill, 

We experience and know-how have made it possible to 
achieve substantial reductions in spring costs. 
















If you mass produce civilian or defense items, we'd like 
the chance to show you what we can do for you. 
There’s no obligation. Just send an outlline of your 
requirements to ACCURATE SPRING MEG. CO., 

3825 W. Lake St., Chicago 24, Illinois. 


yp ne 4d 


neonoooraaacond TANT 
MNEs AMY) 
SPRINGS ° WIREFORMS 


Write for your copy 
of the Accurate Spring 
Handbook. It's full of useful 
Ss Ke data and helpful shert cuts for 

samy ak ete making spring calculations. 
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] generalift pallet crate 


replaced 6 heavy nailed crates 


cut packaging costs 50% 
reduced shipping costs 23% 


McCord Corporation, Plymouth, Indiana, solved both a packaging and 
a materials handling problem with the Generalift Pallet Crate shown 
above. Conferences with General Packaging and Sales Engineers pro- 
duced a crate which held 24 radiators, packed easily, and could be 
handled by fork-lift from the shipping room all the way to assembly 
lines. It formerly took 24 heavy nailed crates and from 24 to 30 hours 
of labor to ready 96 radiators for shipment. Packing the same number 
in Generalift Pallet Crates takes only 4 hours. 

This is only one example of the many packaging problems solved 
every day—at a saving—in General Box Company’s two fine Industrial 
Packaging Laboratories. General Box packaging experts stand ready 
to help you cut packaging costs, too. Write for complete details. 


Find out how other manufacturers are 
cutting packaging costs. Write for your 
free copy of ‘The General Box.” 


cenetal Bo 


4 = © Wo f Des Plaines, Il. consi, 
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Factories: Cincinnati; Denville, N. J.; 
COM PAN Y Detroit, East St. Lovis, Kansas City, Louis- 
ville, Milwaukee ; Prescott, Ark.; Sheboy- 
1843 Miner St., gan; Winchendon, Mass.; General Box 
Cc y of Mississippi, Meridian, Miss.; 
tal Box Company, Inc., Houst 








ENGINEERED SHIPPING CONTAINERS FOR EVERY SHIPPING NEED 
® Generalift Pallet 3oxes ® Corrugated Fiber Boxes © All-Bound Boxes 
® Cleated Corrugated and Watkins-Type Boxes © Wirebound Crates and Boxes 
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Techniques of 
Material Managem-nt 


(Continued from page 320) 


areas, in order that changes in de- 
sign, revised production schedules, 
and other factors affecting distribu- 
tors’ stocking policies in support of 
company’s requirements are made 
immediately available. The distribu- 
tors’ fair profit margin, in many 
cases, when compared with com- 
pany’s carrying cost, is found more 
economic than the purchasing meth- 
od which does not include distribu- 
tor servicing. 

5. Inventory Disposal. Every pur- 
chasing executive is faced at one 
time or another with the problem 
of disposing of inactive and obsolete 
inventory. Usually this presents a 
major headache, in that likely buy- 
ers are scarce and their tendency is 
to offer a very small percentage of 
the net value of material as a bid 
price. If a company has established 
working relations with vendors, it 
may be possible to transfer the inac- 
tive inventory to the vendor’s ac- 
count and establish dollar credit 
with him to be applied against fu- 
ture purchases by the company. The 
buyer of surplus under this type of 
agreement is not required to expend 
working capital and is in a position 
to hold the material for a longer 
period for sale at a future date at a 
profit. The company enjoys the ad- 
vantage of a higher return on dis- 
posal of inactive and obsolete in- 
ventory. 


, 2 © 


Purchasing Value Of The Dollar 
Drops 0.7% Over The Year 


Consumers’ prices for March, 1953 
rose 0.3% above the February fig- 
ure to record only a slight change, 
according to the National Industrial 
Conference Board. 

The all-items index for March, 
1953 was 179.5, as compared with a 
level of 178.2 in March, 1952. (Base 
date of the Board’s index is Janu- 
ary, 1939 = 100.) 

The purchasing value of the dol- 
lar in March, 1953 was 55.7 cents, 
representing a decrease of 0.7% 
over the year. In March, 1952, the 
dollar was valued at 56.1 cents. 
(January, 1939 dollar = 100 cents.) 

Although large changes were re- 
ported in prices of many food items 
over the month, increases and de- 
creases almost balanced each other 
so that the food index rose a neg- 
ligible 0.2%. Housing costs failed to 
register an increase for the first 

(Please turn to page 324) 
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Handclasp of a friend-in-need 


There’s confidence in the very “feel” of the world famous 
C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extin- 
guishers. The quick-acting “Squeez-Grip” fits your hand 
naturally like a handclasp...hgngs right... carries right... 
works right. You’re in complete command of the situation 
instantly ...no fumbling ...no fatigue. 

From the non-conducting, shatterproof discharge horn 
to the high strength, durably finished cylinder, you get top 
quality construction that results in a lifetime of satisfactory 
service. Because of the very few working parts and corrosion 
resistant materials throughout, the total cost to you over the 
years is less than other initially lower priced makes .. . fire 
after fire, recharge after recharge, without trouble. 

It’s not hard to see, when you fully compare and try, why 
C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extin- 





MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-In High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 
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guishers are your best buy for killing flammable liquid and 
electrical fires, as well as some surface fires involving ordi- 
nary combustible materials. Sizes range all the way from 
2% to 100 pounds capacity...all fully approved by the 
Underwriters’ Laboratories, Inc., Factory Mutual Labora- 
tories, Armed Forces and Government Bureaus. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire 
Extinguishers the penetrating carbon dioxide is a clean, dry, 
non-damaging, non-conducting, inert gas...smothers fire 
instantly, leaves no after fire mess... harmless to equip- 
ment, materials and finishes ...even food is still perfectly 
edible. 

Act now for complete free information on these first-rate, 
sure-acting fire extinguishers. Remember fire doesn’t wait 
... get the facts today! 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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The Name that aes Ie 
HEAVY-DUTY Zzz- 
ENGINE POWER 


at a Geet! 

More than 500 manufacturers of engine-powered ma- 
hines of all kinds, utilizing power within a 3 to 36 horse- 
power range, specify WISCONSIN Heavy-Duty Air-Cooled 
Engines as “original equipment” on their machines. 

They base their selections of engines on such factors as 
heavy-duty construction, low-cost operation and mainte- 
nance, Air-Cooling that provides trouble-free service in 
all locations, easy starting, and readily available re- 
placement parts when needed, through a reliable source. 
Wisconsin Motor Corporation is the world’s largest man- 
ufacturer of Heavy-Duty Air-Cooled Engines, from 3 to 
36 horsepower, in 4-cycle single cylinder, 2- and 4-cylin- 
der types. Here is dependable power to fit the machine 
and fit the work for which the machine is designed. 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 








4-cycle 
single cylinder 
3 to 9 hp. 





2-cylinder 
7 to 141/2 hp. 





V-type 4-cylinder 
15 to 36 hp. 








MILWAUKEE 46, WISCONSIN 
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time in nine months and the fuel, 
clothing and housefurnishings in- 
dexes were all just 0.1% higher than 
in February, 1953. The only signifi- 
cant change was the 0.5% rise in 
sundries. 


, F -#¥ 
Off The Record 
Monsanto Chemical Company’s 


advertising recently took an unus- 
ual musical turn with the distribu- 
tion of a recording of two specially 
composed pieces which combine 
chemistry and music, entertainment 
and information. 

The 10” 78 rpm record, in a hand- 
some jacket, went to a selected list 
of customers and prospects for prod- 
ucts of the company’s Organic 
Chemicals Division. Hooker is ortho 
nitro biphenyl-ONB to the cognos- 
centi—which is used, among other 
things, as a flow aid in the manu- 
facture of unbreakable plastic 
phonograph records. 

On one side of the record is the 
ONB Samba; on the other the Mon- 
santo March. Both feature the com- 
poser, pianist Russ David, musical 
director of KSD and KSD-TV in 
St. Louis. 












Heavy bind 
on 6” cuff 


weight of t os however, is held to a mini- 


mum. The cu 
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designed strictly for protection, 
has an exclusive type of lightweight flexible con- 
struction. Overall length is 144”. 


Fully curved, 
comfortable fingers 





Also available 
as Model 4703, 
with Neoprene 


Special thumb coated knit wrister 


crotch reinforcement 


Ideal for Operations involving Dipping, Splashing or Spraying 


The Hood Model 7703 glove gives extra protec- 
tion and extra wear in the spots that count most 
... fingers, palm, thumb crotch and cuff bind. The 


Hood makes a complete line of industrial rubber 
and plastic gloves that will help keep your safety 
standards high. 


Write today for our new illustrated catalog fea- 
turing the Hood Glove Guide, which shows you 


“how to choose the RIGHT glove for EACH job”. 


HOOD RUBBER CO., Watertown, Mass. 
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whatever your 


Mixing problem, a 


PEERLESS 
MIXER 


does the job 


Here’s the most adaptable mixer 
ever built! 

Specially-designed beating arms 
speed mixing operations. The 
agitators or flights (designed 
after checking several thousand 
mixing operations) beat, fold, 


2s overlap and agitate each par- 

Powders lnsecticides = iie thoroughly. Alll-Welded 
Paint Pigments Praca, Steel Construction for extra 
pou strength . . . anti-friction bear- 

Livestock Feeds Flour ings for extra smooth operation. 
Phonograph Consult our Engineering Depart- 
Record Automobile ment for your specific require- 
Compounds Undercoating ments . . . without obligation. 


the ESSMUELLER Consus 


Manufacturers 





Engineers @® 





1224 S. 8th St. ST. LOUIS 4, MO. 








It pays to specify 
BRISTOL 
CHARTS 


No instrument can be any more accurate than the 
chart on which it records. To insure the accuracy and 
readability of your Bristol instrument recordings, be 
sure you always have an adequate supply of genuine 
Bristol charts on hand. 

We have recently expanded our engineering and 
production facilities for printing recorder charts for 
other instrument companies. Circular charts up to 18 
inches in diameter and strip charts up to 29% inches 
wide can now be produced for all types of special 
instruments, research instruments, and computors. 

Special papers, such as wax coated, heat sensitive, 
chemically coated, smoke covered, and electrically 
sensitive papers can be handled on our new equip- 
ment. 

Our engineering service has also been expanded 
to help all instrument builders develop charts best 
suited for their partic.:lar needs. 

Write for free bulletin describing our complete 
line of charts. The Bristol Company, 124 Bristol 
Road, Waterbury 20, Conn. 


BRISTOL 


AUTOMATIC CONTROLLING, RECORDING AND TELEMETERING INSTRUMENTS 


THE DEPENDABLE GUIDEPOST 
OF INDUSTRY 
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WESTERN PINE’S 


a new film- 


A THE m 
b a be 
Ree OF THE 
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PORES! §& 


The whistling roar that drowns out 
“Timber!” as a big Ponderosa falls 


... the wonderful story of Western — 
Pine Tree Farms... the fabulous giant F & 
- 

“whittlers” that turn a tree tothe —&% 


endless uses of wood in the great 
lumber mills—these things are part §f 
of Western Pine’s grand new color film. 





mi 

You'll want to show it to your * 
“et = customers, friends and neighbors a 
Br @ through local clubs and other * 
by: community organizations. Write J 
v¥ 


Western Pine Association for a print 
today. Because of demand, we ask 
that you give us 30 days notice 
before a showing. 















@ WESTERN PINE ASSOCIATION 
510 Yeon Building, Portiand 4, Oregon 


Please send a print of “The Bounty of the 
Forest’ to: 


Dealer's Name 
Address 
City 


I plan to show this film on the following dates: 








Please mention PURCHASING Magazine when writing to advertisers. 
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TRANSPORTATION CHARGES 
ON RETURNED GOODS 


part of my duties, it is my responsi- 
to see that material received not to 
pecification is returned to the sup- 
\ll purchased material received by 
company 1S checked visually, chem- 
and physically. Sometimes devia- 
beyond the normal are acceptable 
application is not too critical. In 
cases, we return the rejected mate- 
isually for credit and replacement. 
as been our practice in the past to 
this on a prepaid basis. The 
yunt expended in this way can reach 

izeable sum. 

We have discussed this situation re- 
sently, and feel that since the material was 
not to our specification, that it is the 

sponsibility of the supplier to pay the 
transportation from our factory and also 

the replacing shipment. (This of 
course would not hold true if the sup- 
| pliers allowed us credit for the transpor- 
tation when they credited us with the 
eturned material.) 
| We are wondering just where the 
responsibility lies and if other industrial 
firms have experienced the same thoughts 
that we have. Perhaps there is a legal 
yr moral obligation involved. If so, we 
ure interested in knowing’ what it 
ould be 


the 


G. J. Snyder, Buyer 
Ritter Company, Inc. 
Rochester, N. Y. 


@ Commenting on this subject, the 
N.A.P.A. Handbook of Purchasing 
Policies and Procedures (Vol. I, p. 
278) states: 

“In practically all cases reported, 
transportation costs both to and 
from the rejection point are charged 
back to the supplier. Very few com- 
panies report inspection or testing 
costs (on rejected materials) as 
items to be charged back to the 
supplier; such costs are ordinarily 
borne by the buyer and considered 
by him as a part of his purchasing 
or inspection costs. In a great many 
cases, contracts or trade customs 
provide definitely that the supplier 
will not be responsible for contin- 
gent expense, yet this is perhaps the 
greatest risk and most costly item 
of all from the buyer’s standpoint.” 

in the section on contract clauses 
(Vol. II, pp. 162 ff.) the Handbook 
cites more than a dozen clauses 
dealing with this matter. They are 
practically unanimous in allocating 
ransportation costs on_ rejected 
material to the supplier. Many of 
these specifically provide that goods 
will be returned “at seller’s ex- 
pense.” Others state that goods will 





be held “for seller's account and 
risk” or “for the seller’s imstruc- 
tions and at his risk, for a reason- 
able period, not to exceed 60 days.” 
The latter provisions clearly imply 
seller’s liability for any transporta- 
tion charges that may be incurred 
in connection with the return of 
goods. 

Ritter’s own purchase order form 
includes, in its terms and conditions, 
the clause: ‘““Any materials rejected 
by Ritter will be held for disposition 
at risk and expense of seller.”” This 
covers the legal obligation for charg- 
ing transportation costs to the ac- 
count of the seller. 

The moral obligation on the part 
of the buyer consists in taking rea- 
sonable care of the rejected mate- 
rial while it is at the buyer’s plant 
pending return or other disposition, 
for a reasonable time. — Ed. 


CULTIVATING THE P.A. 


We have a client who serves about 20 
customers. He performs rather highly 
specialized work for these customers and 
secures the orders almost invariably 
through purchasing agents. This client 
would like to take feasible steps to ce- 
ment relationships with the twenty pur- 
chasing agents. and do it in a new and 
interesting way if possible. 

We are of course familiar with some 
of the more common ways in which this 
might be done, such as remembering 
birthdays, anniversaries and other signifi- 
cant dates in the purchasing agent’s life. 
There are of course also the usual desk 
gadgets which are used to cause purchas- 
ing agents to remember individual firms. 
Some of these things are good and some 
are not so good, and | strongly suspect 
that some of them just alienate the peo- 
ple you think you are helping. 

Would you be able to suggest to us 
some of the things that purchasing agents 
like to have done for them, gifts they 
like to receive, or alternate courses o 
action we might take to build up our 
relationships with the purchasing agent? 
In other words, as experts on purchasing 
agents, their care and feeding, would yo 
give us your best advice on how t 
approach this problem? We would cer- 
tainly appreciate whatever suggestions 
you might feel able to make along these 
lines. 


C.N. J. 


@ Our current advertising series, 
“Sales Tips from Industrial Pur- 
chasing Agents”, has presented the 
opinions of more than 50 purchasing 
men on what they desire and expect 


from salesmen. Gifts and gadgets 
are conspicuously absent from their 
suggestion lists. At the risk of seem- 
ing naive, yet in line with the pre- 
vailing thought among the leaders 
in purchasing, it may be stated that 
any such special attentions are 
evaluated by intent, and the net 
result may be as feared by our 
correspondent, to alienate rather 
than cement the desired relation- 
ship. Many companies have a writ- 
ten policy specifically banning this 
method of approach. — Ed. 


DIFFERENCE OF OPINION 


I have received your questfonnaire 
about foreign trade. Personally, I do not 
think the average purchasing agent is 
qualified to give intelligent answers to 
the questions which you ask, because he 
does not have the necessary information 
nor the time to digest it if he had, and 
in a great many cases the answer would 
be snap judgment based on the views o 
the editors of whatever publications he 
might have been reading. Also, the views 
of those purchasing agents whose com- 
panies are directly or indirectly affecteu 
would naturally reflect their position. 

Further, I do not think that a ques- 
tionnaire of this kind should be sent to 
purchasing agents, as it will undoubtedly 
be used to influence the pending legisla- 
tion, and that any purchasing agents who 
are sufficiently interested will write their 
own Congressmen and Senators direct. In 
my opinion, this whole matter can best be 
left to the judgment of the proper com- 
mittees in the Congress. 

One more thought: This questionnaire 
business is becoming more and more of 
a nuisance. Hardly a week passes but 
some trade journal, which uses this 
method to fill its pages, or some self- 
styled research bureau or institute for 
this, that, or the other, is not out with 
a request for information to use in its 
own profit-making scheme. As for me, 
I’m done with all of them. 

L. M. Hartman 
Louisville, Ky. 


I think you are making a worth while 
contribution with these surveys. 
E. E. Thompson, Pur. Agt. 
Syracuse University 
Syracuse, N. Y. 


@ 341 purchasing agents replied to 
the Purchasing Opinion poll on 
“Trade, Not Aid”; more than half 
of them added comments beyond the 
checking of the specific questions. 
As to the multiplicity of such re- 
quests, see article “The Problem 
of Questionnaires” (PURCHASING, 
April 1953, p. 113). — Ed. 
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Only SEALMASTER Gives You 
Positive Locking Plus 
Easy Shaft Mounting 


SEALMASTER BEARINGS now provide the first practical answer 

to positive shaft locking with easy shaft mounting. Just slip the 

bearing onto the shaft... tighten two set screws... that’s all. This is 
made possible through ZONE HARDENING.* 











With Zone Hardening, the inner race of the 
bearing is hardened through the ball path 
section only. The rest of the race is left in its 
original, metallurgically soft state. The threads 
of the hardened set-screws bind firmly in this 
softer portion of the race and cannot work 
loose. This insures positive race-to-shaft 
locking for the life of the bearing. 
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In the machines you design, build or use, 
SEALMASTER Zone Hardening means better 
bearing performance, less maintenance 


Cartridge Flange Take-Up Flange- and replacement costs. Write for full 
Unit Unit Unit Cartridge 


Unit 





information now! 





"ZONE HARDENING 


is a completely automatic heat 


treating process with timing 





TE 


controlled to the tenth of a second. 





In addition to enabling positive 
race-to-shaft locking, it provides 
a finer grained, metallurgical 

structure of uniform hardness in 
the ball path section. This gives 


better load carrying ability. 


GOS LS IE AT A 


Zone Hardening is patented... 


only SEALMASTERS have it. 


SEALMASTER BEARINGS 


A DIVISION OF STEPHENS-ADAMSON MFG. COMPANY 
51 RIDGEWAY AVENUE, AURORA, ILLINOIS 


rAcToORY REPRESEN Att ¥ 8.5 AND DEALERS IN ALL PRINCIPAL Cities 
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New Felt Has Many 
Filtration Applications 


A new type of chemical-resistant, 
ber-bonded filter fabric, Dynel 
felt, adaptable to many 
tration problems has been intro- 
luced by the American Felt Co. 
[It was developed as a superior 
liter mat for use in filter press or 
;cuum filter applications for highly 
efficient cake formation or clarity 
filtrate. Typical filtration uses 
ire for dyestuff manufacture, clari- 
fying of electroplating solutions, 
yrroduction of yeast, chemicals and 
food products. It is constructed with 
julti-ply carded construction for a 
ighly uniform fiber distribution. 
Construction of ‘the product creates 
a highly efficient filter medium or 
ake supporting mat for small par- 
ticles. It is stable to bacteria such 
as mold or fungi and resistant to 
acid or alkaline solutions. 


u 


y ndsor 
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New Activator Simplifies 
Cold Rubber Productions 


A new chemical activator which 
ill reduce the manufacturing costs 
GR-S cold synthetic rubber, 


peed up its production and make 

more uniform product, has been 
leveloped by Naugatuck Chemical 
United States 
Company, in 


Rubber 


connection with the 


Division, 





Reconstruction Finance Corpora- 
tion rubber research program. 

Naugatuck scientists believe that 
the widespread use of the new ac- 
tivator, a sulfoxylate derivative, can 
result in a saving of approximately 
$700,000 annually for the synthetic 
rubber industry. 

Pilot plant tests have shown that 
it simplifies cold rubber production 
and improves uniformity of opera- 
tion as well as uniformity of the 
rubber. It can be used in recipes 
for cold latex as well as in recipes 
for solid cold rubber. It gives latex 
better color and makes it more 
fluid for easier handling. Laboratory 
tests indicate the rubber may have 
better aging characteristics than 
present types due to low iron con- 
tent. 

An initial production of around 
600,000 pounds of GR-S cold rubber 
with the new activator has been 
authorized by the Reconstruction 
Finance Corporation in two gov- 
ernment-owned synthetic rubber 
plants. The Port Neches, Texas 
plant operated by U. S. Rubber and 
the Baton Rouge, La., plant op- 
erated by Co-Polymer Corporation 
will make this new rubber which 
has been designated X-750 by the 
Reconstruction Finance Corpora- 
tion. The rubber will be used in 
tires, mechanical goods and other 
rubber products. 





Half Of Steel’s Manganese May 
Come From Open Hearth Slag 


Up to one-half of the manganese 
requirements of the steel industry 
may eventually be recovered from 
open hearth slag, if a process given 
recent pilot plant tests in Pittsburgh 
proves feasible economically, ac- 
cording to the American Iron and 
Steel Institute. 

The heavy dependence of the 
United States upon imports of man- 
ganese would thus be lessened. Up 
to the present, the United States, 
having only small known reserves 
of metallurgical grade manganese 
ore, has been importing the ore from 
other countries. 

There is no commercial method 
of making steel without manganese. 
An average of about 13 pounds is 
used in the production of a ton of 
steel. Much of this finds its way 
into the slag. 

The process developed in a project 
sponsored jointly by American Iron 
and Steel Institute and the Bureau 
of Mines consists of a two-stage 
treatment in which the open hearth 
slag is treated first in a blast fur- 
nace and then in a basic converter. 
The process does not have any un- 
usual technical difficulties, accord- 
ing to engineers. The question now 
is whether the cost of the recovery 
process, as used on a large scale, 
outweighs the value of the material. 
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Positions Wanted 






Displayed 





Contract Work ° Equipment For Sale ® Employment and Business Opportunities 
RATES REQUIREMENTS 
ee 90¢ fine Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 


Figure forty-four letter spaces (five average words) to a line. 





Send orders to: CLASSIFIED DEPARTMENT 


eee 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
: an $8.50 inch Discount of 10% for twelve consecutive displayed insertions. 
Forms close 15th of month preceding date of publication. 
E PURCHASING * 205 East 42nd Street, New York 17, New York 











POSITIONS WANTED 





hemical Purchasing Agent or Assistant. Expe- 
industrial and Fine Chemicals, Plastics, 
Pharmaceuticals, and Dyes. Thoroughly ac- 
quainted with Chemical Manufacturers, Resellers, 
and Importers, Knows Export. Write Box 1383, 
Purchasing, 205 East 42nd St., New York, N. Y. 


rience 





Purchasing Agent, 10 years experience buying 
heavy hardware, contractors & mining equip- 
nent including expediting & inventory control. 
Write Box 1384, Purchasing, 205 East 42nd St., 
New York, N. Y. 


















METAL PRODUCTS ENGINEERING, INC. 





4000 Long Beach Avenue, Los Angeles 58, California 


Please mention PURCHASING Magazine when writing to advertisers. 


Wanted—Model B 5-Spindle 
Davenport Screw Machines. Write 


“Urgently 


Ser. Nos. and Price.” 
Purchasing Department 
The Bristol Co. 
Waterbury 20, Conn. 








FAMOUS MP ALUMINUM | 
ae CLIP 
BOARDS 
SHEET 
HOLDERS 
Sizes: legal, letter, note and pad 
Write for PA discount sheet 











Attention .... 

A Modern Canadian plant manufacturing na- 
tionally known electrical components would 
welcome opportunity to produce for American 
manufacturer under contract or on royalty basis: 
We have space, facilities and know-how. If you 
have the work please contact us at Box 1379, 
Purchasing, 205 East 42nd St., New York, N. Y. 
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